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Presentation

MC: Thank you for taking the time to join us today for the Cybozu, Inc., FY2025 Business
Overview and Financial Results Briefing. My name is Yoshikawa from Cybozu's IR Department,

and | will be serving as today's moderator. Thank you for being here.

Now, Representative Director and President Aono will report on the financial results and
business performance for FY2025. Aono, please go ahead.

Aono: Hello, everyone. | am Aono from Cybozu. | will now spend approximately 45 minutes
reporting on last fiscal year's financial results.

Table of Contents

01. Company and Business Overview
02. FY2025 Financial Results
03. Topics in FY2025

04. FY2026 Forecasts and Medium-term Sales Target

Today, | would like to cover four main topics. First, | will introduce our company and business.
Next, | will report on last fiscal year's performance, followed by key topics during the year under

review. Finally, | will discuss the outlook for the current fiscal year and our medium-term target.
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Company Overview

Employee

E-g? s?ufr éx,!h“afge Prime Section ] Headcount

o (Securities Code 4776) Consolidated
cybozu  Established in 1997 Develop, sall, and operale 1.356
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Average Age of
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Fukuoka, Hiroshima, Sendal,
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Let me begin with an introduction to the company and our business. This is a company
overview. Founded in 1997, we are now in our 29th year. Our consolidated headcount has

grown to 1,356 employees.

Company Vision

Our Reason for Existing
Purpose Build a society brimming with teamwork

1. Embrace a common vision

Create a comman vision thet resonates with all membens
and guides their actions

2. Elevate individuality

Embrace individual diferences and tap into each other's

strengths
3. Express yourself openly 4. Exercise autonomy
& ﬂaﬂﬁpamnﬂ}‘ + Each and every individual should proactively
engage In efforts to bulld & better team

Bulld a foundation for apen trust

5. Engage in dialogue & discussion

Sirive to understand the assumptions behind each other's Ideas,
then discuss to reach & dacision
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This is our Company Vision. At Cybozu, we place our Company Vision above all else, so | would

like to explain it in detail.
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Our Company Vision comprises two elements: Purpose and Culture. Our Purpose is "To build a

society brimming with teamwork." This phrase defines our existence and is our core value.

Our Culture describes what a state brimming with teamwork looks like through 5 Cultural
E'lements, and | will walk through them briefly. The first E'lement is "Embrace a common
vision." A good team creates a shared vision that members embrace. The members are not

working reluctantly; they genuinely support the team's vision and work toward it together.

Our second Cultural E'lement is that the members working together toward that common vision
can have diverse personalities. In fact, we try to understand that diversity, value it, and leverage
each person's unique strengths. This is what we define as our second vital element: Elevate

individuality.

Our third Cultural E'lement is "Express yourself openly & transparently." Members who choose
to work in our teams do not lie, they do not hide things, and they share information openly.
Building this kind of open, trust-based relationship is essential. That is what this third element

"Express yourself openly & transparently" represents.

Our fourth Cultural E'lement is that while the members who work in our teams can be diverse,
each person should have a sense of ownership of what kind of work they want to do, what kind
of life they want to lead, and want to work here. Each individual chooses to be here contributing

proactively to the team. We express this as "Exercise autonomy."

And as these diverse members work, expressing themselves openly and transparently, and
exercise autonomy, opinions will naturally clash at times. When that happens, we resolve them
by calmly engaging in dialogue, discussion, and making decisions ("Engage in dialogue &
discussion"). We believe that these five Cultural E'lements create highly productive teams

where members work happily. This is our Company Vision.

Many companies around the world still suffer from low productivity or unhappy employees. Our
Company Vision is to spread the adoption of these five Cultural E'lements to build a society

brimming with teamwork.

Our Company Vision is a resolution that was passed by our Annual Shareholders Meeting, and

we pursue our activities based on this Vision with the agreement of our shareholders.
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Our Groupware Business

Deliver groUupware (information sharing platform) that promotes teamwork through information sharing

SER———

™ Fubk=% "
kintone y19x Office
Platform for Imuaemm’::::'gw?:;‘c:daﬁow-coda Groupware for SMEs

Current subscribars Installad customer bage:
41,000 companies 83,000 companies
Mail-sharing software P

p— ®Garoon
(=) Mailwise

Centrallzed management of team emall correspondence
Instalbed customer base: Installed cuslomer basa:
16,000 companies 8,400 companies

* Tree numbers shown are the number of customer companies as ai December 2025

* For Bintone the rumibssr shown is tha folal number of cusiomens in Japan and overseas. For Cybonu Offico, Garcon, and Mallsiso the customens are in Japan only.
* Firkone 15 excushly Sod 5 8 Coud-hasd sarioh

* T toial rumber of customess for Cyboeu Ofice, Gamnon, and Malkdse & e sum of oustomors using the on-pram. versions and the Cloud-based sorsions.

Groupware for EPs (mid-slzed and large enterprises)
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We believe that tools that serve as the infrastructure for information sharing are essential to
realize this Company Vision. That is why our core focus is the groupware business, in which we
currently offer four main products.

These four products are: Cybozu Office, which we launched for SMBs when we first started the
company; Garoon for large enterprises; Mailwise for shared email management; and Kintone,
which has become our flagship product, a no-code/low-code information-sharing platform for
building business applications.
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Cybozu NEXT

Striving to create a single platform that allows more diverse users to handle more diverse data

Fuh=y

| o _
< E kintone (O 31 (¢
r ;
A {1

Kintone is now our flagship product, and we refer to our vision for what we want to achieve
with it, as "Cybozu NEXT." The aim is for adoption of Kintone as a company-wide platform
rather than isolated, single departmental use of Kintone. We want customers to adopt it as a
company-wide platform, with different departments building different applications, using them

across departments and sharing data extensively. By enabling cross-departmental data sharing,

0 , 4.
%” ot fs

we can break down barriers within organizations as well as eliminate information fragmentation
due to information silos, and empower more diverse teams to share more diverse information
and collaborate effectively. That is the vision behind how we are developing and rolling out

Kintone today.
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Chronology of Cybozu

hiet sales mmNon-consolidated sales Dperating profit
{Millizn 39 2022 {Millizer JP¥)
a0, 000 mmGroup sales -
—{onsolidated operating profit Consolidated sales
e e Exceeded 10 billion yen -
a0, noo
25,000 E.00
2002-2003 201
a0, 000 000
Established Partner business started Shift to cloud-based
15,000 Garcon relsassd business
In 1HT Maibwiss redaased Kirlone releassd 4,000

Cyboeu Office released
10,000

5,000

o
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This chart shows Cybozu's sales and profit since our founding. For about 15 years from our
founding, sales did not grow much and we even went through a period of stagnation. However,
our shift to cloud services in 2011 and the release of Kintone drove sustainable sales growth.

Profit was also slow to grow for a long time, but has increased considerably in recent years.
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Financial Highlights

Consolidated sales

37,430 million yen

Consolidated sales
growth rate

26.1 -

Cloud consolidated sales

34,485 million yen

Consolidated Cloud sales
rate

92.1 .

Kintone consolidated sales

21 ,689 millian yen

Kintone consolidated sales
growth rate

33.9

| will now report on last fiscal year's performance. Consolidated sales were 37.43 billion yen,

representing 26.1% YoY growth. Cloud services increased to 92.1% of total sales. Sales of our

flagship product Kintone exceeded 20 billion yen, growing at 33.9% YoY.

However, please note that this year's high sales growth, including Kintone, is a one-off effect

driven by the upward price revision we implemented a little over a year ago; and the higher

sales growth rate is attributable to that. Please understand that we do not expect this specific

growth rate to continue.
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Consolidated Sales and Operating Profit

Net sales Fiscal year ended December 31, 2025 Operating prafit
{Millan IPY) [Millicn IFY}
o0 Consolidated sales: JPY 3 7 4430 million +26.1% vov — e
o Consolidated operating profit: JPY 10,101 milion +106.4% vov
B 10,000
30,000
mm Non-consolidated sales #0m

25,000
mm Group sales
20,000 5,000

—Consolidated operating profit

15,000
4,000

14,000
2 000
5,000 I
o ]

1557 1558 1955 2000 2001 2002 2003 2004 2005 2006 2007 2008 H009 010 2011 2012 2013 2014 A015 2006 201 F 20148 2019 2020 20E1 2022 2023 2024 2025
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This is the graphical representation of those figures. Sales were 37.4 billion yen, and
consolidated operating profit was 10.1 billion yen, surpassing the 10 billion yen mark. YoY

growth in operating profit increased by 106%, meaning it roughly doubled.

Again, this profit growth rate is temporary. It does not mean that profit will continue to grow at
this rate going forward. The upwardly revised pricing lifted sales revenue, and that increase

flowed directly through to profit. Please keep that in mind.
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Next, here is a detailed view of sales and profit. The numbers are as shown. Given the profit
increase, we plan to further increase the dividend to 40 yen per share.

Detailed Consolidated Financial Results

Fiscal year ended Fiscal year ended

Consolidakted Finandals
{Unit: Million 1PY) December 31, 2024 December 31, 2025 Summary
(Actuals) (Actuals)

=
1 1
i Net sales 29,675 37,430 +7,755 +26.1% i The upward pricing revision was one
| i of the factors which led to net sales
i ! growing +26.1% Yo and operating
i Operating Profit 4,892 10,101 +5,208 +106.4% i profit +106.4% Yo, sig..—u;emw
! i exceeding the pravious year's growth
rates.
Ordinary profit 5,335 10,325 +4,990 +93.5%
Current net profit 3,555 7,081 +3,526 +99.2% This increased revenue and profit led
to a dividend per share increase of
Y +10 yen to 40 yen per share.
Met profit per share IPY 74.99 IPY 153.17 ?‘é g +104.3%
] 1
| +JPY |
i Dividend per share JPY 30.00 JPY 40.00 10.00 +33.3% |
m C}'hGZU Businis Ohwirview and Financial Risults Briefieg for the Fiecal Yeor Badid Dicesnber 2025 iz

Next, here is the expenditure breakdown.

Detailed Consolidated Financial Results

Consolidated PL
{Unit: Million JPY)

Fiscal year ended
Decamber 31, 2024
{Artuals)

Fiscal year ended
Decernber 31, 2025
{Actuais)

Met zales 29,675 37,430 +7,755 +26.1% o
Cost of sales increased due to
Cost of sales 2,940 3,736 796 +27.1% "gﬁm “P""‘.';LQ ERT e
operating expenses, etc., for our pro
Labor costs 9,389 9,826 +436 +4.6% basketball team
Advertising expenses 5,618 6,370 +751 +13.4% eLEIJ-::r costs increase was limited as
there was no major change in staff
numbers
R&D expenses 1,228 1,491 +263 +21.5% °

R&D costs increased owing to

Others 5,605 5,904 +299 +5.3% stepping up long-term RAD activities
aimed at creating new businesses in
the global market
Operating profit 4,892 10,101 +5,208  +106.4%
m c}ubﬂzu Busisas Owirview afd Finsncial Risuls Briefisg for tha Fiszal Yeor Brdid Dicesnber 2005 i3
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Starting from the top, we have cost of sales. This mainly covers hardware and related costs

incurred in delivering cloud services, and it increased 27% YoY, which is a significant increase.

However, this is not solely due to Cybozu's data center costs; it also includes the operating

expenses of the Ehime Orange Vikings, the professional basketball team we made a subsidiary

last year. Those costs contributed to the larger increase in cost of sales.

Below that is labor costs, which actually did not increase much. | will show you a graph later,

but because we moderated our hiring somewhat, the increase in labor costs was limited to an

increase of 4.6%.

Next is R&D expenses, which increased 21%. We need to invest in developing the new products

with a global focus that can follow on from Kintone, so we are putting more resources into

R&D.
Financials
Fiscal year ended Fiscal year ended
mm;ﬁ December 31, 2024 | December 31, 2025 Ya¥
i sk el
Aszets 21,087 30,140 +9,052 o
Profits increased partly due to the
) i upward price revigion, resulting in
- Cash & depaits 5,589 11,654 +6,104 1 significant increases in cash &
! deposits and retained earmings
Liabilities 9,454 12,324 +2 B70 compared to the previous year
Met assets 11,633 17,815 +6,181
1
- Retaned eamings 8,709 14,404 + 5,695 i
]
- Treasury stock -4,275 -4,251 +24
Shareholder equity ratio 55.2% 59.1% +3.9%
Met assets per share JPY 251.69 JPY 385.13 +JPY 133.44

O’ cybozu
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Next is our financial position. The increase in profit led to a significant growth in cash and

deposits on hand, which is a notable feature this year. Accordingly, retained earnings also

increased substantially.
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Consolidated Sales by Product

o Fap=s
(Millian 36v) kl"tu“e Fiscal yaar andad
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This shows sales by product. Due to the revised pricing, sales growth for each product is

somewhat higher than in typical years. Kintone, Cybozu Office, and Mailwise saw particularly

large increases. Garoon, on the other hand, did not undergo a significant price change, so its

growth rate remained at the usual level.
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Next, here are the SaaS management metrics for cloud services. Our major concern was
whether the upward price revision would cause the churn rate to rise. However, the Gross
Revenue Churn Rate, the standard measure of churn, remained below 1%. Despite the revised
pricing, the churn rate did not increase significantly, which is a welcome result for us.

SaaS Management Indicators by Product

The ARPA of all products has increased overall due in part to the November 2024 upward price revision. For Kintone, we are promoting
company-wide usage expansion for existing customers and aim to continuously improve ARPA.

e —re | el |

{Unit: Milian P}
Kintane 1,876.9 22,523  233% 100.0% 0.92% 121.9% | 47,100
Garoen 399.7 479  13.6% 74.8% 0.39% 107.4% | 139,000
Cytoay Ciffion 5433 6,520 9.8% 92.8% 0.58% 114.7% | 21,400
R 99.4 1,193 20.5% 99.6% 0.83% 116.7% | 10,500

= This dala is for Cloud servicas anly (nen-consobdmaed).

" Figuras ane a5 of December 2025

(1) MRR: kanthly Recuming Rivanmes

(£} ARR: Annual Recurring Revenue (calosaied as MRR mulipled bry 12)

(¥ ARR Growth Rale Yoy AAR grosth.

4} Subscripiion sales perceniage: Calculaied by disiding MRR by bolal monihly revenue {induding packaged sofiware sales|

(51 Gross Rowanus Chum Rale: Chum rate caleulabed By dheiding the curman month's loss in subdomaln unis dus $o chum and subscriber atiefion by the predous monib's revenus (12-month mowing asenagae).

15) Mal Revenue Reberdion: Annual net revenue reteniion rie calculabed by dividing the cument mari's MR from subdomains Fal woern acive one year ago by their tolal MRR ane year ago (12-monih moving avenaga).

(71 ARPA: fweragn Revenun Por Account por subdomain. " Excluding tnam support liosnses, schod B parents” loenses, Hinlone guest users, and Email Sharing Opfon. A singks company may subsorba fo muliple subdormaine.

n‘.‘} C}'hCIILI Businss Dvirviess and Fnancial Bisulis Briefieg for the Fiesal Year Eediad Decesber 2005 |

In addition, the upwardly revised pricing has led to an increase in ARPA, the average revenue

per subdomain or per account.
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Snapshot of Kintone Deployment in Japan

The number of companies subscribing to Kintone in Japan exceeded 39,000 as of December 2025. The percentage of TSE Prime Section
companies that have installed Kintone also increased from the previous year to around 46%.

Kintane user companies

39,000 ........

* Jusd in Japan
* A ot end of Decambar 2025

Kintone deployment by companies listed in TSE
Prime Market

Imstalled at approx. 46%

of TSE Prime Market listed companies

* As ot end of Decombar 2025

Oy’ cybozu

Customer breakdown by sector

B ACHICTHC RSN, Professonal & technil a0
T Rual astate. good leasing

B Heakh & weilee

§ Trampodt, podtsl sersioes

10 Financial services, insurance

11 Lisdtyls wraoed & sabeitalisment

13 Public upctor (net siready inclucied in other categorien)
13 Bdistabion & leaming iuppont

14 Hotely & hospitasity

" As ot and of Docornbar 2026
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Next is the status of domestic Kintone deployments. The number of companies currently signed

up to Kintone license plans has grown to 39,000 companies. With the upwardly revised pricing

it has become tougher for smaller businesses to sign up for the product, so we expect the pace

of customer count growth to slow going forward.

The adoption rate among companies listed in the Prime Market on the Tokyo Stock Exchange

(TSE) has also risen to 46%. Roughly speaking, nearly every second TSE Prime Market listed

company has at least one department using Kintone. That is where we stand today.

Another characteristic of Kintone is that it is used across all industries, business types, and job

functions. This broad applicability is a defining feature of our service.
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Kintone MRR Percentage by Customer Size

The sales mix iz well-balanced across all customer segments, ensuring our revenue base is not overly dependent on any single segment. In
future, we will continue to strive to acquire new SMBs while alzo increasing our share of EP and MID corporates taking the dual approach of
developing new business and promating company-wide deployment within customer organizations.

MIDs

SMBs

MRR Ratio 38.1% 33.7% 27.2%
m"' Up to 99 users 100-989 users 1,000 or more users
o C ','I.l".l&ll " Calculatod based on MRR as of Docorbar 31, 2025 Bugisiis Oirview afd Financial Results Briefisg for tha Fiezal Yeor Bl Db 2025 18

Next, this is a set of figures we are sharing for the first time. We have broken down the sales
from domestic Kintone customer companies into three segments by size: small and medium-
sized businesses, mid-market companies, and large enterprises, labeled SMBs, MIDs, and EPs

respectively. This graph shows that breakdown.

Roughly speaking, we divided customers by employee count (100 and 1,000 employee
thresholds) to calculate these sales percentages. Contrary to the perception that Kintone is
primarily used by SMBs, as you can see from this breakdown, sales are actually fairly well
balanced across all three segments. Going forward, we plan to focus on mid-market (MID) and
large enterprise (EP) customers to drive growth of sales in these segments.
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Global Deployment Snapshot

Deployed in 32 countries and regions around the world

Yo
+5.9%

Morth America & Latin Amerlca
Wi'e are working with partners, primarily Managed Service Providers (M5Ps). We are
anhancing direct sales efforts and heve started doing business in South America.

APAC Greater China

In light of the local busineas anvironmaent, regulations concerning the croas-border tranafer of

Yo¥ 76 personal information, we are currently focusing on pitching solutions to Japaness-affiliated
+1 3_4% companies.
companies APAC

Salas and depleyment results in Thalland remaln streng. In FY2026, we will be actively
pramoting cur products in Malaysia.

+ Tolad pumber of Subsorbod Subsomains (for Graaler Ching & APAC Sgues ais Inciuts olher products as wal @5 Kinono

¢ A ot end of Decombor 2025

+  NOWS o aggregaton meToduiogy changaes vs. FY2024. For Groaler Chinac Modic (eechuding on-promises wersion of Gancon).
+  For APAC: Mefrio ohanged from “otal number of companies” b "acte subdomalns” [eecuding on-prem s warsion of Garoon).
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Next, the status of our global business. In China and North America, political factors have made
the business environment somewhat challenging for foreign software companies like us.
Despite this, we continue to push forward, and while progress has been incremental, we are

gradually expanding our business.

Our business is organized into three main regions: the Greater China region covering China,
Hong Kong, and Taiwan; North America, where we have also recently started business in Latin
America with support from our North American operations; and APAC, which covers Southeast
Asia and Australia. And we manage our global activities across these three regions.

Currently, the APAC region is performing relatively well. In Southeast Asia, particularly in
Thailand and Taiwan, we are sustaining the growth we had hoped for. Since no Japanese
software company has yet achieved significant global success, we are determined not to give

up and will continue striving to make Kintone a global platform.

The number of countries where customers have subscribed to Cybozu's Kintone service has
now reached 32. This shows that Kintone is gaining traction not only in the United States and

China but across a wide range of countries.
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Product and Business Topics

(—\’, A ) 3
'U [ Pmmoﬁng Company-wlde and Large-scale Kintone deployment user stories
Large-scale Deployment Updated Wide License Plan features
g pioy » Published Citizen Development Guidelines
I ks Brief D L 22

Next, | would like to highlight some key topics from the fiscal year under review. The first is
promoting company-wide and large-scale deployments. This refers to our efforts to encourage

customers to expand Kintone beyond individual department use to company-wide deployment

and large-scale adoption.
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We established the Enterprise Business Division to drive company-wide Kintone deployment at
large enterprises. Here we have showcased four customer use cases: JX Advanced Metals,
Hokuriku Electric Power, Nissan Motor, and the Kagawa Prefectural Government. And as you

can see, Kintone is being used across large organizations in a wide variety of industries and
sectors.

Promating Company-wide and Large-scala Daployment

Kintone Company-wide and Large-scale Deployment User Stories

Large-scale Kintone deployments (for both the Wide License Flan and the Standard Plan) in organizations with more than 1,000

users are on the increase. Utilization of Kintone at scale allows crganizations to further accelerate uplift of operational efficiency
while enabling seamless infarmation sharing.

@ JX Advanced Metals Corporation Hokuriku Electric Power Company

Kintone used by approx. 4,000 staff as a
platform to drive digital transformation
(DX) across the entire group.

Also strengthening governance thru use of
Kintone Wide License Plan.

Kintone deployed company-wide to promate
citizen development. Driving operational
improverment and talent development of DX
enablers including at group companies.

-
kintone
Nissan Motor Co., Ltd. Kagawa Prefectural Government
Visualization and reuse of front-line know-how Approx. -fl_,l_llﬂﬂ_—sta_l‘f scale BQEI_'IW"I'I"idE _
accumulated in Kintone using AL Building a deployment driving inquiries processing operational
Kintone x Al in-house knowledge base. efficiency. Ending paper dependency also reduces
risk of personal information leaks.
o I;JI: l?ﬂ':gfr;g:‘;ﬂ;; - Busieaas Dvirviw el Financial Resuls Beiafivg for the Frisal Yaar Endisd Decusbir 2025 23

To highlight one example in particular, JX Advanced Metals uses Kintone as the platform to
drive digitalization and digital transformation (DX) across their entire group, with approximately
4,000 people using Kintone for various business operations. The number of apps that
customers are running on the platform has also been growing steadily. So to accommodate
their need for more than the Standard License Plan's 1,000-app limit, they have signed up to
our newly created Wide License Plan, which supports up to 3,000 apps.
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Wide Plan Feature Updates

| We have expanded the features available under the Wide License Plan to further promote large-scale use of Kintone. The updates

drive Kintone’s competitiveness as a platform by delivering both operational flexibility and high performance for requirements
unigue to large-scale use.

255 Performance dashboard

1|

g Performance °8. Wrapping external
o= customization option software with Kintone

Monitoring performance and

supporting large-scale Enabling tuning suited to Wrapping external databases and
deployment of Kintone app use cases software with Kintone
E . E kintone
! I R ==
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The Wide License Plan is designed specifically for large enterprises with over 1,000 employees
who plan to use Kintone on a company-wide basis. It includes many features not available in
the Standard License Plan. For example, there is a performance dashboard that lets you
monitor performance when a particular application feels slow, so you can identify the issue and
make improvements to maintain performance.

There is also a performance customization option. For instance, when everyone writes to the
system simultaneously the load is concentrated in specific areas. This option allows you to tune
the system according to the usage pattern, delivering better performance than the standard
version of Kintone.

Another example of the kinds of features included in the Wide License Plan is that it also
supports external system integration. Instead of using only the Kintone internal databases, you
can reference master data from the existing core systems that the entire company needs to

access. This enables Kintone to serve as the frontend for company-wide systems.

| believe these are exactly the kinds of needs that people managing enterprise-wide systems at
large companies can relate to. And, we continue to add more features like these to the Wide
License Plan.
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Promating Company-wide and Large-scala Daployment

Published Citizen Development Guidelines

We released the Citizen Development Guidelines available free of charge aimed at DX enablement leads and the IT leadership
teamn at large enterprises. The guidelines explain the key points necessary to plan, launch, and operate citizen development
initiatives to promote DX,

@ Previously released guidelines @ Citizen development guidelines (excerpts)
D planning DX launch O execution (B e L . - v
acceleration 0 ARNETART SEad (TuwE  EFA o TR |
phase phﬁe phase phase TS e s A T TTIREIRR AR o e -
i - — - [=e =] Lt P | nm e
Kintone Governance h o | ED L m

Guidelines .

[ Talent Developrment
Guidelines

Kintone Talent Development
Roadmap Guidelines

Busifiis Creirvim afd Rnancial Results Soaling Mo the Fiecal Yoar Bfdad Decesber 2005

Next, if Kintone is to be deployed company-wide at large enterprises, people on the front lin
also need to take part in development. Recently, this concept has come to be described as

"citizen development." In other words, it is where non-IT department frontline staff actively

participate in driving DX activities.

Citizen Development r B e -___ :_-__ - -.- - .... - Sy
Guidelines — ——

25

e

However, as the know-how for how to make citizen development work had not yet been clearly

documented, together with our customers, we co-created guidelines on how to do it
successfully. We divided the process into phases, namely the planning, launch, execution, a
expansion phases, and wrote guidelines that highlight the key points for each phase so that
non-IT department frontline staff can participate in citizen development. We publish these
guidelines free of charge, and we will continue using them to promote deployment in large

organizations.

nd
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Product and Business Topics
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Next, | will discuss support for Kintone deployment and adoption.

Diversification of the Purposes for Deploying and Utilizing Kintone

Increasing Kintone Use by Local Governments

The number of local governments using Kintone broke the 460 mark. The municipalities user base increased by approx. 80 on the
previous year. We have signed comprehensive cooperation agreements with Shimotsuma City, North of Tokyo, for the purpose of
promoting DX within their local government, and with Matsuyama City, on the island of Shikoku, for the purpose of regional
revitalization and community development. Going forward, we will also redouble our efforts to drive region-wide DX.

Mumber of municipalities using Kintona i 460 ’ -F % _rﬁ

o miunicipalities BRI U CITY

- Signed a comprehensive cooperation agreement aimed at
00 mutual cooperation and collaboration to rollout DX

promotion within in the Shimotsuma City local government.
asn

300

gg il

Mamsuvama Cite

200

o Signed a comprehensive cooperation agreement for the
purpose of revitalizing the region and teamwork city
enablement using digital technology.

100
50

o
2019 aodo B2l 002 20R3 0 2004 2028
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One area | would like to highlight is our work with local governments. Cybozu is now in its 29th
year, but historically, we had very limited adoption among municipalities. In 2019, prior to
COVID, only around 30 local governments had adopted Kintone. However, the pandemic
prompted recognition that a cloud-based platform that allows systems to be rapidly built and
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tweaked on the fly was essential, and since then adoption by local governments has increased

in leaps and bounds.

Earlier, | mentioned the organization-wide deployment of Kintone at the Kagawa Prefectural
Government, but we are also seeing increased take up at local governments too, such as
Shimotsuma City (North of Tokyo) and Matsuyama City (on the island of Shikoku). In addition,
we have signed comprehensive cooperation agreements with several municipalities and begun

broader initiatives to comprehensively support their DX efforts.

There are approximately 1,500 local governments in Japan, and given the number of local
governments that have adopted Kintone has now reached 460, that means that roughly one in

three have started using Kintone.

Diversification of the Purposes for Deploying and Utilizing Kintone

Initiatives to Drive DX in Regional Areas

In the short term, we aim to achieve solid growth in the sports business, and in the medium to long term, to promote regional
revitalization and DX, Ultimately, our goal is to contribute to community development. On the topic of construction of a stadium
for the team, we will proceed with discussions openly in collaboration with local governments and companies.

\.-( Contribute to Community Development

I“I Promote Regional Revitalization & DX

- Contributing to local communities
T r . and community development projects
i Steadily Grow Sports Business - Rollout of the successful Ehime

- . . . model to other regions

+ Supporting region-wide DX through g
sports-driven regional revitalization
and efforts to promote Kintone
adoption and utilization

- Aiming to attract 60,000 fans
during the 2025-2026 season while
building momentum by secuwring
vickories one game at a time

- Aiming to become a team that the
local community will whole=heartadhy
support and root for
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Next, we explored what more we could do for regional DX, and last year we took on a new
challenge: getting directly involved in managing a regional sports team to see if that could

further accelerate DX in local communities.

Specifically, in June of last year, we made Ehime Sports Entertainment, the operator of the
Ehime Orange Vikings professional basketball team, a subsidiary. We are working to strengthen
the team while engaging local residents and businesses to create a broader momentum for DX

across the region.

We still have much to learn, and we are finding our way as we manage a professional sports
entertainment business. That said, the Ehime Orange Vikings, who had a very difficult season

last year with a record of 5 wins to 55 losses, currently stand at 26 wins to 14 losses, and are
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now in second place in the Western Division. We are applying our teamwork methodologies
while steadily executing on a DX of the team's operations, using Kintone to run the organization
more efficiently, and we hope to contribute to regional DX through these efforts.

Initiatives Targeting the Global Market

| In September 2025, we held a live event, Kintone Days Global 2025, in four Asian cities: Bangkok, Shenzhen, Shanghai, and
Taipei, introducing Cybozu's future Al solutions and applications that Cybozu is working on. From February 2026, we launched an
advertising campaign in Malaysia focused on CRM operational efficiency across multiple media including outdoor advertising,

| radio, and socdial media.

@ Kintone Days Global 2025 @® Advertising Campaign in Malaysia
This event was held in four Asian cities, with a total of Ads focused on Kintone creating a stress-free working style
over 1,000 attendees. In Taipei, we also held a lecture for local businesspeople who struggle with complicated data
by Audrey Tan x President Aono. management and checking project progress.
| - N o
Shanghai
Sept, 12 < Helld, Kintone! |
Shenzh ‘ -~ \"‘\ﬂ"a S
. nzhen < AT
J <~ SN~ g
Sept., 9 v -
I ept., ‘@ / ".. A! ;'s
Bangkok I Taipei ", , 4
Sept., 3 Sept., 26 r'—\ f& - 3
"Goodbye, work stress. Hello, Kintone!”
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Next, allow me to talk about our global initiatives. To accelerate our global expansion in APAC
and Greater China, we held an event called Kintone Days Global in four cities last September.
Namely, Bangkok, Shenzhen, Shanghai, and Taipei. More than 1,000 customers attended in
total. Audrey Tang also joined us at the Taipei event, and it was a great success. This year as
well, we will continue working hard to expand across Greater China and the rest of Asia.

As a new initiative, we have decided to focus more on Malaysia and begin investing in
promotional activities there this year. Specifically, we produced a series of video ads including
"Hello, Kintone!" and have begun distributing the ads. We are also placing poster ads in
multiple locations around Kuala Lumpur, including outdoor billboards and other transit-related
advertising, to rapidly boost Kintone's brand awareness in Malaysia. We are testing whether

this will lead to business growth, and this push is starting this year.
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Next, | will introduce our Al initiatives.

AI-related Initiatives

Al features have been implemented as beta versions not only in Kintone, but also in Cybozu Office and Garoon. In particular,

Kintone, as a platform where intermnal data is aggregated, demonstrates strong compatibility with AL In addition to incorporating
Al features into products, integration with external generative Al accelerates data utilization and business improvement across

the organization.

L -
kintone w1#9x Office
Supporting Data Supporting Citizen AT Summary AI Procfing
Utilization Development
Al Process
a Al Search Management Al Help

Settings
o{EIX

B s [2) A eop Buiicer ®Garoon
Al lab AT Summary ﬂ Al Procfing

@ Al Help

AT Record List =] Al App Setbings
Analysis = Review

Using AI to accelerate data utilization and business
Oy’ cybozu improvement across the organization I Yaar Endlod Digesviir 2025 31

Generative Al technology is evolving very quickly, so we are rapidly incorporating these
technologies into our products. Specifically, since Kintone is a database, we are developing
intelligent Al features using the data stored in Kintone as training data, such as Al for search,
Al for summarization, and Al for record analysis. In short, we are developing Al features to help

users better leverage the data assets they have built up.
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Another area involves Kintone's core strength as a no-code platform. In addition to no-code and
low-code development, we are now adding Al-powered development, where users can build
applications on Kintone simply by conversing with Al, without even needing to drag and drop.
Beyond app creation, Al can now assist with tasks such as configuring process management
settings, which can be quite labor-intensive when done manually.

Al features are also being steadily added to our existing group application products such as
Cybozu Office and Garoon. These include features that summarize bulletin board posts,
proofread text as users are writing, and an Al-powered help feature that lets users ask the Al
how to use the software through a conversational interface. We will continue incorporating Al

features and make our groupware even easier to use.

Al-related Services Available in the Ecosystem

There are also an increasing number of Al-related services available in the Kintone ecosystern. There is an expanding and

enhanced range of Kintone-specific extensions, as well as connectors that seamlessly link external generative Al services with
Kintone, broadening the scope of Kintone use cases.

Kintone-specific extensions Integrations
Kintone extensions (plug-ins) equipped with External services equipped with generative AL
generative Al capabilities capabilities that integrate with Kintone

Generative Al = Kintone connectors

. AI-OCR services
Enable integration settings to be configured linking AL-OCR that te with Kinto
external generative Al services and Kintone B services that integrate wi LS

With Kintone, however, we are not stopping there. We are also engaging our partner ecosystem
to deliver Al capabilities. Many external partners have already released Al features that
integrate with Kintone.

Let me cite a few examples. Some companies have created consulting services where Al helps
with business improvement, starting from the upstream question of how to optimize their
business processes, and from there, the service can flow naturally into downstream

implementation, including what kind of apps to build on Kintone and how to customize them.

Other examples include extensions that use data stored in Kintone to generate proposals or
create images by integrating with external services. Or say in the case of a sales representative

who visits a client for a meeting. The meeting content, captured as audio data, is processed
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through Al and registered in Kintone as a sales call report. Writing meeting reports by hand is

time-consuming, so this part is delegated to external Al to handle and automatically register in
Kintone.

Services are also available that use Al-powered OCR to automatically convert analog
information, such as fax documents, and PDF files, into structured data and automatically
register it in Kintone. We will continue to support the flourishing Al-related business
opportunities around the Kintone ecosystem.

Product and Business Topics

Increased number of partners & Integrations & other services

Efforts to Expand the Ecosystem & ol

Enh Reliabili « Coliaboration by Omron and Cybozu to drive DX in manufacturing
ANANCe: Kauan) lty * U.S. Heatlth Insurance Portability and Accountability Act (HIPAA)
compliant

Next, | would like to introduce several initiatives related to expanding our ecosystem.
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Efforts to Expand the Ecosystem & Enhance Relisbdity

Increase in Partners and Integrated Services

The partner business continues to expand every year, with the number of our official partners reaching 560 companies and the number of
integrafions surpassing 500 services. Partner-generated sales were JPY 21,956 million (up 32.4% YoY'), accounting for 66.0% of total sales.

Direct/Indirect Cloud sales in Japan

N (Millicn IPY)
Number of official partners — Fiscal year ended December 31, 2025
indirect Cloud sales in Japan: JFY 21,956 milion
Ap 560 . 30,000 indirect sales as & percentage of totel sales: §6.0%
prox. companies
25,000

piAs st ol Becernn 26 m Indirect sales W Direct sales

20,000

15,000

Mo. of integration services

10,000
More than 500 5, 0o I I I
* s Al ong of Docember 2025 t — — == I . . I
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First, here are the overall figures. The number of official partners has outstripped the 500 mark
and now stands at 560. The number of integrated services has also grown to 500. Partners now
account for 66%, or two-thirds, of Kintone's sales in Japan.

Efforts to Expand the Ecosystem & Enhance Relisbdity

OMRON & Cybozu Collaboration to Drive DX in Manufacturing

OMROM Corporation (OMRON) became our official partner and together we have begun supporting DX in manufacturing industries. The aim of
this collaboration is to combine OMRON's extensive manufacturing expertise with Kintone, to solve challenges experienced by users, such as
OMROMN's equipment customer base, at all kinds of manufacturing sites in both Japan and overseas.

Specialized . Exclnsive rangs of Platfarm Secure date
technology Tactanydioor equipment MEnagemeant
* kintone
nowledge Cixfoperational Flexible
. e o Applcations Improvement customization
w

OMRON's extensive range of specialized manufacturing equipment and manufacturing
knowhow combined with DX Platform Kintone

o C}-bozu enable problem sclving at and digital fransformation of manufacturing sites S
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One partner initiative | would like to highlight this year is our collaboration with OMRON. As
many of you know, OMRON is a global company that offers an extensive range of services and
has a wealth of expertise in factory automation for the manufacturing industry. This
collaboration combines OMRON's services with Kintone, bringing quantitative production data
from factories together with qualitative data (such as daily reports) managed in Kintone, to

drive manufacturing process improvements.

OMRON is a global enterprise, so we hope to build a strong track record through this
partnership and expand Kintone's services from Japanese factories to factories around the

world.

Efforts to Expand the Ecosystem & Enhance Relisbility

U.S. Health Insurance Portability and Accountability Act (HIPAA) Compliant

In FY2025, the Kintone cloud service available to overseas customers achieved compliance with the U.S. Health Insurance Portability and
Accountability Act (HIPAA*). Moving forward, we will continue to redouble our efforts to acquire security certifications.

U.S. Health Insurance Portability and Accountability Act (HIPAA) Compliant

With HIFAA complisnce, U.S. customars can handle patient medical information protected under HIPAA on Kintone by concluding & Busineas
Asaociate Agresment with Cyboeu's ULS. subaidiary, Kintona Corporation.

Registered as ISMAP (Security Evaluation Standard for Japanese Government Information Systems) Compliant

The cloud service infrastructure cybozu_com as well as Garoon and Kintone (both hosted on cybozu com) have bean registered in the ISMAP-
ceartified Cloud sarvice directory since September 3021, and that registration isrenewead on an ongoing basis.

Acquired Information Security Management System (ISMS) Certification

‘

Certification scope: Design, bullding, and maintenance of operational infrastructure far our in-house developed cloud servicas/Design,
bullding, operation, and maintenance of our in-house information system infrastructure!Development of cloud services,
on-preméses products, and intemal systems.

Certification number: 1S 577142

Certification scope: Cloud servicas relating to the provision of cybozu.com, Gareen, Kintone, Cybozu Office, and Mailwiss
15MS Cloud Security Management Systam relatng to the provision of system operation and maintenance as a provider
Certification numier: CLOUD 715091

+  HIFAL Healh Insurance Fortabilly and Acocuniability Aot of 1936, 4 .5 Tederal ke enacted in 1996 thal establishes nules governing the handing of palent medical information o prolect privacy and
ST SDoWRy.
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Next, we achieved compliance with HIPAA, the U.S. Health Insurance Portability and
Accountability Act, which governs protection of patient medical information. In today's global
cloud services market, obtaining region-specific certifications like this is essential for doing

business in those markets.

In the United States, HIPAA is an especially important requirement, and most major cloud
services support it as a matter of course. Kintone Corporation, meaning Cybozu's service for
the U.S. market, has now obtained this certification.

Going forward, we expect to need to comply with various certifications in different regions, and

we are building the organizational framework to support that.

p.29



Corporate Topics

0 1 +  Heasdcount and Staff Tumover Rate
Disclosure of Human Capital Information - Other Human Capital Data
O cvbozu Busieutih Dwirvies il Financial Besults Briefieed for the Frisal Yoor Bl Dicesrber 2005 38

Next, | would like to introduce several topics on the corporate side as well.

Disclosure of Human Capilal Information

Headcount and Staff Turnover Rate

The number of employees (non-consolidated, open-ended contract employees) increased by 51 people to 1,082 and the staff
turnover rate in FY2025 was 4.36%, down 2.56 percentage points from the previous year. Thus, the increase in headoount was
lirmited with no significant change in personnel.

Mo, af Headoount and Turmowver Rate Staff turnaver
employees ke
1200 Kumiser af émployses & end of FY (non-consolidatid) E.DDO%
- umbser of retirees 6.92%
== Staff trmower rato 7.00%:
1000
6.00%:
aong
5.00%
6500 4. 00%
3.00%
400
2.00%
200
1.00%:
o — — — — [ ] 0.00%
2019 2020 2021 2022 2023 2024 2025
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Starting with human capital information, specifically the trend in employee numbers over time.
The bar graph shows the number of employees and departures, while the line graph shows the
staff turnover rate.
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Looking back from around 2019, we felt strong tailwinds in the business environment during the
COVID-19 era, so we actively hired new employees. From 2020 through 2023, we significantly
increased hiring. This made management more challenging, so we decided to pause and
solidify our foundation. In fiscal years 2024 and 2025, we moderated our hiring and undertook
reviews of our HR systems. The turnover rate temporarily rose in 2024, but in 2025 it returned

to the usual level of just under 5%. That is the current state of our workforce.

Digclosures of Human Capilal Information

Other Human Capital Data

Salaries increased by 6.78% in the fiscal year under review, an increase of 0.53 percentage points on the previous year. A total
of 101 employees were hired, 38 new graduate hires and 63 mid-career hires. In addition, Cybozu announced an increase in the
starting salary of new graduates joining in 2027 to over 400,000 yen per month as an investment in human resources to
accelerate achievement of our medium- to long-term business strategy.

Change in Pay Increase Rate Trends in the number of employees hired
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This slide shows our salary increase rate and number of new hires. Our salary increase rate has
been trending slightly above the average for Japanese companies. On the right is the number of
new hires. We had been increasing hiring significantly since 2020, but pulled back somewhat in
2024 and 2025.

The question is what to do going forward. As | have shown today, our profit margins have
improved considerably. The business environment is also changing significantly with
developments such as Al, so we believe now is the time to shift to an offensive strategy. We
plan to increase hiring again and take on new challenges. As part of our efforts to enhance our
talent recruitment ability, we have decided to raise the starting salary for new graduates to over

400,000 yen per month beginning next fiscal year, and we will work to expand our hiring.
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Next, let me turn to our organizational structure.

Organizafional Change and Corporale Governance

Establishment of an Organization to Promote Regional DX

Ve =et up a new organization, the Teamwaork City Office, in July 2025, The aim of the Teamwork City Office is to realize "cities brimiming with
teamwork” where communities leverage IT to promote information sharing and dialogue, proactively solving social issues. In addition, the power
of professional sports teams to unite the community into one team is highly compatible with Cybozu's vision, combining to promote regional

revitalization.
o Ia Stramag;.- Divizion Business promation functions ‘Conporabs mansgeent funclions o
i T — Business Strategy Division President's Office Teamwork City Cffice
i Product Strategy Division Enterpriee Business Diviskon .
E. Carporate Affairs Division Censolidaled subsidianas (Japan only)
)
Development Division Global Business Division
Human Resourcas Division Cybozu Labs, Inc.
*100%
Cloud Infrastructurs Division Marketing Division
[=] Corporate IT Division Cybeozu Connect.©, Inc.
g System Consulting Divislon Sales Division - 100%
g - Sacurity Office
AP Ecosystem Division Customar Division
E Ehime Sports Entertainment Co., Ltd.
*50.15%
Mew Business Division Social Design Lab Design Office for Everyone “
* Porceniage of woiing rights
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The overall organization has not changed much, but following the addition of the Ehime Orange
Vikings as a subsidiary, we decided to create a dedicated unit to advance DX in local
communities. As a result, we established the Teamwork City Office, which we also refer to
internally as the TeamCity Office, and this office supports the activities of the Ehime Orange
Vikings. That is the biggest organizational change this time.
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Organizational Change and Corporate Governance

Board Composition and Governance

We are committed to thorough information sharing of management meetings and Board of Directors meeting minutes, maintaining and
strengthening governance across the organization. In addition, all current internal directors are scheduled to be reappointed, and with our
revamp of the We are All Board Members (Mintori)® initiative we aim to ensure this program also continues to operate stably.

* Wil bo submimad %o tha 29th Anral Shareholders Meetdng in March 2026

Mika Kumahira Reappointment Yoshihisa Aono Riku Okada
Representa$ve Director Human Resources
b Dean, Shows Women's Universily, Career and President Divisien
-r Callege for the Advancement of Diversity A
Representative Director, 215t Century Learning Rosppointmnt Reappaintment
InsSitute, Inc,
) Tomoya Taoka Emiko Nagaoka
0- Mari Yoshida Reappointment Corporate Affairs Markeling Division
" Division
A Professor, G Schooal of

Business Adminisiration, Kobe University Reappoiniment Resppoiniment

What is We are All Board Members (Mintori) ?

Mintori s a system designed to chack the govemance status of our Culture (Action Guidelines). Under this system, all employees take a board member's
perspective in checking whether actions are being taken In line with our Cufture. Feedback to General Managers s registered In the Minton app once a year.
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Turning to our Board of Directors, the board structure currently consists of six directors. At
Cybozu, the primary role of directors is to protect and enhance our corporate culture. To that
end, we have invited two experts onto the board to serve as Outside Directors, one is a

specialist in organizations and communication, and the other in organizational culture.

We also value diversity amongst the directors selected internally. We try to bring together a
diverse group of people on the board by encouraging members who want to serve to nominate
themselves, we also accept director nominations from other members. The board currently
operates with these four internal directors.

Mr. Okada and Mr. Taoka are both in their twenties. We want to include their youthful
perspectives in our board discussions as we strive to maintain and enhance Cybozu's culture.

Our plan is for all six current directors to continue serving in the next fiscal year as well.
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Next, let me introduce the locations where we operate.

Established Global Customer Service Center in Manila

We established the Global Customer Center in Manila, in the Philippines, and have commenced customer center operations there

servicing Kintone users in the Asia-Oceania region. Our aim is to build this into a customer center that contributes to user
acquisition for global business expansion.

S s

Sapporo
i Los Angeles
Yokohama
= oha A
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N March 2025)
atsuyama
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We established a new customer center in Manila, in the Philippines, to handle customer
inquiries. Previously, we had these five locations in Japan, and our only overseas center was in
Los Angeles, which posed some risk. Adding Manila alongside Los Angeles strengthens our

support structure and ensures uninterrupted customer service even in the event of a major
disaster.
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Turning now to some of our ESG-related initiatives.

ESG Initistives & Exiemal Evalustion

Disclosure of Material Issues Cybozu is Tackling

We have identified the material issues (important tasks) we see as vital to achieving our company vision and published them on
our website. Going forward, we plan to instill awareness of these material issues within the company while also setting targets
and KPIs for each of these key challenges.

@ Providing reliable cloud infrastructure RYoMmoking =1 creats 8 saclety thet. taslects
diverse values
- Operating highly energy effident data centers « Providing information sharing platforms in the event of a disaster
+ Ensuring data privacy and security + Supporting educational institutions

+ Supporting employment of pens with disabilities

* Bxoept m E E * Excerpt

Environ-
Establishing a highly transparent management Conserving Environmental Resources and

foundation through information disdosure Dealing with Climate Change
+ Maintaining a highly transparent level of information sharing + Initiatives to reduce GHG emissions
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While these are not entirely brand-new initiatives for us, we have defined our material issues in
line with ESG principles. These include maintaining a highly reliable cloud infrastructure and
pursuing activities that help create a society that respects diverse values. We will continue to
work diligently on these priorities. We have set specific goals around these key challenges and
are continuing our efforts accordingly.
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Highly Rated by 3rd-party Organizations

We received high ratings from several third-party organizations. In Nikkei Computer’s Partner Satisfaction Survey, Cybozu ranked
first in both the Software/Services that Improve Business Efficiency and Support Insourcing category and in the Cloud
| Information System Services category.

Nikkei Computer, March 5, 2026 edition 2025 HDI Rating BenchmarkQuality Rating
Partner Satisfaction Survey 2026 (rating for customer center telephone service)
Software/Services that Improve Business Efficiency and Highest rating of 3 stars

Support Insourcing category - 1st place
Cloud Information System Services category - 1st place

‘-ﬁ%' , ‘%
ATRAE RZEAB
'::‘l 202 lg?:' \.. M : 2 v
3 Stars Quality Service
BRDELANEE o5 = riDkJz zin 2025
BUSLARTE 557 EERY—E2 B
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Next, let me turn to external recognition.

In the recent Nikkei Computer annual Partner Satisfaction Survey results, we ranked number
one in two categories: the Software/Services that Improve Business Efficiency and Support

Insourcing category and in the Cloud Information System Services category.

In other words, Kintone achieved the top partner satisfaction ranking, and Cybozu Office and
Garoon also achieved the top partner satisfaction ranking. We believe this demonstrates that
we are providing services that are easy for our partners to build business around and that they

are highly satisfied with.

The HDI Rating Benchmark Rating is an evaluation of call centers. We have consistently
received very high ratings, and have once again earned the highest rating of three stars, which
is what we aim for every year. In 2025, we received this top rating for the fourth consecutive

year. And, we will continue to provide caring, quality support moving forward.
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FY2026 Forecasts

The full-year forecasts for FY2026 are consolidated net sales of JPY 42,168 million and consolidated operating profit of JPY 10,514 million.
We will make aggressive investments in the business to maintain a high level of growth in FY2026.

Fiscal year ended Fiscal year ended
CECEITERT ATOEEY December 31,2025 Decermber 31, 2026 Yo
L {Actuals) (Forecast)
MNet sales 37,430 42,168 +4 737 +12.7%
Operating profit 10,101 10,514 +812 +d, 1%
Ordinary profit 10,325 10,732 +406 +3.9%
susie il s e 7,081 7,445 +363 +5.1%
owners of parent
Met profit per share 153.178 160.99/ +7.82m +5.1%
Dividend per share 40,00/ 50.00m +10.00m +25.0%
O C}'bGIU Bussifitin Chvurview ol Financial Results Briefing for the Frezal Yaar Eadid Dicesviber 2025 G

Finally, | will discuss our performance outlook for the current fiscal year and our medium-term

sales target.

This is our earnings forecast for the current fiscal year. We project consolidated net sales of
42.1 billion yen, representing a growth rate of approximately 12.7%. As for operating profit, we
reported 10.1 billion yen in the previous fiscal year and project 10.5 billion yen for this fiscal
year. While the increase may appear modest, we believe that Cybozu, having improved its profit
margins, is now in a position to go on the offensive. We will invest in hiring, data center
enhancements, advertising, and accelerating global initiatives, as | mentioned earlier, so we are

forecasting moderate profit growth.
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Medium-term Sales Target

Consolidated sales for fiscal year ending Decemnber 31, 2028
Forecast: JPY 48,000 milion to JPY 50,000 milion
Our target: exceeding JPY 50,900 million - rarset sotst ot tha 2023 sates. L
Kintone exceeds 33,000 million

37,430
29,675
25432
22,067
{Unit: Milkan JPY) 18,489
15,674
13,417
11,303
20138 2015 2020 2021 20322 2023 2024 2025 2026 2027 2028
O C}'bGIU Bussifitin Chvurview afdl Financial Results Briefing for the Frezal Yaor Efdind Dicesviber 2025 G

Lastly, let me turn to our medium-term sales target. Thanks to your support, our sales have
been growing steadily. We are setting our sights on the three-year period covering fiscal years
2026, 2027, and 2028, during which we plan to take on and pursue many new challenges.

While current trends suggest sales in fiscal year 2028 of somewhere between 48 and 50 billion
yen, we want to push it a bit further, so we have set an internal target of 50.9 billion yen, which
would mean a doubling of our 2023 sales within five years (from 2023 to 2028). We are
committed to driving growth and pursuing new challenges to achieve this goal.
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Medium-term Focused Activities

Promoting company-wide and large-scale deployment

Strengthen marketing and sales activities in addition to enhancing features to promote large-scale deployment in
the enterprise market

Striving to create a platform that allows more diverse customers to handle
diverse data

Invest in Al technologies, enhance features, and develop add-on services to increase deployment of and uses for
Kintane

Continued R&D to develop products that are competitive in the global market
Drive R&D with the aim of making an announcement by the end of FY2026

So what will we do to get there? The main pillar is company-wide and large-scale deployment.
Many customers are still using Kintone in only one department. We will strengthen our

marketing, sales, and support activities to drive company-wide and large-scale adoption.

The second pillar is product evolution. With the rapid advancement of technologies such as
generative Al, our vision is to evolve into a single information-sharing platform where a greater
diversity of people can handle a greater diversity of information. We will focus our investments
in development and operations to make this happen.

The third pillar is global expansion. We will, of course, continue our efforts to expand Kintone
adoption globally, but in addition, we also aim to develop the next product after Kintone that
can compete on the world stage, a product originating in Japan that can succeed worldwide. We

plan through our continued R&D efforts to bring this product to market within three years.
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Company Vision

Build a society brimming with teamwork

1. Embrace a commeon vision

Create a common viskon that resonates with all memizers
and guides their actions

2. Elevate individuality

Embrace individual differences and tap into each othar's
strengths

3. Express yourself openly 4. Exercise autonomy
& trﬂnspare r|'|:|:|lI Each and every individual should proactively
engage In efforts to bulld a better team

Build a foundation for opan trust

5. Engage in dialogue & discussion

Sirive to understand the assumpbions behind each other's ideas,
then discuss to resch a dacision

| would like to close by returning to our Company Vision. Why does Cybozu exist? What have
our members come together as a team to do? "To build a society brimming with teamwork." We
believe the world needs more teamwork, and humanity still has much to learn about working
together effectively. By spreading our culture and tools, we aim to create a world where

teamwork is more enjoyable and where more highly productive teams can thrive.

That concludes my financial results presentation. Thank you.

Q&A Session

Moderator [M]: We will now move to the Q&A session.

Please limit your questions to two per turn. Please note that due to time constraints, we may

not be able to answer all questions during this session.
We will begin by taking verbal questions from attendees joining online via the Zoom Webinar.
Attendee [Q]: Thank you for the opportunity to ask a question [audio unclear].

Moderator [M]: For the first question, Aono, Representative Director and President will

respond.

Aono [A]: This is Aono. Let me answer that question. The audio feed was a little unstable, so |
am not completely sure | understood the question, but | believe you were asking whether no-
code development will lose its advantage once Al makes development possible more broadly.
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On that point, no-code development is merely one development method. On Kintone, users can
do Al-driven development, no-code development, and low-code development. | believe
combining these methods will become the norm going forward, so the value of Kintone should
actually increase. As more and more applications are created in this way, systems for centrally

managing all of those applications will become increasingly important.

When everyone starts building applications freely with Al, the question becomes how to
maintain governance. This is precisely where Kintone excels, and | believe Kintone's value will
be reassessed through its ability to ensure stable operations. That said, new technologies
always pose threats, so we will continue to monitor developments closely and keep taking on

the challenge of incorporating them into our products. That concludes my response.
Moderator [M]: Please go ahead with your second question.

Attendee [Q]: | wanted to ask about the monthly trend for January. It appears that in January
2026, the month-over-month increase in cloud-related business revenue was only about 3
million yen. On the other hand, churn was at a very low level, so | wondered whether new
customer acquisition might be weakening. Regarding this, are there any external factors, such
as the emergence of various tools strong in [audio unclear] coding, that are making the

competitive environment more challenging?

Moderator [M]: Thank you for your question. Kuriyama, General Manager of the Business

Strategy Division will respond to this question.

Kuriyama [A]: Thank you for looking at the monthly figures released yesterday. | checked those
numbers, and what happened was that December revenue appeared higher due to accounting
treatment related to overseas tax adjustments, and January revenue appeared lower by the
corresponding reversal amount. Because of this accounting treatment, the figure looks small at
around 3 million yen. In terms of actual new customer acquisition and churn, the figures

were not particularly low. That is my response.
Attendee [M]: Understood. Thank you.

Moderator [M]: We will now move on to the next question. Are there any participants who
would like to ask a question verbally? Or are there any other Zoom viewers who would like to

ask a question verbally?
Attendee [Q]: May | ask a second round of questions? | have two additional questions.

You presented the MRR percentages broken down by SMBs, MIDs, and Enterprises this time. |
was somewhat surprised by how large the Enterprises portion was. When you look at MRR
growth rates, are there any notable differences among SMBs, MIDs, and Enterprises? For

example, is the SMB segment slowing somewhat, while the Enterprise segment is expanding
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because of the Wide License Plan? If you have any qualitative comments on that, | would

appreciate it.

Moderator [M]: Thank you for your question. Tamada, General Manager of the Sales Division

will respond to this question.

Tamada [A]: Tamada here. We divide our business into those three segments. As you might
expect, the Enterprises segment can involve larger deals, so the fluctuations tend to be larger
as well. As a result, there can be some variation between years when the new revenue from

large deals is strong and years when it's lower.

Your question may be about the balance of that split between sectors. On that point, we believe
there is still white space not only in the EP segment, but also room for growth in the SMB and
MID segments. We consider it important for growth to continue in a balanced manner across all

segments, and that is what we are projecting. That is my answer.
Moderator [M]: Thank you for your question. Please go ahead with your second question.

Attendee [Q]: Thank you for your answer. My understanding is that in your company plan for
the fiscal year ending December 2026, the reason profit growth is relatively modest compared
with sales growth is that you intend to invest more in areas such as hiring and overseas

business.

How long do you expect this hiring expansion phase to continue? Will it be this fiscal year and
next? And when do you anticipate entering the harvesting phase? | would appreciate your

response on this.

Moderator [M]: Thank you for your question. Kuriyama, General Manager of the Business

Strategy Division will answer this question.

Kuriyama [A]: Kuriyama here. Under our current plan, we expect to continue strengthening
hiring through this year and next year. The primary objective is to secure the talent needed to
achieve the 50.9 billion yen target for fiscal year 2028, as outlined in our medium-term plan.
After that, we will assess the situation and decide whether to continue expanding or scale
back, based on various metrics. That is my answer.

Moderator [M]: Thank you for your question.

Attendee [Q]: Understood. As a follow-up, it appears that headcount increased by just over
50 people from the 1,082 figure, so hiring has been steady. For the end of the fiscal year ending
December 2026, how many new graduates and mid-career hires are you targeting, and what

total employee count are you projecting?

p.42



Moderator [M]: Nakane, General Manager of the Human Resources Division will respond to

this question.

Nakane [A]: This is Nakane, General Manager of the Human Resources Division. For this fiscal
year, we are planning roughly the same pace of increase as two years ago, when we
strengthened hiring in 2023 and 2024 and hired around 150 to 160 people. That said, we also
expect a few percent staff attrition, so the year-end increase will not be a pure net addition of

that same number of people. That is the pace we have in mind. That completes my answer.
Attendee [Q]: Understood. Thank you. That is all from me.

Moderator [M]: Thank you. We will move on to the next question. As there are no further
verbal questions, we will proceed to the questions submitted via the question form. Here is the

first question.
Attendee [Q]: Are there plans to move into other sports industries beyond basketball?
Moderator [M]: Nakane, Director of the Teamwork City Office will respond to this question.

Nakane [A]: This is Nakane. | serve as head of the Teamwork City Office and also as Vice
President of the Ehime Orange Vikings. As to whether us moving into other sports is possible, it
is not out of the question. However, as it has only been eight months since we moved into the
sports industry, for now our focus is getting the Ehime Orange Vikings business on a

solid footing.

That said, within these eight months, we have already felt a strong affinity with building
communities brimming with teamwork (Teamwork Cities) and with Digital Transformation
(DX). So regardless of whether we directly take an equity stake in other sporting ventures in
the future, | believe our work in DX can certainly have a positive impact on the sports industry

more broadly. That is my answer.

Attendee [Q]: The president's posts on X create controversy almost every year, and seem to
be nothing but negative for the company, yet there has been no disciplinary action, he
continues to use X, and he remains President. Why is that? Is the role of Outside Directors
functioning properly?

Moderator [M]: Aono, Representative Director and President will respond to this question.

Aono [A]: First, | will answer directly, and if necessary | would welcome additional comments
from other members. In February, comments were posted in response to something | wrote on
X, and following that, | received a great deal of feedback internally, including from employees.
As a result, | decided that going forward | will not make political statements on my X account

This demonstrates that we are continuously evolving in response to feedback.
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However, when you write that this has been “nothing but negative” for the company, | would
question whether that is truly the case. We have received many kinds of feedback from many
different people. In reality, some people support me and others disagree. If anyone would like

to add to that, please do.

Nakane [A]: This is Nakane from the Human Resources Division, which also serves as the
secretariat for the Board of Directors. Regarding your question whether the Outside Directors’
role is functioning, | believe it is. The Outside Directors monitor closely whether internal checks
and balances are working within the company, whether the dialogue and discussion we value
are actually taking place properly, and whether that is leading to improvement within the

company.

Regarding Aono's posts, while we understand these may have caused concern, after discussing
internally what the appropriate response should be, we have now reached consensus on an
approach that both Aono and our employees find acceptable. The Outside Directors have
reviewed that process closely as well in assessing whether our culture is firmly taking root.

That is my answer.

Attendee [Q]: If there has been little negative impact on churn, would it not make sense to

raise prices every year, as other companies do?

Moderator [M]: Kuriyama, General Manager of the Business Strategy Division will respond to
this question.

Kuriyama [A]: If you look solely at revenue and profit, that might seem reasonable. However,
our stakeholders include not only shareholders but also customers, partners, employees, and

many other people.

Naturally, from the customer's perspective, a system with annual price increases would

be prohibitive, and we want to provide functionality at a fair price as affordably as possible. Of
course, there may be cases in the future where inflation leads to another price increase, or
where new features justify higher pricing. However, since we have a wide range of

stakeholders, we intend to set our pricing in a way that satisfies all of them.

Attendee [Q]: Why have you not withdrawn from overseas markets when growth there is
weaker than in Japan and losses have continued for years? What is your thinking on ROI? And
given the number of strong competitors in the United States, what makes you believe you can
win there?

Moderator [M]: Aono, Representative Director and President will respond to this question.
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Aono [A]: | will explain. First, while our overseas business is in the red overall, actually some
regions are achieving profitability, and there are also regions where the P&L is steadily

improving. Please keep that in mind as context.

Focusing specifically on the US market, losses have indeed continued, as you noted. However,

we believe that operating in the US market provides returns beyond simply revenue and profit.

As you know, the Japanese business software market has long been dominated by American
software. One reason for that is that Japanese companies have not truly tried to compete in the
United States. Competing in the U.S. means embracing the challenge of learning from the most
advanced market, learning the most advanced technologies, hiring top talent there, and building
products through that process. | believe that is also important in order to protect the

Japanese home market.

The losses we are incurring in the U.S. market are well within an acceptable range for Cybozu
today. If the U.S. losses were to significantly impair our consolidated performance, we would
scale back investment. However, as | showed today, the impact on our overall revenue and
profit is not significant. We would therefore like to continue investing in the U.S. market as a

challenge.

Additionally, operating in the U.S. market brings many benefits, such as making it easier to form
global partnerships. If you skip the U.S. market and only operate in other markets, global
partnerships become much harder. We evaluate the investment and returns in the U.S .market

with these factors in mind as well. That concludes my response.

Attendee [Q]: Why do U.S. competitors to Kintone have such a small share in Japan? Do you

feel they are a threat?

Moderator [M]: Kuriyama, General Manager of the Global Business Division will respond to

this question.

Kuriyama [A]: There are many products in the US market that we do see as threats, and
having access to that information is in itself one of the benefits of operating our U.S. business,
as mentioned earlier. As for why they have a small share in Japan, | cannot say for certain, but

| suspect that when U.S. startups expand overseas, many of them simply skip Japan.

It may be that they do not anticipate revenue growth in Japan will be large enough, or that they
do not see enough value in building Japan-specific support, including Japanese-language
support. | cannot say exactly which it is, but what | do observe is that many such companies

simply do not enter the Japanese market. That seems to be one factor.

Another factor is our ecosystem. We compete not just with a standalone product but with an

entire ecosystem. It would be extremely difficult for a new entrant to build an ecosystem
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comparable to Kintone's from scratch. | believe that is also a contributing factor. That is my

answetr.

Attendee [Q]: Which parts of Cybozu's products do you think Al will erode, and which parts

will remain or be enhanced?

Moderator [M]: Sato, General Manager of the Development Division will respond to this
question.

Sato [A]: | believe the question is about the impact of Al on our products. First, on Kintone,
tasks that have traditionally been done manually, such as analyzing record information, building
apps, or creating business systems, will increasingly shift from human work to Al-assisted
work. In fact, Kintone already includes features that allow Al to handle areas such as record

analysis, app creation, and app management review.

Looking further ahead, Al will also increasingly handle the autonomous execution of business
tasks within Kintone apps. This is the area often referred to as Al agents, which | believe will
grow significantly going forward. We are currently developing features in this space as well.

Attendee [Q]: The President has been in office for a long time. Do you have a succession

plan?
Moderator [M]: Aono, Representative Director and President will respond to this question.

Aono [A]: | am now in my 21st year as President. To answer your question, yes, | am thinking
about a succession plan, but please understand that there is nothing | can announce at this

point.

At Cybozu, we believe our organizational management is quite innovative. Delegation of
authority has progressed significantly compared to other companies. One of my ideals is that as
delegation continues to progress, my presence gradually diminishes, and when | eventually step
away, no one even notices. That is one image | have for succession. We will continue working
with our team members to discuss and build a new organizational structure. That concludes my

response.

Attendee [Q]: Frankly, regarding the idea that "SaaS is dead," do you have a risk scenario in
mind for when and to what extent business performance would be affected if such a
development were to materialize? Also, what countermeasures are you assuming you would
take?

Moderator [M]: Aono, Representative Director and President will respond to this question.

Aono [A]: This is somewhat similar to the earlier question | answered. Right now there is a

discussion framed as "SaaS is Dead," meaning a concern that the SaaS business model itself
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may be at risk, and you are asking what kind of event would cause negative impact and how
large that impact could be. New technologies are always a threat, but we also want to turn this

kind of crisis into an opportunity.

As the graph showed today, Cybozu's growth originally began when we shifted to the cloud. In
fact, that was also the most dangerous period in Cybozu's history. As a company that had only
been in the packaged (on-premises) software business up to that point, we made the bold
decision to pivot to cloud at that time, launched Kintone, and were able to adapt to the cloud

era and grow. That has been Cybozu's story over the past 28 years.

This time, generative Al represents a major wave, and "SaaS is Dead" could become "Cybozu is

Dead." However, we intend to do everything we can to turn this challenge into an opportunity.

As for what could create a serious problem, that is a difficult question, but internal factors
may actually pose greater risk than external ones. For example, if our data centers were to suffer
a massive cyberattack that rendered us unable to operate our services via the data centers, that
would have a significant impact on our business. | hope that gives you a sense of the kind of risk

perspective we have on this subject. That concludes my response.
Attendee [Q]: Could you share the ratio of outbound to inbound among your won deals?
Moderator [M]: Tamada, General Manager of the Sales Division will respond to this question.

Tamada [A]: This is Tamada. If we were 100% direct sales, we could track the exact figures.
However, since we also have a partnership-based business, there are cases where a deal
comes to Cybozu as inbound from a partner, but the partner won the deal through outbound
efforts. So we cannot measure the ratio precisely. That said, generally speaking, inbound has
been accounting for the larger share. | apologize that | cannot provide an exact ratio. That is my

response.

Attendee [Q]: You mentioned increasing hiring, but what metrics do you use to measure labor

productivity? Have you seen any changes through the use of Al?

Moderator [M]: Nakane, General Manager of the Human Resources Division will respond to
this question.

Nakane [A]: This is Nakane. First, | believe it is difficult to measure the productivity of human
resources on a single-year basis, because there are qualitative aspects involved as well.
However, we do look at the figures from both a single-year and a medium- to long-term

perspective to see how much our investment in labor costs has contributed to growth overall.

We also publish a wide range of data on our website under the heading of Human Capital
Management. We want to evaluate these kinds of data alongside our productivity and

outcomes.
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As for Al, the extent to which we can leverage Al will influence what types of talent we hire
going forward, as well as how we make use of the talent we already have in-house, and how we
develop those people. We are actively promoting the use of Al internally, not only among
engineers but also in business roles. We have begun initiatives to enhance productivity across

the entire team through these efforts. That is my answer.

Attendee [Q]: Cybozu's Company Vision is to "Build a society brimming with teamwork." What

do you think Cybozu's shareholders can do to make this even better than it is today?
Moderator [M]: Aono, Representative Director and President will answer this question.

Aono [A]: | think this question can be interpreted in two ways. One is how to improve the
wording of the Company Vision itself, and the other is how to realize that vision more
effectively. We welcome both. Our Company Vision is something we see as an evolving ideal
that we refine through dialogue and discussion. So if you have suggestions for better wording

or think that something should be added, please do not hesitate to share your feedback.

In fact, the five Cultural E'lements that | introduced today were still only four Cultural E’
lements up until three years ago. Through employee suggestions and dialogue and discussion,
they evolved into the current five.

We also bring these to the Annual Shareholders Meeting to align on them with our

shareholders. So please feel free to share your feedback on our Company Vision as well.

We also want to bring this Company Vision to fruition as quickly as possible. To do that, we
believe it is important for good tools to become widely adopted. We would be grateful if you
could spread the word among people you know that Cybozu products are effective for
improving teamwork. We want to work toward our Company Vision through teamwork with our

shareholders as well. That is my answer.

Attendee [Q]: Many companies are moving away from remote work. How is Cybozu

approaching this?

Moderator [M]: Nakane, General Manager of the Human Resources Division will answer this

question.

Nakane [A]: This is Nakane. As for Cybozu's approach, we intend to continue making active
use of remote work. The ability to work remotely allows us to fully leverage the capabilities of
diverse team members regardless of location. At the same time, there are certain types

of value that can only be created in person in face-to-face settings. So we intend to continue

with a hybrid approach, taking the best from both ways of working. That is my answer.

Attendee [Q]: | would like to hear President Aono's candid view on the recent sharp decline in

SaaS-related stocks in the market. The threat of Al is also listed as the top risk factor in your
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securities report. Have you made any changes to this year's outlook or to the medium-term
sales target of 50.9 billion yen for the fiscal year ending December 2028, which represents a

doubling of sales compared to 2023, in light of the growing "SaaS is Dead" narrative?
Moderator [M]: Aono, Representative Director and President will answer this question.

Aono [A]: First, we have not changed the 50.9 billion yen target. We will continue working
toward this goal.

As for my view on stock prices, | understand that, in early February, there was what has been
called the "Anthropic shock," leading investors to believe that Al-powered automated

coding had reached an advanced level, which raised concerns that SaaS companies' growth
rates might slow and that existing business models might no longer be viable. | understand this

is what drove the stock price decline.

My own view is that we have been listed since 2000, so we have been a public company for
more than 25 years, and during that time we have experienced many of these so-called
shocks. From the dot-com bubble, to the Lehman Brothers shock (GFC), to the SaaS bubble,
and then the downturn around 2022 and 2023. We have seen stock prices double and then fall

by half, over and over again. So | see this as one of those recurring cycles.

While our stock price has fallen this time, it has not halved; it has only dropped by a certain
percentage. So | believe the market is still taking it in relatively calmly. We also see this new
technology as a threat, but at the same time, we believe we can leverage this threat effectively

and turn it into an opportunity.

As | mentioned in response to the first question today, if many more business applications are
going to be built, there will be a need for a platform to provide governance over them, a
platform that ensures stable operations. If such demand grows, | expect that the

market's evaluation of Kintone will also increase. So my view is that we should watch the

situation calmly with that in mind. That is my answer.

Attendee [Q]: There seems to be growing discussion that advances in generative Al may
change the SaaS business model itself. How does your company view that possibility, and what

strategy do you have in response?

Moderator [M]: Kuriyama, General Manager of the Business Strategy Division will answer this

question.

Kuriyama [M]: Since these questions seem to be related, may | answer this question and the

next question together?

Moderator [M]: | will now read the next question as well.
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Attendee [Q]: How long do you expect the price revision effect to continue? Also, once the
price revision effect has run its course, what do you see as the biggest driver to re-accelerate
your company's growth?

Moderator [M]: Please answer this together with the previous question.

Kuriyama [A]: First, on the Al business model, if we interpret "business model" as the
pricing/billing model, then | believe the question relates to the discussions we often see in the

news as to whether the current user license model will continue.

With regard to user licenses, it is possible that they may shift to a different pricing model, or
they may not. We need to assess this carefully. If we determine that such a shift is happening,
changing the billing structure will be a major undertaking. However, we are already preparing
our internal systems, order management processes, etc., so that we can execute this transition

quickly and not miss the right timing.

With these kinds of changes, moving too early or too late are both problematic. We are
watching closely to identify the right timing so that our billing structure does not fall behind
the market. For the time being, we believe the user license model will continue, but we want to

be thoroughly prepared.

The other point is the effect of the price revision. In terms of growth uplift, that effect ended
last year. In other words, the boost to sales growth lasts only for one year. However, the higher
license fees themselves continue to be charged going forward, so they will continue to

contribute to sales and profit on an ongoing basis.

As for what we will do to drive future growth, looking at the next three years, many of today's
questions have focused on Al as a threat, but from our perspective, Al will make Kintone easier

to build and easier to use. That means it can open up new markets for us.

For companies that previously considered Kintone too difficult, the integration of Al into
Kintone now makes it easier to build apps, easier to utilize the data, and easier

to create workflows. Those kinds of functional enhancements can help us develop entirely new
markets.

In addition, our EP Business Division has been developing significant expertise in pitching
company-wide deployments to enterprise customers, and we believe this will contribute to our
performance over the next three years as well. Furthermore, our continued investment in
overseas operations is beginning to show promising results in certain regions. So we are
pursuing the 50.9 billion yen target through three avenues: new markets created by Al,

company-wide deployment in the EP segment, and overseas markets. That is my answer.
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Attendee [Q]: You outlined three specific areas of focus for achieving the 2028 target. What

do you consider the biggest bottleneck in pursuing medium-term growth?
Moderator [M]: Aono, Representative Director and President will answer this question.

Aono [A]: Yes, we outlined three areas: large-scale enterprise deployments, making Cybozu
NEXT a platform for company-wide use, and global expansion. When asked which is the
biggest bottleneck, | would say all three present significant bottlenecks and are

challenging subjects. My answer would be that all three are equally the biggest.

These three areas are structured so that if one falls short, the others can compensate. We
intend to pursue all three, and ideally, we aim to succeed in all three. That concludes my

response.

Attendee [Q]: In the Al era, | believe talent is one of the sources of competitive advantage.
You are making bold investments in human resources. Going forward, which area of talent

development do you consider most important?

Moderator [M]: Nakane, General Manager of the Human Resources Division will answer this

question.

Nakane [A]: Thank you. As your question suggests, rapid changes in the business environment
are expected, including those driven by Al. Rather than focusing on any single area, we want to
secure talent broadly. That said, in terms of the type of talent we are looking for, we prioritize
people who can stay on top of changes in the business environment, learn quickly, and adapt.

This is extremely important.

What we value most is the ability to work as a team. We believe in winning as a group, not just
through individual growth but through collective growth. As we form more teams of individuals
with a team-oriented mindset and our workforce expands, it becomes essential for each team
to function well. Therefore, we want to recruit people who can lead these individual teams.

That is my answer.

Attendee [Q]: Among the key focus areas for the medium term, you mentioned developing
products that can compete globally, and your presentation indicated an announcement is
planned during FY2026. If possible, could you share any product direction or concept that can

be disclosed at this point?
Moderator [M]: Aono, Representative Director and President will answer this question.

Aono [A]: Let me answer this. | cannot share specifics, but | would like to discuss the direction
of our thinking. Until now, when we talked about teamwork, people probably imagined humans

coming together to collaborate. However, with the rise of Al, we now need to think beyond
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human teamwork and consider Al joining as a member of the team. | believe we are entering an

era of working alongside Al.

To prevent Al from operating unchecked and to help Al work harmoniously alongside humans,
we will likely need a teamwork platform where humans and Al can coexist and collaborate. This
is what we believe will be required in the coming era. As specialists in teamwork, we intend to

incorporate this concept into our new products. That concludes my response.

Attendee [Q]: | have two questions related to the medium-term target. Compared with the
fiscal year ended December 2025, you need to add more than 13 billion yen in sales. |
understand that you basically intend to achieve the target as an extension of your current
strategy, including enterprise and global initiatives. Does your company view this target as
challenging, or as sufficiently achievable? Additionally, are you considering M&A or other

means to supplement the figures?

Moderator [M]: Kuriyama, General Manager of the Business Strategy Division will answer this

question.

Kuriyama [A]: The 50.9 billion yen figure is one we intend to achieve as an extension of our
current business. As to whether it is challenging or clearly achievable at this point, | would
describe it as somewhat challenging. It is not a number we set without any visibility into how to
reach it, nor is it a number that can be easily achieved simply by continuing on our current

trajectory. That is the basis on which we set the 50.9 billion yen target.

As for M&As, | am not saying there will be no M&As during this period; there may be. However,
the 50.9 billion yen figure excludes any contribution from M&As. We may ultimately end up
asking to include M&A numbers as well, but at this point, the 50.9 billion yen target is based on
figures that exclude M&As.

Moderator [M]: Thank you. | will now read the second of the two questions.

Attendee [Q]: Regarding the development of products that can compete globally, should we
understand this as enhancements to Kintone? If possible, could you explain in as much detail

as you can what kind of features you have in mind?

Moderator [M]: Sato, General Manager of the Development Division will answer this

question.

Sato [A]: The new business lineup that can compete globally was addressed in Aono's earlier
response. With regard to the existing Kintone product, we are of course working hard on its
global expansion. On the product side, since we are deploying Kintone in various markets and
countries, we are building out the internationalization infrastructure needed to sell and use the

product in each country, and we are moving ahead with country-specific support.
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Specifically, for example, we have been adding language support. Next month, we plan to add
Malay language support. In addition to expanding language coverage, we are also working on

internationalizing date formats and notation conventions.

We are also updating our sales systems to enable partners in each country to sell the product.
On the product side, we are providing support to drive further adoption and sales growth in

each country.

Attendee [Q]: | believe you recognized an impairment loss on the U.S. business this time. The
U.S. operations had been running at a loss previously as well. Could you explain the
background behind why the impairment decision was made at this particular time? Given the
timing, | wonder whether the growth outlook for the medium term was revised downward due to
the impact of Al adoption in the U.S. Could you share the current state of and the challenges
faced in the U.S. business, the key factors for reaching profitability, and your current outlook on

the timeline for achieving profitability?

Moderator [M]: Hayashi, General Manager of the Corporate Affairs Division will answer this

question.

Hayashi [A]: Thank you. This is Hayashi from the Corporate Affairs Division. Regarding the
impairment on the U.S. business, while we project growth over the medium to long term,
losses are still continuing at present, as Aono explained earlier. We recognized the

impairment loss from the standpoint of financial and accounting transparency.

| would also like to note that this impairment is not a one-off event. We have been conducting
impairment assessments on an ongoing basis in consultation with our auditors, and it was not

carried out solely due to the recent proliferation and advancement of Al. Thank you.

Kuriyama [A]: Allow me address the profitability timeline. We already have more than 900
customers and revenue in the U.S., so if we absolutely had to generate profit, we could of
course do so by keeping costs within the scope of that revenue. However, we are still in a
phase where we want to expand our user base further, compete seriously in the U.S. market,
and use the insights gained to feed back into our global strategy. So for the time being, we
intend to continue investing and competing in the U.S. market. At this point, we have not set a

specific timetable for profitability. That is my answer.

Attendee [Q]: You mentioned that Kintone can support Al-driven development and enable

users to build apps with Al. How does this differ from employing ordinary vibe coding?

Moderator [M]: Sato, General Manager of the Development Division will answer this

question.
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Sato [A]: | believe the question is about the difference between developing something from

scratch with Al and developing with Al on the Kintone platform.

We also use Al-powered coding in our own development, so we understand its characteristics.
Al coding is well suited to building small products or tools that are used only by the individual

who creates them.

However, when you want to roll out what you have built for everyone in the company to use,
questions arise, such as how to handle authentication. Or when different people need to see
different data and you want to set access permissions. Instructing Al to handle each of these
detailed and complex specifications is extremely difficult, and maintaining the resulting

system is equally challenging.

The Kintone platform is not just a database. It already comes equipped with the core
infrastructure that business systems require, such as authentication, access permissions, and
audit logs. So if users develop the business logic they need for each operation on top of
Kintone with the help of Al, they can build efficient, Al-friendly systems for each business
process on top of a reliable, high-quality foundation. This is what Al-driven development on
Kintone offers. Kintone's role as a business platform going forward will be to make that kind of

development even easier and more accessible.

Moderator [M]: As we are approaching the end of our allotted time, we will take the last

question.

Attendee [Q]: Regarding APAC, your materials for the fiscal year ended December 2024
showed 1,290 companies had adopted the product, whereas in the materials this time, the

figure is 790 companies. Have the measurement criteria changed?

Moderator [M]: Hayashi, General Manager of the Corporate Affairs Division will answer this

question.

Hayashi [A]: This is Hayashi from the Corporate Affairs Division. We have changed the
calculation criteria. We shifted from a count that included legacy on-premises packaged
versions of the software to one limited to cloud subscriptions, which accounts for the change in

the figures.
Moderator [M]: That concludes the Q&A session.

Before we close, we have a few final announcements. The presentation materials and video
from today's briefing will be published on the IR page of our official website at a later date.
Questions that we were unable to address today will be posted separately on the IR inquiries

page. If you have additional questions, please submit them through our IR inquiry contact form.
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This concludes the Cybozu, Inc.’s Business Overview and Financial Results Briefing for the

Fiscal Year Ended December 2025. Thank you very much for staying with us through to the end
despite your busy schedules.

[End]

Footnotes

1. Sections where the audio was unclear are marked as [audio unclear].

2. In the conversation, [Q] indicates a question, [A] indicates an answer, and
[M] indicates a comment by the moderator.
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