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/Introduction ﬂ

Executive Summary

Fiscal year ended « BtoB Media Business is in the process of recovery. Hacchu Navi and BtoC Media Business are
March 31, 2026 progressing well
- Strategic investments and M&A for business expansion are progressing well

Fiscal year ending We plan to achieve record-high revenue, expecting profit increase for the first time in four periods
March 31, 2027 « Rebound of BtoB Media Business, continued growth of Hacchu Navi, contribution from newly
consolidated Majisemi
« Continued growth of BtoC Media Business

« “Capital efficiency improvement” through dividends is progressing
« Funds are being utilized for top-priority “Growth investments”
« Dividends for the fiscal year are to be set to a 70% payout ratio based on dividend policy

Viedium term « Mid-term targets: FY29 EPS 140 yen
* In response to environmental changes brought by Al, we are focusing on “evolution of the media

business” and “entry into new businesses”
« We will continue to prioritize “strategic investments” and aim to expand shareholder returns in line
with business performance growth

©2026 ITmedia Inc. All Rights Reserved.
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Earnings Summary
Medium-term performance transition Disclosed on May 1, 2026 | &

ITmedia Inc.

Revenue M Operatingincome === Revenue growth rate

30.6%

h

-8.6%

Operating
income

FY19 FY20 FY21 FY22 FY23 FY24 FY25

©2026 ITmedia Inc. All Rights Reserved. 5



Earnings Summary

FY25 Consolidated Earnings Overview: YoY Change

FY24 FY25

(Unit: million yen)

Revenue
BtoB Media Business
Lead Generation rev.

Digital Event rev.

Premium Ad &
Brand Solution rev.

BtoC Media Business
Programmatic Ad rev.

Adjusted EBITDA
Operatingincome
(Operating margin)

BtoB Media Business

(Operating margin)

BtoC Media Business

(Operating margin)
Profit before income tax
Netincome

EPS

©2026 ITmedia Inc. All Rights Reserved.

8,100
6,630
2,959
1,722
1,948
1,470
1,470
2,115
2,028
25.0%
1,704
25.7%
324
22.1%
2,087
1,496
77.18yen

8,311
6,619
2,925
1,632
2,061
1,691
1,691
1,931
1,765
21.2%
1,207
18.2%
557
33.0%
1,801
1,191
61.34yen

ol
+210 +2.6%
(10) (0.2)%
(34) (1.2)%
(89) (5.2)%
+112 +5.8%
+221 +15.1%
+221 +15.1%
(183) (8.7)%
(263) (13.0)%
(3.8)pt
(496) (29.1)%
(7.5)pt
+233 +71.9%
+10.9pt
(286) (13.7)%
(304) (20.4)%
(15.84)yen (20.5)%

Vs o

ITmedia Inc.

Disclosed on May 1, 2026

Consolidated revenue increased by 2.6%
Operatingincome decreased by 13.0%

BtoB Media Business
0.2% decrease in revenue 29.1% decrease in profit
- Sales slowdown among domestic SaaS customers
» P.P.Communications was newly consolidated(Premium Ad & Brand Solution revenue)

- Allocated advertising expenses to Hacchu Navi, which continues to experience growth

BtoC Media Business
15.1%increase in revenue 71.9% increase in profit

+ Programmatic Ad revenue increased.

+ The advertising unit price has improved through optimization of Ul and content
organization.

+ Costs were lower than expected due to delays in personnel deployment, etc.
Net income decreased by 20.4%, and EPS decreased by 20.5%.

Revenue by revenue model YoY (Unit: million yen)

Lead Generation
revenue

Digital Event
revenue

2,959

1,722

—

2.061 Premium Ad & Brand
. Solution revenue
+5.89
1,470
FY24 FY25



Earnings Summary ﬂ
FY25 Overview by Segment: KPls/Comparison to Targets Disclosed on May 1, 2026

Media revenue

BtoB Media Business — Numberof 9@ Spending per -+ | Subsidiary revenue
revenue customers customer

Actual YoY Target
Uni FY24 FY25 Ch P t FY25 Target FY25
ony onee creenase oree BtoB Media Business: Progress Toward Target vs. KPls
BtoB Media Business e 6,630 6,619 (10)  (0.2)% 7,000  94.6% Revenue decreased by 0.2% YoY.
. il + Media revenue decreased in both the number of
— Media revenue “ﬁ'f;‘é”ns 6,030 5,817 (213) (3.5)% 6,200 93.8% customers and the average spending per customer.
Number of Compa- « Sales slowdown among domestic SaaS customers.
KPI : 1,036 1,033 3 0.3)% 1,066 -
customers nies ’ () (0.3) + Increased revenue from Tie-ups and Custom
Spending per 10,000 Production Services.
KPI 582 563 18 3.3)% 581 -
. customer yen (18) (3:3)o% « Hacchu Navi continues to grow.
— Subsidiary revenue * N(')'f")'g,'f 599 802 +202  +33.8% 800 100.3% * P.P.Communications was newly consolidated

* Hacchu Navi & P.P.Communications, Numbers after consolidation adjustment (Wholly owned subsidiary)

= PVs p@l Unit price of ads

Actual YoY Target
(Unit) FY24 FY25 Change Percentage = FY25Target FY25
- Revenue increased by 15.1% YoY.
BtoC Media Business "I 1470 | 1,601 | +221 +151% 1,500 112.8% Y w
y « The number of PVs decreased. The ad unit price showed
PVs Millions 324 265 =g 18.1 977 great improvement.
KPI 1) -
(monthly average) of PVs (58) )% « Optimization of Ul and content organization proved
Unit price of ads 377 | 530 153 +40.5 451 successiul
KPI Y + +40.59 -
. (CPM) " & - Efficiency improved through CMS renovation.

©2026 ITmedia Inc. All Rights Reserved.



Earnings Summary
Operating Income Waterfall

Costs are ahead. Expansion of promising domains, including M&A,

and investment in systems

. . Labor costs/
Cumulative period BtoC Media Business  personnel expenses
Unit: million yen +221 +182

Outsourcing expenses
BtoB Media Business +64
-10

] .
Investment in

growth domains
like Hacchu Navi

2,028

Increase in cost
due to product
enhancement

\. J \.

System enhancement,
25th-anniversary
events, and
temporary MA-related
expenses

Others +226

YoY
¥263
million
(-13%)

J/

Y Y
Revenue +210

FY24

©2026 ITmedia Inc. All Rights Reserved.

Cost +474

FY25



Earnings Summary
Trends in Revenue by Revenue Model Disclosed on May 1,2026 | &

ITmedia Inc.

 Ad revenue remains strong
« Strengthening measures to improve Lead Generation revenue

Cumulative period
Unit: million yen

1.2%

Lead Generation revenue}

Digital Event revenue

5.2%

Premium Ad & Brand h
2,061 Solution revenue

+5.8%

Programmatic Ad
revenue

1,434 Lyl 1,391 1,470 1,691
702 916 1,109 ’ +15.1%

FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25

©2026 ITmedia Inc. All Rights Reserved. 9



Earnings Summary
/Recognition of Current Situation: Summary
Programmatic Ad is steady. Subsidiary contributions expand, but domestic SaaS domain
slows, and Lead Generation does not grow

BtoB

Media
Business

Japan

» Windows 10 End of Support

commercialization

External environment

SaaS domain slowed down

Customersin

¥

+ Al domain is booming

Foreign
customers

Some major companies are
slowing down

Programmatic

Ad market

©2026 ITmedia Inc. All Rights Reserved.

»

Digital Events

Number of
customers

»

Lead Generation

Spending
per custome ‘

Premium Ad &
Brand Solution

Optimization of Ul and

Unit p rice f content organization

of ads
Programmatic
Ads

PVs ¥

Revenue

s

ITmedia Inc.

\ g

« Digital Strategy EXPO revenue
decreased

« Struggling to acquire customers in
new domains

» Hacchu Navi grew

\ g
*

» Tie-up ads is steady, with Al as a backdrop

« Consolidation of a new subsidiary (PP)
begins

Improvement in efficiency and Ul

10
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Our Group's Purpose

I Tmedia’s Mission '1’

ITmedia Inc.

ITmediaInc.

Contribute to Information Revolution
by Innovating Professional Media

+ We believe profession makes media reliability
* Technology leads conventional media to innovation

* Providing media community as a social knowledge crowd
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Our Group's Purpose

ITmedia’s Materiality

)

Vs o

ITmedia Inc.

Deliver a bright future for
humanity through the

information revolution

Contributing to the development of humanity by
encouraging the spread of technology, promoting

Materiality

increases in the overall productive efficiency of
society and the resolution of problems.

Social value

Achieve an equitable society
through the provision of a
social knowledge platform

Providing reliable, high-value added knowledge and
information, to resolve digital divide and contribute

to a society in which no one is left behind. Materiality

#ﬁ- Responsible use of

information technology

Creating an environment that fosters ethical and
appropriate use of technology to prevent adverse

effects on society from information and technology.
Power of media

-

Materiality

o< Promote workstyles that

respect diversity

Creating an environment in which a diverse
workforce can fulfill their potential without
anxiety, thereby increasing employees'

motivation and productivity while pursuing

sustainable corporate growth. Materiality

Develop a strong and
transparent governance
structure

Developing a strong governance structure with
increased transparency that leads to mid- to long-
term corporate growth, thereby winning the trust of
all stakeholders.
Responsible management base

©2026 ITmedia Inc. All Rights Reserved.

13



Our Business

Our Fundamental Platform

One of the largest holders of data in Japan that brings technology “buyers” and “sellers” together

Companies providing technology In-house DX staff/IT buyers

o“ﬂou

Customers g WA - o o O Member readers
2,700 companies . - 0 \ o 177 8K . 1.4 million people
Potentialcustomers b+ 0o o e I
; 9 ofmatio g
7,000compan|es PRA 'o\(\‘ /7,,7@ » .3 5
™ i P > < A

Information |nnovation . Current
acquisition v Visible

platform market
Market expansion

through growing
digital transformation

Current Companigs Custqrw_'}:_er -
Visible Participating acquisition  5cquisition
market in the platform platform

Market expansion
through growing

— digital transformation v o o
o
m..ﬂoo " .oo:oo N
- © g . P .
- < Technologyindu‘stry D o el > a 1 o 78 Business, industrygnd
- = 50,000 companies R ] = 0o technology spending
_ . ¢ 3 o I} o -

Payments for digital customer acquisition

¥20 trillion technology market "30; bitian—s200 billion (0.5%.1.0%)

G111 4

(Ref.) -+ IDC Japan, May 2023, https://www.idc. com/getdocJsp7conta|nerld prJPJ50735923
« Fuji Chimera Research Institute, Inc. Sept. 2022 https://www.fcr.co.jp/pr/22094.htm

©2026 ITmedia Inc. All Rights Reserved.

PR =

Websites run by ITmedia
{ Readers 25 million people

s

ITmedia Inc.

Gathering information is essential in
introducing technology products.

The specialized media operated by
our group gathers information on
technology products, and we have
accumulated many buyers as readers
and members.

Our group provides marketing
solutions unique to the digital sphere,
including lead generation, to
technology vendors, based on data
generated from media.

14



Our Business

The Scale and Resources

s f

ITmedianc.

L)

——
Monthly PVs

350

million PVs

(D)

Revenue

8,300

million yen

©2026 ITmedia Inc. All Rights Reserved.

of Our Business

Customer/user scale

Number of (Sellers)

potential Number of E (Buyers)
customers customers Profile members
7,000 2,700
companies companies m|ll|on people
Media/data scale
lad ]’ {

Number of

in@l Number of digital I:I lized
specialize

== cvents held

200 ;)\\ media

times/year 30 media

LAY
( 1

|- -3
<!
y

people

EEEE 1L | 1ddok

E articles

articles/month

L/

o Direct sales Outside Internal
g staff writers / writers
<
100 1,000 c 100
writers = writers

s

ITmedia Inc.

(g) Number of
readers
>\
25 million people
50 million UB

N\

Number of

7,000

Personnel |
scale : fy3es
460 B
people '.:_f:n”:'zq
S SBRAT  fudu



Our Business ﬂ
Business Segment and Revenue Model

BtoB Media Business
g 5%
Revenue model _/_\

Lead Generation revenue Digital Event revenue Premium Ad & Programmatic Ad revenue
Brand Solution revenue

Commissioned Sponsored
Revenue format + Provide sales leads P '_Sl__alesofiad slots _—
b i - Tie-up plans - Ad networks
- Provide intent data etc. Supporting Sponsor ) :
events revenue Brand solution

Revenue sources Strong content media

KPIs Number of members PVs

Value provided Customer acquisition Raise awareness

NN
NN N

One of Japan’s largest sales networks, focusing on specialized targets Sales resources not required
Sales format - Integrated proposal of wide-ranging solutions as a digital marketing consultant Sales by partners with
« Principal customer segments: BtoB (IT/business, industrial technology fields) superior ad technology

©2026 ITmedia Inc. All Rights Reserved. 16



Our Business ﬂ
Business Segment and Revenue Model

ITmedia Inc.

BtoB Media Business

Revenue model \

Lead Generation revenue Digital Event revenue Premium Ad & Programmatic Ad revenue
Brand Solution revenue

Commissioned Sponsored
+ Provide sales leads P - Sales of ad slots

Revenue format . * Tie-up plans + Ad networks
- Provide intent data etc. Supporting Sponsor . Bran(ﬁ’spolution

events revenue
@ K @
@ Fixt t "

o -
' ~

“Customer” “Awareness”
acquisition acquisition

©2026 ITmedia Inc. All Rights Reserved. 17



Our Business

Revenue Composition Ratio and Media Operated (r025actual

80%

IT/Business Field

O Fx-vvzar

JTa%grpTarget
@(1]|T
ITmedia atmarklIT

N E ws ITmedia

XI79-777 K

At Py

IMTmediat’y 3 A  [Tmedia
O NLiNE N-TF1200

Business of Subsidiaries/Affiliated Company

@ FiEFE
GEQ ITreview t" =

©2026 ITmedia Inc. All Rights Reserved.

BtoB Media Business

Revenue composition ratio

Industry X Tech

E°MONO:s:

EE Ti_n_lgs
EDN

< Tech
A\t Factory

EBUILT

BuildingXIT

27—ty

Smart Japan

20%
25%

Revenue

¥8,311

million
(FY2025 Actual)

Revenue composition ratio
by revenue model

@ Lead Generationrevenue 350

Digital Event revenue 20%
Premium Ad &
Brand Solution revenue 25%

Programmatic Ad revenue 2oy

s

ITmedia Inc.

Revenue composition ratio

2009%

Consumer

hiehT

ITmedia

PCUSER.

Fav-Log

by ITmedia

18



Our Business ﬂ

Business Performance Trends Tmadiaine.

Revenue growth continues. Strengthening investments, including M&A activities

8,752
8,311
Revenue == Operatingincome == Netincome == Adjusted EBITDA 8,092 8,001 8,100

(Unit: million yen)
6,891

5,278

4376 4as1 608 LTS

3,430

3,163
3,094 Jegs 2864 2898 2,890
2,551

1,501 1,496

FYo7 FYO8 FY0O9 FY10 FY1l FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25

IFRS

©2026 ITmedia Inc. All Rights Reserved. 19



Our Business
Trends in Revenue by Business Model ﬂ

ITmedia Inc.

Aim to achieve growth through the diversification of its revenue model OCt.2025  Apr.2026
with frequent use of M&A (s2) @
S Ok oz Q:iicnn s

EEf]i:dustry tecmo{oénﬁ! o) ITreview F2v-Lod [ESHIEY :-TechLIVE

@ imes @ . S

Japan apan @ ‘@%ETE Digital Event
Lead Gen.

TechTarget

Tech Redesigned
eC latf .
@Factory P o(rLrESf/Stem Digital Event revenue )

Lead Gen. Lead Gen.

Service launch

Digital Event Lead Generation revenue )

Programmatic Ad revenue

Premium Ad &
Brand Solution revenue

FYO7 FYO8 FY0S FY10 FY1l FY12 FY13 FY14 FY15 FYle FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25

©2026 ITmedia Inc. All Rights Reserved.
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Mid-term Strategy and Progress
/Response to Changes Brought by Al ﬂ

mmmmmmmmmm

The range of environmental changes is expanding.

The importance of technology continues to grow

Market upheaval dueto Al R e NN R A DAL

Further expansion ahead opportunities
The future beyond change is uncertain

Emergence of risks to growth

Maximize opportunities

while preparing for risk cases

©2026 ITmedia Inc. All Rights Reserved. 23



Mid-term Strategy and Progress

Rapid Changes Brought by Al

Negative
Dramatic changein Increase in mass-

information produced content
acquisition methods

; Relatively lower
Search traffic vala/e

declining due to of information due
Al searches to the increasein

content

L(?WGr Overcome
media value

The media industry is
currently facing
headwinds

©2026 ITmedia Inc. All Rights Reserved.

Disclosed in Nov. 2025 '14

Utilization in marketing

Jrévi

ITmedia Inc.

Dramatic change in
digital marketing
methods

Enhanced
data value

Improved reader
and customer
experience

Utilization in media

Technology

industry
expansion
A

Improved .
editorial productivity fxa

i i « The tech industry is
Quality and quantity improved Thetech indust yis
productivity of EERLEINUES

overall work « Competition is intensifying
even in existing domains
processes

+ Advancement of DX across
a wide range of industries

Utilization in general operations




Mid-term Strategy and Progress
Medium-Term Vision Disclosed in May 2025 s

ITmedia Inc.

vt Data-driven Media +a Business, Adapted to the Al Era

1. Ramping up diversification of our businesses, limited not just to the conventional media business
2. Expand into new businesses that can create a competitive edge using data

3. Turning aggressive on M&A, using capital

\ Focus Point01 /
Generate high-value data

\ Focus Point 02 /
Create value through data use




Mid-term Strategy and Progress ﬂ

Initiatives Tmedia e

s Data-driven Media +a Business, Adapted to the Al Era

£ £

Evolution to a media business Entry into new businesses
optimal for the Al era where strengths can be utilized

= heni q i For technology buyers/users For technology vendors
trengt eglfnn§:crl]ia evolution @ Expansion of the business g Expansion of the marketing
domain of information services services business domain
E Securing competitivenessin the Al era E.V From business planning to IT strategy E./ Enhancing Lead Generation, which is a
formulation, and product evaluation, strength
. E.nhanci.ng uni'que. information selection, and implementation support Development and deployment of more effective
(improving editorial skills) Expansion into more in-depth services methods
« Expansion of the media domain ]
* Media alliance Eonsultll:g Expansion of marketing process coverage
L . esearc Utilizing owned data to offer services beyond
« Innovation in reader experience « Advisory el
« Expansion of formats (video, audio) + Development and implementation support
« Expansion of communication channels « Matching

and methods

Accumulation and sharing of valuable data >>>> liie quality and GEILS of owned data
become competitive advantages.

©2026 ITmedia Inc. All Rights Reserved. 26



Mid-term Strategy and

Progress

Expanding Business Areas: Two Directions

Vs o

ITmedia Inc.

One of the largest holders of data in Japan that brings technology “buyers” and “sellers” together

Engagement

Customers ). 4 oo ./ .0 Member readers
_ 2,700 companies ) @ o° 1 N 0\ O‘ 1.4 million people
Potential customers a° R 2 l \; T o o Websites run by
7,000 companies o . O /. ITmedia
> ma
oo‘o . \(\;‘0\' 'on o 7 °.3 o Readers 25
. > million people
Article views/Digital Event
Current o participation Current
Visible £ Visible
market |4 market
Market expansion Vendors of g c Technology buyers Market expansion
through growing technology products " ; in companies through growing
digital transformation and service companies ;. * & 4 e *,  andorganizations digital transformation
: Y . o 5 Rt
Q v ﬂ ° . ”, . Q .o 6 0O (2]
Technology industry A ety o Business, industry and
50,000 companies C 1 o ol technology spending
WS . S [ e .00
O ) N AT el
- § | /i _d""
D M Payments for digital customer acquisition ‘.."'i“-'” LY CH TRy
I ¥20 trillion technology market "5 itioni5o0 sition 0 svt 00 &) || s
- o ey _‘ .' ‘\;.':::._.5 “ 1 mw .0
= i e ‘ _;FL‘ S ——— frral My
‘.. : i'-hg I i ar E o el mﬂ' ‘, g "-’ ﬁ\;.‘::) " =8 !! 4 8
i VRV 1L E 48R 7477 / A/ 3 R e 7/ / e e s Y S A

(Ref.) «IDC Japan, May 2023, https://www.idc.com/getdoc.jsp?containerld=prJPJ50735923
« Fuji Chimera Research Institute, Inc. Sept. 2022 https://www.fcr.co.jp/pr/22094.htm

©2026 ITmedia Inc. All Rights Reserved.
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Mid-term Strategy and Progress

Expanding Business Areas: Two Directions s

ITmedia Inc.

@ For technology vendors @ For technology buyers/users

Increasing contact points (= data)
+ development of paid services

One-stop provision of marketing
services

Customers 4 F o” Q:/ O Member readers
: 2,700 companies 7 9 O° b K e L S ) 1.4 million people
;o(t)e&t)lal customers ‘X P 0 e . S <AV, s Websites run by
s companies ‘ - o | . ITmedia

> matj

] \(\"0" t’on/;? 29 -+ 4% Readers 25
GO\ X Q r |4 anna

. million people

rticle views/Digital Event
Current

T .5 participation Current
Visible £= Visible
market |4 o market
Market expansion Vendors of o e Technology buyers Market expansion
through growing technology products I o) i in companies through growing
digital transformation and service companies , * |4 o v . and organizations digital transformation
o ? m a 0 t o
- « )., S .() J1 L 1 R
Technology industry o N e s AN Business, industry and
50,000 companies B 1 & -/ e technology spending
_®—q .00
o oY
\_ J A AT \- J
- ; I _4!"
HIK Payments for digital customer acquisition ; =t Dy |1
e ¥20 trillion technology market Ttsi o d8es o (0.5%-1.0%) )
— G .=‘ ' ‘. ;\'.'.*-x'i: ‘.;: !!!!!E e
g B B Lintay D —— PN L
: —— i = e . : 17 % M o Y My e o i ] Sl P ol L
F S - || VIV | LET (LSRR 7477 / A/ S R i £/ / B i "S55 L i

(Ref.) «IDC Japan, May 2023, https://www.idc.com/getdoc.jsp?containerld=prJPJ50735923
« Fuji Chimera Research Institute, Inc. Sept. 2022 https://www.fcr.co.jp/pr/22094.htm

©2026 ITmedia Inc. All Rights Reserved. 28



Mid-term Strategy and Progress
Buyer-focused: Audience Layer Structure and Business Strategy

@ @ Direct revenue
(paid services)

User companies that
have paid

Decision- ; .
@ FFEFE Y ITreview
makers B Y
Action
members . :
Lead Generation revenue Indirect revenue
TS SIID Digital Event revenue (marketing)
]Zrnlujorlgéa
users

Premium Ad

ITmedia Site visitors revenue

©2026 ITmedia Inc. All Rights Reserved.

ITmedia Inc.
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Mid-term Strategy and Progress ﬂ

Vendor-focused: Business Development Centered on Sales and Marketing Operations for IT Vendors &

Expand into fields where we can use our data to improve efficiencies

(Increase company unit price )

Conventional value , 1
New value proposition New value proposition

........................................................................................................... Customer success

) 4 ) 1

lo\

i
)
]

Awareness ) ; ) Proposals and
raising Inside sales : Field sales Orders
\ J J : \ J \ s
A . A yssssassssssssssshasssssssssmmsan, .
Marketing : - 4 E
Strategy : : = ~
formulation ) [ : '":’) x
e 5 ; ) 1
& Lead 5 User engagement
acquisition Nurturing = Y =
; - 3
\. yy L :’ mahsssmnnmnnm, .“ E 7 -
" T/ %@ ITreview
I Content production and owned media management : %, \

Creating new value by combining different value propositions

©2026 ITmedia Inc. All Rights Reserved. 30



Mid-term Strategy and Progress ﬂ
Majisemi : Outline of the Share Acquisition DISEIPEEE 1) JEI, 21028

ITmedia Inc.

Notice Concerning Acquisition of Shares of Majisemi Co., Ltd.(to Make It a Subsidiary)
https://contents.xj-storage.jp/xcontents/AS92787/a7cf0e00/716f/43aa/a901/6f5ee80ebda0/140120260129541286.pdf

Acquisition method  100% of shares to be acquired B Significantly expand the market share of our lead-gen services

«  AB2B marketing support company leveraging webinars

«  Providing one-stop support from audience acquisition to planning and event

Common shares of the Target Company 2,000 million yen  note1 execution

Acquisition costs Advisory fees, etc. 36 million yen note2

«  Provided as an efficient subscription-based service

Date of conclusion of . .
the agreement January 29, 2026 M Strengthening webinar content

«  Provide members with more valuable and numerous webinar opportunities

Date of . .
commencement of  April 1, 2026 «  Promote the proper use of technology to contribute to society
share transfer

B Contribute to achieving our medium-term goals
notel. «  Achievin ntial growth even in the fi rending December 202
The final calculation that deduct the consideration for the transfer of all outstanding shares of chieving substantial growth eve thefiscal year ending December 2025
Open Source Innovation Labs Ltd. to the Target Company (making Open Source Innovation Labs «  Continued growth will contribute to achieving our medium-term goals

Ltd. a wholly-owned subsidiary of the Target Company), which were executed prior to the date of
commencement of share transfer as a part of the preparatory work for this merger.

note2.
Expenses related to this share acquisition of 36 million yen will be recorded in Q4.

©2026 ITmedia Inc. All Rights Reserved. 31
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Mid-term Strategy and Progress
Outline of Service of Majisemi Disclosed in Jan. 2026 |

ITmedia Inc.

B2B marketing support firm that provides leads to clients through webinars

-~ vy | esremniavs |
desmnes  lawan  lemuse | Main service

A subscription-based service that provides one-stop support for companies
hosting webinars, from audience acquisition to planning and event execution.

E% B R F== tFalUFr I - IDER 1¥73 I59F & A ESRZ Emant

T We manage your company's webinars
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beyond customer acquisition expenses. .
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concept

"Webinar as a Service”

Builded a system that efficiently hosts webinars and generates leads as a service
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and Progress

Mid-

\ Synergyl /
Expanding resources and share of digital events
in the technology field

I]ANA

- 4 4
s M

200

2,500
200

Q. Data Integration / Intent Data Enrichment

1,000/year

200,000

©2026 ITmedia Inc. All Rights Reserved

term Strategy
Majisemi Significance of the Share Acquisition and Synergy

Vs o

Disclosed in Jan. 2026 _

\ Synergy2 /

Majisemi is the "gateway to client acquisition
The first marketing service for clients

Targeting large companies: high unit price
low number of companies

Premium service
Complex and Highly Customizable
ITmedia Inc.

~ »
Simple service J
Webinar as a Service

Expanding market share in the low price range

Targeting small companies: low unit price
high number of companies
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ITmedia Inc.

Mid-term Strategy and Progress ﬂ
Majisemi Performance Trends and Future Outlook

=%

t 549

Sales M Operating profit

(Unit : Million yen) 391
« Growth to Continue in FY26
286 , : . .
, « Continued growth will contribute to achieving
38 232
our medium-term goals (EPS 140yen)
120
92

. -

FY22 FY23 FY24 FY25

©2026 ITmedia Inc. All Rights Reserved. 34



Mid-term Strategy and Progress
Enhancement of Lead Generation

Promoting diversification and sophistication of methods to meet the universal need of

customers who “want sales leads”

(FY2025 Actual)

Programmatic Ad
revenue

. — [ & J

introduction

webinars
2 (e
Project matching £ =

@ fiE

. i,

Digital events

Revenue
composition r
by revenue
del
Premium Ad mode
& Brand Solution
revenue . .
Digital Event
revenue 4
Text content
WhitePa
5 5 0/ O E Dovlvnloaggznter
K R bR —=N—=FooO0—FExF—

( Video content
e | L © ]

™), Telemar-
&P» keting

2006
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Mid-term Strategy and Progress
/Introduction of "Adjusted EBITDA" Disclosed on May 1, 2026 ﬂ
Introduced "Adjusted EBITDA®
as useful comparative information for our Group's business performance.

Reason One-time expenses associated with strengthening and
o executing M&A activities are increasing.
introduction Use as the metric to represent the profitability of the core

business excluding those impacts.

Definiti CIEC — | comon |+ | related
erinli |On. EBITDA
of the Metric expenses

EBITDA with one-time M&A-related expenses added back.

% Operating income + depreciation expenses (excluding depreciation related to right-of-use assets) + amortization of intangible assets + M&A-related expenses +
stock-based compensation expenses + impairment losses — other one-time income + other one-time expenses

©2026 ITmedia Inc. All Rights Reserved. 36
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Financial Policy ﬂ
Measures to Promote Management With an Awareness of Cost of Capital and Share Price Disclosed in Jan. 2024

ITmedia Inc.

Optimizing cost of capital by utilizing funds for business growth and improving capital efficiency

Financial strategy Growth strategy IR & sustainability

Optimization of

Capital efficiency improvement :
management resource allocation

Promoting dialogue

Optimizing net Enhancing disclosure in English

. assets M&A to increase :
Enhancing Expanding
shareholder iz §peed 20 business Enhancing IR content
certainty of plan .
returns chievement domains
e Utilizing interest-
long-term bearing debt Issuing integrated reports

Improvement of corporate value and formation of appropriate stock price

©2026 ITmedia Inc. All Rights Reserved. 38



Financial Policy
/Cash Flow Allocation Policy

Retained earnings
¥7.6 billion (as of March 31, 2025)

Cash flows from operating
activities (for period of plan)

¥10-13 billion

Leverage debt
¥3-5billion

¥20-25 billion

©2026 ITmedia Inc. All Rights Reserved.

Disclosed in May 2025 '14
Capital utilization and allocation

ITmedia Inc.

Investments for existing
businesses and R&D

Growth investments ¥1-2 billion

¥6-10 billion Strategic investments and

new businesses
(M&A investment limit)

Medium-term
investment limit

¥5-8 billion

Shareholder Dividends
returns
¥8.5-10 billion (Share repurchase)
¥14.5-20 billion Enslire

financial soundness

39



Financial Policy
/Mid—term Targets Disclosed in May 2025 ﬂ

ITmedia Inc.

Thorough measures to promote management with an awareness of cost of capital and share price

[ Strengthen investment for growth
Promote utilization of funds held and liabilities
Establish mid-term investment limit (for M&A & existing business)

[¥ Achieve optimal capital structure (maintain current shareholder return policy)
Ensure financial soundness Growth

investment
as a top
priority

Mid-term targets

Time to achieve the goal FY29

Medium to long term
dividend increase and stock
price formation

(Operating income Around 30~40,

(Netincome Around 27)
Capital Financial

s ¥14O efficiency soundness

©2026 ITmedia Inc. All Rights Reserved. 40



Financial Policy Disclosed on May 1, 2026
Progress in Initiatives Aimed at Realizing Management that is Conscious of Capital Costs and Share Price . Cash flow

Seek to optimize shareholders’ equity and enhance corporate value
by strengthening growth investments and shareholder returns

mmm from Operating activities

from Investing activities
mmm from Financing activities
Increase/decrease

Jan. 2024

s

ITmedia Inc.

)

I . ’ - ' Free Cash Flow has increased due to business growth followmgthe COvID-19 pandemlc
A B — . =

Announced ”"Measures to promote management

with an awareness of cost of capital and share price”

Expantion of
Shareholder returns

)

FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25

©2026 ITmedia Inc. All Rights Reserved.
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Financial Policy

Progress in Initiatives Aimed at Realizing Management that is Conscious of Capital Costs and Share Price : B/S ﬂ

ITmedia Inc.

Improvements in the financial balance are progressing
Plan to cashout through M&A of Majisemi and dividend in FY26Q1

(Unit: hundred million yen)
113
105

Cash and
cash
equivalents

59

Cash and
cash

equivalents

79

Capital

08 Capital
86

©2026 ITmedia Inc. All Rights Reserved.

FY23 End Consolidated B/S FY25 End Consolidated B/S

FY26Q1 End
Projected Consolidated B/S

Established a
9 l 4 billion yen
overdraft facility

Cash and with our bank

cash equivalents

25

Capital

12
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Earnings and Dividend Forecast
Consolidated Earnings Forecast for the Fiscal Year Ending March 2027 Disclosed on May 1, 2026 e

ITmedia Inc.

Plan to achieve record-high revenue. First profitincrease in four fiscal year

* BtoB media business has bottomed out
 Hacchu Navi continues to grow. Majisemi and P.P.Communications contribute to the profit
- BtoC media business continues to grow

Unit: Millions of Yen Revenue Adjusted EBITDA Operating Income gﬂggﬁ??ﬁ;iﬁfﬁ Earnin%éFr)JSe)r Share
Full-Year Consolidated
Earnings Forecast 9,200 2,200 2,000 1,380 70.86
Year-on-Year Change +10.7% +13.9% +13.3% +15.8% +15.5%
Results for the 8,311 1,031 1,765 1,191 61.34

Previous Fiscal Year

¥ Beginning with the next consolidated earnings forecast, adjusted EBITDA is added as a disclosure metric.

% The forward-looking statements regarding earnings forecasts and other matters described above are based on information currently available to the Company and certain assumptions
deemed reasonable by the Company. They are not intended as a guarantee that such results will be achieved. Actual results may differ materially due to various factors.

©2026 ITmedia Inc. All Rights Reserved. 43



Earnings and Dividend Forecast ﬂ
Dividend Forecast for the Fiscal Year Ending March 2027 UESSER N e A

ITmedia Inc.

115.0
« Planned dividend payout ratio at the 70% level, in line with the dividend policy *.
« Progress has been made in our top-priority strategic investments and capital 100.0 1(_)9._0(Forecast)
efficiency improvements. 1 1
o . ) ) )  163.0%]
« Dividend payments exceeding a 100% payout ratio, which were intended to N B
: - o 149.4% ’\ |
improve capital efficiency, have been concluded. 70 1,7\ 1
b v
129.6% 1 \ |
A \J
« Continue to prioritize strategic investments while expanding shareholder returns : i
in line with earnings growth. : \
l I
1 1 \5 « U(Forecast)
1 1 F'———‘
(Unit : yen) : ': \ !
I I
| 1 : \ :
Payout ratio : : 1 o I
I ) 70.6%1
I 11 1
1 11 I
| 11 1
24.9% 1 ! I
o
o7 12.0 28.1% I
2.66 4.67 25.3% : : ! !
L 21 |
FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 Fy21 FY22 FY23 FY24 FY25 FY26

* Dividend policy : aim at a consolidated payout ratio of 70% or higher (announced on January 31, 2024)
https://contents.xj-storage.jp/xcontents/AS92787/c10ce7el/d0el/40d7/b359/db90c5f3ad80/140120240123517974.pdf
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https://contents.xj-storage.jp/xcontents/AS92787/c10ce7e1/d0e1/40d7/b359/db90c5f3ad80/140120240123517974.pdf
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Mid-Term Targets

ITmedia Performance Trends and Future Outlook DISELEHEEI I Y] o, 20218 o
FY26
Mid-Term Targets : FY29 EPS 140yen Majisemi

M&A

eps 140 yen

Revenue == Operatingincome === Netincome === Adjusted EBITDA

8,752
. - 8,311
(Unit: million yen) 8,100
8,092 8,001 3,000~4,000
million yen
6,891
FY15 3,064
Keyman’s Around 2,700
Net million yen
M&A 5,278
4,703
4376 4451 4608
3,430
’ 3,163
3,094 5 egg 2864 2898 2,890
2,551 7 1,172
575
32
328 -184 88
139 128 V¢
Sl 20
FYO7 FYO8 FYO9 FY10 FYll FY12 FY13 FYl4 FYl5 FYle FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25 FY26 FY29

IFRS

©2026 ITmedia Inc. All Rights Reserved. 45



A
'z af

ITmedia Inc.

Our Mission

Contribute to Information Revolution :
by Innovating Professional Media |
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Introduction

Reference Information/List of Links

Shareholder/Investor Information

2026/05/01

2026/04/01

2026/04/01

2026/01/29

2026/01/29

2025/09/25

2025/08/08

2025/06/26

2025/06/26

2025/06/06

Consolidated Financial Report For the fiscal year ended March 31, 2026 (IFRS)

Supplementary Briefing Materials on Earnings for the fiscal year ended March 31, 2026

FY2025 Q4 Financial and Operational Data Sheets

Notice Regarding Business Execution Structure

(Updates to previously disclosed information) Notice Concerning Completion of Acquisition of
Shares of Majisemi Co., Ltd.(to Make It a Subsidiary)

Notice Concerning Acquisition of Shares of Majisemi Co., Ltd.(to Make It a Subsidiary)

Notice Concerning Acquisition of Shares of Majisemi Co., Ltd.(to Make It a Subsidiary)
Supplementary Briefing Materials

Notice Concerning Acquisition of Shares of P.P.Communications Inc.(to Make It a Subsidiary)

Notice Regarding Continued Selection as Constituent of the "JPX-Nikkei Mid and Small Cap Index"

Measures to Promote Management With an Awareness of Cost of Capital and Share Price

Communication with Shareholders and Investors

Notice of the 26th Ordinary General Meeting of the Shareholders

©2026 ITmedia Inc. All Rights Reserved.
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https://corp.itmedia.co.jp/ir/english/

https://corp.itmedia.co.jp/ir/english/news/

https://contents.xj-
storage.jp/xcontents/AS92787/ece497bd/47a9/49ff/946¢/b2a81238d188/140120260401595691.pdf

https://contents.xj-
storage.jp/xcontents/AS92787/e8b19034/df2b/47d3/b85e/d852fba4f291/140120260401595699.pdf

https://contents.xj-
storage.jp/xcontents/AS92787/296b1d15/e6c5/47¢3/a347/da2e6f00c883/140120260129541263.pdf

https://contents.xj-
storage.jp/xcontents/AS92787/a7cf0e00/716f/43aa/a901/6f5ee80ebda0/140120260129541286.pdf

https://contents.xj-
storage.jp/xcontents/AS92787/4daf51e2/801¢/42f1/990b/321f489f3322/140120250925562290.pdf

https://contents.xj-
storage.jp/xcontents/AS92787/d57502f7/0ac7/4552/9970/2d328269764¢/140120250808538333.pdf

https://corp.itmedia.co.jp/ir/english/about/coc/

https://corp.itmedia.co.jp/ir/english/about/dialogue/

https://contents.xj-
storage.jp/xcontents/AS92787/0d6fcedd/7db1/4ad5/8f0e/758f7ebf6121/140120250605582627.pdf

47


https://corp.itmedia.co.jp/ir/english/
https://corp.itmedia.co.jp/ir/english/news/
https://contents.xj-storage.jp/xcontents/AS92787/ece497bd/47a9/49ff/946c/b2a81238d188/140120260401595691.pdf
https://contents.xj-storage.jp/xcontents/AS92787/ece497bd/47a9/49ff/946c/b2a81238d188/140120260401595691.pdf
https://contents.xj-storage.jp/xcontents/AS92787/ece497bd/47a9/49ff/946c/b2a81238d188/140120260401595691.pdf
https://contents.xj-storage.jp/xcontents/AS92787/e8b19034/df2b/47d3/b85e/d852fba4f291/140120260401595699.pdf
https://contents.xj-storage.jp/xcontents/AS92787/e8b19034/df2b/47d3/b85e/d852fba4f291/140120260401595699.pdf
https://contents.xj-storage.jp/xcontents/AS92787/e8b19034/df2b/47d3/b85e/d852fba4f291/140120260401595699.pdf
https://contents.xj-storage.jp/xcontents/AS92787/296b1d15/e6c5/47c3/a347/da2e6f00c883/140120260129541263.pdf
https://contents.xj-storage.jp/xcontents/AS92787/296b1d15/e6c5/47c3/a347/da2e6f00c883/140120260129541263.pdf
https://contents.xj-storage.jp/xcontents/AS92787/296b1d15/e6c5/47c3/a347/da2e6f00c883/140120260129541263.pdf
https://contents.xj-storage.jp/xcontents/AS92787/a7cf0e00/716f/43aa/a901/6f5ee80ebda0/140120260129541286.pdf
https://contents.xj-storage.jp/xcontents/AS92787/a7cf0e00/716f/43aa/a901/6f5ee80ebda0/140120260129541286.pdf
https://contents.xj-storage.jp/xcontents/AS92787/a7cf0e00/716f/43aa/a901/6f5ee80ebda0/140120260129541286.pdf
https://contents.xj-storage.jp/xcontents/AS92787/4daf51e2/801c/42f1/990b/321f489f3322/140120250925562290.pdf
https://contents.xj-storage.jp/xcontents/AS92787/4daf51e2/801c/42f1/990b/321f489f3322/140120250925562290.pdf
https://contents.xj-storage.jp/xcontents/AS92787/4daf51e2/801c/42f1/990b/321f489f3322/140120250925562290.pdf
https://contents.xj-storage.jp/xcontents/AS92787/d57502f7/0ac7/4552/9970/2d328269764c/140120250808538333.pdf
https://contents.xj-storage.jp/xcontents/AS92787/d57502f7/0ac7/4552/9970/2d328269764c/140120250808538333.pdf
https://contents.xj-storage.jp/xcontents/AS92787/d57502f7/0ac7/4552/9970/2d328269764c/140120250808538333.pdf
https://corp.itmedia.co.jp/ir/english/about/coc/
https://corp.itmedia.co.jp/ir/english/about/dialogue/
https://contents.xj-storage.jp/xcontents/AS92787/0d6fcedd/7db1/4ad5/8f0e/758f7ebf6121/140120250605582627.pdf
https://contents.xj-storage.jp/xcontents/AS92787/0d6fcedd/7db1/4ad5/8f0e/758f7ebf6121/140120250605582627.pdf
https://contents.xj-storage.jp/xcontents/AS92787/0d6fcedd/7db1/4ad5/8f0e/758f7ebf6121/140120250605582627.pdf
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ITmedia Inc.

This document has been translated from the Japanese original for reference purposes only.
In the event of any discrepancy between this translation and the Japanese original, the original shall prevail.

» Forward-looking statements, such as earnings outlooks, are based on information available when the material was created and include uncertainties. Actual earnings may

substantially differ from the forecasts due to changes in various factors and business conditions.

> Items that could impact the Company’s earnings are listed in the “Business Risk” section of the Securities Report (Yukashokenhokokusho) for the Fiscal Year Ended March 31,
2025. It should be noted that factors that could impact earnings are not limited to those listed in the Business Risk section. Risks and uncertainties include the possibility of

future events that may have a serious and unpredictable impact on the Company.
» Theinformation included in this material has been carefully prepared, but readers should be aware that we do not guarantee the accuracy or certainty of that information.
» This material is not intended to solicit investments. We shall advise you to make your final investment decision at your own risk.

» The unauthorized use of this material and data is strictly prohibited.

The Company voluntarily applied International Financial Reporting Standards (IFRS) starting with the 1Q FY16.

» Forthe fiscal year ended March 31, 2020, Knowledge onDemand Inc. was classified as a discontinued operation because of the transfer of shares. Income and losses arising from
discontinued operations are given separately from continuing operations in the Condensed Interim Statement of Income. Revenue and operating income are the monetary

amount of continuing operations. We have applied this classification to the Condensed Interim Statement of Income for the fiscal year ended March 31, 2019.
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ITmedia Inc.

Inquiries

ITmedia Inc.

Kioicho Building 3-12, Kioicho, Chiyoda-ku,
Tokyo 102-0094

Inquiries: ir@sml.itmedia.co.jp
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