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Company Information

Exchange TSE Prime Market

Industry Information and Communications

President Satoshi Ichikawa

HQ Address FORECAST Sakurabashi, 4-5-4 Hatchobori, Chuo-ku, Tokyo
Year-end End of June

Homepage https://www.ditgroup.jp/english/

Stock Information
Share Price Number of shares issued Total Market Cap ROE (Actual)  Trading Unit

¥2.451 15,501,820 shares ¥37,994 million 29.0% 100 shares

DPS (Est.) Dlmg;f;held EPS (Est.) PER (Est.) BPS (Actual) ~ PBR (Times)
¥75.00 O 31% ¥149.55 164 x ¥548.77 45x

*The share price is the closing price on October 14. The figures were taken from the brief report on financial results in the fiscal year ended June 2025.

Consolidated Earnings

Fiscal Year Net Sales  Operating Income | Ordinary Income Net Income  EPS (yen) DPS (yen)
Jun. 2022 (Actual) 16,156 2,004 2,004 1,439 9438 40.00
Jun. 2023 (Actual) 18,149 2,039 2.059 1,447 95.18 36.00
Jun. 2024 (Actual) 19,888 2,424 2,409 1,686 112.83 46.00
Jun. 2025 (Actual) 24,159 3,013 3,027 2,178 147.38 72.00
Jun. 2026 (Forecast) 26,000 3,050 3,050 2,200 149.55 75.00

*Unit: million yen. The forecast is from the company. Net income is net income attributable to shareholders of the parent company. Hereinafter the same will

apply. Dividends for fiscal year ended June 2022 include a commemorative dividend of 8.00 yen/share.

This Bridge Report introduces the earnings results for the fiscal year ended June 2025, the earnings forecasts for the fiscal year ending
June 2026, and other information of Digital Information Technologies Corporation.
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Key Points

In the fiscal year ended June 2025, sales rose 21.5% year on year to 24,159 million yen. The sales of the Software
Development Business and the System Sales Business grew by double digits. As the subsidiary acquired through M&A
contributed, the sales of the Product Solutions Unit increased over two times. Operating income rose 24.3% year on year
to 3,013 billion yen. Thanks to the sales growth, gross profit grew 24.3% year on year. As they dealt with unprofitable
projects in the fiscal year before last, the average revenue per project increased, and the sales of in-house products grew,
gross profit margin increased 0.5 points year on year. The expenses for improving the salaries of employees, goodwill
amortization through M&A, etc. augmented in parallel with the expansion of their business scale, but this augmentation
was offset, and profit increased by double digits. Both sales and profit grew for 15 consecutive fiscal years, hitting a record
high and exceeding the upwardly revised forecast.

For the fiscal year ending June 2026, it is projected that sales will grow and profit will slightly increase, achieving a year-
on-year growth in sales and profit for 16 consecutive fiscal years. Sales are expected to rise 7.6% year on year to 26 billion
yen, while operating income is forecast to grow 1.2% year on year to 3,050 million yen. Enterprises’ willingness to invest in
IT is expected to remain strong this fiscal year, but the U.S. tariff policy forced some automobile-related enterprises, which
are main clients of the company, to adjust their budgets, so the outlook is conservative. Profit is projected to rise slightly as
they will conduct upfront investment, although gross profit is expected to grow to some degree thanks to the improvement
in average spending per client and in-house solutions. For the first half of FY 6/2026, profit is forecast to decline year on
year and from the second half of FY 6/2025, as there will be no longer the sale of software for producing New Year’s cards
and one-time public high-budget projects posted in the first half of FY 6/2025, but profit is expected to recover from the
second half of FY 6/2026. They plan to pay a dividend of 75.00 yen/share, up 3.00 yen/share from the previous fiscal year.
The expected payout ratio is 50.5%.

We asked President Ichikawa to give a message toward shareholders and investors. He said, “Some automobile-related
companies, which are our major clients, now need to adjust their budgets because of the tariff policy enacted by the U.S.
government, and the business environment around our company is not favorable; however, even when the environment is
not ideal, it is necessary to make investment with determination in order to pursue medium- and long-term growth. While
we plan to invest 300 million yen in generative Al, IoT security, and human capital this fiscal year, so profit will increase
only at a single-digit rate, we intend to fulfill your expectations by recouping the invested money as quickly as possible and
getting our growth back on track in the next fiscal year and subsequent years. We would sincerely appreciate your
continued support and understanding.”

This fiscal year, they will invest 300 million yen in generative Al, IoT security, and human capital. In order to pursue growth,
they will continue investment in the next and following fiscal years, and strive to recoup the investment as soon as possible
by producing results. Over the past few years, the company has actively carried out M&A, and by strengthening human
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resources and enriching the lineup of products and services, they were able to earn significant sales and profit in FY 6/2025.
Going forward, they will consider M&A in the embedded solution field.

®  The outlook for the trend of budgets of automobile-related enterprises, which are major clients of the company, remains
uncertain, but for survival, they cannot reduce investment in in-vehicle infotainment (IVI), an information and
entertainment system that integrates a navigation system, audio devices, smartphone linkage, access to the Internet, etc., a
cockpit domain controller (CDC), a central control unit for integrating and managing an infotainment system around the
driver’s seat of a vehicle, driving-support and safety functions, and so on, software defined vehicles (SDVs), which are next-
generation vehicles for which functions and performance can be modified or added with software after purchase, etc. The
expectations toward DIT seem to remain significant. We would like to pay attention to the progress of the medium-term
management plan, while monitoring the performance in FY 6/2026 in the short term.

1. Company Overview

Digital Information Technologies Corporation is an independent information service company. Its sales are mostly from the undertaking
of the development of business systems, embedded devices, etc. for clients mainly in the fields of finance, communications, etc. The
company concentrates on the expansion of its products based on its original technologies, including "WebARGUS," a website security
solution, and "xoBlos," an Excel work innovation platform. The company has a variety of characteristics, such as "multifaceted, diverse
information technologies" and "organizational strategies of partial and total optimizations."

1-1 Corporate History

The late Norikazu Ichikawa (former Director and Chairperson), who obtained programming qualifications while he was working at
Nippon Telegraph and Telephone Public Corporation, discovered a new world of computers and was attracted to its future potential. He
awakened his spirit of challenge, decided to leave the company, and become independent.

In 1996, he was appointed president of Toyo Computer System, Inc. as the successor to one of his acquaintances. He expanded its
business area starting from business system development, and then computer sales business (current: system sales business), embedded
product development validation business and operation support businesses turning Toyo Computer System Inc. into a multifaceted and
diverse IT company. In 2002, he established Toyo IT Holdings Corporation, which is the predecessor of current Digital Information
Technologies Corporation, by separating several companies under the same group and establishing subsidiaries with 100% ownership.
In 2006, he integrated four subsidiaries into one company and renamed it to the current company name. In addition, in January 2011, he
established DIT America, LLC in Kansas, U.S.A. Digital Information Technologies Corporation was listed on JASDAQ of Tokyo Stock
Exchange (TSE) in June 2015, listed on the second section of TSE in May 2016 and listed on the first section of TSE in March 2017. In
July 2018, Mr. Satoshi Ichikawa, who used to be Representative Director and Senior Managing Officer, took up the office of
Representative Director and President to rejuvenate the management structure under the business environment where change is
accelerating and make a system to enable prompt decision-making.

In April 2022, the company was listed on the Prime Market of TSE, through the restructuring of the stock market.

1-2 Corporate Philosophy, etc.

Our logo is a collection of cubes with an infinite number of stairs.
This collection is our company itself, and each cube represents each employee.
@ é The 6 facets of the cubes represent six values which all employees share and consider valuable.

Our corporate identity represents these values in three tiers; clients, company and employees.

(From the company's website)
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Clients
first

Training Communication

Improve
its added
values

Strong

passion Set goals

(From the company's website)

The above diagram is the unfoldment of the cube. According to the president Ichikawa, it emphasizes “clients first; this is where it all
starts." Furthermore, the logo represents “training employees” and “communication with clients and among employees.” These are
important values to the company. Additionally, we implore employees to “improve its added values,” “have passion” and “have a sense
of purpose.”

Employees are to uphold this company policy as their creed and follow these principles at all times.

In August 2024, they set a new “purpose,” which indicates the linkage between corporate ethos and the meanings of existence, when
formulating a new medium-term management plan.

S
igital
Enrich people’s lives by supporting the digitized society (changes) that

Information Technol

continues to “evolve” with the power of IT (responsiveness).

(Taken from the reference materials of Digital Information Technologies Corporation)

Recognizing the risk that the company will be left behind the times soon unless they take measures in response to changes in the world,
they consider that it is not good to maintain the status quo and defined “responsiveness™ as taking on challenges constantly, while
positioning it as an important concept.

They believe that their company’s mission is to contribute to society by offering value tailored to changes in the times and achieving
continuous growth and enrich the lives of various stakeholders.

1-3 Market environment
The outlines of the market environment and growth potential of each business unit of the company mentioned in Section 1-4 “Business
Description” are as follows.

(1) Business Solutions Unit

IT solutions that contribute to labor elimination and operational efficiency improvement, especially DX, are becoming increasingly
important issues for companies, and according to a survey by Fuji Chimera Research Institute, Inc., active investment is being made in
DX in every industry. The domestic DX market in 2030 is expected to expand to 5.2 trillion yen, 3.8 times the amount in fiscal year
2020.
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= Domestic Market Size of DX (Size of Investment)

FY2020 FY2030 Est. | COpREei
Manufacturing 1,620 "= 5,450 e 3.4 times
Distribution/Retail 441 0mion 2,455 ovmilion 5.6 tmes
Finance 1,887 10milion 6,211 'o0milicn 3.3 times
Medical care/nursing care 73] omica 2,115 "0iliea 2.9 times
Transportation 2,780 omition 1.2740 " 4.6 times
Real Estate 220 "pa 970 "y 4.4 times
Local Government 409 1ryiten 4,900 "o 12.0 times
e 499 "opite 2,078 "o 4.2 times
Sales & Marketing 1,564 e 4,500 g 2.9 times

Customer Service 4]() 1%mittion 802 'milion 195.6%
Communications 760 ™y 2,290 "y 3.0 times
Strategy/Foundation 2,500 "t 7,446 g 3.0 times
Total 1.3821 “l=" 51957 “a" 3.8 times

(Source: Fuji Chimera Research Institute Inc. "The Future Prospects for Digital Transformation Market in 2022- Market Edition/Vendor Strategy Edition")
*This material was provided by Digital Information Technologies Corporation and published by Investment Bridge Co., Ltd.

(2) Embedded Solutions Unit

According to the Yano Research Institute Ltd., the market for domestic in-vehicle software continued to expand until 2019, but new car
sales decreased in 2020 due to COVID-19. However, after that, capital investment and R&D investment, especially for CASE
(Connected, Autonomous/Automated, Shared & Service, and Electric), are expected to continue to expand, and this growth is expected
to continue at an upward trend until 2030. The in-vehicle software (in the four fields) market is predicted to reach 1,103.8 billion yen in
2025 and 1,314 billion yen in 2030.

Market size transition and forecast for in-vehicle software (4 fields) in Japan

(100 million yen)

14,000 13,140
12:0 11,038
10,474
9,853 10,111
10,000 =
5 8,998 9,263
8,675 8,298
8,000
6,000
4,000
2,000
0
2018 2019 2020 2021 2022 2023 2024 2025 2030
Est. Fest. Fest. Fest. Fest. Fest. Fest.
#1. Estimates for 2020, forecasts for 2021-2025 and 2030 Surveyed by Yano Rescarch Institute Lid
#2, (1) OEMS' capital and R&D costs related o in-vehicle soltware
(2) OEM and Tier 1 in-vehicle soft develop costs (including labor costs)
(3) Sales of hicle soft develog tool vendors (in addition to tools, including contracted services

such as development, coding, testing, etc)
(4) Market size was calculated based on CAD/CAM/CAE/PLM vendor sales to the automotive industry.

(Source "In-Vehicle Software Market Research 2020," Yano Research Institute Ltd.)
*This material was provided by Digital Information Technologies Corporation and published by Investment Bridge Co., Ltd.

(3) Product Solutions Unit (former Original Product Unit)

(D Market of information security products

Due to the spread of COVID-19, corporate work styles have shifted from office work to remote working, and activities in the digital
space have increased, resulting in the increase of security risks such as phishing attacks, malware infections, security breaches of
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corporate systems, and unauthorized ID use. International Data Corporation Japan, which specializes in IT research, estimates that the
domestic security software market in 2021 was 370.3 billion yen (based on sales), up 17.2% from the previous fiscal year, and is expected
to expand to 463.7 billion yen by 2026.

Domestic Information Security Products Market Forecast,
2020-2026
(Unit: million ven, sales value)

600,000
500,000
400,000
300,000
200,000
100,000
0
2020 2021 2022 2023 2024 2025 2026
= Secunity Software Market = Secunty Apphance Market

(Source "Latest Domestic Information Security Market Forecast, May 2022," IDC Japan K.K.)
*This material was provided by Digital Information Technologies Corporation and published by Investment Bridge Co., Ltd.

Additionally, as cybersecurity risks increase, damage caused by ransomware is rapidly rising.

Ransomware, a word coined by combining Ransom and Software, is malware that infects a computer with a virus and makes it unusable
by locking it or encrypting its files and then demands a ransom in exchange for restoring the computer.

Every year, the Information-technology Promotion Agency, Japan (IPA) selects threat candidates from information security incidents
that occurred in the previous year and are considered to have had a large impact on society and forms the “Top 10 Threats Selection
Committee,” consisting of approximately 200 members including information security field researchers and business executives, which
deliberates and votes on threat candidates, and then determines and announces the “Top 10 Information Security Threats.” In the “Top
10 Information Security Threats 2023,” based on the threats that occurred in 2022, “damage caused by ransomware” was ranked first in
the organizational field for the third consecutive year from 2021. Thus, it is a major threat to society.

4 Information Security 10 Major Threats 2023

Previcus Year . L |’l“\-‘,\ ious
ok viduals ank 1 o ear
Raki, Individual Rank Organization Reak
Exploitation of personal information . R
SOnA ansomware
No.l through phishing No.l No.l
No.2 Online slander. libel, and falsehoods No.2 Exploiting supply chain weaknesses No.3
No3 T'hreats and fraudulent requests for No3 Theft of confidential information No.2
i money via e-mail or SMS - through targeted attacks s
Nod Fraudulent use of eredit card information No.4 Information leakage due to internal fraud No.5
No.s Fraudulent use of smartphone pavments No.5 Attacks targeting new-normal work styles No4
o * smartp i : 0. such as teleworking o
Damage to smartphone users due to Attacks that target users before the release
No7 e [I‘ e Nob Attacks that target u.\ml‘? I)L,lllll'\.‘ the release NoT
2 ed applications of fixes (zero-day attacks)
No.6 Internet fraud through false alerts No7  Financial damage due 1o business email fraud  No§
. Identity theft from Internet services . Increased exploitation following the release .

Nos 3 : ’ No§& of vulnerability countermeasures No6
No.10 Unauthorized login to Internet services No.9 Information leakage due o carclessness No.10
Out of Financial damage due to one-click billing No.l0 Businessization of crime Out of
the list or other fraudulent billing e (underground services) the list

Out of the list: Threats not ranked last year

(From the website of the Information-technology Promotion Agency, Japan (IPA))



https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=6250
https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=6250

https://www.bridge-salon.jp/

BRIDGE REPORT « \ Bridge Salon

(2) Market of products for streamlining business operations

RPA (Robotic Process Automation), which is a system for supporting the significant streamlining of business operations, is attracting
attention.

RPA means the automation of processes using robots. By using technologies, such as artificial intelligence (AI) and machine learing, in
which Al learns things through repetition, white-collar tasks, especially back-office ones, are handled. Just by registering procedures of
human tasks on an operation screen, it is possible for them to handle the tasks using various apps, including software, browsers, and cloud.
It is expected to spread rapidly, as one mean for reforming the ways of working, which is an issue to be overcome by Japanese enterprises.

According to “Survey on the trend of utilization of RPA in Japan in 2024” conducted by MM Research Institute, Ltd. (as of March 2024),
15% of SMEs with annual sales of less than 5 billion yen adopted RPA. This percentage is up 3 points from the previous year. The ratio
of such SMEs has been increasing, and 23% of enterprises are making preparations or thinking of adopting RPA. Accordingly, it is
expected that “the growth will continue.”

Among medium-sized and leading enterprises with annual sales of 5 billion yen or over, 44% adopted RPA. This percentage is down 1
point from the previous survey, showing sluggish growth. Since it exceeded 40% in FY 2021, it has been flat. The ratio of enterprises
that are thinking of adopting RPA was 18%, showing no significant change, but over half of medium-sized and leading enterprises are
trying to actualize company-wide automation by utilizing all kinds of tools, including RPA. As part of such efforts, some enterprises that
have adopted RPA are combining generative Al and RPA to automate a wider range of operations. The ratio of enterprises that started
utilizing RPA on a full-scale basis is still as low as 10%, but 21% of enterprises have conducted tentative operation or partially started
RPA, and 53% are making preparations or having discussions on RPA. Accordingly, there are significant expectations.

Like this, RPA has been adopted by all sorts of enterprises, including SMEs, and it is expected that the scope of application will expand
when combined with generative Al
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1-4 Business Description

1. Segments

There are two segments: software development business and system sales business. The software development business consists of 3
business units: Business Solutions Unit, Embedded Solutions Unit and the Product Solutions Unit (former Original Product Unit).

The Business Solutions Unit develops systems for business operations and supports the operation of such systems, while the Embedded
Solutions Unit develops and inspects embedded systems.

The breakdown of the Business Solutions Unit by field The breakdown of the Embedded Solutions Unit by field
(unit: million yen) (unit: million yen)

Sales by Business Unit
(FY June 2025, unit: million yen)

2,324
5,434 (29.7%)

(41.2%)

® Development of systems for business operations ® Development of embedded systems

Support of the operation Verification of embedded systems
*FY June 2025

® Business Solution Unit m Embedded Solution Unit
Original Product Unit System Sales Unit

(1) Software Development Business

(D Business Solutions Unit

(Business system development unit)

The sales for this business unit is mostly from custom development for end-users and information systems companies which are clients’
subsidiaries in a wide variety of industries including finance, medicine/pharmacy, communications, distribution and transportation as
well as for leading SI vendors.

Specifically, development for websites and key systems, front and back office operations, new system development and maintenance
development with technologies developed in each area. The company has developed trustworthy relationships with leading companies
in each area which enables them to secure stable orders.

(Operation support unit)

Main clients include communications carriers, total human service corporations and information system companies which are airlines
subsidiaries.

This “business unit to support clients’ daily operations through IT” has stable revenue as it is an ongoing business in line with the business
website domains of leading companies.

Specific business includes:

*Support desk operation for end-users who use various business systems.
*Build and maintain infrastructure (servers and networks).

*Efficient system operations in line with the latest technology trends.

(2) Embedded Solutions Unit

(Embedded product development unit)

This business unit is trusted by leading manufacturers to directly develop custom software for in-vehicle devices, mobile devices,
information home appliances and communication devices.

For in-vehicle devices, mobile devices and information home appliances, the unit develops custom software for overall systems including
firmware, device business unit controls and applications.

It focuses on Auto-Drive related field with new technology, as well as infotainment for in-vehicle devices as the demand for this market
is expected to grow. In addition, it undertakes software development for wireless base stations and communication module devices for
communication devices.
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(Embedded product verification unit)

This business unit verifies and makes suggestions to improve qualities and functions of products through its verification service.

It provides verification services domestically and internationally (North America, Asia, Europe, etc.) including laboratory tests using
specialized devices to verify product operation and function, field tests to verify products in the actual environments, as well as overall
system tests conducted as the final quality verification from the perspectives of the third party.

Some of the overseas field tests are designated to its subsidiary, DIT America, LLC, which provides fast service with verification of
product usability from the perspective of local staff.

The range of products for verification includes in-vehicle devices, medical devices, communication devices and mobiles.

(3) Product Solutions Unit (former Original Product Unit)

As a growth field, the business develops and sells products with unique technologies. It also handles products with high social needs
through its alliances.

Currently, the company strongly focuses on the sales of two products, “WebARGUS,” a system security solution, which detects
tampered website simultaneously as it occurs and instantly restores the original normal condition, “xoBlos,” an Excel work innovation
platform, which features data decomposition and restoration as well as meeting various forms of data business processing needs, “DD-
CONNECT,” electronic contract outsourcing service, etc.

There are other products such as “APMG (Anti Phishing Mail Gateway),” a solution to prevent damages from phishing and illegal use
of brands by automatically adding electronic signatures on e-mails, and “Shield CMS” a CMS (content management system), which
enables editing and updating websites easily.

The business title was renamed the “Product Solutions Unit” in the first quarter of the fiscal year ending June 2025, in response to the
growth of the Original Product Unit (increase of SI transactions linked to original products and services) and the addition of a subsidiary.

(2) System Sales Business

The company and its subsidiary, DIT Marketing Service Co., Ltd., sell “Rakuichi,” a business support mission-critical system, for small
and medium enterprises, manufactured by Casio Computer Co., Ltd.

The sales area is started at Kanagawa first and expanded to Tokyo, Chiba, Gunma, Ehime, and Shizuoka successively. The Company
provides substantial support for their users to increase the client retention rate. In addition, they set up a call center to attract and build a
new client base. The number of sales for “Rakuichi’” has been recorded to be the highest across all agencies for 20 consecutive years.

2. Main Strategic Products
(1) "WebARGUS," a server security solution
WebARGUS is a new security solution which detects tampered system instantaneously and immediately restores it to its original state.
By detecting and restoring immediately when incident occurs, WebARGUS protects various corporate servers from damage caused by
malicious and unknown cyber-attacks and simultaneously prevents the escalation of the damage from viruses spreading via the tampered
server.

How “WebARGUS” works

Web server Server for management
Instantly detect when (new)
defacement occurs
w g V \ g Manit Software for management
x Tampered! i WebARGUS-Manager

Harmful
attack

R : v‘;'ﬂ .

= Bt "‘ l-i|

Notify the alert information to an e-mail
address setup on the control panel

o Software for monitoring
WebARGUS-Agent

(Taken from the reference materials of Digital Information Technologies Corporation)
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© Increasing tampering of websites
According to the incident report published by “JPCERT Coordination Center (*)”, about 100 cases are reported every month, and
websites including the ones of government agencies are constantly exposed to threats, whether the case is major or minor.

“JPCERT Coordination Center” (*): This center receives reports concerning computer security incidents including hacking via internet and service disturbance
in Japan. It also supports measures, grasps how the problems are generated, analyzes the methods, investigates and advises on measures to prevent recurrences

from a technical point of view.

© The background of the development of "WebARGUS"

Under these circumstances, the company, which had already released a solution called “APMG” to prevent damage from phishing and
illegal use of brand by automatically adding electronic signature in e-mails, started developing “WebARGUS,” based on a core security
technology in the spring of 2013, after 2 years of research. Then in July 2014, it released “WebARGUS.”

The major characteristic and strength of the company is that it has a variety of rich IT related technologies and has a highly standardized
core security technology. This is because its engineers have a mindset to embrace challenges and are not afraid to take risks. Thus, they
are not satisfied with just developing custom products. This is strongly influenced by the company’s organization strategy represented
by its corporate culture and in-house company system which will be explained later in this report.

© The features and overview of the product
Instant detection and restoration for minimizing tampered system to nearly zero
Provide protection from tampering by a fake identity posing as a registered member, internal
attack and new methods which can be difficult to protect from.
It detects with high accuracy and uses “electronic signature” technology which protects from
even 1 bit of tampering.
Protects from high level attacks aimed at applications and settings files.

The CPU load (usage rate) on a server is less than 1% while it is monitoring on a regular mode.

Equipped with preservation of evidence function which stores the tampered files as evidence.

When a website has been tampered with, it can take an average of one month to restore. This is because the restoration process includes
disabling the website, identifying the damaged files, strengthening protection, website restoration and re-enabling the website. For an e-
commerce related website, the damage can be serious, including a drop-in sales, time and effort to announce the re-enabling of the
website and the difficulties in re-attracting clients who left the website.

On the other hand, if “WebARGUS” is installed, because it instantly detects and restores websites when tampered with, the condition of
a system can be maintained in the normal state. Thus, the website does not need to be disabled in a rush when the application detects a
threat. Companies can concentrate on pursuing the cause and strengthening protection while its website is kept open to public.

Most of the detection software detects tampered website with a periodic monitoring on pre-configured, specified timing or intervals.
With this method, there will be a time lag between when the website is tampered with and when it was detected, so it is inevitable for
the website to be tampered. In addition, if the interval is shortened to reduce the time lag, there are other challenges such as increasing
CPU load.

On the other hand, when some kind of event occurs (such as data deletion or addition excluding browsing), “WebARGUS” conducts
real time scanning to detect the event. Therefore, such problems do not occur.

The major feature of this product is that it is also equipped with an instant restoring function which enables restoration to the original
state in less than 0.1 seconds after the detection (average time under the demo environment: 0.03 seconds per file). This instant restoration
is its unique technology.

The annual license fee of “WebARGUS” is JPY 528,000 (incl. tax) per OS with support.
This also includes free update modules for minor version updates.
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© Introduction and sales

When WebARGUS was released, the sales growth was rather slow because general understanding of website security was mainly about
protection against hacking into a computer system and awareness about “tampering” was limited. However, the acknowledgment that
“software for detection is needed as well as for protection” is growing rapidly due to the more frequent mentioning of the independent
administrative agency, “IPA (Information Processing Association),” taking measures to prevent defacement. This agency is established
to support the IT national strategy from a technical and personnel aspect perspective and is supervised by the Ministry of Economy,
Trade and Industry.

In addition, the Ministry of Economy, Trade and Industry added "establishing mechanisms to respond to cybersecurity risks related to
'detection of attacks' and 'recovery™ as new important items in the revised points of the "Cybersecurity Management Guidelines"
announced on November 16, 2017. Furthermore, there is a strong demand for stable operation of servers that support core business and
business infrastructure in BCP (Business Continuity Planning) and BCRP (Business Continuity and Resiliency Planning) in recent years,
and as a result, business inquiries about such mechanisms have increased even further.

Under these circumstances, the company has carried out promotion and marketing including organizing seminars for target users who
recognize the necessity for a higher level of security, and participation in exhibitions.

It focuses on agency sales to strengthening marketability.

They have been actively involved in development collaborations with data centers and cloud service corporations. Furthermore, the
company is expected to expand its business overseas as well as product sales in Japan. The company is preparing to provide support for
the tampering of systems across the globe.

© Strengthening the feature of merchandise

Initially, WebARGUS was only available for Linux, but a Windows version was released in April 2016, and the enterprise edition, which was
targeted at large-scale companies in September 2017. In February 2018, the company began offering a next-generation cloud WAF
(WebARGUS Fortify), which dramatically strengthens the functionality of comprehensive web security. In particular, because of the release of the
enterprise edition, which was targeted at large-scale companies, an increasing number of large companies (mainly listed companies) adopt
WebARGUS.

The company also began offering “SaaS” in May 2018 to enhance user convenience and further popularize the products, and collaborated
in full scale with With-Secure Corporation, a Finnish cyber security company, in June 2018. The company established a total security
provision system using the complementary relationship between With-Secure’s “F-Secure RADAR,” a vulnerability scanning tool for
IT system, and DIT’s “WebARGUS.”

It began collaboration with Secure Age, a cyber security company based in Singapore, on information leakage measures (encryption
technology) in December 2019 and with SSH Communication Security, a cyber security company based in Finland, on access route
optimization in January 2020. The company will continue to establish such alliances actively.

The company enhanced the varieties of the security solution products through various measures including the above alliance, and it is
also considering expanding the range of applications of products in anticipation of needs for security measures for the IoT generation,
including WebARGUS for embedded products.

For example, the spread and penetration of automatic driving have made the securement of safety an important mission for the companies
providing automatic driving systems, and it is expected that the field where they work actively will grow further.

As for the embedded edition, the company started up an official project and is continuously carrying out discussions and technical
investigation of concrete business plans for its commercialization. Although commercialization will take time, the company aims to
realize it earlier through the accumulation of its steady business accomplishments.

© Expansion of the security domain: WebARGUS for Ransomware

A rapidly increasing number of people suffer from ransomware.

In this situation, the company released the Intel 64 version of "WebARGUS for Ransomware," in November 2022, followed by the
ARMG64 version in January 2023 which is equipped with the function to block the malicious programs to change or delete important
data on a real-time basis and protect important data from various risks (such as cyberattacks, inside jobs, and encryption of data by
ransomware), in addition to “WebARGUS,” which detects website falsification and repair the websites instantly.
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As there are many command patterns of ransomware, “WebARGUS for Ransomware” can block about 30 command patterns. The
company believes that there is no other product of its kind with such a wide range of control patterns. By combining it with the

conventional "WebARGUS," it is possible to establish stronger server-side security.

First, the company announced to existing "WebARGUS" users, especially the current enterprise version users, that the data protection
function has been added to the product, and the introduction of the product as a replacement for the existing "WebARGUS" has begun.
In July 2025, the company has begun full-scale operation of "Sentinel ARGUS," which is mounted with the functions to prevent the
augmentation of damage by ransomware and block unauthorized access to important data, as a new product for meeting the needs in the
market of security products. They plan to actively develop new services, to enhance their services in the domain of cyber security, which

is increasingly demanded as part of the national policy.

How Sentinel ARGUS Defends © DIT Security
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(Taken from the reference materials of Digital Information Technologies Corporation)

(2) “xoBlos,” an Excel® work innovation platform

Even in advanced corporations with a high level of IT, there are numerous Excel®-based tasks including manual operations in the office.

Most non-routine tasks consist of repetitive manual operations such as processing Excel® reports by manually inputting data from paper

reports, aggregating totals from multiple Excel® sheets and visualizing and analyzing CSV data extracted from packaged system.
The company's original-brand, "xoBlos," entirely automates these inefficient Excel®-based tasks and provides drastic improvements to

workflow.

Merits of xoBlos
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(From the company's website)
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© Background of development
Many corporations use Excel®, the major spreadsheet software, for generating quotations and invoices. However, in cases where they
generate these documents in different formats for each client according to the clients’ requirements, manual input is mandatory because
it is difficult to tally, sort and analyze in a systematic way. For this, the company developed “xoBlos,” an Excel® work innovation
platform, to automate tasks and significantly improve workflow efficiency.

© Product feature, overview and an example of introduction

Enables management of different data formats for tallying and processing
Enables increased efficiency with current Excel® spreadsheets.
Process up to dozens of times faster than using macros.

Can be embedded into other packaged products as an engine to output Excel®
spreadsheets.

xoBlos was released about ten years ago with the aim of drastically improving the efficiency of work using Excel®. It is now receiving
considerably more attention due to its efficiency “to create a company-wide platform which covers everything from improving work
efficiency to providing information useful in managerial decisions, while diverting workflow from areas currently using Excel®,” in
addition to the convenience and relatively cheap introduction cost, because work-style reform trends centered on revising long work
hours grow stronger. Indeed, the times have caught up with xoBlos and the company.

For further enhancement of product competitiveness, the company strengthened the automatic processing of Excel® work by providing
a function linked with RPA* products and other systems in February 2018. This function can be operated on a PC client as well as a Web
Server, leading to improvements in convenience for wider users.

The domestic RPA market is projected to double to 80,000 million yen in the next few years, and RPA-related services, which occupy
80% of the market, are expected to have a higher growth rate than RPA tool products, which occupy only 20%. Based on this, xoBlos,
which can be considered as an RPA-related service, is anticipated to have high growth potential.

In addition, the company has recently clearly introduced the concept of an “Excel®-type data preparation tool.”
“Data Preparation Tool” is a tool that enables both IT department and business department users to easily and quickly confirm and format
data. While about 70% of companies in the U.S. have adopted this tool, only 20% of companies in Japan have done so.

To effectively utilize collected data in the field, it is necessary to process and format data neatly for analysis and system integration.
However, in reality, there are discrepancies in expression, erroneous conversions, missing values, and format differences scattered
throughout the data, and 50-80% of the work is spent on correcting them. Some of these tasks have been streamlined through the use of
macros and VBA, but since the settings depend on individuals, there is a possibility that ongoing work cannot be continued when there
are personnel changes.

On the other hand, xoBlos, an “Excel®-type data preparation tool,” can clean and format data that have different formats and styles
automatically, allowing for output in the desired format. Additionally, since it is possible to design without code, it can prevent the
drawbacks of personalization.

The company aims to promote the value of xoBlos as a “data preparation tool” in order to further increase the number of installations.
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© Toward further value improvement of the platform “xoBlos Plus-One Concept”

“xoBlos” is already highly rated as a work innovation platform that supports in bringing significant operational efficiency by fully
automatizing the inefficient work based on Excel®, but the company started taking initiatives to make it a platform that offers more
high-added value to clients to respond to the changing times and customer needs.

“xoBlos Plus-One Concept” is the result of the above initiatives.

The main concept of “xoBlos Plus-One Concept” is “improvement of data value.”

Companies carry out various activities, and they have different systems for the management of each activity.

For example, a company has a system for ERP, which drafts a plan for the appropriate distribution of resources including personnel,
things, capital and information, and their effective utilization, at the top, and other systems for CRM for customer management, inventory
management, management of acceptance & placement of orders, attendance data, personnel, and accounts.

A large amount of data is extracted from each system, and in recent years, there has been a skyrocketing need for enhancement of
operational efficiency and visualization of a company’s own state by integrating and combining the data, instead of handling them
individually.

However, realization of the above is not easy for a company as it requires a large number of work hours and involves huge costs.

In such a situation, clients who installed xoBlos, which processes data efficiently at high speed, achieved efficiency in reporting and are
able to utilize the data of by integrating and combining the data easily at a reasonable cost.

Also, it is one of the major features of “xoBlos Plus-One Concept” that it allows the use of data in a desired format of each division and
department, from the upstream management team to downstream departments of production, sales, general affairs and administration.
It plans to link various systems on xoBlos through tie-ups with manufacturers and propose a concrete image of “xoBlos Plus-One
Concept” to its client companies.

Many companies, including the following case studies, have achieved significant improvements in operational efficiency.
* Prepared by Investment Bridge Co., Ltd. based on materials provided by the company and interviews.

*Case of adoption: JCB Co., Ltd.—Addressing In-House System Development Needs with xoBlos
(Background behind considering the adoption of xoBlos)

At JCB Co., Ltd. (hereinafter “JCB”), a credit card company, a significant portion of operations involved individual employees manually
aggregating and verifying data output from various systems using Excel®. To improve operational efficiency, JCB had been using a macro
developed by an external vendor; however, issues such as a lack of flexibility during operational changes and rising costs emerged.
Considering the need for sustainability and long-term operability, JCB sought an in-house solution. Upon learning about xoBlos, which
allows users to build a company-wide platform while utilizing existing Excel®-based workflows, JCB recognized its efficiency, user-

friendliness, and relatively low implementation cost, and contacted DIT for consultation.

(Status of xoBlos implementation)

Until recently, xoBlos had mainly been used as a tool for centralized management of forms/ledgers across departments, with DIT
handling customization and delivery on a contract basis.

However, in recent years, reflecting the growing trend toward low-code and no-code applications, demand for in-house system
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development has been increasing. As corporate IT literacy improves, the understanding has spread that if users are capable of using basic
Excel® functions, they can also easily operate xoBlos. Consequently, xoBlos adoption has been steadily expanding.

On the other hand, when automation and efficiency are prioritized above all else, leading to outsourcing development to external vendors
or relying on in-house employees to develop macros, there is a significant risk that business continuity will be compromised. This occurs
as “each system becomes a black box,” where only the external vendor or the employee who developed the system possesses detailed
knowledge.

Recognizing this issue, more companies are adopting the idea of independently organizing their business processes while operating
systems that are sustainable and adaptable. JCB, likewise, has adopted xoBlos as an in-house development tool, installing it on individual
employees’ terminals for use.

JCB has entered its third year since adopting xoBlos. In the first year, the implementation began as a PoC (Proof of Concept) within two
small departments. While conducting verifications with a limited number of users, DIT concurrently developed and provided user
manuals and samples essential for individual in-house development, responding to specific customer needs over the course of a year.
At the time of initial introduction, there were around 10 accounts. However, as JCB realized the effectiveness of xoBlos, the number of
departments utilizing it expanded, and currently, the number of accounts is approximately 50.

* A PoC (Proof of Concept) is a test or experiment conducted to demonstrate the feasibility of a new idea, technology, or concept before proceeding to full-scale

development.

The increasing need for in-house development, as illustrated above, has contributed to the expansion of xoBlos adoption.

At JCB, to further promote internal development, new members are recruited every six months for comprehensive training sessions.
Employees who participate in these programs work on developing xoBlos applications for actual business operations.

As a result, as of May 2025, the number of business processes developed using xoBlos was 85, and 53 employees acquired xoBlos
development skills, indicating rapid progress in the company’s in-house development initiatives.

(Diversification of Business Models)

In JCB's case, customized manuals and samples were provided free of charge, as the company viewed this as an opportunity to
thoroughly gather customer needs and feedback. However, DIT plans to leverage this experience to enhance profitability through value-
added services, such as paid educational packages designed to help clients effectively utilize xoBlos.

© Customers and Sales Methods
Currently, the company promotes the value of xoBlos as a "data preparation tool" as previously mentioned to make xoBlos a more
marketable product and is working on various sales initiatives.

*Target customer

Initially, the company was mainly making introductions to medium-sized companies, but as the need for efficiency in on-site work has
increased, there have also been more introductions to large companies. Currently, about 70% of newly introduced companies are large
companies. At present, the company made introductions to over 560 companies. In terms of new installations, the company is focusing
not only on increasing the number of corporate customers, but also on introducing xoBlos to major companies where significant license
increases can be expected internally.

In August 2020, it began using a subscription mode to expand sales stably and improve profitability.

Particularly, they are actively promoting the adoption of xoBlos, targeting mainly the industries of architecture, real estate, local
government, and retail, which are facing challenges in DX while needing to improve efficiency and conduct work-style reform.

*OEM
The company is also focusing on OEM providing the powerful features of xoBlos as an option for project management tools and RPA
products handled by other companies.

In December 2022, a new optional OEM service called "xoBlos for OBPM" was launched, which allows project management data
accumulated in the integrated project management tool "OBPM Neo" developed and provided by System Integrator Co., Ltd. (TSE
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Standard, 3826) to be processed and formatted into Excel® reports.

"OBPM Neo" is a project management tool that can comprehensively manage project-related data, including costs and profits, progress,
personnel, risks, obstacles, and issues. Although it has screens and functions that enable various analyses, customers faced the challenge
of having to spend additional time aggregating and processing data and creating reports, especially for custom reports required for
meetings. To address this issue, both companies conducted discussions and decided to offer "xoBlos for OBPM" as a new optional OEM
service for OBPM Neo.

By using "xoBlos for OBPM," the manual collection and processing work can be automated, resulting in up to 90% reduction in work
hours. Standard templates for frequently used reports (such as budget vs. actual analysis, quality analysis, and operational status) are
prepared for OBPM Neo data, and additional templates will be added regularly.

Additionally, by using the xoBlos client, users can edit templates and create custom report templates that meet their specific information
and formatting needs.

Moreover, several other projects, including RPA, are currently underway.

*Agencies

Regarding sales activities, the company is marketing products by utilizing a wide range of customers, bases, and sales capabilities of
Dai-ko Electronic Communication Co., Ltd. (8023, TSE Standard), one of its main agencies, through joint seminars and other events.
The company has built a network of about 30 agencies, including Dai-ko Electronic Communication.

The company plans to continue strengthening its agency network but will also aim to clarify its target audience for agency selection,
focusing on agencies that have expertise in approaching local governments, experience with IT subsidy introduction, and have their own
products that are easy to coordinate with xoBlos.

*Advertising and Promotion for Increased Awareness

In addition to conventional outbound sales, the company is also working to strengthen inbound sales, which increase customer inquiries
while enhancing information dissemination.

As part of its information dissemination efforts, the company is conducting webinars and advertising and promotional activities,
including the use of social media in conjunction with company’s other products such as WebARGUS and shield cms.

Regarding advertising and promotion, the planning and sales department, which is newly established in FY 6/23 under the Product
Solutions Division, which is responsible for the company's products, including xoBlos, is working to optimize marketing and advertising
activities.

* Provision of the xoBlos Starter Kit

The company offers the xoBlos Starter Kit for promoting xoBlos.

Most clients want to solve trouble, but don’t know concrete measures for solving trouble.

Accordingly, the company designs and execute the procedures for initial setting and automation within the price range (up to 3 million
yen) of the xoBlos Starter Kit. Clients can use them as they are, and if they want more systems, the company undertakes the development
of them or gives instructions to them for solving issues.

Like this, the company can promote the adoption of xoBlos by selling the introductory package at the price 3 million yen, which is
relatively affordable for clients and worth taking some man-hours for the company.

The company is actively proceeding with business negotiations by utilizing the xoBlos Starter Kit, and discussing new solutions
combining xoBlos and Al technologies.

(3) Electronic Contract Outsourcing Service, DD-CONNECT

In September 2020, the company signed a partnership agreement with NS Solutions Corporation to sell the electronic contract cloud
CONTRACTHUB @absonne, which has had the largest share of sales in the electronic contract service market for six consecutive years.
In October 2020, the company started selling DD-CONNECT, an outsourcing system that handles a series of services from the
introduction to operation and maintenance of CONTRACTHUB on behalf of customers.

(Overview of CONTRACTHUB and DD-CONNECT)
CONTRACTHUB has been deployed mainly by large companies in various industries since the service started in 2013 and is now a
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pioneer of electronic contract services used by more than 130,000 users.

Since it can be flexibly linked with ERP and sales systems, it can improve the productivity of various operations related to contracts, and
both the vendor and the customer can review the electronic contract history, including its conclusion and revisions, on the cloud. Thus,
it can improve the efficiency of contract management tasks.

DIT's DD-CONNECT is a series of services that offer testing support related to the introduction of CONTRACTHUB, operation support,
and maintenance support. Since DD-CONNECT provides the necessary services collectively, it is easier to introduce than an electronic
contract system software package alone. Therefore DD-CONNECT is expected to contribute to further cost reduction and labor-saving.

By regularly sharing human resources and knowledge with NS Solutions, the company provides a wide range of higher value-added
electronic contract services, such as measures to improve the efficiency of domestic companies' contract operations and the promotion
of going paperless and Hanko (Japanese stamp)-less.
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(Taken from the reference materials of Digital Information Technologies Corporation)

(Strengths and Features)
"DD-CONNECT" can be easily and seamlessly linked with other systems for order receipt/placement and billing. This feature sets it
apart from other electronic contract systems and is one of its forte.

(Successful Implementations)

Currently, the product is mainly used by major housing equipment manufacturers, construction, and real estate-related companies. The
company's main target industries and customers include those with high potential for DX and digitalization, including local governments.
As the electronic contract system is suitable for construction contracts, the company has steadily met the needs for complying with the
electronic bookkeeping law.

The company offers its customers added value in terms of support for the installation, operation and management of its cloud system,
CONTRACTHUB, and this is highly valued by its customers.

Furthermore, product development, including functional improvements, is carried out by NS Solutions, which means that the company
has a significant advantage as it requires little investment.

Initially, the company and its partner, Daiko Electronics Communication Inc. (TSE Standard, 8023), each conducted their own sales
activities, but in order to better utilize each other's strengths, the company clarified the division of roles: Daiko Electronics
Communication is responsible for sales, while the company is responsible for installation and maintenance operations, which require
technical support.

Sales and profit grew considerably, as their efforts for not only introducing “DD-CONNECT,” but also developing peripheral systems
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to be linked with the existing mission-critical systems of client companies paid off.

(4) Highly Secure Website Creation Platform, “shield cms”
In September 2021, the company released shield cms, a website creation platform equipped with a cyber security function that instantly
detects website tampering and restores the website in less than 0.1 seconds.

*CMS: Contents Management System. It is a broad term for a system that integrates and systematically manages digital content such as text and images that

make up web content and performs necessary processing such as distribution.

(Background of the release)

Many website creation platforms are based on open-source models that can be used free of charge or their modified ones. Although they
are easy to use and convenient, they are easily targeted by cyber-attacks because their mechanism is well known. Moreover, as cyber-
attacks are becoming more diverse and complex, the needs for products that can automatically prevent them are increasing.

(The product's features)

shield cms incorporates the company's security product WebARGUS as the standard equipment. It detects tampering simultaneously as
it occurs and instantly restores the original condition. It also alerts the system administrator the occurrence of website tampering. The
time from tampering to the recovery/alert notification is less than 0.1 seconds, and the actual damage can be reduced to zero.

In addition, as a CMS function, even beginners can easily create a website with the "Edit as you exactly see it" function that combines
and arranges various design parts on the screen, and you can also add HTML input, CSS, and JavaScript so that you can create your own
original design.

1-5 Characteristics and strengths

(1) Multifaceted and diverse I'T company

The company has expanded its business areas by flexibly responding to the progress of information technology, from business system
development business to computer sales (current: system sales), embedded product development and verification business, and
operational support business as well as working on its original products based on its technical strengths which have been developed
during the process of business expansion.

One of the major characteristics of the company is that it is a multifaceted and diverse IT company and has a wide range of business
activities and provides own-brand product with originality.

In order to improve the strengths and characteristics of the company, it is essential to acquire new technology and improve the on-site
capabilities.

The company has been providing training and education to the employees; however, it is establishing a stronger education system, as it
is important to have the latest knowledge ahead of customers in times of rapid changes.

From the perspective of diversity, the company is also working to create an environment in which female employees can easily
demonstrate their abilities.

It is making efforts to provide not only on the job training, but also training on managerial skills to promote female employees from mid-
level positions to managerial positions including executive positions.

(2) A wide range of customer base

There are about 2,900 client companies. Main clients for the software development business are listed companies and their affiliates,
while main clients for the system sales business are small and medium-sized enterprises. Since the business categories of clients are
diverse as shown below and stable long-term business is mainly operated, its business base is stable.

The ratio of sales of end users, including information system subsidiaries, is about 80%.

Another characteristic of the company is that the sales in the in-vehicle system domain, which is expected to grow significantly thanks
to autonomous driving, EVs, etc., in the manufacturing field account for over 50%.
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(3) Organizational strategies of partial and total optimization
Another significant characteristic of the company is that it has an organizational strategy with two opposite factors, partial and total

optimization in a well-balanced manner.

For partial optimization, the company has specialized companies under an in-house company system which aim to be the best in each
field. It also provides training and produces entrepreneurs with innovative spirits.
For total optimization, the company pursues synergy between companies while respecting independence of each in-house company;
through scrap and build done by the headquarters, collaboration between each in-house company and development of new business areas.

(Outlines of in-house companies and each headquarters)

Overview

This company develops a proposal style SI business to provide solutions for
clients.

Especially in the fields of finance, communications and distribution, based on
the business knowledge and technical foundations cultivated over many years,
this company undertakes design and development of a wide range of software
such as general-purpose systems, website systems, mission-critical systems and
information systems for leading companies in each industry. It also provides a
new business areca, ASP business for "Insurance Pharmacy Integrated
Management System (Phant's)."

This company provides website system architecture and maintenance for e-
commerce websites and service websites for clients mainly for finance and
major retail industries for many years. It provides a service to suit clients’
requirements with technologies which it has developed through experience.

This company’s engineers have a wide range of knowledge enabling it to
provide one stop optimal IT environment (service) to suit clients' requirements
including support for introducing systems, infrastructure-building, network
operation management and middleware development.

Headquarters In-house company
Business Solution
Company
Client Service
S)
Headquarters
e-business Services
Company
Support Business
Company
Technology Embedded Product
Solution (TS) Solution
Headquarters Company

This company specializes in control system development focused on embedded
systems for in-vehicle devices, communication devices, industrial equipment
and digital home appliances. It has many engineers with highly specialized skills
for embedded system development. Because of the physical conditions of
hardware, embedded systems development can be very restrictive, and requires
a meticulous level of problem-solving that differs from general application
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development.

This company has a wide range of software validation and verification
businesses from in-vehicle devices such as car navigation systems to medical
devices, communication infrastructure and mobile terminals. It gives priority to

Quahg)ﬁf;:;ermg improving the quality of products and provides total service from planning,
designing, implementing, operating, and analyzing tests to consulting,
It has collaborated with DIT America, LL.C, a local subsidiary in the U.S.A.
since 2011. It also provides verification services overseas.
Activities are based west of Nagoya, with a focus on Osaka. DIT takes part in three
businesses: business system development and operational support, mobile and web
Western Japan application development, and embedded systems development (in-vehicle devices and
Company security-related matters).
Recently, the company is aiming to expand into the IoT and Web service businesses,
Western Japan taking advantage of multi-skilling,
Business This company is located in Ehime and provides a high added-value one stop
Headquarters service for product development to meet the regionally specific requirements
for a variety of industries and businesses as well as sales of software and system
Ehime Company devices, operation and system support, and contributes to local revitalization. It
also employs engineers locally at a multi-purpose IT development center to
tackle the engineer shortage in the other companies, which enables nearshore
development.
Product
Solution (PS) | Composed of IT Security Business Division, xoBlos Business Division, and DX Business Division.
Headquarters
M;T:fﬁﬁ;nt Composed of Management Planning division, Management Promotion division, IR Division, Group Control
Division, and R&D Division.
Headquarters
Management | Human Resources Planning Division, General Affairs Division, Accounting Division, and Partner Promotion
Headquarters | Division.

(4) Development and sales of original own-brand products
The company has developed a variety of original own-brand products like “xoBlos” and “WebARGUS” with its unique technologies
cultivated over many years. The company has a rich lineup, including the electronic contract outsourcing service “DD-CONNECT”
based on partnership contracts. The ratio of sales of the Product Solutions Unit, which has a high profit margin, has increased to around
10%. They are making efforts to increase it further as a primary revenue source.

2. Fiscal Year Ended June 2025 Earnings Results

2-1 Consolidated business results

FY 6/24 Ratio to FY 6/25 Ratio to YoY Ratio to

sales sales revised

forecast
Sales 19,888 100.0% 24,159 100.0% +21.5% +0.7%
Gross Profit 4,945 24.9% 6,145 25.4% +24.3% -
SG&A 2,520 12.7% 3,131 13.0% +24.3% -
Operating Income 2,424 12.2% 3,013 12.5% +24.3% +3.9%
Ordinary Income 2,409 12.1% 3,027 12.5% +25.7% +4.4%
Net Income 1,686 8.5% 2,178 9.0% +29.1% +12.1%

*Unit: million yen. Net income is interim net income attributable to shareholders of the parent company. Hereinafter the same will apply. “Ratio to revised
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forecast” means the ratio to the earnings forecast announced in February 2025.

Sales and profit grew by double digits, hitting a record high.
Sales rose 21.5% year on year to 24,159 million yen. The sales of the Software Development Business and the System Sales Business
grew by double digits. As the subsidiary acquired through M&A contributed, the sales of the Product Solutions Unit increased over two

times.
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Operating income rose 24.3% year on year to 3,013 billion yen. Thanks to the sales growth, gross profit grew 24.3% year on year. As
they dealt with unprofitable projects in the fiscal year before last, the average revenue per project increased, and the sales of in-house
products grew, gross profit margin increased 0.5 points year on year. The expenses for improving the salaries of employees, goodwill
amortization through M&A, etc. augmented in parallel with the expansion of their business scale, but this augmentation was offset, and

profit increased by double digits.

Both sales and profit grew for 15 consecutive fiscal years, hitting a record high and exceeding the upwardly revised forecast.
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2-2 Trends by segment
FY 6/24 Composition FY 6/25 Composition YoY Ratio to
ratio ratio revised
forecast
Software Development 19,159 96.3% 23,292 96.4% +21.6% +0.4%
Business
System Sales Business 728 3.7% 866 3.6% +18.9% +8.3%
Total sales 19,888 100.0% 24,159 100.0% +21.5% +0.7%
Software Development 2,366 12.4% 2,934 12.6% +24.0% -
Business
System Sales Business 58 8.0% 79 9.2% +36.1% -
Adjustment - - 0 - - -
Total operating income 2,424 12.2% 3,013 12.5% +24.3% +3.9%

*Unit: million yen. Sales mean sales to external clients. The composition ratio of operating income means the ratio of operating income to sales. “Ratio to

revised forecast” means the ratio to the earnings forecast announced in February 2025.

(Sales trends by business unit)

FY 6/24 Composition FY 6/25 Composition YoY Ratio to

ratio ratio revised

forecast

Sales
Business Solutions 11,165 56.1% 13,198 54.6% | +18.2% +0.7%
Business System 6,243 31.4% 7,764 321% | +24.4% -
Development

Operational Support 4,922 24.7% 5,434 22.5% | +10.4% -
Embedded Solutions 6,897 34.7% 7,816 324% | +13.3% -1.1%
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Embedded System 5,098 25.6% 5,492 22.7% +7.7% -
Development
Embedded System 1,799 9.0% 2,324 9.6% | +29.2% -
Verification
Product Solutions 1,095 5.5% 2,277 9.4% | +107.9% +3.5%
System Sales Business 728 3.7% 866 3.6% | +19.0% +8.3%
Total 19,888 100.0% 24,159 100.0% | +21.5% +0.7%
Gross Profit
Business Solutions 2,852 25.5% 3,347 254% | +17.4% -
Business System 1,646 26.4% 2,042 263% | +24.1% -
Development
Operational Support 1,205 24.5% 1,305 24.0% +8.3% -
Embedded Solutions 2,228 32.3% 2,507 321% | +12.5% -
Embedded System 1,690 33.2% 1,795 32.7% +6.2% -
Development
Embedded System 537 29.8% 711 30.6% | +32.4% -
Verification
Product Solutions 394 36.0% 917 40.3% | +132.7% -
System Sales Business 268 36.8% 285 32.9% +6.3% -
Total 4,945 24.9% 6,145 254% | +24.3% -

*Unit: million yen. The composition ratio of sales is the ratio to total sales. The composition ratio of gross profit means the ratio of gross profit to sales for each

business segment. “Ratio to revised forecast” means the ratio to the earnings forecast announced in February 2025.

© Software Development Business
Both sales and profit increased.

*Business Solutions Unit
Sales and profit grew by double digits, as demand was strong, the effect from unprofitable projects in the previous fiscal year were
eliminated, and System Products Co., Ltd., which became a subsidiary of DIT, contributed.

*Business System Development

Regarding the development of financial systems, their strategy for recovery in anticipation of the strong willingness to invest turned out
to be effective. Sales from development of systems in the public, telecommunication, and manufacturing sectors also increased. They
posted sales of System Products Co., Ltd. As a result, sales grew significantly. In terms of profit, short-term public projects, which were
profitable, contributed as there was special demand. (contributed until the third quarter.)

The impact of the unprofitable projects in the fiscal year before last subsided completely. While they make continuous efforts to receive
orders for projects, they manage each project thoroughly, by confirming detailed requirements with clients at the time of order receipt
and rigorously checking the progress of each project while involving all group companies.

*Operational Support

Their business domain has expanded steadily, as the domain of development of cloud infrastructure grew, but the receipt of orders
regarding Salesforce, for which they carried out new promotional activities, was delayed for reasons attributable to cooperative
enterprises, so sales increased, but profits increased only slightly. The number of business inquiries about Salesforce is increasing steadily.

* Embedded Solutions Unit

In the fourth quarter (Apr. to Jun. 2025), demand for some products shrank due to the U.S. trade policy, etc., but in the entire fiscal year,
automobile manufacturers’ willingness to invest remained strong, so automotive products contributed to overall performance. Sales and
profit grew by double digits, as projects including both development and inspection met customer needs steadily.

*Embedded System Development
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The sales of systems for semiconductors and mobile devices were stagnant, but the demand for in-vehicle systems, mainly R&D projects,
remained strong. Sales and profit increased, as the sales of IoT systems for home appliances kept growing.

*Embedded System Verification

The performance of the business for the industries of pharmaceutical products, 5G, etc. was stagnant due to the cycle of projects, but
they received an order for IVI from a leading automobile parts manufacturer and planned a proof of concept (PoC) using Al in
cooperation with a leading manufacturing company, showing good performance. Sales and profit increased by double digits.

*Product Solutions Unit

Sales and profits more than doubled, as they posted sales from development projects related to DD-CONNECT, which is an electronic
contract service, and sales of 708 million yen from Jungle, Inc., which became a subsidiary of DIT, in addition to the accumulation of
existing sales of licenses. Gross profit margin, too, rose significantly.

“WebARGUS”
Sales and profit grew steadily, as the sales of licenses from existing clients increased. Grasping the market needs for security products
for small and medium-sized enterprises, they started offering DIT Security Platform (DSP) services with an insurance policy.

“xoBlos”
In addition to the promotion and cross-selling of products among existing clients, the effects of strengthening the sales structure, such as
participating in exhibitions, are continuing. So sales and profit grew.

“Other”

Regarding DD-CONNECT, an electronic contract service, sales and profit continue to be strong, as good results were produced by the
business of offering comprehensive services, including the development of peripheral systems at the time of installation, to mainly
leading companies in the housing construction field. Their business has progressed from the introductory phase to the growth phase, and
started contributing to business performance. Jungle, Inc. significantly contributed to the full-year performance, although the special
demand of products related to New Year’s greeting cards peaked in the second quarter has subsided. This type of cross-segment
cooperation, customer support, and project creation are increasing, and synergies between businesses are expanding.

© Systems Sales Business

Both sales and profit increased.

The rush to buy due to the revision of the Electronic Bookkeeping Act and the introduction of a new invoice system has subsided, but
sales grew, as they took over the business of handling “Rakuichi” in the Hokuriku region. Sales and profit grew, offsetting expenses,
including goodwill amortization.

2-3 Financial condition and cash flow

©Main BS
End of June End of Increase/ End of June End of Increase/
2024 June 2025 Decrease 2024 June 2025 Decrease
Current assets 8,536 9,474 +937 | Current 2,673 2,791 +117
liabilities
Cash and deposits 4,615 5,354 +738 | Accounts 733 857 +123
payable
Trade receivables 3,579 3,736 +156 | Fixed liabilities 485 297 -187
Noncurrent assets 1,680 1,797 +116 | Total labilities 3,158 3,088 70
Tangible fixed 207 188 -18 | Net assets 7,058 8,182 +1,123
assets
Intangible fixed 862 691 -170 Retained 6,783 8,170 +1,387
assets earnings
Investments and 610 916 +306 Treasury -831 -1,315 -484
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other assets stock
Total assets 10,217 11,271 +1,053 | Total liabilities, 10,217 11,271 +1,053
net assets

*Unit: Million yen. Trade receivables include contract asset.

Total assets increased 1,053 million yen from the end of the previous fiscal year to 11,271 million yen, mainly due to an increase in cash
and deposits. Total liabilities stood at 3,088 million yen, nearly unchanged from the end of the previous fiscal year. Net assets grew 1,123
million yen from the end of the previous fiscal year to 8,182 million yen, mainly due to an increase in retained earnings and treasury
stock.

As a result, equity ratio rose 3.5 points from the end of the previous fiscal year, remaining at a high level of 71.6%.

© Cash Flow
FY 6/24 FY 6/25 Increase/Decrease
Operating Cash Flow 1,741 2,394 +652
Investing Cash Flow -595 10 +606
Free Cash Flow 1,146 2,405 +1,258
Financing Cash Flow -804 -1,546 -741
Cash, Equivalents 4,506 5,337 +830

*Unit: Million yen

The surpluses of operating cash flow and free cash flow augmented, due to the increase in net income before taxes and other adjustments,
etc.

The cash outflow from financial activities augmented, due to the increase in expenses for acquiring treasury shares, etc.

Cash position increased.

(4) Topics

(D DIT enhanced the business bases in Japan.

DIT is striving to enhance its local bases with the aim of steadily handling the escalating demand.

In June 2025, it announced an organizational restructuring for the fiscal year 2025. It segmented the business functions, converting the
conventional four-division structure into a six-division structure.

Under these circumstances, the company newly established Western Japan Business Headquarters that consists of West Japan Regional
Company and Ehime Regional Company. DIT will further strengthen its resources by imparting the insight and know-how of West
Japan Regional Company, which has many years of business experience, to Ehime Regional Company where a number of young
employees work. DIT will fully satisfy the needs of local companies based in Ehime, many of which hope to entrust tasks to DIT because
it is deeply rooted in the local community, and it also endeavors to expand its business in the Kansai, Chugoku, Shikoku, and Kyushu
regions.

Furthermore, in Hokkaido where DIT has been focusing on fortifying its business base in recent years, it took part in “Hakodate Future
Investment Conference,” an event for regional revitalization held in Hakodate, Hokkaido, in May 2025. It plans to conduct proactive
activities, including participation in such events, in order not only to foster its brand recognition there, but also to perform heightened
recruitment activities by making the most of its Hakodate base.

@ DIT released Sentinel ARGUS, a new security solution.

In July 2025, DIT started the operation of Sentinel ARGUS, a solution to ransomware attacks.

Sentinel ARGUS is a system that, as a watcher that protects business data, blocks any attempt at file modification (change, addition, or
deletion) made by other programs or users than those with authorization in a real-time manner and ensures that important files are
completely protected from external threats such as computer viruses and unauthorized access.

Security control has been an issue that faces companies these days because targeted attacks, including ransomware attacks, have become
increasingly cleverer and more sophisticated. DIT released Web ARGUS, which quickly detects falsifications of websites and restores
the falsified websites in less than 0.1 seconds, in 2014 and the system has been installed in 3,000 or more servers, including ones used
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in major financial institutions. Sentinel ARGUS is a security product that uses DIT’s further advanced technology and firmly prevents
any modification to files due to computer viruses or other similar threats.

3. Fiscal Year Ending June 2026 Earnings Forecasts

3-1 Full-year earnings forecast

FY 6/25 Ratio to FY 6/26 (Est.) | Ratio to YoY
sales sales

Sales 24,159 100.0% 26,000 100.0% +7.6%
Operating 3,013 12.5% 3,050 11.7% +1.2%
Income

Ordinary 3,027 12.5% 3,050 11.7% +0.7%
Income

Net Income 2,178 9.0% 2,200 8.5% +1.0%

*Unit: Million yen. The estimated values are from the company.

Sales and profit are expected to rise for the 16th consecutive fiscal year.

Sales are expected to rise 7.6% year on year to 26 billion yen, while operating income is forecast to grow 1.2% year on year to 3 billion yen,
achieving a year-on-year growth in sales and profit for 16 consecutive fiscal years. Enterprises’ willingness to invest in IT is expected to
remain strong this fiscal year, but the U.S. tariff policy forced some automobile-related enterprises, which are main clients of the company,
to adjust their budgets, so the outlook is conservative.

Profit is projected to rise slightly as they will conduct upfront investment, although gross profit is expected to grow to some degree thanks
to the improvement in average spending per client and in-house solutions. They plan to pay a dividend of 75.00 yen/share, up 3.00 yen/share
from the previous fiscal year. The expected payout ratio is 50.5%.

Trends of Sales and Operating Income (Unit: Million yen)

16,000 1,800
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X ———— (L 1400
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Profit is forecast to decline year on year and from the second half of FY 6/2025, as there will be no longer the sale of software for
producing New Year’ s cards and one-time public high-budget projects posted in the first half of FY 6/2025 in addition to the above
factors, but profit is expected to recover from the second half of FY 6/2026.

3-2 Trend of each business unit and initiatives for this fiscal year

(Trend of sales)
FY 6/25 Composition FY 6/26 Composition YoY
ratio (Est.) ratio

Software Development Business 23,292 96.4% 25,100 96.5% +7.8%
Business Solutions Unit 13,198 54.6% 14,400 55.4% +9.1%
Business System Development 7,764 32.1% 8,600 33.1% +10.8%
Operational Support 5,434 22.5% 5,800 22.3% +6.7%
Embedded Solutions 7,816 32.4% 8,400 32.3% +7.5%
Embedded System 5,492 22.7% 6,000 23.1% +9.2%

Development
Embedded System Verification 2,324 9.6% 2,400 9.2% +3.3%
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Product Solutions Unit 2,277 9.4% 2,300 8.8% +1.0%

System Sales Business 866 3.6% 900 3.5% +3.9%

Total 24,159 100.0% 26,000 100.0% +7.6%

*Unit: Million yen

(1) Business Solutions Unit
Profitable public projects, for which there was special demand, will be on the decline; however, investment in information technology
is expected to increase continuously, so DIT forecasts that it will deliver record-high earnings results if it accurately deals with market
changes and customer needs.

mBusiness System Development
As the evolution of the generative Al technology is bringing about changes in the market, DIT will aim to boost its profitability by
breaking into the fields for which market needs are strong while focusing on a proposal-based business model that enables the company
to work side by side with clients.

mOperational Support

DIT will strive to expand the business by developing services and solutions based on its strengths, as well as increasing its market share
among the existing clients.

FY6/26 Business Forecasts @

Segment Priority Measures: Business Solutions Unit pCd

| 4

Focus on rebuilding the business model (side-by-side consulting, Al consulting, low-code development, agile development, etc.)
to deliver new value to customers.

Establish a team of professionals specializing in financial business operations, one of the Company’s strong fields.

In operational support, provide DX promotion support and solution services that help customers improve operational efficiency
and enhance added value.

Expand development and operational structures for major telecommunications group companies, which are key customers.

Build cooperative structures with Group subsidiaries in both system development and operational support, and maximize
synergies.

Improve estimation accuracy and strengthen project management capabilities.

Utilize regional bases as “Advanced Nearshore Development Centers” and expand orders from local companies.

(From the company's financial results presentation)

Regarding the generative Al technology, each of DIT’s companies under the in-house company system uses a variety of generative Al
programs and builds up know-how internally, through which they provide solutions to clients.

(2) Embedded Solutions Unit

The earnings forecasts are conservative because in-vehicle systems and devices, and semiconductors, which have been the growth driver,
are projected to be on a plateau. DIT will endeavor to further raise sales and profit by conducting its operations with increasing
sophistication and providing comprehensive services that include development and verification.

In DIT, which adopted the in-house company system, “Embedded Solution Company” is in charge of development and “Quality
Engineering Company” is in charge of inspection.

Through the close communication between the two in-house companies, each system is inspected appropriately after understanding the
details of the development process, so that DIT can offer all-in-one services, including development and inspection. Many client
companies consider that such services of DIT are helpful, so the number of orders received is increasing.

mEmbedded system development

While endeavoring to maintain the existing business, DIT aims at a steady business growth through such efforts as participation in
projects for evaluating the functional safety of its in-vehicle systems and devices, expansion of the security field relating to IoT devices,
and expansion of other fields than in-vehicle systems and devices.
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mEmbedded system verification

DIT strives to expand the business with the aim of evolving it into a business that provides quality services consistently from the
upstream market through the downstream market, as well as taking the verification business a step further and breaking into such new
fields as Dev/Ops (*).

Because the company is building up know-how of verification automation, it will branch out into the field targeted at industrial
equipment manufacturers so that it will be less dependent on in-vehicle systems and devices and enrich its customer portfolio.
*Dev/Ops (Development & Operations): a technique of conducting necessary tasks ranging from software development to software operation in an integrated
manner, which enables swift development and provision of services

FY6/26 Business Forecasts @
Priority Measures by Segment : Embedded Solutions Unit N
4 -

Pursue expansion and ilization in the ive, loT, and i uctor fields through integrated proposals that

combine both development and verification.3

In the automotive domain, in addition to infotainment (IVI, CDC-related) and ECU, aim to participate in new areas such as
SDV (Software-Defined Vehicles) and functional safety.

Build track records by addi ing domestic and security regulations/standards projects, such as CRA for Europe
and JC-STAR for Japan.

Expand business in the Chubu region, targeting automakers and major components manufacturers.

Establish a scheme to build quality in the upstream phase and verify quality in the downstream phase, and work to build track
records in secured projects.?

Promote standardization of verification operations and automation utilizing Al and RPA, while also expanding into new
verification domains such as business systems and industrial equipment.

In North America, where automotive-related business is steadily expanding, broaden the scope from IVI to ADAS to drive
further growth.

(From the company's financial results presentation)

FY6/26 Business Forecasts @
Priority Measures by Segment : Embedded Solutions Unit

| 4

Anintegrated information and entertainment system that combines navigation, audio, smartphone
VI (In-Vehicle Infotainment) connectivity, and internet access within the vehicle. Provides entertainment and information
functions to improve convenience and comfort while driving

A central control unit that integrates and manages in-vehicle infotainment systems, driver
" " assistance functions, and safety features around the driver's seat. Traditionally, multiple ECUs
CDC (Cockpit Domain Controller) (Electronic Control Units) existed separately; the CDC consolidates these into a single platform,
improving system efficiency, reducing costs, and enhancing the in-vehicle experience.

A next-generation concept of vehicles in which functions and performance can be modified or
SDV (Software Defined Vehicle) added through software. Unlike traditional hardware-defined functions, software updates via OTA
(Over-The-Air) communication allow vehicles to evolve into “drivable smart devices."

. o An onboard electronic control unit that manages various functions such as engine, braking, and
ECU (Electronic Control Unit) e eets
A regulation established by the European Union (EU) concerning cybersecurity, requiring hardware
CRA (EU Cyber Resilience Act) and software products to Gemply with security requirements throughout their entire lifecycle, from
design to disposal.
JC-STAR A certification and labeling system in Japan based on technical cybersecurity requirements for loT
(Japan Cyber-Security Technical devices. A third party evaluates and certifies that a product meets certain security standards, and a
Assessment Requirements) label (mark} is granted to indicate the product is *secure.”
N N A collective term for technologies and functions aimed at improving vehicle safety and driver
ADAS (Advanced Driver Assistance support. By using cameras and sensors, ADAS enables functions such as collision avoidance
Systems) assistance, lane-keeping support, and traffic sign recognition, thereby reducing driver workload

and preventing accidents

(From the company's financial results presentation)

(3) Product Solutions Unit
While the number of projects that DIT receives is increasing on a steady basis, both sales and profit are projected to grow only slightly
owing to a decrease in sales from its New Year’s greeting cards software as well as the enhancement of up-front investment.

* “WebARGUS”
DIT will endeavor to boost sales from subscription licenses by reeling in leading medium-sized enterprises as new clients and expand
the sale of Sentinel ARGUS that the company released on a full scale in July 2025. It will make efforts in earnest to introduce the loT
version of WebAURGUS into the market. DIT Security Platform (DSP) is establishing its presence, and the company is increasing the
number of business partners for selling it. While it is a service that takes time like Sentinel ARGUS, the company will strive to raise
recurring revenue.
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FY6/26 Business Forecasts @
Priority Measures by Segment : Product Solutions Unit

—

WebARGUS

Priority measures

In addition to large projects that require long lead times to contract, the Company is actively deploying the DSP (DIT
Security Platform) for SMEs launched in FY2024, steadily building recurring revenue.

Alongside the expansion of proprietary security services, the Company will focus on increasing sales of its highly
regarded vulnerability assessment service.

Through the expansion of “Sentinel WebARGUS,” a product launched in earnest in July that blocks file tampering in
real time, the Company will help reduce damages from ransomware attacks.

Against the backdrop of trends in the European CRA and Japan's JC-STAR, demand for the loT version of
WebARGUS—based on the concept of system resilience (self-detection and self-repair)—is rising. The Company is
actively investing toward its commercialization and market launch.

(From the company's financial results presentation)
* “xoBlos”

With the efforts that DIT made to form a solider order receipt structure (sales and development personnel) in the fiscal year ended June
2025 in order to satisfy the constant needs, the company will aim to increase licenses and sales through various initiatives.

Most clients want to solve trouble, but don’t know concrete measures for solving trouble.

Accordingly, the company designs and execute the procedures for initial setting and automation within the price range (up to 3 million
yen) of the xoBlos Starter Kit. Clients can use them as they are, and if they want more systems, the company undertakes the development
of them or gives instructions to them for solving issues.

Like this, the company can promote the adoption of xoBlos by selling the introductory package at the price 3 million yen, which is
relatively affordable for clients and worth taking some man-hours for the company.

FY6/26 Business Forecasts @
Priority Measures by Segment : Product Solutions Unit

xoBlos

Priority measures

Expand the number of customers through the introduction of low-priced starter packs, followed by upselling to
increase licenses and revenues.

Provide training and technical support to existing customers and drive upselling to expand sales and profits.

Build expertise in side-by-side support for new customers, promoting continued use and horizontal expansion.

Prepare to launch new solutions, such as automation models incorporating Al technology, SaaS models for SMEs,
and models for municipalities.

(From the company's financial results presentation)

* Other new products

DIT will aim to increase recurring revenue from DD-CONNECT, an electronic contract service, and receive more orders for low-code
development projects. With regard to Jungle, Inc., it will endeavor to boost profit for the full fiscal year through efforts to expand the
sale of products targeted at corporations.

Regarding drones, focusing on efficient spraying of pesticides, they concentrate on initiatives for curbing depopulation and vitalizing
each region in cooperation with local governments, including Hakodate City and Hokuto City, while utilizing the technologies for
autonomous driving, which have been nurtured in the Embedded Solution Unit.

Regarding Jungle, Inc., they will focus on sale while shifting to B2B products that are expected to generate stable revenues, such as Data
Migration Box (DMB), a tool for high-speed data migration from on-premise equipment to a cloud system or from a cloud system to
another cloud system, for which DIT possesses exclusive dealership, and PDF-Xchange Editor, general multifunctional PDF software
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for editing PDF files freely, which is sold as “Platinum Reseller.”

FY6/26 Business Forecasts @
Priority Measures by Segment : Product Solutions Unit

DD-CONNECT, DX Business, and Jungle Inc.

Priority measures

Expand subscription licenses and S| services through large-scale orders for DD-CONNECT.

Leverage expertise accumulated in agile X low-code development to strengthen organizational capabilities and
increase orders.

Enhance the development framework by making customer proposals and conducting PoC related to Al development
X drone autonomous operation.

In southern Hokkaido, launch region-specific services that address local needs, such as Al-based diagnostics for
aging water pipes, thereby contributing both to regional revitalization and social contribution.

While the termination of New Year's card software sales by Jungle Inc., a product sales subsidiary, will have some
impact on sales, the effect on profits is expected to be offset. By strengthening the product lineup for corporate
clients, the Company aims to secure profits at a level comparable to the previous year.

(From the company's financial results presentation)

(4) System Sales Business

DIT will strive to take measures while looking to the future. The company aims to boost sales and profit by stabilizing the business
administration of the sales offices in the Hokuriku region (Toyama and Kanazawa) that it opened after acquiring the business rights in
December 2024. It will expand the business domains with a focus on cloud systems that generate recurring revenue, as well as
endeavoring to secure revenue by providing after-sales services to companies that have adopted its systems.

FY6/26 Business Forecasts @
Priority Measures by Segment : Systems Sales Business pid
| 4

Priority measures

At the Hokuriku offices, prioritize replacement sales to inherited customers.

Strengthen cross-selling of products and services such as multifunction devices, UTM, “Rakuraku
Page,” and business phones, according to customers’ business environments.

Reinforce the sales structure to develop new customers, focusing on recurring revenue cloud
systems, and implement proposal-based sales to capture whitespace opportunities among customers.

(From the company's financial results presentation)

4. Regarding the Vision for 2030 and the Medium-term Management Plan

*The Vision for 2030 and the Medium-term Management Plan are described in detail respectively in <Reference 1> and <Reference 2>
below.

(1) The Vision for 2030
In the vision for 2030, there is no change to the slogan “Endeavor to exceed 50, 50, and 50, that is, sales of 50 billion yen, an operating
income of 50 hundred million yen, and a payout ratio of 50% and the company will continue to promote these goals.

(2) The Medium-term Management Plan

The business performance was strong, reaching the level that allows the company to achieve the targets of the Medium-term
Management Plan, which were set in 2024, almost one year ahead of schedule, and the company has upwardly revised the forecasts for
the fiscal year ending 2026. The forecasts for the fiscal year ending June 2027 remain unchanged because the company takes into account
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the uncertainty of the demand trends, such as how impactful the tariff policy of the U.S. government can be. No changes have been made
to the non-financial indicators.

© Financial indicators

FY 6/25
FY 6/26 FY 6/27 CAGR
(results)
Net sales 241 242 — 260 267 +10.3%
Operating
. 30.1 28.7 — 305 32.0 +9.7%
income
Operating
income 125% | 11.9% — 11.7% 12.0% -
margin
ROE 29.0% To maintain a minimum of 25%
Dividend .
. 49.0% 50% or higher
payout ratio

*Unit: 100 million yen; The figures for the fiscal years ending 6/2026 and 6/2027 mean the targets. CAGR stands for compound annual growth rate for the period
from FY 6/24 to FY 6/27.

© Non-financial indicators

FY 6/27 (target)
Percentage of female managers 20% or higher
Number of employees who have obtained an .
advanced IT qualification
Percentage of employees who have attended 100%
the purpose-related training.

*It also aims to increase “triple A” personnel through the use of talent management tools.

*Profit margin ~ While the operating income margin in the fiscal year ending June 2027 is projected to be 12% at the moment,
there is ample room for profitability growth because the precision of project management can be improved
and Al can be used in projects that the company undertakes in the Business Solutions Unit, while the Product
Solutions Unit, whose sales account for 10% of total sales, will grow further.

*Recruitment The company aims to recruit about 100 new graduates each year. It is raising its pay level and enriching
employee benefits, and the turnover rate of employees of the company is far below the industry average.

The company believes that what is behind the low turnover rate is the in-house company system it adopted.
In the in-house company system in which small organizations think and take action independently, employees
are more likely to be able to bring their opinions and ideas to life and have the senses of participation and
ownership, which they may not be able to experience easily in large companies, and this is one of the
distinctive characteristics of the company.

5. Message from President Ichikawa

Our company has forecasted that both sales and profit will rise only slightly in the fiscal year ending June 2026, which may have aroused
anxiety in some of the shareholders and investors who have expected DIT to grow. Some automobile-related companies, which are our
major clients, now need to adjust their budgets because of the tariff policy enacted by the U.S. government, and the business environment
around our company is not favorable; however, even when the environment is not ideal, it is necessary to make investment with
determination in order to pursue medium- and long-term growth. While we plan to invest 300 million yen in generative Al, IoT security,
and human capital this fiscal year and thus profit will increase only at a single-digit rate, we intend to fulfill your expectations by
recouping the invested money as quickly as possible and getting our growth back on track in the next fiscal year and subsequent years.
We would sincerely appreciate your continued support and understanding.
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6. Conclusions

This fiscal year, they will invest 300 million yen in generative AL, loT security, and human capital. In order to pursue growth, they will
continue investment in the next and following fiscal years, and strive to recoup the investment as soon as possible by producing results.
Over the past few years, the company has actively carried out M&A, and by strengthening human resources and enriching the lineup
of products and services, they were able to earn significant sales and profit in FY 6/2025. Going forward, they will consider M&A in
the embedded solution field.

The outlook for the trend of budgets of automobile-related enterprises, which are major clients of the company, remains uncertain, but
for survival, they cannot reduce investment in in-vehicle infotainment (IVI), an information and entertainment system that integrates a
navigation system, audio devices, smartphone linkage, access to the Internet, etc., a cockpit domain controller (CDC), a central control
unit for integrating and managing an infotainment system around the driver’s seat of a vehicle, driving-support and safety functions,
and so on, software defined vehicles (SDVs), which are next-generation vehicles for which functions and performance can be
modified or added with software after purchase, etc. The expectations toward DIT seem to remain significant.

We would like to pay attention to the progress of the medium-term management plan, while monitoring the performance in FY 6/2026
in the short term.

<Reference 1: Vision for 2030>

In August 2021, the company announced its long-term vision “Vision for 2030.”

(DIT Group's Vision for 2030)

DIT Group's vision for 2030 is to build a trusted and selected DIT brand.

To this end, as professionals, the company will provide a higher level of value in terms of services: safety and robustness, efficiency
improvement, safe operation, problem-solving and proposal capabilities, high quality, and advanced technology.

(Business environment)

With the full-scale arrival of the digital society, the DIT Group recognizes that it will enter an era of shakeout in which only the companies
that can respond to changes such as the acceleration of DX, the shortage of IT human resources, threats to cyber security, and the
increasing needs for societal issues such as the reformation of work styles will survive.

These changes that the IT industry is facing are an opportunity for the DIT Group that excels at responding to change, to make its
presence known more than ever. The DIT Group will transform itself further to be even more responsive to changes, and focus on staying
close to customers and increasing their value.

(New slogan)
In the vision for 2030, they uphold the new slogan “Endeavor to exceed 50, 50, and 50,” that is, sales of 50 billion yen, an operating
income of 50 hundred million yen, and a payout ratio of 50%.

FY 6/30
FY 6/24 : . .
(including new businesses and M&A)
Sales 19.8 billion yen 50 billion yen or larger (+16.7%)
Operating Income | 2.42 billion yen 5 billion yen or larger (+12.9%)
Payout ratio 41.1% 50% or higher (since FY 6/30)

*The parenthesis indicates CAGR, which was calculated by Investment Bridge.

(Growth steps toward the year 2030)
They will actualize “DIT Vision for 2030” through the following three steps.

FY 6/22 to FY 6/24 Promotion of business | To build up business capabilities by promoting the creation of a company
structure reform and structure that will enable the next stage of growth.
FY 6/25 to FY 6/27 Realization of growth | =Promotion of purpose-based business administration
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track * Acceleration of the product business and creation of next-generation
business

*ESG strategies, active investment in business administration based on
human capital, and enhancement of M&A

FY 6/28 to FY 6/30 Mastering of purpose- | *To overcome “Challenge 500”
based business | =To establish a DIT brand that is trusted and selected by all stakeholders.
administration

Growth steps toward 2030

' O)0 O

Tﬁf@iﬁﬁ
E FYG28 to FY6/20 DIT brand that can be trusted and chosen AP
Adoption of purpose-driven business operations m m m ’ 10-year
- EStatehment of 3 DT beana at can be e C= =
Trusted and chosen
FY&/25 to FY&/27
! A=
FY8/22 to FY6i24 Deal with issues
Promoting business restructuring that require:
Build up business capabilities by R
the creation of a company and structure that
will enabie the next growth.
2022 2024 2027 2030

(Medium to long-term growth model)

The company will further strengthen its business promotion based on two major activities that has supported corporate growth to date.
In terms of the business base, they will further expand and stabilize it by continuously investing management resources in areas with
growth potential and further expanding the business domain through comprehensive capability.

In terms of growth factors, they will provide new value and services through business expansion based on original products, expansion
of business domains through the application of new technologies, and the expansion of new service-type businesses through
collaboration and co-creation.

(SDGs: Contributing to the realization of a sustainable society)

They will strive to contribute to a sustainable society through appropriate corporate management and the introduction of their original
products to customers etc.

In terms of corporate management, they will contribute to a sustainable society through appropriately prioritizing the enhancement of
employee benefits, promoting diversity by appointing women to managerial positions, updating governance style, etc.

As for contributions via the introduction of original products, they will contribute to the establishment of a safe and secure Internet
society and the improvement of social productivity through the introduction of their security product (WebARGUS) and products related
to the reformation of work styles (xoBlos, DD-CONNECT).

<Reference 2: Medium-term Management Plan>

[1 Review of the previous medium-term management plan]

The average annual growth rate in the period of the previous medium-term management plan (from FY 6/22 to FY 6/24) was 11.2% for
sales and 12.1% for operating income, achieving double-digit growth in both, while sales and profit increased for the 14th consecutive
fiscal year. While they aimed to achieve "19 billion yen in sales and 2.5 billion yen in operating income,” sales were 19.8 billion yen,
achieving the target, and operating income was 2.42 billion yen, slightly falling below the target, due to the emergence of unprofitable
projects in FY 6/23 and increased costs from aggressive investment in M&A.

Progress on the basic strategy was as follows.

Core business: strengthening on-site [REOFWIEENEIH

capabilities “Strengthened the project review function, completed verification methodology,”
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“Acquired skills and built up a track record in low-code development, agile development,
etc.,” “Steady growth in all four segments, with sales and profit increasing for 14
consecutive fiscal years,” “Established Hakodate branch office,” etc.

© Challenges

Unprofitable projects have arisen and strengthening on-site capabilities needs to be
addressed as an ongoing challenge.

The shift to the type of proposing services to increase the value of each client’s business is
progressing, but it needs to be strengthened in the future.

© Achievements

“Released the anti-ransomware version of WebARGUS,” “Contribution to sales and profit
through full-scale promotion of DD-CONNECT,” “Expanded e-contract services
specializing in the construction and financial industries,” “Organized an in-house contest
for new products and new business ideas,” etc.

© Challenges

Although security products targeted large-scale customers, the increase of licenses
remained modest, and a mental health business in collaboration with another company
aiming for revenue sharing was withdrawn.

Product development is ongoing, including a service platform scheme involving the
automatic generation of control sheets in xoBlos and the launch of a co-creation business
between the company's products and customers.

© Achievements

“Promoted telework during the COVID-19 pandemic, and work style reforms advanced,”
“Increased use of paid leave through the establishment of paid leave promotion days (from
62.4% in FY 6/21 to 74.5% in FY 6/24),” “Continued active recruitment of both new
graduates and mid-career workers, and the number of employees increased,” “Revision of
qualification acquisition incentives has increased the number of qualifications acquired,”
etc.

© Challenges

The process of judging whether or not to receive an order has been strengthened as a
measure to prevent the recurrence of unprofitable projects, but operational issues remain.
Progress has been made in the development of the internal infrastructure environment
through the installation of MicroSoft365, but overall optimization has not been achieved
yet.

Preventing employee turnover and dealing with the increase of employees on mental leave

are ongoing issues.

Considering the progress of these basic policies, they have classified issues that need to be strengthened into 8 categories.
The company will promote and strengthen its efforts to address each issue in the new medium-term management plan.
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ﬁ@?
. Strengthening frontiine Capability to settle social
S"h‘" 103 aarvica proposcal capabilities through investment issues through promotion of
ased business model
in human resources digital innovation
Business foundation Core Business

'Acceleration of growth of the Product 1

Improvement of responsiveness to =] Business through improvement of the
changes in trends and new technology product appeal that meets market
needs

Growth factors  Product Business/New Businesses

Creation of a solider
management base that enables Promation of initiatives for ESG
sustainable growth g
h Clarification of fiekds for growth investment, and implementation of investmant W

(Taken from the reference materials of Digital Information Technologies Corporation)

[2 Medium-term management plan (FY 6/25 - FY 6/27)]

(1) Positioning

In its “Vision for 2030” (see Reference 1), which aims to build a trusted and chosen DIT brand for 2030, the company has defined its
medium/long-term growth model as strengthening its “two-pronged business promotion,” comprising “further expansion of the business
base” and “provision of new value and services as growth factors,” which have supported the company's growth to date. The company
aims to expand its business foundation further and promote the provision of new value and services.

The theme of the new medium-term management plan (FY 6/25 - FY 6/27), which is the second step in the process, is “realizing a
growth path.”

The entire company will pursue growth by promoting three strategies, under the newly adopted purpose “Enrich people's lives by
supporting a digital society (change) that continues to “progress” with the power of IT (adaptability)” in addition to “‘Guiding Principles,”
“Corporate Philosophy and Management Philosophy” and “Management Policy.”

New Medium-term Management Plan @ Philosophy, Purpose, and Vision for 2030
Definition of the Medium-term Management Plan Medium-to long-term growth model

Suidlines for Action cmn:’"“‘r“:::‘n‘ﬁmw 'We will further strengthen the “2-axis business promotion,” which has supported growth up to the present time,

oy and promote further expansion of our business foundation and the provision of new value and services.

o enrich people’s lives by supporling Elzﬁ__eigitized society (changes)
that continues to “evolve"” with the power of IT (responsiveness).

Profit

AETTSETT o develop a DIT brand that can be trusted and chosen

....... D e e e 1 W oy ) aveances ooy )

External Internal
challenges Strategy 1 Stratogy 3 challenges
Business Growth Management
foundation factors base
‘ . Management base
EaL 20 FYB/25 to FYB27
Achieving a growth
in human research, and trajectory

a

(Taken from the reference materials of Digital Information Technologies Corporation)

(2) Three basic strategies
(1) Business foundation

To strengthen the base revenue business model by further improving the capability of co-creation of value and market competitiveness.
Recognizing the challenges from the previous medium-term plan as “shifting to a business model based on service proposals,”
“strengthening on-site capabilities through human investment’ and “the ability to solve social issues by promoting digital transformation,’

providing the latest methods and technologies,” “building a value
" “promoting DX and developing high-level IT human resources.”

’

the company is working on “project management capabilities,

29 ¢

delivery system,” “consulting and proposal-based marketing,

(2) Growth factors
To accelerate product businesses that are sensitive to the ever-evolving digital society and work to create next-generation businesses.
Recognizing the challenges from the previous medium-term plan as “improving the ability to respond to changes in trends and new
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technologies” and “accelerating the product business by strengthening product competitiveness to meet market needs,” the company
expanding security areas” and “next-

29 ¢

will work on “pursuing added value through generative Al,” “expanding DX business areas,
generation business through new technologies and services.”

(3) Management foundation

To establish a management foundation that enables sustainable growth in response to all kinds of changes in the business environment.
Recognizing the challenges from the previous medium-term plan as “further strengthening the management foundation to enable
sustainable growth,
will set up group-wide committees such as “Human Value Enhancement” Committee, “Sustainable Management Review” Committee,
“New Technology R&D” Committee, “Project Quality Management Enhancement” Committee and “Internal Environmental DX
Review” Committee, to work on these issues with a higher priority.

99 ¢

promoting ESG initiatives” and “clarifying growth investment areas and executing investments,” the company

[3 Goals and initiatives in each segment]

(1) Software Development Business

(1) Business Solutions Unit

The aim is to receive orders after consulting and giving proposals in a one-stop manner, a step forward from the previous approach.
To prepare account plans tailored to each client’s characteristics and steadily implement them to meet customer needs.

To demonstrate synergies through cooperation with subsidiaries.

© Business system development

The company will invest its human resources in the financial sector, where it has a wealth of experience and achievements, and will also
focus on the development of securities-related projects, an area in which System Products Co., Ltd., which became a subsidiary in
February 2024, specializes.

In addition to investing resources in areas such as low-code development, where growth is expected, the company aims to provide highly
productive, high-quality systems by utilizing generative Al and frameworks, and to establish a standard model of DIT using the low-
code approach for agile development.

© Operational support services

To meet strong demand, DX solutions are effectively utilized to provide various services required by customers. In addition, to meet the
demand for cloud computing, a group of cloud architects has been established to develop services. Furthermore, the company will create
a specialized strength in the implementation and operation services of systems that centrally manage customer data, such as Salesforce,
and build a system that can capture demand regardless of any industry.

Regarding Salesforce, it provides a more effective usage environment by adding new functions to existing functions used by corporate
users and providing support on its usage. Know-how is steadily accumulating and further expansion is expected.

(2) Embedded Solutions Unit

The company aims to increase transactions with existing high-quality customers, such as automobile manufacturers, major automotive
parts manufacturers (Tier 1) and semiconductor manufacturers, by offering a set of development and verification services. They will
strive to expand the business in the Chubu region.

Based on the technology developed in the automotive field, the company believes that it is possible to develop its business not only in
the embedded field, but also in a wider range of areas related to “cars.”

© Embedded system development

The aim is to expand by concentrating resources in the growing areas of advanced technology, such as the automotive infotainment
sector, ADAS and ECUs.

The company will also focus on the area of server-side development, using its knowledge of connected cars, which is one of its strengths.
In the IoT field, the business domain will be expanded with a focus on home appliances, and the company will further master its own
technologies and work on the development of next-generation IoT using Al and data science tools.

© Embedded system verification
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The company will expand its business using standardized methods to improve quality. It is considering full-scale development of
automation of verification operations using generative Al and RPA, as well as new entry into the business system verification operations.

(3) Product Solutions Unit

© Cyber security business

The aim is to expand business and strengthen profitability by providing comprehensive security services based on WebARGUS, and
establish the DIT Security brand. The company will start developing its own services for platform and vulnerability diagnostics, which
are particularly in high demand.

In July 2025, the company has begun full-scale operation of Sentinel ARGUS, which is mounted with the functions to prevent spread of
damage caused by ransomware and block unauthorized access to important data, as a new product that satisfies the needs in the security
products market. Furthermore, the company is propelling forward research and development of solutions for comprehensively protecting
the container operation environment.

© Business for streamlining operations

For xoBlos, they aim to increase the number of corporate users, particularly large companies, and to expand subscription license fees.
The business will expand by upselling to existing customers and strengthening alliances with other companies to enhance OEM and
other services.

© Electronic contract service business
DD-CONNECT aims to win large SI projects, mainly in the construction and real estate industries, where it has a proven track record,
and to achieve significant growth in the stock of subscription licenses, while approaching local governments.

In addition to striving to expand sales of BtoB products owned by the subsidiary Jungle, Inc., the company aims to increase sales related
to its own products by applying Jungle's marketing and sales expertise to its existing own products.

(2) Systems Sales Business

The company will continue to strengthen proposals to small and medium-sized companies, which have delayed the installation of
“Qualified Invoice Preservation System (invoice system)” and “electronic data transaction data storage in accordance with the revision
of the Electronic Book-keeping Law,” and will also focus on after-sales service for companies that have already adopted the system.

[4 Investment for growth]

To pursue growth, the company will implement four investments - “R&D and business enhancement,” “investment in human resources,”
“M&A” and “capital investment,” to establish a foundation for sustainable growth over the medium/long term.

Among these, the focus will be on R&D for the creation of new businesses, investment in the expansion of growing areas, and investment
in human resources to increase human value.

R&D/Business lﬁwj] Investment in

enhancement human resources
- Improvement of working conditions (raising wage
« Development of new products to expand the Original levels, enrichment of employee benefits, etc.)
Produet Unit
roduct Unf « Continuous proactive recruitment of human
* R&D of nefw and cutting-edge technologies and resources
I busi
creafion of new businesses + Development of strategic IT engineers
. of human resources to growing
fields - Fostering next-generation management and
candidates for executive positions
« Synergetic effects accelerating the expansion of + Promotion of DX with regard to in-house business
existing businesses operations
» Acquisition of cutting-edge technalogies and know- + Amrangement of a comfortable working envirenment
how for specialized business operations to boost + Development of new operational bases and
competitiveness. expansion of branch offices to keep up with business
= Utilization of new sales channels expansion
Investment in
% M&A equipment

(Taken from the reference materials of Digital Information Technologies Corporation)
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Regarding R&D, in addition to utilizing existing employees, a new department was established with around 10 people, hiring
experienced external personnel. The department will focus on exploring and creating next-generation businesses, with a focus on the
utilization of generated AL

Regarding M&A, the company sees it as an important means of further strengthening the “business base,
“management base.”

The number of proposals to the company from financial institutions and M&A intermediaries has increased rapidly as the company's

9 ¢

growth factors,” and

achievements over the past few years have been recognized. The company is currently examining the project with the primary premise
that it will be a "win-win" relationship, particularly those related to embedded systems, which it has not previously dealt with. The
company is actively working toward achieving the targets set in Challenge 500, which are sales of at least 50 billion yen and an operating
income of at least 5 billion yen for the fiscal year ending June 2030.

Regarding investment in human capital, the aim is to recruit around 100 new graduates every year, improve salary levels and enhance
employee benefits.
In addition to recruiting personnel using regional bases in Ehime and Hakodate, the adoption of a workcation system is being planned.

[S Shareholder returnsj

The company continues to consider the return of profits to shareholders as one of its key management measures and will pay stable and
continuous profit dividends.

The basic policy on dividend payout ratio was changed from *“40% or higher” to ““50% or higher.”

The company acquired treasury stocks in the first half and intends to consider and implement further share repurchases as needed, taking
into account market conditions and other factors.

[6 Cash allocation]
The company will actively execute growth investments from a medium- to long-term perspective to continuously increase its value, and
will also be more proactive in returning profits to shareholders.

AN 2
(=
Cash inflow Cash outflow )
Operating cash 3 billion yen
ﬂow Expansion of existing businesses
t M&A Cutting-edge technalogles and
Q experiise
£ .
1]
Generate operating o T T
> gy
cash flow through = Reinforcement of | 3 g hillion yen
¢ — R&D business
sustainable growth of = RAD of new tachnologies
profit 1 0 ‘E Greatlon of new businesses and
=} Investment in e
i i uman resources Proactive recrutment
illion KR U+
| Training, education, evelopment
yen Investment in Improvement of werking
equipment canditions for employses.

Craation of Frare worthuile work

Funds on hands
Shareholder

and bOrrOWingS Continuous sisble drvidends
return Dividend payout rabo of 50% o
higher

(Taken from the reference materials of Digital Information Technologies Corporation)

[7 Management targets]

Considering the powerful business performance, DIT has upwardly revised the forecasts for the fiscal year ending June 2026. The
forecasts for the fiscal year ending June 2027 remain unchanged because the company takes into account the uncertainty in the demand
trends, such as how impactful the tarift policy enacted by the U.S. government can be. No changes have been made to the non-financial
indicators.
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© Financial indicators

FY 6/25
FY 6/26 FY 6/27 CAGR
(results)
Net sales 241 242 — 260 267 +10.3%
i
Operating 30.1 287 — 305 320 +9.7%
income
Operating
Income 12.5% 11.9% — 11.7% 12.0% -
margin
ROE 29.0% To maintain a minimum of 25%
Dividend
vieene. 49.0% 50% or higher
payout ratio

*Unit: 100 million yen; The figures for the fiscal years ending 6/2026 and 6/2027 mean the targets. CAGR stands for compound annual growth rate for the period
from FY 6/24 to FY 6/27.

© Non-financial indicators

FY 6/27 (target)
Percentage of female managers 20% or higher
Number of employees who have obtained an %
advanced IT qualification
Percentage of employees who have attended 100%
the purpose-related training.

*It also aims to increase “triple A” personnel through the use of talent management tools.

*  Profit margin The operating income profit margin in the fiscal year ending June 2027 is projected to be 12% at the moment.
Meanwhile, there is ample room for profitability improvement because the precision of project management
can be increased and Al can be used in projects that DIT undertakes in the Business Solutions Unit, in addition
to further growth of the Product Solutions Unit whose sales account for 10% of the total sales.

*  Recruitment DIT aim to recruit about 100 new graduates each year. The company is raising its pay level and enriching
employee benefits, which allows it to have an employee turnover rate that is far below the industry average.

The company believes that what is behind the low turnover rate is the in-house company system that it has
adopted.

In the in-house company system in which small organizations think and take action independently, employees
are more likely to be able to bring their opinions and ideas to life and have the senses of participation and
ownership, which they may not be able to experience in larger companies. This is one of the distinctive
characteristics of DIT.
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<Reference 3: Regarding Corporate Governance>

©Organization type, and the composition of directors and auditors

@jcinivzintilhg sl Company with auditors

Directors 7 directors, including 4 external ones (including 4 independent ones)

Auditors 3 auditors, including 2 external ones (including 2 independent ones)

Corporate Governance Report
Last Update: October 14, 2025

<Basic principle>

The company recognizes that compliance with laws and regulations, maintaining transparency in management, and improving the
soundness and sustainability of its corporate value are the most important management issues.

To tackle these issues and to fulfill social responsibilities to shareholders and other stakeholders, the company has established the
following corporate governance system. The company considers it important to further strengthen this system, verify its functions on a
regular basis, and implement necessary measures.

<Reason for not Following the Principles of the Corporate Governance Code (Excerpts)>
Principles Reasons for not implementing the principles

< Supplementary principle 3-1-3> (1) Sustainability initiatives
The DIT Group Code of Conduct requires business and individual activities to
be environmentally conscious. Based on this, we strive to tackle environmental
issues earnestly and gain a public understanding of the business activities.
As stated in the Medium-term Management Plan, we will enhance employees’
welfare, promote diversity by recruiting women for managerial positions, and
carry out appropriate business management with an emphasis on governance.
We also aim to promote a convenient and safe Internet society, improve the
productivity of the society, and contribute to the environment, the society, and
the corporate growth through our products and services, such as security
products and work style reform-related products.

(2) Investment in human capital and intellectual property

(1) Investment in human capital

In the Medium-term Management Plan, we have formulated a basic strategy of
establishing a business administration base that enables us to grow sustainably,
and one of the major policies is to generate human capital, which is aimed at
increasing and developing employees who are the assets of our company.

We will promote the proactive recruitment of new graduates and mid-career
employees, the expansion and systematization of education and training
systems, and the improvement of a program that provides personnel with the
fees needed to acquire qualifications.

(2) Investment in intellectual property

Based on our basic strategy of “accelerating the growth of the product business
and creating next-generation business” in the Medium-term Management Plan,
we will continue to work on product development that meets the needs of the
times and promote investment in intellectual property such as research and
development and patents.

(3) The impact of risks and business opportunities related to climate change on
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our business activities and profits, etc.

Our company propels forward information disclosure in accordance with the
TCFD Recommendations concerning the impacts that climate change-related
risks and revenue opportunities would have on our business activities, revenue,

and the like.

We, however, have not yet calculated or disclosed any concrete amount of
financial impact that climate change could have on our business and finance at
the moment. We will develop and analyze data and hold discussion with the aim

of making quantitative assessment and disclosure.

<Disclosure Based on the Principles of the Corporate Governance Code (Excerpts)>

Principles Disclosure contents

<Principle 1-4>

<Policy and principle related to reduction in strategically-held shares>

In case the company expects synergy effects with its important stakeholders
such as business partners, it will strategically hold the shares of the concerned
companies, based on its basic principles to enhance corporate value in the
mid/long term and ensure sustainable growth while promoting co-existence
and co-prosperity with all the stakeholders.

The company will clarify the objective when acquiring new shares and verify
the trading activity periodically after the acquisition. If the company finds no
mid/long term prospect of enhancing its corporate value, it will reduce the
number of shares through sale or any other means.

<Verification details to determine the appropriateness of holding strategically-
held shares>

The appropriateness of possessing strategically-held shares is verified
periodically. Once a year, the Board of Directors reviews the appropriateness
of holding policy shareholdings by examining their contribution to improving
corporate value over the medium to long term and confirming the
appropriateness of continued ownership.

<Standards for exercising voting rights concerning strategically-held shares>
The company will decide whether to give approval for exercising the voting
rights of strategically-held shares after a careful individual examination to
confirm that there is no possibility of damaging our corporate value.

<Supplementary Principle 2-4-1>

1. Regarding ensuring diversity in recruiting the core human resources, the
DIT Group Code of Conduct stipulates that we should not discriminate in
recruiting based on gender, age, place of origin, nationality, race, ethnicity, etc.,
and that the human rights should be respected.

The status and future goals for ensuring diversity in recruiting core human
resources are as follows.

(1) Recruitment of women: As of the end of June 2025, we have 9 female
managers, accounting for 7.8% of all managers.

Going forward, we will continue to actively hire talented women for
managerial positions, aiming to increase the ratio of female managers to 20%.

(2) Recruitment of mid-career personnel for managerial positions: We have
many mid-career hires, and the ratio of mid-career hires to managerial
positions already exceeded 70%, so we have not set any future goals.
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(3) Recruitment of foreigners: We mainly hire foreigners as new graduates,
and as of the end of June 2025, the company has 10 foreigners, accounting for
less than 1%. We will continue to actively hire talented human resources,
whether they are new graduates or mid-career.

2. The policy for ensuring diversity was also stated in the Medium-term
Management Plan. As part of the company's measures to strengthen the
management base for improving corporate value over the medium to long
term, we will endeavor to establish a system for the company that includes
organizations and policies, to create an environment that provides employees
with job satisfaction, and to increase human resources, which are considered
assets for the company, and train them.

<Principle 3-1>

(1) Our management philosophy, business strategies, and business plans are
disclosed at financial results briefings and on our webpage (at the following
URL).

Information for financial results briefings
https://www.ditgroup.jp/english/ir/tanshin.html

(ii) Our actions concerning corporate governance are published on our
webpage (at the following URL).

Corporate Governance

https://www.ditgroup.jp/ir/eovernance.html

(ii1) Regarding the remuneration of directors, the board of directors will consult
with the nomination and remuneration committee, which is an arbitrary
advisory body of the board of directors, and determine the remunerations of
directors based on their opinions within the limits of total remuneration
determined at a general shareholders’” meeting.

(iv) Regarding the appointment of directors, the board of directors will consult
with the nomination and remuneration committee and submit a proposal for
appointment of directors to a general meeting of shareholders based on the
advice from the nomination and remuneration committee.

Regarding a proposal for dismissal of directors, the board of directors will
consult with the nomination and remuneration committee and then make a
decision based on their advice, in accordance with the regulations for the board
of directors.

Regarding the appointment of auditors, we formulated regulations for
appointment, in which the representative director and president will propose
the appointment of candidate auditors while comprehensively considering
their track records, knowledge, experience, etc. and the board of auditors will
deliberate, make a resolution, and then submit their proposal to the board of
directors, after which the board of directors will make a resolution and submit
their proposal to a general meeting of shareholders. A proposal for dismissal
of auditors will be made by the board of auditors in accordance with the
regulations for the board of auditors.

(v) The reasons for nomination and appointment of each director or auditor are
described in the notice of general shareholders’ meeting. We will also describe

41


https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=6250
https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=6250
https://www.ditgroup.jp/english/ir/tanshin.html
https://www.ditgroup.jp/ir/governance.html

BRIDGE REPORT

https://www.bridge-salon.jp/

# \ Bridge Salon

the reasons for dismissal, in case of any.

<Supplementary Principle 4-11-1>

Our company select candidate directors from personnel who can exert their
management abilities in each domain, personnel who are adequate for business
administration, and other intelligent personnel. Outside directors are selected
from those who possess plenty of experience and profound technical
knowledge as employers, to develop a structure oriented toward the balance
and diversity of the board of directors and secure the effectiveness of the board
of directors.

In addition, the board of auditors of our company is composed of 1 full-time
auditor and 2 independent outside auditors. Those who possess advanced
technical knowledge of legal affairs and accounting are selected as auditors, to
secure the effectiveness of the board of auditors. Furthermore, by cementing
the cooperation with comptrollers, they can conduct an audit to a sufficient
degree.

We regularly analyze and evaluate the effectiveness of the board of directors
while enlisting support from external specialized institutions and strive to
improve its function.

*The skill matrix is shown on page 9 of the convocation notice of our
company.

<Principle 5-1>

Our company is making efforts in collaboration with relevant departments, led
by the President, to achieve constructive dialogue with shareholders.

As an action to enrich dialogue methods other than individual meetings, the
company hosts financial settlement briefings every half-period for the analysts
and institutional investors. The IR Department also proactively receives IR
interviews through meetings and phone calls from investors. Furthermore, our
company strives to foster their understanding of our company’s business and
business administration policies by holding information sessions for individual
investors several times.

As a measure to provide shareholders’ opinions and concerns appropriately
and effectively to the executives and board directors, the company regularly
reports the questions raised at the financial settlement briefings and opinions
from shareholders and investors to the management executives.

The company also ensures appropriate management of insider information
during dialogues with shareholders and investors in accordance with the
internal regulations.

<Measures for realizing business administration
conscious of capital cost and share price>

What is described: Disclosure of initiatives (first time)
Whether or not disclosure is made in English: No

Our company is making efforts to secure profitability exceeding capital cost in
order to attain the managerial goal of achieving an ROE of 25% or higher in
the period of the Medium-term Management Plan (FY 6/25 to FY 6/27).

In addition, we have secured transparency by disclosing appropriate
information while trying to realize sustainable growth and improve capital
efficiency by disclosing information on cash allocation in order to improve
shareholder value.

We will consider using loans, mergers and acquisitions, and other relevant
measures as necessary so that we can grow sustainably while further
increasing the capital efficiency.
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This report is not intended for soliciting or promoting investment activities or offering any advice on investment or the like, but for providing information
only. The information included in this report was taken from sources considered reliable by our company. Our company will not guarantee the accuracy,
integrity, or appropriateness of information or opinions in this report. Our company will not assume any responsibility for expenses, damages or the like arising
out of the use of this report or information obtained from this report. All kinds of rights related to this report belong to Investment Bridge Co., Ltd. The contents,

etc. of this report may be revised without notice. Please make an investment decision on your own judgment.
Copyright(C) Investment Bridge Co., Ltd. ~ All Rights Reserved.
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