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Business Overview



— What Is IBC? T100% s 5 IBC

Specialized in the professional field of "network visualization™

The only company in Japan offering "failure prevention monitoring solutions”
to achieve stable system operation

Field Business Features

A high-growth market driven by digitalization Achieving stable operation of social The only company in Japan that centrally

and DX infrastructure IT systems monitors IT equipment from 133 companies
Provision of proprietary Automating monitoring
Operation management market performance monitoring tools configuration and analysis
Domestic information security IT operations based on 20 years of Visualizing the operational status

market monitoring and operational of IT systems

expertise Visualizing signs of potential
Provision of information security future failures

products



— Mission and Business Overview %= % IBC

Mission

Achieve zero IT failures

Single segment

Software and services-related business

| * Full-year results for the fiscal year
1 | | ended September 2025
o [}
License sales Service provision Other merchandise

Sales ratio

22,

Sales ratio

26,

Sales ratio

92,

Development and sales of software for

Business o tralized monitoring of IT systems and Business IT opelzration outsourcing, network, security, Business  Provision of network, security, and server
Contents prevention of IT failures Contents and cloud construction Contents Products
By having our company design, operate, and By implementing IT systems and security

Prevent IT system failures before they occur
Issues to  4nq av0id mz?jor losses caused by system
be solved downtime an

“losse: Issues to B o Toous o 116 Core taske. and (o e o)
similar issues. be solved previously person-dependent operations be solved operational efficiency improved, and costs
become visible. reduced.



— Business Starting Point T08#%s 5 IBC

Background
of the
company's
founding

Challenges

Business

Starting
Point

Around 2000, the IT industry was dominated by major vendors who monopolized the market and
supported the network infrastructure.

Each vendor developed and used its own communication rules (protocols) optimized for its own
ecosystem.

For operators responsible for social infrastructure and providers of Internet-based services, stable network
operation is essential to ensure uninterrupted service.

To understand and manage the entire complex and intertwined system, it is essential to have highly skilled
engineers with extensive experience and knowledge across a wide range of areas, including servers, OS,
and network equipment.

It is an extremely valuable initiative to visualize what is happening inside the network to accurately
understand it.
The visualized information is beneficial not only for end users, but also for Slers and resellers, and we are

confident that it will always be useful for business improvement and cost reduction.




— Product Development That Meets Customer Needs 7% % 1BC

Current ——e

Challenges —e@

Product

Development
That Meets
Customer Needs

With the commercialization of the Internet, Internet connections based on the "TCP/IP"
communication rules have become a global standard, and all systems and devices are connected via
the IP protocol.

Multi-vendor equipment, cloud, and even hybrid environments where on-premises and cloud coexist
have become mainstream.

Because each vendor has its own communication rules, there are significant technical hurdles to
building a network environment.

In a multi-vendor environment where equipment from multiple vendors is mixed, it is difficult to
identify failures and problems.

Few people can accurately understand what is happening inside the network and where the problems
are.

In the increasingly complex multi-vendor environment brought about by the accelerated development of IT
technology, we pursue highly versatile visualization so that it can be widely used by all kinds of companies
and commercialized it.

Our flagship product, System Answer G3, supports 133 companies and 5,384 types of diverse devices and
monitoring items. It enables automated monitoring configuration in complex multi-vendor environments
without requiring advanced technicians, provides a unified overview of the entire system, and visualizes all
situations.




— Business Model
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® \With strong customer demand, sales have expanded through a sales strategy involving both direct sales and partner

companies (sales agents).

® License sales (System Answer), our key business driver, generate recurring revenue, producing a stable cash flow.

A strong need to ensure that
IT systems and networks are never stopped

® Cloud, on-premises, and the increasing complexity of IT
systems

® Increasing severity of damage caused by large-scale
cyberattacks

Significant impact in the event of a failure

Marketing
AN
A L I
25 222
. Document
WEB Exhibition Seminar T Newsletter

Inside Sales (SDR)

@ Creating business opportunities
@]
mm mainly from inquiries

v SDR (Sales Development Representative)

Inside Sales (BDR)

@ @ Creating business opportunities
) through outbound calls

v BDR (Business Development Representative)

Project
development

@

Direct sales (high-touch sales)

O Proposing our products based on
information collected through
marketing and inside sales

&

3 Business Negotiations /

Bidding (Proposals)

Strength (difficulty of imitation)

® \Visualization technology capable of supporting multi-
vendor environments

® Technical insights obtained through thorough research
and analysis of equipment from 133 vendors

® Technology that can acquire monitoring information at
one-minute intervals and visualize signs of potential future
failures

® Monitoring settings can be configured automatically, so
advanced engineers are not required

@ Order and Contract

Partner Agreement

® Our visualization
technology, which
cannot be realized with
other companies'
products, matches the
customer needs of
partner companies

Promotional and

advertising activities
Information provision
Product introduction

Companies (all industries)

Public IT Service
Manufacturing Software Distribution
Tradin ) .
@ Inquiry compar?y Retail Finance

) Business Negotiations /
Bidding (Proposals)

Partner companies (mainly major Slers)
We propose our products to the
customer bases in industries and

& I :J regions where each partner excels.

Status check
Issue hearing
Product
introduction

Acceptance Delivery MRecurring Sales (Annual)
® License sales
Approximately Sales recognition ® Service provision (maintenance)

MFlow Sales
® Service provision (excluding
maintenance)
® Other merchandise

3 to 6 months

Strengths of the partner strategy

® Nationwide sales channel

® Expanding sales through established business channels
of partner companies

® \Winning contracts by having partner companies include
our products in proposals for large-scale IT infrastructure
projects that involve various IT equipment and cannot be
proposed with only our products



— History 1055 5 1BC

2002 2010 2020
@® October 2002 @ July 2011 September 2020
IBC Co., Ltd. established Network monitoring software "System Answer G2" released Launch of multi-tenant compatible product "System Answer G3-XC"
® June 2003 Sept_ember 2021 . B .
Network monitoring appliance "BTmonitor" released @ System Answer G2 Obtained a U.S. patent for an electronic certification system, a new PKI
technology utilizing the "kusabi" blockchain
@® September 2015 Se
- ) ptember 2021
"BI:% Listed on the Tokyo Stock Exchange Mothers market Launch of "System Answer G3 Future Prediction Option" to predict the future
: @ November 2016 of your system
® June 2005 Listed on the First Section of the Tokyo Stock Exchange November 2021
"BTmonitor" becomes an NEC UNIVERGE CERTIFIED I1J Global Solutions begins offering loT trust services using "kusabi"
product ® July 2017 technology
(S_J\);t(raé?ei:;‘;mation management software "System Answer April 2022
® May 2007 Transitioned to the Tokyo Stock Exchange Standard Market
Network monitoring appliance "BTmonitor V2" released
® System Answer G3 May 2022
US patent acquired for device provisioning system that realizes OTA by
® August2017 software to eliminate passwords from "Kusabi" loT devices
BTW !i 2 Launch of Next-gen MSP services "SAMS (Speedy Action
[Py r——— Management Services)"
June 2023
"System Answer G3 CX Monitoring Option" received the Interop Tokyo 2023
® December 20,08_ . SA M S Best of Show Award Jury Special Prize
Network monitoring appliance "System Answer" released
@ October 2017 May 2024
Started demonstration experiment of security electronic certification Launched "System Answer G3" performance evaluation service
infrastructure service "kusabi"
Hystem [Inswer October 2025
* . Started providing the multi-cloud and infrastructure configuration
%kusa bl management tool, "ITOGUCHI"
A
N ITOGUCHI
® May 2018 April 2026
Obtained a patent for new PKI technology that is an electronic L T o " "
e : p ; Launched the communication quality visualization tool "HIMOTOKI
certification system using the “kusabi” blockchain

&EPHIMOTOKI



— Earnings Trends 108%s %< IBC

® Net sales have reached record highs for two consecutive fiscal years since the fiscal year ended September 2024.
® For the fiscal year ending September 2026, we plan record-high sales for the third consecutive year.

3,000

2,500

2,000

1,500

1,000

500

Fiscal year ended September 2026 2,700 million yen

Fiscal year ended September 2025 2,404 million yen
b 5
WJuly 2017 I
® System Ans |
WAugust 2017
M July 2011 SAMS
® System Answer G2
W December 2008 ob 7
Hystem 'nswer u
HMay 2007
BT monitor 2
MJune 2003 B
BT monRitor
e BTHEE
mu BN

FY2003 FY2004 FY2005 FY2006 FY2007 FY2008 FY2009 FY2010 FY2011 FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025 FY2026
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— Sales Format

® About 40% of sales are direct, and about 60% are through partner companies.

® |t has been adopted by over 1,000 companies.

"% x5 1BC

® Partner companies are mainly major vendors. There are many examples of large companies and local governments

adopting this system.

Partner companie

Approximately
60%
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Fiscal Year Ending September 2026
Third Quarter Results



— Highlights 1055 5 1BC

® [n the third quarter, in line with the outlook announced in the previous quarter, net sales were flat year on year, while operating income and net
income declined from the same period of the previous year.

® The decrease in profit was mainly due to a change in the revenue mix resulting from the expansion of sales in the solutions business, as well as
the concentration of sales of large-scale projects and high-margin products developed in-house in the fourth quarter. Both factors have already
been incorporated into the initial plan, and the company expects to achieve its full-year earnings forecast through profit growth in the fourth
quarter.

® Orders for in-house developed products remained strong, and both sales and profits progressed generally in line with plan towards achieving the

full-year earnings forecast.

Q3 Results Q3 Results
Net sales 1,655 mittion yen 1,679 mitiion yen +1-
Operating profit 393 mitiion yen 297 mitiion yen -24.,
Net profit 283 mitiion yen 205 mitiion yen -289,
SG&A expenses 908 mitiion yen 958 mitiion yen +6

Recurring net sales 1 ,1 29 nitiion yen 1 ,1 76 nitiion yen +4.,

*Numbers are rounded down to the nearest whole number, and percentages are rounded up or down (the same applies below).

12
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— Third Quarter Results and Progress

Full-year
Earnings
Forecast
Progress

FYE Sep-2025 FYE Sep-2026

Q3 Results

FYE Sep-2026
Q3 Results

Full-year Earnings
Forecast

1 ,679 million yen 2,700 million yen 62%

1% increase from 12% increase from

Net sales 1 ,655 million yen

Operating profit

Net profit

393 million yen

283 million yen

previous period

297 million yen

249% decrease
from previous period

205 million yen

28% decrease
from previous period

previous period

630 million yen

12% increase from
previous period

430 million yen

5% increase from
previous period

47+,

48,

13



Net Sales TE%s 5 1BC

License sales increased 4% year on year due to continued strong demand for switching from other companies' products,
despite sales being concentrated in the fourth quarter.

In service provision, the increase in new sales remained limited from the previous quarter, resulting in almost flat sales, while
recovery from the decline in sales due to the completion of a large-scale project in the previous fiscal year continued.

Sales of other products remained strong, increasing 13% year on year, supported by growing demand for cyberattack
countermeasures.

Sales in Q4 are expected to increase significantly due to the concentration of sales of large-scale projects and in-

house products, supporting the achievement of the full-year forecast.

Other

. License sales Service provision .
merchandise

(Unit: JPY mil)

2,500

2,000

1,500

1,000

500

0

Net 368 919 1,462 2,091 419 1,073 1,655 2,404 371 1,092 1,679
sales million yen million yen million yen million yen million yen million yen million yen million yen million yen million yen million yen

Q1 Q2 Q3 Q4 Q1 Q2 Q Q4 Q1 Q2 Q Q4
FYE Sep-2024 FYE Sep-2025 FYE Sep-2026 14




— Net Sales by Product Category
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® System Answer, our core product, generated sales of 1,006 million yen, accounting for approximately 60% of total sales, and

continued to grow steadily.

@® Solution services generated sales of 309 million yen, and led overall sales growth through the acquisition of large-scale projects.

captured demand for corporate security enhancement and IT infrastructure renovation.

In-house
Product
Business

Solution
Business

B System Answer

@ System Answer =U—X IT Infrastructure Implementation
Integrated Log Management IBC-Integ ration

LO®G OPTION

System Answer Series on SAMS

on SAMS

1200

1000

800

600

400

200

System Answer

In-house Product
Services

Security Solutions
Network Solutions

Solution Services

0

227

12

698

45 12 13

227 milion yen
12 milion yen
45 mition yen
12 miltion yen

73 million yen
Q1

62

In-house Product Service

698 million yen
62 million yen
1 1 7 million yen
67 million yen

1 47 million yen
Q2

117 67

Security Network
IBC Security Assessment Services IT Infrastructure Assessment
IBC-SAS IBC-PAS
3 Pz
Otenable d-J[;é)Eﬁﬁ<h IBC Care
\GROWDSTRIKE Waf Charm
1,006
147 165 124

FYE Sep-2026

73

1 ,006 million yen
73 million yen
1 65 million yen

124 million yen

309 million yen
3

Sales of security solutions and network solutions increased to 165 million yen and 124 million yen, respectively, as the company steadily

Maintenance Outsourcing Services

Solution Services
Monitoring and Operations Outsourcing

SAMS

Systems Engineering Services
IBC - SES
Progress Flowmen'  (Unit: JPY mil)

Q4

15



— Recurring Net Sales

T0E% s 5 1BC

® Steady license sales drove performance, and recurring sales increased 4% compared to the same period last year.
® Recurring sales have maintained stable contract renewals and are expected to continue increasing, driven by
customers switching from competitors.

*The main component of recurring sales is the one-year license renewal.

1600
1400
1200
1000
800
600
400
200

0

Recurring net sales

Quarterly recurring net sales
(single-quarter basis)

Sales ratio

Year-on-year

263

million yen

263

million yen

729
+17%
Q1

488 912
million yen million yen
224 423
million yen million yen
53% 62%
+7% +23%
Q2 Q3

FYE Sep-2024

1,256

million yen

344

million yen

602
+289%
Q4

297

million yen

297

million yen

72
+13%
Q1

724 1,129
million yen million yen
426 404

million yen million yen

68% 69
+489 +24,
Q2 3
FYE Sep-2025

1,540

million yen

411

million yen

64,
+239
Q4

(Unit: JPY mil)
318 745 1,176

million yen million yen million yen

million yen million yen million yen

86 68

T 43

FYE Sep-2026 16



— System Answer Renewal Rate TS5 5 1BC

® The System Answer renewal rate was 93% in Q3, down 4 percentage points from the same period last year.
® The main factors were certain partner companies transferring their network-related contracts to other providers, and contract
expirations resulting from customers' cost-cutting initiatives. There were no cancellations due to service quality or competitiveness.
® The company is currently renewing contracts smoothly and expects to maintain a contract renewal rate of 95% or higher for the
full year.
100%
80%
60%
7% 93%
40%
20%
0%
Renewalrate 98+ 954 95+, 100 98+ 95+ 95% 98% os. I
Annual
renewal rate 97 96+ )
Q1 Q2 Q3 Q4 Q1 2 I o Qf Q2 Q4
FYE Sep-2024 FYE Sep-2025 FYE Sep-2026

*System Answer contracts are renewed annually except for those concluded through bidding
17



— Operating Profit

T0E% s 5 1BC

® Revenue mix changed due to sales growth in the solutions business, a strategic focus of the company. Progress in strengthening the strategic portfolio for

business expansion.

® Although the profit margin of the solutions business is relatively low compared to our in-house developed "System Answer" product, it contributes to expanding customer

touchpoints and strengthening the business foundation. Operating margin fluctuation was within the expected range, and we are continuing to build new revenue

pillars following "System Answer".

® In the fourth guarter, operating profit is expected to increase significantly due to the concentration of sales of large-scale projects and in-house developed

products. We expect to achieve the full-year earnings forecast.

2500

2000

1500

1000

500 393

0

Operating profit
Gross profit
margin
SG&A ratio

Operating profit
margin

B Net sales Gross profit SG&A expenses Operating profit (Unit: JPY mil)
2,404
2,184
1,849
1,550 1,586 1,655 1,679
,301 1,284
1,114 204 1,073 002 ,255
o 832 856 908 856 558
673 £39 603 565 626
258 275 . 281 32 4 315 301 252 %9 3 571 311 299 297
17 13 -39
17 134 281 382 13 252 565 39 229
million yen million yen million yen million yen million yen million yen million yen million yen million yen million yen million yen
66 69 72 73% 75% 80+ 77% 73 78%
70 550 545, 550 72 56:% 53 84, 575,
- 14% 1 8% 1 7% 3% 24% 24% - 21 %
Q1 Q2 Q3 Q4 Q1 Q2 Q4 Qf Q2 Q4

FYE Sep-2024 (consolidated)

FYE Sep-2025 (non-consolidated)

FYE Sep-2026 (non-consolidated)



— Breakdown of SG&A Expenses T0E% s 5 1BC

® To expand the business, we have continued to invest in human resources (increasing headcount and raising wages), and personnel expenses

increased as planned. Personnel expenses are expected to continue increasing to a certain extent as wage levels are being revised to attract and retain

skilled personnel and address rising prices.
® \With regard to other expenses, depreciation increased due to newly recognized asset retirement obligations, but SG&A expenses remained at roughly the
same level as in the previous year.

FYE Sep-2025 FYE Sep-2026 Percent
_

The increase is due to an increase in employees and wage increases. Continued investment in

Personnel expenses” 611 rmiion yen 637 milion yen 8% human resources for business expansion.
Outsourcing expenses 40 mittion yen 37 miion yen -3 -8%
Depreciation expenses 7 mitiion yen 12 miltion yen +5 +719% Increase due to the recording of asset retirement obligations for the head office building, etc.
In-house system costs, etc.” 54 niiion yen 50 miion yen -4 -T%
Office-related expenses™ 75 mittion yen 75 mittion yen +0 O%
Customer development-related
D million yen million yen + %
expenses4 26 llion y 30 Ilion i 4 15/
Travel and transportation
million yen million yen i %
expenses 15 llion y 16 Ilion i 1 7/
Other 77 wition yen 77 wition yen i‘O 0%
TOtaI 908 million yen 958 million yen +50 +6%

*1Personnel expenses are the total of "Remuneration for directors (and other officers)," "Payroll and allowances," "Employees’
bonuses," "Temporary staffing expenses," "Legal welfare expenses," "Welfare expenses," "Hiring expenses," and "Training
expenses."

*2 Internal system costs, etc. are the total of internal system costs and rental costs

*3 Office-related expenses are the total of land rent, repair expenses, office supplies expenses, communications expenses, utilities
expenses, equipment expenses, and newspapers and books expenses.

*4 Customer development-related expenses are the total of advertising and promotion expenses, entertainment expenses, and
membership fees.

19



— Balance Sheet & Equity-to-Asset Ratio

(Non-Consolidated)

"% x5 1BC

® Stable cash flow is secured through recurring revenue, and a sound financial structure is maintained with an equity-

to-asset ratio of 66%.

4000

(Unit: JPY mil)

Other liabilities 664 599 429
374
3000 482
801 800
terest-bearing 801 801
liabilities
852
2000
Net assets
2,407 2,393
1000 1.905 LS 2,219
0
Equity-to-asset
atio 59 61% 65% 63%
D/E ratio 044x 035x 036x 033x
Net DE ratio -0.56x« -0.70« -0.69« -0.69«
FYE Sep-2026 FYE Sep-2026 FYE Sep-2026

FYE Sep-2026
Q4
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— Net Profit and EPS

® Net profit decreased by 28% from the same period of the previous year to 205 million yen.

® Although performance was lower than in the same period last year due to a change in the revenue mix resulting from sales
growth in the solutions business we are focusing on, as well as upfront SG&A investment for future growth, results generally
progressed in line with plan.

® We expect earnings to improve in the fourth quarter and remain on track to meet our full-year forecasts.

TS s 5 1BC

450
400
350
300
250
200
150
100
50
0

-50

Net profit
EPS

-8 11 128
million yen million yen million yen
-1.46 2.14 23.22

Q1 Q2 Q3

FYE Sep-2024

251

million yen

45.50
Q4

10

million yen

1.92
Q1

184 283
million yen million yen
32.14

Q2 Q

FYE Sep-2025

410

million yen

71.41
Q4

-25

million yen

-4.56
Q1

(Unit: JPY mil)

160 205

million yen million yen

27.86 35.68
Q2
FYE Sep-2026

Q4
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— Shareholder Returns TB%s 5 1BC

® Returning profits to shareholders is our top management priority, and we will implement progressive dividends.

® The company has decided to pay an interim dividend of 11 yen for the fiscal year ending September 2026 as
planned. There is no change to the planned year-end dividend of 11 yen (22 yen for the year).

® We aim for stable and continuous profit distribution with a dividend payout ratio of 30%, taking into account
earnings trends.

(Unit: yen)
30

25
20

15

11
10
5 4 11
5 ‘
0
_ FYE Sep-2023 FYE Sep-2024 FYE Sep-2025 FYE Sep-2026 plan

Total dividend

allocation 33 million yen 44 million yen 66 million yen 122 million yen
(Based on resolution)

Dividend 6 8 yen 12 yen 22 yen
amount/share e (interim 4 yen/year-end 4 yen) (interim 6 yen/year-end 6 yen) (interim 11 yen/year-end 11 yen)

Payout ratio 47 1% 17.6% 16.2% 29.2%
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— Human Resources Strategy T08#%s 5 IBC

® |n the fiscal year ending September 30, 2026, we plan to hire a total of ten people, mainly in engineering and sales positions,
to further accelerate growth.

® Seven people were hired in the third quarter. (Of these, 5 were new graduates.)

® \We will continue to bolster human resource development. (Level-based training, in-house certification system, support for
obtaining national qualifications and AWS/CISCO-related qualifications, etc.)

FYE Sep-2026: 94
employees planned

90
80
70
60
50
40
30
20
10

0

Q1Q2Q3Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 QA3 Q4/Q1 Q2 Q3 Q4/Q1 Q223 Q4/Q1 Q2 Q3 Q4/Q1 Q2 QA3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 A3 Q4/Q1 Q2 QA3 Q4/Q1 Q2 QA3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 A3 Q4/Q1 Q2 A3 Q4/Q1 Q2 A3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4/Q1 Q2 Q3 Q4
FY 2003 |FY 2004 |FY 2005 |FY 2006 |FY 2007 |FY 2008 |FY 2009 |FY 2010 | FY 2011 |FY 2012 |FY 2013 |FY 2014 |FY 2015 | FY 2016 |FY 2017 | FY 2018 | FY 2019 |FY 2020| FY 2021 |FY 2022 |FY 2023 |FY 2024 |FY 2025| FY2026

100
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Approach to Future Growth



— Approach to Future Growth TB%s 5 1BC

® Although the market for monitoring tools such as simple alive monitoring is saturated, there is strong replacement demand for tools that automate
and enhance incident response through the adoption of Al, DX and the cloud shift; overall, the market is expanding and becoming more

sophisticated.

In this context, to drive further growth, we will achieve average annual sales growth of 115% or more by promoting the retention and
expansion of existing customers, winning customers switching from competitors, developing the mid-market, capturing the priority

education market (boards of education), and executing M&A; and over the medium term, including M&A, we aim to double sales.

Key initiatives

1

Retain and expand existing
customers

Promote switching from

competitors

Develop the mid-market

Capture the education market

(boards of education)

Expand the security business

Execute M&A

Set a target System Answer renewal rate of 95% or higher, and promote upselling and cross-selling in line with contract renewals.

Promote our advantages, focusing on customers of competitors with high market share, and encourage switching from other vendors.

In addition to expanding our existing footprint with large-scale users, we will drive development of the mid-market. Expand our product lineup for

the mid-market and collaborate with partners that are strong in this segment to achieve further sales growth.

Expand add-on business for network upgrades in the boards of education market, leveraging the NEXT GIGA initiative. In collaboration with
partners that are strong in the boards of education market, we will promote an approach that leverages the CX Monitoring Option (visualizing

response times from user devices to cloud services).

Expand our security-focused solutions business. We will drive proposal activities for customers through the System Answer X security solution,
which enables us to leverage our strengths.

To accelerate the growth of the integration business, for which there is strong demand, we will execute M&A of an SE company focused on IT
infrastructure integration.
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— Cash Allocation

TS s 5 1BC

® \We will use operating cash flow and cash on hand to accelerate business growth through the creation of new products and
services and aggressive M&A. While ensuring financial soundness, we will also strive to enhance corporate value,

shareholder value, and return on capital.

Operating
cash flow
Approx. 600
million
yen/year
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Cash on
hand
Approx. 2.4
billion yen

uoljepunoyj juswabeue|y

Shareholder
Returns

Investment for
growth

Investment for
growth

Working capital

Internal
reserves

Progressive dividend

Maintain stable dividend payments with a target payout ratio of 30%

Expand existing businesses through M&A and other means

Research and development of next-generation products incorporating advanced
technologies

Investment in human capital (recruitment, training, improved terms of employment,
utilization of diverse human resources, etc.)

Strategic dialogue with investors (improve corporate value, reflect feedback in

management)

Ordinary funds such as salaries and expenses

Securing a strong financial base to support sustainable While maintaining a sound equity

growth ratio, allocate to growth investments
Maintain an appropriate level of cash and deposits in and gradually reduce the ratio of
anticipation of contingencies retained earnings.
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Initiatives for a Sustainable Society



— Contributions to a Sustainable Society

9 RS0 13 R °
I35 5% IBC

Reduction in the amount of equipment reduces electricity consumption and
contributes to reduction of CO, emissions

® By introducing our in-house developed products System Answer and ITOGUCHI, we are able to visualize the overall network
performance. (Status of network equipment and server equipment operation, frequency of system usage, load, etc.)

By reviewing the network configuration, we have eliminated unnecessary equipment and reduced costs, electricity consumption,
and CO, emissions.

Case]

he introduction of System Answer has enabled the visualization of network conditions and the consolidation of equipment, resulting
in the number of equipment units (switches) decreasing from 60 to 40, a decrease of 20 (a reduction of approximately 35%).

[Expected annual CO, emissions reduction]

Converted to
annual electricity
consumption of

Power Annual electricity Annual electricity Annual CO, emissions Annual CO, emissions CEDYEES i
Equipment | consumption consumption consumption reduction

reduction annual CO, absorption

(for 1 unit) (for 1 unit) (for 20 units) (for 1 unit) (for 20 units) by cedartrees | yinary households
(for 20 units) :
(for 20 units)

L2 switch Approx. Approx. Approx. Approx. Approx. Approx. Approx.
10to 30 W 88 to 263 k\Wh 1,752 to 5,256 kWh 37 to 112 kg-CO, 0.74 to 2.22 t-CO, 52 to 158 trees 0.4 to 1 household

L3 switch Approx. Approx. Approx. Approx. Approx. Approx. Approx.
40to 80 W 350 to 700 kWh 7,008 to 14,016 kWh 149 to 298 kg-CO, 2.96 t0 5.92 t-CO, 211 to 423 trees 1 to 3 households

Core switch Approx. Approx. Approx. Approx. Approx. Approx. Approx.
100 to 300 W 87510 2,625 kWh 17,520 to 52,560 kWh 372 to 1,115 kg-CO, 7.41 t0 22.23 t-CO, 529 to 1,588 trees 4 to 13 households

*Source of calculation method: Ministry of the Environment's "Manual for Calculation and Reporting of Greenhouse Gas Emissions"
CO, emissions (t) = Electricity consumption (kWh) X CO, emission coefficient (0.423 kg-CO,/kWh) = 1,000
*Annual CO, absorption by one cedar tree: Approx. 14 kg

*Annual electricity consumption per household: Approx. 4,000 kWh
28
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— Reduction of Environmental Impact

Switch to renewable energy and promote paperless operations

All electricity used at the Company's sites has been switched to renewable energy, which does not emit CO,.
As an initiative to achieve both reduction of environmental impact and improvement of operational efficiency, we promoted paperless operations, reducing CO, generated
in the paper manufacturing, transportation, and disposal processes, and contributing to the protection of forest resources that absorb CO, by reducing paper use.

® \We have introduced a "Mamoru-kun" (collection box) for confidential document disposal, and the documents put into the box are processed safely without being seen by

third parties, and then recycled as paper resources, reducing CO, emissions from incineration and contributing to resource circulation.

Target: 100% decrease from the base year due to
renewable energy switching Approx. D0t

Electricity FYE Sep-2023 FYE Sep-2025 CO, reduction
Annual CO, emissions 56.827 t-CO, Annual CO, emissions: 0 +-CO
2 . = 2

Base year (before renewable energy switch)

Target achieved

Base year (before paperless) Target: Maintain a 15% decrease from the base year Approx. 99 kg
FYE Sep-2023 FYE Sep-2025 CO, reduction

Annual CO, emissions 222.1 kg-CO, Annual CO, emissions 162.6 kg-CO, Clermpared o in: b
year: 27% decrease

Mamoru-kun /
Nihon Purple Co., Lid.

*Source of calculation method: Ministry of the Environment's "Manual for Calculation and Reporting of Greenhouse Gas Emissions"
Electricity: CO, emissions (t) = Electricity consumption (kWh) x CO, emission coefficient (0.423 kg-CO,/kWh) + 1,000
Paper: CO, emissions (kg) = ((4 grams/A4 sheet x number of sheets used) + 1,000) x CO, emission coefficient (0.24 kg-CO,/kWh) 29
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— Promoting Diversity and Inclusion & IS s % IBC

Fostering opportunities and a corporate culture where diverse
human resources mutuall gnize and accept each other

® \We invested in AlonAlon, a non-profit organization that operates a Type B Support for Continuous Employment business, and
supported projects such as moth orchid cultivation.

® |n addition to investing in AlonAlon, we also encourage employees to visit our production sites and help with their work to promote
exchanges to create opportunities and a culture where diverse human resources recognize and accept each other.

H AlonAlon (Futtsu City, Chiba)

This organization operates a Type B Support for Continuous Employment business and hires people with disabilities to grow and sell moth orchids and mangoes.

In fiscal 2023, the national average monthly wage at Type B Support for Continuous Employment businesses was 23,053 yen, which is far from enough for an individual to live independently. Under these
circumstances, the guardians of people with disabilities wanted to somehow create a system for the disabled to earn enough income to live a bright life, even if it was not so luxurious. This is the context in
which AlonAlon was created with the goal of a monthly income of 100,000 yen for people with disabilities.

At AlonAlon, they stably produce and sell fresh moth orchids and other plants throughout the year under thorough temperature control in greenhouses. Because moth orchids have high, stable unit prices and
are often purchased by companies, growing them can function as an employment program in which disabled people can earn a certain profit.

We support this initiative in AlonAlon and buy moth orchids from AlonAlon whenever we use them as gifts in the hope that it will help people with disabilities.
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— Financial Results FAQs T100% s 5 IBC

HH

The System Answer renewal rate dropped to 93%, but is it competitive?

The third-quarter renewal rate on a non-consolidated basis was 93%, while the cumulative rate remained at the target level of
95%. Based on our analysis of the reasons for System Answer cancellations, we have not identified any cases attributable to
service quality or product competitiveness. Additionally, we continue to capture replacement demand from competing products,
and license sales increased by 4% year on year. Accordingly, we believe that System Answer remains competitive.

We will continue to strive to improve our competitiveness through product enhancements and customer support.

Will the expansion of the solutions business continue to erode profit margins?

As the profit margin of the solutions business is lower than that of products developed in-house, there are times when the
operating profit margin declines in the short term due to changes in the sales mix. However, rather than pursuing short-term
profits, we are focusing on expanding the scale of our business and sustainable growth. The solutions business is an important
growth driver that expands customer touchpoints and proposal opportunities while creating opportunities to introduce products
developed in-house. Therefore, we regard a certain decline in profit margins as a strategic investment in the process of business
expansion. On the other hand, we are also continuously promoting the growth of highly profitable products developed in-house,
and aim to achieve both sales growth and high profitability in the medium to long term.
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— Strengthening Customer Touchpoints TB%s 5 1BC

® By participating in trade shows and large-scale conferences, we will create touchpoints with information systems departments
and management, increase awareness of our company and products, and strengthen our presence within the industry,
thereby expanding sales channels.

Q1 Q2 Q3 Q4

October November December January February March

W ¥ JANOG58
MBC D@%jj Egaga Day LUIERY Interop
In OSAKA Tokyo
2025 | ﬂttﬁm‘;&? = MATSUY

-7

il - -
i ‘g FPAE—s—i3,
Iy conoris

BEIHE

July August September

S
. g/\wﬁf"ﬂ N
wﬂzﬁq/ wﬂlm FEDHB

ITEE'E F3_

June 10 to 12, 2026 Exhibited at Interop Tokyo 2026
® \We exhibited at one of Japan's largest exhibitions, where the latest ICT and networking technologies and solutions come together.
® At the IBC booth, we showcased various solutions aimed at eliminating IT failures, including System Answer G3, an IT infrastructure monitoring
product, HIMOTOKI, a solution for visualizing communication quality from the user's perspective, and ITOGUCHI, a multi-cloud and infrastructure
configuration management solution.
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— Social Infrastructure Supported by IT I = % IBC

IT is now used in almost everything we need in our daily lives

IT is the computer infrastructure that supports social activities behind the scenes

® |T is essential for businesses to provide services and conduct business, and for consumers to live their lives.

Data center

Cloud service

AN

==

CHE] LCHE -y - - =00 LWHE:

Electronic payment and delivery ATMs and Electronic payment, ticketing and check- Electronic payment and Electronic payment/ Electronic payment, Electronic payment and
arrangements online banking in procedures ticketing presentation of My Number cashiers and order terminal delivery arrangements

== M A - B e =

/]
Transportation Bank Plane Train Hospital Restaurants and E-commerce website

.

L 4 ® L 4 D Consumer
.-. D Utilizing information devices such as smartphones and PCs
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— The Need for IT System and Network Monitoring I = % 1BC

An IT failure will have a major impact on the lives of many people.

IT systems must always operate normally.

® \When an IT failure occurs, it can have an impact such as not being able to withdraw money from banks, not being able to shop at stores, or not

being able to use public transportation.
® For society to keep functioning, it is necessary for us to monitor IT systems and networks and keep them operating normally at all times.

> System Answer monitors IT systems and networks, contributing to the stabilization of social infrastructure

Data centers

Cloud service

N

CREQ . CRE~ CHRE » CREr DElk @00 w RE

Electronic payment and delivery ATMs and Electronic payment, ticketing Electronic payment Electronic payment/ Electronic payment, Electronic payment and
arrangements online banking and check-in procedures and ticketing presentation of My Number cashiers and order terminal delivery arrangements

M =

Transportation Bank Plane Train Hospital Restaurants and E-commerce
retail stores website 36




— What Is "System Answer G3,"
Our Flagship Product Developed In-house?

It is a tool for monitoring whether a company's IT systems and networks are functioning properly.

By simply connecting System Answer G3 to each device, monitoring settings are configured automatically without the need for advanced
technical expertise. (Compatible with 5,384 devices from 133 companies)

It automatically records the operating status of PCs, servers, network devices, cloud services, and other tools used in daily operations to detect

early signs of failures.

® System Answer G3

T0E% s 5 1BC

Automatic Configuration

&Y System Answer G3
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— Why Is System Answer G3 Adopted by So Many Companies?

H on a single screen

Before Implementing System Answer G3

Internet Cloud
service

T0E% s 5 1BC

Enables an at-a-glance understanding of the status of the entire IT system across multiple vendors

After implementing System Answer G3

Internet Cloud
service

4 )
Network devices
Monitoring is onl || ||
bl on 5 vende m x5 ©
possible on a vendor- — 1 Ll “
by-vendor basis =
Company E
monitoring tool
\ J
( ) N\ Y4 )
Company A Company B Company C Company D
products products products cloud
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— Case Study: Tokyo Stock Exchange

TS s 5 1BC

Stable Operation of the Network that Supports Japan's Largest Securities

Trading Market:

13 years of protecting the JPX Group's core network "arrownet™

-
- ~

g M Trading participants S E Tokyo Stock

@M (securities companies) Exchange
c 4 N
Trading systems ﬁ Osaka
arrowhead Exchange

Core Network System \

Trading systems ﬂ Tokyo Commodity
ToSTNet arrownet i Exchange
I
Trading systems ]
J-GATE Per:forfnance /]
monitoring with !

System Answer
Development c
vendors ustomers
~ 4
& Maintenance and J ,ﬁ,iﬁ‘ Backup office
I8 support vendors Sea ="

System overview

All communications within the Japan Exchange Group (including
the Tokyo Stock Exchange, Osaka Exchange, and Tokyo
Commodity Exchange) operate on a network system called
arrownet as the core. This includes trading systems such as
arrowhead and ToSTNet for physical stock trading, J-GATE for
derivatives trading, as well as other clearing systems and
information systems. Communication with trading participants and
vendors, communication between systems, and connection of
monitoring terminals, etc. are also performed through arrownet.

The company's System Answer G3 monitors the hundreds of
network-related devices that make up arrownet. Information
systems personnel in the IT Development Department of the
Tokyo Stock Exchange are in charge of the setup and
management of G3. In addition to information systems personnel,
dozens of members in the IT Service Department and other
operation departments, as well as related vendors, use G3 for
daily operations.
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— Why Is System Answer G3 Adopted by So Many Companies?

H No need for highly specialized engineers to build and operate monitoring configurations

Open-source software

Building and Building and
operation operation

Al
a Ba

Network devices

Product-dependent
custom implementation
Manual adjustment

products

Higher costs/
dependence on
specific individuals

e’

Open-source
software

Company B Company C Company D
products products cloud
aas | B aas | B e
Mllh At Al
— dih — dih — dih
Building and Building and Building and
operation operation operation

System Answer G3
Company A CompanyB  Company C  Company D .
products products products cloud Network devices

Automatic
configuration "

@ System Answer@G(B

Automated
monitoring setup
Can be operated
with a lean team

T0E% s 5 1BC
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— Examples of Issues Faced by a Board of Education

TS s 5 1BC

® Because Boards of Education undergo regular personnel changes, there is a risk that IT operations may
become difficult if newly assigned staff members lack experience in system operations.

B Board of Education organizational structure

-

4 Secretariat )
Board of Education [&&\ [&ﬁ\
[agl ]l &8
o o o General Affairs School Facilities
Division Education Division
Division
Superintendent Committee  Committee  Committee o o o o
of Education Member Member Member “ “ “ .‘.
Teaching Supervisor Social Administrative Technical Staff
Education Staff (IT supervisor)
Supervisor
Subject to transfers to
\ other departments or roles /

Possibility that newly assigned staff
members may lack system operations
experience

Regular personnel Local government

transfers
(every 3 to 5 years)

Local government
employees

J
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— Examples of Challenges in Government Administration IS s % IBC

® Amendments to the Local Autonomy Act are driving DX in local governments, resulting in changes to the
networks and tools they use. As operations become more complex, there is a risk that staff without IT
expertise will have difficulty responding appropriately.

m 1

As operations become more /—\\\ Web conferencing, etc. Web services
complex, staff without IT \ LGWAN-ASP j

expertise will have difficulty
responding appropriately. Administrative

Electronic applications information sharing

Local government

Specifig cloud information
Increasin eg Electronic bidding Procurement Serrce securty cloud
complex 7y ’ )

communication

1

H v H A 4
i Individual Number-based Network SRR Administrative Closed Network (LGWAN) &S Internet-based Network -~
1 | g 1 1
| 1 1 1
1 Resident . . 1 7)) Personnel and . . - I ¢ . Website !
: registration Famlly reg|Ster : % payroll ALELEEE T : % Web browsmg management :
: : g Document : 3 :
! National pension Tax X = F—— LGWAN email X = Email SaaS use '
! ' E ' E !
1 Nursing care National health 1 General affairs 1 1
: and welfare insurance : Groupware procedures : :
N e e e e e e e e e e e e e e e e e e e e e e e e e e e o / H N e e e e e e e e e e e e e e e e e e e e e e e e e e / N e e e e e e e e e e e e e e e e e e e e e e e e e e e /
\ J
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— Case Study: Kanagawa Prefectural Board of Education

TS s 5 1BC

Protecting the infrastructure of 169 schools in the prefecture through proactive preventive

maintenance!

Eliminating dependency on specific individuals: To pass on and maintain a high

operational standard for the next five to ten years
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System Answer G3

Government, local governments,
and public interest corporations

B Examples of G3 utilization in Azure environments: Detecting a decrease in CPU Credit on Azure

Virtual Machines

Azure Virtual Machines has multiple series. In the case of the B-series virtual machine, for example, if
the CPU does not use the standard performance of 100%, the credit for the virtual machine instance
will accumulate. Once the credit is sufficient, vCPU usage can be increased up to 100% when an
application needs high CPU performance. While the system is capable of handling rapid increases in
load and is reasonably priced, performance is limited when CPU credit is depleted. Therefore, when
CPU credit is about to be depleted, it must be detected quickly to avoid the timing of high-performance

requirements coinciding with periods of reduced credit.

Therefore, it is important for stable system operation to monitor not only CPU usage (SNMP

monitoring) but also CPU credits (Azure Monitor API monitoring).

By using the trend analysis and predictive capabilities of System Answer G3, users can expect to solve

this challenge and leverage Azure more flexibly.
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— System Answer Adoption in Local Governments T35 > 1BC

® The adoption rate is 32% among prefectural governments, and 20% among ordinance-designated cities and other municipalities.
® |tis used not only by local government operations staff, but also by companies that undertake operations management for local governments.

Government
ordinance cities

%

-

Prefectures

32,

P Japanese Ul, intuitive interface, and support from our engineers (by telephone and email).
adoption No specialized knowledge is required for use.

Reasons
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— Why Is System Answer G3 Adopted by So Many Companies? I = % 1BC

High barriers to entry make it difficult for other companies to undertake development and operations
Ll comparable to ours

Achieving multi-vendor support

dentify individual =
specifications of Continuous Version upgrades o O o
each vendor's verification and Keeping up with
pelE analysis i SR O Significant long-term human resources
and development costs

We have established a strong competitive position in the field of general-purpose performance monitoring software
for multi-vendor environments, where barriers to entry are high for both existing players and new entrants

As this is a labor-intensive field requiring ongoing support for and validation of each vendor's products, only a
limited number of companies actively engage in it, and we have established a niche-leading position in this
challenging area
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— Revenue Structure (Growth Drivers)

® Our revenue structure is supported by a business model that combines stability and high profitability, with a recurring sales
ratio of over 70%, a System Answer renewal rate of over 95%, and an operating profit margin of over 20%, ensuring a strong
business foundation and a high degree of certainty for future earnings growth.

® Our high profit margin license sales model recognizes revenue for one-year contracts in full upon delivery, while cash is
received monthly over the contract period.

® This structure enables cash flow to accumulate steadily and continuously, establishing a revenue engine that generates
sustained growth while combining stable earnings with a highly profitable structure.

System Answer

Renewal rate Operating profit margin

Recurring sales ratio
New contract with another company:

Revenue recognized in full upon delivery 70% or 95% or 20% or
k) higher higher higher

Accumulated recurring sales

New contracts: Revenue Contract renewal: Revenue
recognized in full upon delivery recognized in full upon delivery Cash from new accumulated recurring sales: Monthly payments

Cash: Cash received monthly over contract period (1 year)

Tst year 2nd year

January February March April May June July August September October November December January February March April May June July August September October November December

TS s 5 1BC
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— Synergies with Security Products IESs 5 1BC

® By combining the server and network performance data collected by System Answer G3 (SA) with logs and detection
information from various security products, we can more accurately assess the security situation and make proposals
(upselling and cross-selling) for solving challenges faced by many companies.

(1) Internet layer

Keeps a log of blocked cyberattacks (SQL injection, XSS, DDoS, etc.)
(external — entry point)

Synergies with SA Visualizes whether attacks actually impacted performance

(2) Router layer
(boundary between entry point
and internal network)

FosEwi<h

Visualizes latency, congestion, and anomalous traffic through packet flow analysis

) Progress Flowmon’

Synergies with SA Quickly defern?mes whether the cause of latency is the device (CPU/memory), bandwidth,
or the application

(3) Firewall layer
(internal protection point)

Waf Charm

WAF Charm Automatically classifies and visualizes large volumes of logs, and identifies suspicious
access only

Determines whether the criteria for checking suspicious communications are the cause of

DTN TN S delays and whether they contribute to attack prevention

» Progress’'Flowmon (4) Switch layer

(core of internal network)
Visualizes routing latency and congestion between switches

Pl
=

Synergies with SA Reveals where bottlenecks occur in the internal network

Otenable

&ROWDSTR IKE

L
..

Tenable Detects inherent software weaknesses (vulnerabilities) and configuration deficiencies

(5) PC/server layer CrowdStrike Detects suspicious access, malware, and unusual behavior, and stops them instantly

Prioritizes remediation of vulnerabilities that are actually associated with load or

Synergies with SA anomalies, and assesses the real impact of attacks

48



— Synergies with the Integration Business T100% s 5 IBC

® Provides a one-stop service for the design, construction, verification, and operation of IT infrastructure, including networks,
servers, virtual platforms, and cloud environments.

® |n addition to infrastructure optimization based on environment-specific performance characteristics identified with System
Answer G3, such as the current configuration, load, and bottlenecks, it enables highly precise design and improvement
incorporating security requirements, meaning we can provide highly profitable services through high-value-added proposals.

Integration Corporate IT
personnel ,
On0 Infrastructure Security
@ SYS Fem Answer G3 ”ouﬁ optimization measures

A O
%51
o D

939K
& sptom oover oo T @y
FiSSS e Ta FISSERNa L Visualization Proposal i
SR BT Security == i
Performance T HEsi<h g8s ] internet

[=]E)
information

Waf '.Cha rm 9 Progress Flowmon

it = o
@tenable' \GROWDSTRIKE é’ l;] E r_.—ﬂ-—%

High-value-added proposals linking security
and integration based on performance data from System Answer G3
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— Disclaimer T100% s 5 IBC

[Disclaimer and Caution Regarding Forward-Looking Statements]

This document is intended to provide financial and management information about our company and does not
provide any guarantees regarding the content.

The information contained in this document relating to companies other than our company and information created
by third parties other than our company has been quoted from public sources, etc. Our company has not verified the
accuracy, completeness, appropriateness, etc. of such information and does not guarantee it either. The forecasts,
projected figures and other forward-looking statements contained in this document are based on information

available as of the date of publication.

Please be aware in advance that future performance may differ from forecasts depending on business operations,

economic conditions, and various other factors.

B Inquiries regarding this document

IBC Corporation Corporate Services Division
TEL: 03-5117-2780
https://system-answer.com/contact/ir/
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