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| am Hiroyuki Matsumoto, Director of Enterprise Business Unit.

Today, | will explain our strategy in the Enterprise segment.
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This is an overview of the Enterprise segment.

The Enterprise segment of Canon Marketing Japan has around 8,000 employees and is
made up of MA Headquarters and GB Solution Headquarters, both of which are direct sales
organizations, as well as Canon IT Solutions Inc. and Primagest, Inc., both of which are
group companies.

Canon Marketing Japan has been building up its recurring business with a focus on Canon
products, which include maintenance services and cartridges.

Canon IT Solutions and Primagest have been building up their recurring business as well
around system maintenance, service fees, data centers, and BPO services while making
use of their strengths in systems.
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B Achievements in 2021-2025

. Sales

(Billions of yen) 265.8

Operating income @=® Operating income ratio

190.6

13.9

3% [ b T
Amortization expenses from
goodwill, etc. for TCS and
Primagest posted

B Sales share by business (2025)

Canon Products
and Other
22%

IT Solutions

78%

B Financial highlights (2021-2025)

Canon Marketing Japan Group

® Netsales +39%
Operating income +52%
Operating income ratio +0.7pt
® T solutions sales +61%

In addition to TCS and Primagest joining the Group,
the IT solutions business achieved organic growth.

B Sales share of IT solutions

2021 2022 2023 2024 2025 67% (2021) > 78% (2025)

* Results have not been reclassified following business transfers, etc

© Canon Marketing Japan Inc. 2026

Let's look back at the Long-Term Management Objectives from 2021.

Sales from IT solutions in 2021 stood at 67%, but this has grown to 78% in 2025.

We achieved smooth growth, with sales growing by 39%, operating income growing by 52%,
operating income ratio improving by 0.7 points, and IT solutions sales growing by 61%, as

shown in the Financial highlights.

In addition to TCS and Primagest joining the Group, the IT solutions business achieved
organic growth.

Although the operating income ratio decreased slightly in 2024 and 2025 due to the impact
of recording depreciation of goodwill for TCS and Primagest, overall growth has been steady.
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This slide is about our strategy in the Enterprise segment.

We aim to become a true partner by co-creating value with our customers and delivering
that value to them.

Our 2028 plan is for sales to reach 300 billion yen, operating income to reach 26 billion yen,
and the operating income ratio to be 8.7%.

Our first main strategy is to expand our customer base and strengthen our IT solutions
business. This remains unchanged.

The second is to accelerate the businesses of individual group companies through
synergies. There is still plenty of room for further acceleration.

The third is to create new service businesses.

We intend to implement all 3 of these steadily.
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Our first main strategy is to expand our customer base and strengthen our IT solutions
business.

Canon Marketing Japan aims to capture quasi-major and upper-medium-sized enterprises
by increasing its share of Canon devices.

And, together with document solutions, we intend to strengthen our imaging solutions team
to support further expansion.

Canon IT Solutions will achieve growth by focusing on its key business areas.
It will expand its businesses in the fields of smart SCM, mobility DX, financial core IT,
educational ICT, back office DX, cloud security, and IT platform services.

Primagest plans to maintain and expand its strengths in financial system integration and
BPO, to grow its business by targeting regional banks with large customer bases, and to
develop and expand BPO in the public sector market.
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Now I'd like to talk about the second main strategy: to accelerate the businesses of
individual group companies through synergies.

To date, Canon IT Solutions has been working to leverage its strengths on top of Canon
Marketing Japan’s customer base, but as there is still room for expansion, we will continue
to promote these activities.

For the customer base of Canon Marketing Japan, there is still room for expansion among
quasi-major and upper-medium-sized customers overseen by the GB Solution
Headquarters in particular.

We have developed synergy between Canon Marketing Japan and Canon IT Solutions in
specific areas and will significantly expand this over the next 3 years.

As for the synergy between Canon Marketing Japan and Primagest, we have been working
together for a year and a half since they joined the Group, but as there is still room for
expansion, this will be accelerated, as well.
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Let's look at some examples here.

The first is an example of the synergy between Canon Marketing Japan and Canon IT
Solutions.

We secured a large-scale Sl project for a food manufacturer several years ago by utilizing
Canon Marketing Japan’s customer base. When replacing core systems, most of our clients,
including this food manufacturer, often structure their production, cost management, and
sales systems separately from the ERP as part of their core systems.

Canon IT Solutions successfully secured the order from this food manufacturer by utilizing
its existing strengths in production management and sales.

And the system we built was ultimately delivered after being integrated with the client’s core
system, and this project also enabled us to accumulate a great deal of expertise.

In the future, | hope that we can utilize this expertise in our proposal activities for other
manufacturers. We are also considering further expansion by utilizing Canon Marketing
Japan’s customer base.

The second example is our collaboration with Primagest.

Primagest already has many strong solutions for financial institutions, and we are
proceeding with the rollout in stages. Primagest also has a history of doing business in the
public sector, including with local governments.

Canon Marketing Japan also has a history of developing a range of businesses for local
governments. This means that by utilizing Primagest’s technological expertise and Canon
Marketing Japan’s customer base, there is still room to expand the business.

Recently, we have also secured major contracts related to optimization in high-cost
combined medical and long-term care expense programs, and we intend to pursue these
initiatives further.
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Finally, I'd like to discuss the third main strategy: to create new service businesses.

Up until now, each company has been creating new service businesses, but going forward,
we aim to bring together each company's knowledge to create even stronger services.

We will create new services by utilizing both Canon Marketing Japan’s customer base and
the technology, expertise, and data centers of Canon IT Solutions, the business analysis
capabilities of Primagest, and the latest technologies of Canon Inc.
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As an example of a new service, I'd like to introduce Edogawa City today.

We have worked on several contracts for Edogawa City’s disaster prevention systems, and
today | want to discuss a case of detecting flooding.

Around 70% of the city lies within the zero-meter zone, so flooding or overflow could cause

significant damage.

Major class A rivers are managed by the national government, but managing all the smaller

rivers is difficult.

Because managing them all at high cost would place a heavy burden on the city, we worked
together to develop a simple monitoring system.

We installed reasonably high-performance cameras along rivers and Al determines water
levels. The system sends alerts to personnel via the platform when water levels are
determined to have reached a dangerous threshold.

The person in charge can then check the footage using the existing camera system, and if a
danger is detected, residents in that area can be urged to evacuate.
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Functions, Usage and number of users

Services for large corporations

Services for quasi-large and upper-
medium-sized enterprises

Services for SMEs
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The previously mentioned service combined camera products, Al, and a platform, and we

hope to create many more services like this.

We also hope to expand these kinds of services not only to large corporations and quasi-

major and upper-medium-sized enterprises in our area of responsibility, but also to SMEs.

While there are challenges in deploying identical services for both large corporations and
SMEs, we hope to work with our Area Business Unit to develop services that effectively

utilize the expertise gained from serving large corporations, incorporate that expertise into
services for SMEs, and create services with added value.

I hope that the Enterprise Unit can contribute to this goal as a part of the Group.

10
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This concludes my presentation on the Enterprise segment.

Thank you for your attention.




	スライド 1
	スライド 2: Enterprise Segment Overview 
	スライド 3
	スライド 4: Strategies in Enterprise Segment
	スライド 5: Expand Customer Base and Strengthen IT Solution Business
	スライド 6: Accelerate Each Company’s Businesses through Synergy  
	スライド 7: Accelerate Each Company’s Businesses through Synergy
	スライド 8: Create New Service Businesses
	スライド 9: Create New Service Businesses
	スライド 10: Create New Service Businesses
	スライド 11

