Business Strategy

Overview of Businesses by Segment

Canon Marketing Japan Inc. INTEGRATED REPORT 2026

Our business mainly consists of the Canon products business and the IT solutions business. As for customer segments, the Canon MJ Group operates in the four specific

categories, the Enterprise, Area, Consumers, and Professional segments, and helps many customers create value.

Enterprise Customer segment B> Large corporations and quasi-major and upper medlum-sized enterprises

We provide Canon products, IT solutions and BPO services that contribute to solving business problems in each
industry and business type for our vast range of customers, from large corporations to quasi-major and upper
medium-sized enterprises, public agencies, and educational institutions.
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Area Customer segment » Small and medium-sized enterprises

We provide Canon products and IT solutions to small and medium-sized enterprises in Japan
and contribute to solving business problems by fully leveraging our channels for indirect sales
through diverse business partners and direct sales through Canon System & Support Inc.
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Breakdown of Net Sales by Business Segment (fiscal 2025)
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Consumers Customer segment » Individuals

We sell Canon products such as cameras, which have been manufactured since the time of our
founding; imaging products; and inkjet printers, as well as non-Canon consumer products, to
individual and corporate customers through retailers, online stores, and other business formats.
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Professional Customer segment > Specialist fields

We provide products and solutions for customers in specialist fields, such as

(e

production printing, industrial equipment, and healthcare.
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Business Strategy
Enterprise Segment

The challenge of reaching net sales of ¥300.0 billion in fiscal 2028.
We will create value together with our customers and become true
partners, transforming our service-type business into a new pillar of
revenue

Senior Vice President, Director of Enterprise Business Unit

Hiroyuki Matsumoto

We provide Canon products, IT solutions and BPO services that contribute to solving
business problems in each industry and business type for our vast range of custom-
ers, from large corporations to quasi-major and upper medium-sized enterprises,
public agencies, and educational institutions.

Performance Trends

Long-Term Management Objectives (2021-2025) Performance Highlights

e Net Sales + 39%
Operating income + 52%
Operating margin  + 0.7pt

* IT solutions net sales + 61%
Organic IT solutions business grew, with the addition of TCS and Primagest to the Group

o Net sales composition ratio of IT solutions
67% (2021) — 78% (2025)

(Billions of yen)
Amortization of goodwill and
other related items of 300.0
TCS and Primagest included .
265.8

239.7
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Awareness of the Market Environment

+ Growing demand for document digitalization, data management, digital workflows, and BPO services,
driven by the digital transformation of business operations in response to evolving workstyles

+ Growing demand for crime prevention/disaster response solutions that realize safe and secure lives
- Growing demand for security measures in response to rising cyberattacks and information leaks
- Growing demand for the use of advanced technologies such as Al

+ Lack of talent and intensifying competition for securing highly skilled professionals due to declining labor population
+ Decling in the number of output devices and MFPs in the market due to the accelerating shift to paperless operations
+ Mounting costs due to rising prices and personnel expenses, and soaring energy prices
+ Changes in the demand structure for IT services due to the evolution of Al

Our Strengths

+ Deep and extensive customer base developed through long-standing solid relationships with our customers
+ System construction and development capabilities of approximately 3,800 system engineers mainly from Canon IT Solutions

- Highly sophisticated technological capabilities such as proprietary software technology, math-
ematical science technology, language processing technology, and image analysis technology

Problem-solving capabilities through BPO and SI, leveraging the proprietary knowhow of Primagest

Ability to provide highly reliable, high quality IT infrastructure services based in our own data centers

Capability of Canon MJ, Canon IT Solutions, and Primagest working together to propose
comprehensive solutions to a wide range of management issues faced by customers

Toward Achieving the Goals of Our Medium-Term Management Plan (2026-2028)

We are implementing our three core strategies of “expanding our customer base and
reinforcing our IT solutions business,” “accelerating individual company business
through synergy,” and “creating new service businesses.”

The MA Headquarters is expanding customer co-creation-based IT solutions that
help to solve social issues while maintaining the customer base built through Canon
products. Meanwhile, the GB Solution Headquarters is growing its customer base
with a focus on acquiring Canon product market share. Canon IT Solutions will also
utilize the customer bases of both the MA and GB Solution Headquarters to expand
systems integration services, while enhancing solutions that leverage technologies
and expertise in mathematical and demand forecasting and low-code development.
With Primagest now part of the segment, each organization will work together to
accelerate generation of synergies, and create and expand a new service-type busi-
ness model through co-creation with customers and turn it into a pillar of revenue,
with the use of advanced technologies such as Al.

Canon Marketing Japan Inc. INTEGRATED REPORT 2026
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Business Strategy
Enterprise Segment

Canon IT Solutions Inc.

We will polish our unique technologies and take on the challenges of
change with an eye toward the future of our society and our customers.
Aiming to be the key player for IT solutions business to reach ¥500.0
billion in net sales

Canon IT Solutions Inc.
President Hiroshi Suyama

Canon IT Solutions is an IT solutions company that engages in the development,
operation, and maintenance of systems for a wide range of sectors, primarily
manufacturing and finance, and provides services to businesses centered on data
centers. On the strength of our high levels of quality control, we offer a vast array of
solutions that make use of our very own software and mathematical science
technologies that have been cultivated over many years.

Business Strategy

The key message of our vision for 2030 is “Co-creating company 2030. Look to the
future. Take on change. Create value, and supply that value to society.” That
message represents our dedication, responsibility, and mission to put ourselves in
our customers’ shoes to create forward-looking concepts, continuously change
ourselves with the assumption that society and the environment surrounding our
customers will also change, implement the concepts we develop as specific values,
and take the lead in providing that value to society and the market.

To achieve this, we will polish our three main pillars of value provided. The first is
“innovation that co-creates the future.” We will work with our customers to create
customer reforms, using our future-focused conceptualization abilities. The second is
“value creation system integration.” We handle everything from conceptualization to
deployment and operation ourselves to speedily create real value. The third is
“provision of market-oriented services.” We will identify shared market needs and
create optimally combined services that continually create greater value. These
three will form a cycle that drives our evolution as a company that keeps generating
new value. Above all, we will support the ambition and growth of each and every
one of our employees, continuing to protect and polish our corporate culture, in
which everyone works towards realizing their dreams. The value we create will be
supplied to our customers, earning their trust and leading them to keep choosing
Canon. That trust will be a point o% pride for our employees and foster even greater
ambition, which will lead to the creation of new value. We will enhance this cycle as
we strive to continuously increase our corporate value, surprising society and
delivering new experiential value.

As the core company driving the Canon MJ Group's IT solutions business growth,
we will work alongside our customers to solve social issues by leveraging the
Group's customer base and supplying our highly unique technologies.

Primagest, Inc.

We will aim for further business expansion by
leveraging our know-how accumulated over the
years in solving issues in the ITS and BPO fields
and by maximizing group synergies.

Primagest, Inc.
president Hideaki Inagaki

Primagest supports business reforms centered on digitalizing analog information,
including data processing, utilization, and the development of systems for secondary
data use. Focusing on large corporations in the financial industry in particular, we
have automated and streamlined operations and provided BPO services by
combining our know-how in centralized office processing with knowledge in
hardware, software, and S| development. In recent years, we have also put into
practice our own concept of DX (Delightful Transformation), which uses Al and other
various IT technologies to help enhance customer revenue.

Business Strategy

Since our founding, we have expanded our business over the past 50 years to
include system development and outsourced operations, centered on digitalization
using the fastest scanners on the market. Developing our skills through customers’
business processing primarily at large corporations, we possess a high level of
business knowledge to be used at business sites and DX know-how, including Al
technologies. Going forward, we will continue to focus on solving business issues at
operational sites by utilizing our customer base centered on large corporations,
while contributing to our customers’ businesses by advocating for the full
automation of operations and the creation of new value through early adoption of
technological trends relating to generative Al and DX. We will also deepen our
solutions built on our accumulated knowledge and know-how in our existing
business fields, while also expanding them into new business fields. In addition, we
are advancing with building new business models, including the conversion of
solutions into services.

To proceed with these activities, we will pursue rapid business expansion using
synergies that leverage the Canon MJ Group's management foundation. Together
with our customers, we will create new value by enabling optimal business
processes for them (improving operational efficiency, saving labor, and delivering
new user experiences).

Canon Marketing Japan Inc. INTEGRATED REPORT 2026
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Business Strategy
Area Segment

Fully leveraging our diverse channels to enhance
our full support for SMEs.

We will create digital futures for communities
while maximizing our earnings power and aim
for an operating income margin of 10% or more

Vice President, Director of Area Business Unit

Masao Yamaguchi

We provide Canon products and IT solutions to SMEs in Japan and contribute to
solving management issues by fully leveraging our channels for indirect sales through
diverse business partners and direct sales through Canon System & Support Inc.

Performance Trends

Long-Term Management Objectives (2021-2025) Performance Highlights

e Net Sales + 9% @ Net sales composition ratio of IT solutions
Operating income  +85%  28%(2021) — 35%2025)
Operating margin ~ + 3.8pt

® IT solutions net sales + 34%
Increases in sales of PCs, the "Makasete IT Series”, and security products

(Billions of yen) If sales that have been transferred to organizations in other segments are included,
in 2023, net sales amounted to ¥229.7 billion and operating income amounted to

¥17.5 billion: therefore, effectively achieved both revenue and profit growth in 2024

I Netsales I Operatingincome  — Operating margin

wes 9T i 1 2403 2450

220.8 25.0

120 10.2%

5.5%

)]

2021 2022 2023 2024 2025 ¢ 2028 Forecast
*Business results have not been readjusted in conjunction with the business transfers, etc.

Awareness of the Market Environment

+ Rising demand for IT investments as SMEs look to digitalize their business
+ Rising demand for security risks
- Legal and regulatory compliance such as Cybersecurity Measures Evaluation System
+ Overhauling of operation processes in SMEs due to labor shortages
- Growing demand for the use of advanced technologies such as Al

- Lack of talent and intensifying competition for securing highly skilled
professionals due to declining labor population

+ Reductions in print volume at offices due to changes in working styles

- Business successions due to aging and declining labor population

+ Changes in the demand structure for IT services due to the evolution of Al

Our Strengths

- Diverse sales channels that span across the country, such as our business partners
that serve prominent local firms, and the power to develop businesses that are
rooted in local characteristics

+ Interconnectedness, as Canon S&S (that is responsible for direct sales) explores customer
issues at a deep level and shares the know-how it accrues with partner channels

+ Ability to propose optimal solutions by combining Canon products, security
products, solutions tailored to business types and operations, maintenance and
operations services, and a variety of other products and services

- A sales and support structure that provides integrated support for everything from
service selection to operation and maintenance

Toward Achieving the Goals of Our Medium-Term Management Plan (2026-2028)

In recent years, the business environment is changing, as the shrinking working
population accelerates labor shortages and personnel expenses and the prices of
goods soar. Our SME customers face a wide range of management issues, and there is
growing appetite for investment in operation efficiency improvements, security
enhancements, and the like.

We provide solutions to these management issues. Specifically, we offer document
solutions that capture digitalization and Al trends as well as integrated IT solutions
that cover the selection, introduction, maintenance, and operation of IT equipment,
drawing on the know-how of Canon System & Support. Furthermore, we are
reinforcing and expanding our channels to deliver these solutions to prominent local
SME customers. These efforts include expanding our sales partners for security and
imaging solutions and accelerating the incorporation of Canon products and IT
solutions into our partners’ sales strategies.

We supply our customers across Japan with various products and services through
diverse channels, providing them with total support for solving their management
issues. Through this, we are contributing to the creation of the digital futures of local
communities.

Canon Marketing Japan Inc. INTEGRATED REPORT 2026
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Business Strategy
Area Segment

Cano tem & Support Inc.

Building on our strong relationships of trust with our
customers, we will achieve greater added value through
our service-type business that addresses the roots of
customer management issues and sustainable growth.
Canon System & Support Inc.

President Takeshi Hiraga

Canon System & Support offer Canon products and IT solutions to SMEs in Japan.
Leveraging our nationwide business network and group synergies, we provide
support services on a one-stop basis for planning IT investments, selecting and
introducing the most optimal solutions to customers’ issues, day-to-day operations
after introduction, maintenance when problems arise, and education.

Business Strategy

We have supported the stable operation of IT infrastructure through corrective
maintenance and security solutions for PCs and networks. In recent years, the
environments surrounding our SME customers have undergone dramatic change as a
result of advances in generative Al, increasingly sophisticated cyber risks, and chronic
labor shortages. Our customers are being called on to deal with issues that are
directly tied to management, including not only improving operational efficiency and
productivity with limited human resources, but also strengthening information
security, creating frameworks to ensure business continuity, and engaging in
environmental management.

We respond to such issues by providing comprehensive support, from IT planning to
introduction, operation, maintenance, and education, to create systems that
customers can feel safe relying on for their IT operations. Furthermore, we support
operation and workplace reforms, and future-looking business continuity, leveraging
the knowledge developed by the Canon MJ Group to help solve our customers’
management issues. We will continue to make efforts to develop skilled personnel,
evolving ourselves so we can support our customers’ own evolution.

Enhancing Our Full Support for SMEs and Expanding it to Business Partners

Makasete IT DX Series/BX Series

Canon System & Support, in collaboration with local business partners, has long supported
for creation of environments so that SME customers can conduct their business with a
peace of mind. We have addressed the changing needs associated with the proliferation of
PCs and the internet and provided maintenance services that assist in the creation and
stable operation of IT infrastructure. Furthermore, noting that customers' IT issues stem from
day-to-day operations, we have strengthened our operational support services, evolving
them into the "Makasete IT DX Series” and enhancing the value we provide.

Today, the "Makasete IT DX Series” has developed into a comprehensive service supporting
DX for SMEs, from IT investment planning and introduction to operations, maintenance, and
employee education. Furthermore, to address our customers’ diverse issues, we have
developed industry-specific solutions and imaging solutions, and expanded our business field
to supporting the resolution of both management and social issues, such as improving
operational efficiency, addressing labor shortages, and strengthening information security.

In recent years, management issues have become more challenging and complex due to
advances in generative Al, the need to secure workforce, and enhancement of environmental
management and governance. We will release the new "Makasete IT BX Series” to meet
these needs, expanding our support to cover environmental management, human resources
development, IT investment strategy, business continuity, and other management areas.

Makasete @E
DX Series

° , BX Series
iy Providing support to resolve sustainable JI (\ IT support Providing support from IT planning and equipment selection to
QLY management challenges | =7 introduction, operation, maintenance, and education to help achieve DX

Information security measure enhancement support

[Supoort senices fo acquing DX certfcaton]| [ s enisf ety VessesElionSysen | [ Security pack or security measwres | [__IT operation outsourcing services |

‘ IT coordination services ‘ ‘” el supportsevices for ybersecuity Measures el ,wﬂ‘ ‘ Seuriypack forpotecton agarst irfornation ks ‘

[Response to changes inlaws and systems| | Security training services | [ Secuity pack for data protection | (P oot gt e | S petionl o s
‘ Information security rule creation support services ‘ ‘ PC security pack ‘ Nestuv;gg? seerrva‘tci:gal APTLC;;?Q gepf/gigsna‘

[ COx emissions calculation support senvices | [ Personnel training for the era of generative Al | [ Nursing care solutions || Construction industry solutions |

Sales capabilities enhancement support Educational support | Kindergarten and nursery school solutions || Manufacturing industry solutions |
Sales strategy development support services Skill improvement support services ICT platform

‘ SFA support services ‘ ‘ Training support services ‘ [ Cloud operationalsuppart senices ][ Imaging solutions || Wi optinized envionment apeaton suoot sences

*Wi-Fi is a trademark or registered trademark of the Wi-Fi Alliance

Expanding to Business Partners
Until now, the "Makasete IT DX Series/BX Series” have been offered exclusively by Canon
S&S. Going forward, we will also be offering these solutions, which leverage the advanced
service abilities developed by Canon S&S, through the Canon MJ's business partner
channels, part of its extensive sales network.

By continuing to support the [T-driven evolution of our customers, Canon MJ and Canon
S&S aim to contribute to their sustainable growth and the realization of a richer
community beyond it.

Canon Marketing Japan Inc. INTEGRATED REPORT 2026

60



Business Strategy
Consumers Segment

We are growing our product portfolio and developing
and optimizing our channels to maximize our sales and
the value we provide.

Our goals are to maintain net sales while increasing our
earnings power

Senior Vice President, Director of Consumers Business Unit

Koichi Mikami

We sell Canon products such as cameras, which have been manufactured since the
time of our founding; imaging products; and inkjet printers, as well as non-Canon
consumer products, to individual and corporate customers through retailers, online
stores, and other business formats.

Performance Trends

Long-Term Management Objectives (2021-2025) Performance Highlights

e Net Sales + 12% e Unit price per Canon product
Operating income - 4% Interchangeable lens cameras + 20%
Operating margin - 1.5pt Inkjet printers + 3%

¢ Net sales composition ratio of IT solutions (IT products)
Increased from 22% (2021) to 28% (2025)

(Billions of yen)
M Net sales Operating income — Operating margin
o 1366 1347 144.6 144.8 145.0
13.6

13.0

0.5%
9.0%

D))
2021 2022 2023 2024 2025 2028 Forecast
*Business results have not been reclassified in conjunction with the transfer of businesses, etc.

Awareness of the Market Environment

* Rising demand for high-definition, high-quality video for vlogs, live
streaming, etc.

- Re-expanding of the compact camera market, especially among young
people and women

- Growing demand for diverse types of printing related to fan activities,
events, etc.

- Growing demand for broadcast camera systems to communicate
natural disasters in real time

+ Temporary declines in camera demand due to changes in the surrounding
environment
+ Reductions in print volume due to declines in New Year's card demand

Our Strengths

- Sales channels, logistics network, and sales system developed through our long
history of selling Canon products

- Wide range of products, including not only Canon products like cameras and
printers but also IT products

- One-to-one marketing system matched to the needs of individual customers

- Connections with a broad range of camera users (leading share of the digital
interchangeable lens camera market for 18 consecutive years)

- Ability to use diverse printing methods to provide optimized print environments
tailored to individual applications

Toward Achieving the Goals of Our Medium-Term Management Plan (2026-2028)

In the consumer market, where technological innovation and customer trends change
rapidly, we strive to deliver value that exceeds customer expectations.

We will expand sales of full-frame models and promote one-to-one marketing using
our membership base. Furthermore, we will share the appeal of Canon products to
meet imaging demand among young consumers.

Regarding printing, we will expand sales channels for business applications, such as
SOHO, and reinforce our new value propositions while capturing diverse printing
demand.

We will leverage our sales channels and logistics network to expand our offerings of
non-Canon products and cultivate new sales channels.

These initiatives will be carried out through highly efficient business operations by a
small, elite team, and we will work to maintain our net sales while increasing our
earnings power.

Canon Marketing Japan Inc. INTEGRATED REPORT 2026
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Business Strategy
Consumers Segment

Case Study

Canon Marketing Japan Inc. INTEGRATED REPORT 2026

What We Provide Is Customer Experiential
Value through Canon Products

Our customers own a diverse range of
devices and equipment, and they are
interested in wide-range of photographic
subjects.

We use “Canon ID”, user accounts shared
by multiple services, to support the
comfortable photographic lifestyles of
individual customers. We provide our
services as a unified customer experience,
covering everything from awareness, interest
and curiosity, product comparison and
consideration, purchasing, usage, experience
and sharing, and after-sales support. This
helps ensure that customers will love and
patronize Canon for years to come.

For the Future Development of
Photographic and Imaging Culture

We have been a special sponsor of the “Photo
Koshien (National High School Photography
Championships)” since its first event in 1994. The
“Photo Koshien” provides high school students
across Japan, who forge the future, with new
opportunities for activities, goals, and new
encounters and connections. Since 2023, we have
hosted "GRAPHGATE", an audition-style program
to discover new talent in photography and video.
We offer winners ongoing support and
development assistance to contribute to their
futures as creators. These initiatives are socially
significant, supporting the future of photographic
and imaging culture. At the same time, they also
create connections between Canon and the
people who will be responsible for photographic
and imaging culture in the future, which
contributes to creating a foundation that will
support the development of our camera business
over the long term.
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Incorporating Canon’s Imaging Technology
into Our Broadcasting Activities

The CINEMA EOS SYSTEM was used in the
creation of the TBS Sunday Night TV drama
series “The Royal Family."

In addition to its past track record of
usage, this Canon imaging product was
selected in recognition of its advanced
expressive capabilities.

The imaging technologies and support
capabilities that back up video production
are being put to use in the production field
to create iconic Japanese television shows.

A Diverse Lineup of Products That Goes
Beyond Canon Products

Backed by our long track record of selling
Canon products in the Japanese market, and
the trust we have earned through the years,
we now carry a diverse range of products,
primarily IT products from Japanese and
overseas manufacturers, which we sell
through our diverse sales channels.

In addition to gaming PCs and PC
peripherals, we sell products that enrich
customers’ everyday lives, such as
myofascial release guns.

Through our in-store, EC, and promotional
activities, we are helping increase brand
awareness for these manufacturers and
showcasing their value.

Fitness care brand uFit has concluded a host area
partnership agreement with the Yokohama Canon Eagles
*Yokohama Canon Eagles player Koki Arai (left) holds a uFit myofascial release gun

TBS Sunday Night TV drama series “The Royal Family”
Image courtesy of: TBS ACT, INC.
TBS SPARKLE, INC.

PCs, PC peripherals, and smartphone-related devices

Al/XR devices Devices for everyday life

i BT

From PCs and PC peripherals to products
that enrich customers’ everyday lives
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Business Strate

Professional Segment

We provide products and solutions for customers in specialist fields, such as

production printing, industrial equipment, and healthcare.

Performance Trends

Long-Term Management Objectives
(2021-2025) Performance Highlights

e Net Sales + 55%
Operating income + 123%
Operating margin + 3.5pt

¢ Net sales composition ratio of

IT solutions (healthcare)
28% (2021) = 43% (2025)

(Billions of yen)

1 Net sales '~ Operating income — Operating margin

4.7 12.6% 40.2
315

2.5

7.9%

Composition ratio

Production
printing

Healthcare 1 9 %

39%

Fiscal 2025
percentage of
segment sales

Industrial
equipment

429,

7.0

))

2021 2022 2023

2024 2025 € 2028 Forecast

*Business results have not been reclassified in conjunction with the transfer of businesses, etc.

Complete the initial fiscal year of the Medium-Term Management Plan
and continue aiming for record profits toward 2028 targets

Each of our employees will strengthen on-site execution capabilities,
become a trusted partner to customers, and work together with them to
shape the future of printing

Canon Production Printing Systems Inc.

President Katsumi Ueda

We provide high-speed continuous feed printers and high-speed cut sheet printers
mainly for the printing industry. We also provide solutions related to POP production
for the distribution and retail industries.

Our Strengths

- Rapid response and proposal capabilities for solving customer issues through our
integrated system, which covers everything from planning to development, sales,
and services

- High level of technical capabilities that support the stable operation of products
and software, combined with a powerful support system that is closely aligned
with the actual printing field

- Software development capabilities that innovate entire workflows, including pre-
and post-printing processes

Toward Achieving the Goals of Our Medium-Term Management Plan (2026-2028)

In the printing market, which is transitioning from analog to digital, we resolve di-
verse and complex customer issues through total solution proposals combining our
wide-ranging hardware lineup, which includes high-speed continuous feed and sheet-
fed printers from Canon Production Printing Holdings (Holland) and Canon, and soft-
ware, including pre- and post-printing processes, such as Connect Works Manager.
From that foundation, we will accelerate the transformation of our busmess structure,
achieve our Long-Term Management Ob-
jectives and Medium-term Management
Plan, and contribute to the sustainable im- E]
provement of the profitability of the Canon
MJ Group.

Highly Productive Inkjet Sheetfed Press for
commercial printing
“varioPRINT iX3200"

Canon Marketing Japan Inc. INTEGRATED REPORT 2026
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Business Strategy
Professional Segment

Industrial Equipment

Aiming for dramatic growth to realize net sales of ¥50.0 billion
As a robust and resilient platform holder that is indispensable
to our customers, we address domestic needs with superior
overseas technologies

Vice President, Group Executive of Industrial Equipment

Shunichi Minezaki

We procure semiconductor manufacturing-related equipment testing and measuring
equipment, and optical measuring equipment from Japanese and overseas manufac-
turers and sell them primarily to semiconductor manufacturers, and also provide in-
stallation and maintenance support.

Our Strengths

Healthcare

Aiming for Seven Consecutive Fiscal Years of Increases in Revenue and
Profit Toward 2028

We will contribute to the solving of social issues and the ongoing
transformation of medical institutions through medical DX that assists
with medical examinations rooted in the actual needs of the field and

offers business support Canon ITS Medical Inc.

President Yoshinobu Kuroi

As a systems integrator that offers a wide range of IT solutions and services to the
medical and healthcare sectors, centered on electronic medical records, we provide
a one-stop service that covers everything from system proposals and development
to installation, operations, and maintenance.

Our Strengths

- Ability to research and discover outstanding products from overseas based on the
latest technological trends

- Highly specialized personnel who import a variety of unique products and provide
sales, installation, and maintenance support for these products

- Capabilities to provide one-stop services that cover everything from optimized
proposals to development, installation, and maintenance through our vendor-
neutral product and service structure

- Broad customer base that includes hospitals, clinics, dispensing pharmacies, med-

ical centers, and diagnostic imaging providers, and the relationships of trust we

have established with them

Roughly 300 sales personnel and SEs with extensive knowledge regarding the

medical industry

Toward Achieving the Goals of Our Medium-Term Management Plan (2026-2028)

Toward Achieving the Goals of Our Medium-Term Management Plan (2026-2028)

In the semiconductor market, Al-related investment
remains strong, and government subsidy policies
will continue, thereby expecting to continue to see
strong investments. In the semiconductor business,
we aim to strengthen our revenue base to one that
is resilient to market changes and to further en-
hance profitability and stability by expanding sales
of several high-value products. We will also pursue
partnerships with overseas business partners and
steadily launch new businesses, and expand the
scale of our non-semiconductor businesses to
achieve the enhancement of the scale of our busi-
nesses with the aim of improving profits.

Plasma ashing equipment
“Suprema cXP” manufactured by
Mattson Technology, Inc.

Accelerating the real-world deployment of medi-
cal DX is critical to efficiently providing
high-quality medical services in a society with a
declining birthrate and aging population. We pro-
pose optimized combinations of our diverse digi-
tal products and services offered by Group
companies to improve the level of service offered
by medical facilities and strengthen their man-
agement. Furthermore, through integration of our
hospital system integration business, conducted
with Canon Medical Systems, we will continue to
generate new synergy as we aim to achieve
¥21.0 billion in net sales by 2028.

A doctor checks medical examination images
using the cloud-based “Medical Image Place
Community Coordination Service.”
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