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Core Businesses and Growth Businesses
under the Management Policies (2024—2026)

v" We will work to realize Vision 2030 through three basic policies
Vision2030

We will develop the Digital Commons which is a platform that helps create a society where
everyone can live happily.

Increase corporate value by establishing a sustainable business

portfolio
Strategy for core businesses Strategy for growth businesses
Establish areas of strength and . i
. L Establish a new earnings base
improve value proposition

Optimize the allocation of management resources

Investment strategy Human resource strategy || Human resource strategy
Invest proactively in focus areas Allocate resources linking to Strengthen technologies for
business strategies accelerating business strategies

Financial strategy
Optimize capital allocation

— 4' Strengthen the Group’s management base
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Positioning of the Retail area within the Core Businesses

v" The retail area is one of the focus areas where the Group can leverage our excellent
customer base and our thorough operational and customer knowledge. By concentrating
management resources in this area, the Company aims to enhance profitability.

Achieving a decarbonized society

ek NG el OT Infrastructure
driving simulation  zer0.Accident Programpr (Regional traffic DX service) —

Energy —DIVP Automated
- R.elws Enahility Series (a dashcam solution for enterprises) Dispel )
- (Services for managing (Electricity retailing - ST e (Zero-trust remote network service)

emvironmentalvalue)  cloud solutions] T B Claroty xDome
- y X

Solar power generation and Nﬂ"'{{ﬁﬁil.fUEl energy (EV charging/carsharing) - {Security solution for industrial-use
surplus forecasting service certificate tracking cyber-physical systems)
BankVision on Azure i ( i ]
isi | SmileBranch dareca Al-Order Foresight DIGITALATELIER

‘{Core-banki ng services for financial institutions]  [Teller operations system at bank branch offices] | (Value exchange platform) (A automatic order system
. I based on Al demand I’mj'lecasrsJ [Saas-based EC platform)

Financial service OptBAE. |
T platforms ~ {Core-banking service for shinkin-banks) For CUSFJ""EI'S P BIPROGYESLSaas
= CoreCenter {Electronic Shelf Label) -
= ; Promote DX for customers -
#tsumuGO_mobile ? {Merchandising platform) ) -
- manmngapp_fqr.r?gric_:n.alﬁnamial institutions) L]: . - fanlineﬂs:rggggﬂi D'Hlme
———— For S ":|Et'f . e ——— ':GHDJSEMEQE
Promote DM for society
Revitalizing regional economies I\ Transforming supply chains
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Our Initiatives in the Retail Area

Akinobu Murakami
Corporate Officer
BIPROGY Inc.



Profile

<Brief Profile >
« 1992 Joined the company
« 2017 Director, Retail Sales 1, Industry Market 1
Retail Services Business Plan (BP) Owner
« 2019 Director, Sales 1, Industry Market 2
« 2023 General Manager, Industry Market 1
Part-Time Director, Canal Payment Service, Ltd. (present)
« 2025 Corporate Officer
(Responsible for: Industry Market 1, Industry Market 2, Retail Area)
« 2026 Part-Time Director, Catalina Marketing Japan K.K. (present)

Akinobu Murakami
Corporate Officer
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Business Strategies in the Retail Area:
A Forty-year Legacy of Initiatives

For more than 40 years since 1980, we have expanded our initiatives beyond core systems to
encompass store DX, D2C, and CX areas. We will enhance our future attempts in supporting the
entire retail and distribution industry based on data and Al.

Beginning of PTGl Expand business to the Data and AI-_Drlven_
retail svstem core business systems store DX area and Support for entire retail
y y customer interactions and distribution
1980 2022 2026
Establishment of a dedicated Corporate name changed Full acquisition of
retail organization to BIPROGY Inc. Catalina Marketing
Japan K.K. (CMJ)
1984 2002 2020
Launch of a store management Launch of store management and core Launch of the automatic
system for supermarkets systems operating on Windows OS for the order system based on Al
first time in Japan demand forecasts,
‘Al-Order Foresight’
1985 2003 2016 2021
Launch of a core system for Launch of the core system for Launch of the digital campaign ~ Launch of the OMO marketing
supermarkets mail-order businesses, "ShopMAX" service “Smart Campaign” service “DIGITAL’ATELIER”
1997 2011 2023
Launch of a core system for Launch of the web-based Launch of the cloud-based
mail-order operators core system “CoreCenter for Retail” electronic shelf label service

“BIPROGY ESL SaaS”

N . L 4
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Business Strategies in the Retail Area:
Direction of the Retail and Distribution Industry

As the advancement of DX has led to the digitization of consumer behavior and store
information, the conventional supply chain is increasingly shifting toward a demand
chain centered on consumers and local communities.

Conventional Supply Chain

A model in which manufacturers anticipate needs
and demand and supply information and
products accordingly

WHOLESALER $ SUPERMARKET
I Y |

Manufacturers Log|st|cs Retailers Consumers

Retail and Distribution Demand Chain

A model in which the supply chain and marketing
respond with the needs and demand of consumers
and local communities as a starting point

Demands and needs of
consumers and local

communities
Consumer and demand data

‘ Marketing

- = 0 oD ' [m| < Q  SUPERMARKET
A ) ()
V= * ‘ 3 6 7 17 |
I 6 ! !—-;!
N 4 S=eE
== .
Manufacturers Retailers Consumers
supply chain Products and
WHOLESALER services that
’—‘ — satisfy needs
By

Logistics
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Business Strategies in the Retail Area:
Four Strategic Areas and Progresses

Through fiscal 2025, we focused on retail and primarily built up assets in

"Store Digitalization®, "D2C“, and "CX", as well as "OMO"“, which connects them

Supporting retailers’ headquarters and store
operations through digitalization

CX: at points of contact with consumers

Support understandings of consumers and
Develop and enhance communications via optimum means
* “CoreCenter,” ‘that supports retailers’ core businesses . .« 5
« “Al-Order Foresight,” automatic order system based or retail-focused assets by FY2025 Vri\;e:eec::igc;r;nsect, that collects consumer needs
Al demand forecasts, .7 T i .
» ‘BIPROGY ESL SaaS’, automatic price tag Demands and Smart_ Campaign’, enabling various app
replacement needs of gampaigns

consumers and

« “Live kit”, that support live communications
|ocal communities
Consumer and demand data —=
~ar-0rder BIPROGY
88%‘1%61‘ ’(\(l’,f; g;it( ESL SaaS QQQ E$SUPERMARKET? ‘
D2C il-order / EC
. mall-oraer = : i .
(o] 0[] Retailers Consumers .J (I\:eedz | Zv?*‘,-’\ VT P
Support multi-channel sales from own Products and ennee LA
company’s website and online shopping mall setwifces th:t
satisty needas
+ “DIGITAL’ATELIER,” an EC and OMO platform OMO: Data and service integration
+ "GROWTH VERSE”, deploying CRM, etc. through Al

DIGITAL'ATELIER

Prepare and consolidate retail data for Al
el V' GROV/TH VERSE

utilization and service integration
— < Foresight Data Spark
<

':g B I P R U GY ‘ Foresight in sight

A}

6
©2026 BIPROGY Inc. All rights reserved.



About Catalina Marketing Japan K.K. (CMJ)
Establishment, independence, and a new phase of growth

Business Various types of marketing support on the basis of actual purchase data

® | Summary
‘ AIALI NA [Creating Marketing Strategies]  [Creating Marketing Measures]
* In-store advertising, sales promotions

» Market survey -S il
« Establishing marketing guidelines - Digital advertising

Building and Enhancing Platforms Digital Shift and Turning Points Independence and Renewed Growth

1999 2011 2012 2018 2023 2026

Establishmentof  Catalina Target Full-scale entry U.S. entity filed Achieved Embarking on a

Catalina Media fully colorized in the field of for Chapter 11 independence from  new phase of

I\K/I?(rketlng Japan drugstores Catalina Marketing ~ growth as part of
o Corporation in the the BIPROGY

Launch of U.S., with D Capital  Group
“Checkout Coupon” as a partner

A}
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CMJ’s Business Model

Business of implementing optimum marketing measures predicated upon retail purchase data, etc.
on behalf of manufacturers

© Receive consumer offers (such as discounts and sampling) from manufacturers based on their marketing plans

@ Purchase data is sent to CMJ the moment a purchase is made by consumers.

© Instantly determine which offer to provide for each consumer.

@ Distribute offers through media developed in collaboration with retailers, including in-store channels, applications, and social media.

@ Demonstrate measurable effects extending to actual purchases and customer retention, which cannot be achieved through traditional advertising
or web advertising.

On
. . Increased < é
Manufacturing (5) cMmJ (2] Retail companies store visits Q
companies Marketing Data and
effectiveness e e integration & SUPERMARKET purchases
— —
] _
- - g
@ Usage fees > @ Instantly determin_e which /_/D_\
offer to provide @ Present at optimal offers =
at the right place and time
0 (In-store terminals and other devices are also )
> provided and maintained by retail media operators) Offers .@.
vt ﬁ <> o
Supply of offers (R

A}
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CMJ’s Business Model

AOUMI is CMJ’s core business and one of the nation’s largest
retail media networks.
Manufacturers can implement marketing measures by leveraging retail revenue data
amounting to 14 trillion yen from 130 or more retailers nationwide,

§ representing 13,000 stores and 150 million IDs.
/; e Note: Implementable marketing measures differ for each retailer.

90% or more of key consumer goods
are purchased at physical stores in

Japan. AOUMI captures more than
approx. 55% of such purchases.

D s 9
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Challenge taken on by BIPROGY Group

Establish an industry-first platform business
integrating marketing and the supply chain.

Marketing

Personalized offers ;
€2 5 m‘rALIN A‘E . Demands and needs of
@4 Nationwide retail media N il consumers and local
(V] Stup{oort for marketing Consumer and ;,fr-é"g’,fy"f = ‘:%3 ”’E'"J: communities
sirategles demand data 54” '/ R
= o) X ¥ SUPERMARKET
/A Foop | = A
B Q ; I 7 |7
min | I':i!g ||
I / ’ 7 \_—u — Retailers Consumers
S8 \4 @4 Core systems
Demand forecastin
B I P R 0 G Y - Store and 9 Products and _ fil
ices that Py
V] HQ business DX ;aeﬁr;ge:eejs LY ! )
WHOLESALER “
€,

| L Supply chain

Jﬂﬂ,ﬂ_
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Growth of ’AOUM/I’, CMJ’s Core Business
Supporting AOUMVI’s growth with BIPROGY’s technology

B Addressing a growing retail media market
* The market reaching 1,090.5 billion yen in value by
2035*
* AOUMI rapidly expanding into drugstore market, etc.
= |T platform support provided by BIPROGY

“ Ao U I I I I B Strengthen service development

CATALINA RETAIL MEDIA NETWORK capabilities to respond to markets
+ Carving out from Catalina Marketing Corporation in
the U.S. to agilely meet domestic demand
= Service development collaboration with
BIPROGY

Service
development

B Acceleration of Al use
« Al is undergoing rapid evolution

Al
technologies

IT platform
technologies

capabilities « With data integrity ensured, embedding Al into
services and operations
) = Alignment with BIPROGY’s Al investments
%= BIPROGY
SS e *Potential tenfold growth in the retail media market over the next decade (BCG research) (Available only in Japanese) 11
Q%" B I P R U GY ‘ Foresight in sight https://business.google.com/jp/think/consumer-insights/retail-promotion-research2025/ ©2026 BIPROGY Inc. Al rights reserved.



Enhancement of Marketing Solutions for the BIPROG

Y Group

Integration of both companies’ marketing solutions, covering the process
from collecting consumer needs to delivering special offers

Strategy to increase
satisfaction of consumers

Digital Experience sy
-
Connect

Collect product
reviews and
customer requests

B M
HE

8 1,
=) 20) 1\“,/

Q AOUMWI Special offers of personalized price

discounts and free samples

Special offers
Discovery of new products

ﬂ‘@z @ 77 Feedback on requests
Ak | ZV—"E
Fr/R-Y
Smart Campaign

A wide variety of offer variations, such
as cashback, merchandise, and event

KT

In-store Experience

il

Free Product Coupon

w
XV

5 3 50

&

B a AOU M | Special offers of personalized price
cmuma e meos veworne — ljgcounts and free samp|es

E8Y LSO
e BEWEEDK 2L

e W398

Obtaining offers through in-store displays

BIPROGY ESL SaaS

Ga—— invitations

>N . . 12
S

Q"l4 B I P R U G Y ‘ Foresight in sight ©2026 BIPROGY Inc. Al rights reserved.



Integration of Marketing and Supply Chain by the BIPROGY Group

Integrate CMJ’s marketing capabilities with BIPROGY’s supply chain capabilities
to create a new platform business

Reduce stockouts and overordering In-store Optimization

Avoid stockouts by importing CMJ’s campaign plans into a demand CMJ’s campaign plans synced with Al planogram and stocking
forecast Al support system
Opatllm::zaeﬁsérrl‘elf StockirEsupport
COCOCCTTTT -
% Stockout ® 2;’;‘:‘7;-!11 2
i; Al-Order Foresight CATALIN A * oy !
Reality (Actual Demand) a ANQ‘HAM!
ey (7 1175 R
forecasts -
<Y
Op ation OoT OVe o 0 Ieve Q"" BIPRUGY > c ZE .
Detect overstocking and implement campaigns for Dynamically adjust creative elements, such as ESLs,
inventory optimization oversmkmg gen o ABf BIPROGY in line with V|S|t|ng customer attributes

< ESL SaaS Attributes@

Stock > Expected
sales quantity

Reduce stock, Generate |**-
Equalize stock I:Hﬂj Offer f°reSt°°k j::‘ campalgn —_—
levels optimization

\ & L/

Offer delivery

orientation

—
Areas

Time of d_ay /

Seasonality

< TR 13
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BIPROGY Group: Growth Vision for the Retail Area

Including synergies with CMJ, the Group aims to drive growth across four domains, namely Revenue: 60.0 Billion Yen
“Store Digitalization,” which promotes DX in store operations, “D2C,” which supports . or More
Operating  20% or More

e-commerce and mail-order businesses, and “CX” and “OMO,” which advance consumer
touchpoints and data-driven businesses. Through growth in these four domains, the Group

aims to achieve Revenue of approx. 60 billion yen in FY2030.
45.0 Billion Yen or More
(Initial target: 30.0 billion yen)

10% or more

margin:

30.0 Billion Yen
(Initial target: 27.0 billion yen)

10.4%

Revenue: 24.0 Billion Yen _

Operating 10.7%
margin: —

FY2030

FY2024 FY2025 FY2026

14
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Appendix




Rapid Growth of the Retail Media Market

The retail media market will experience approx. tenfold growth by 2035.

Advertising and sales promotion spending is shifting toward higher-ROl marketing activities.

Rapid Market Growth Toward 2035 Target budget of

1,090.5 billion yen

3.8

Approximately tenfold growth

is expected within the next ten yea

® Coupon, Reward points
® Discounts

® Rebates

® Newspaper inserts

Budget pool of

STV trillion yen

v Shifting to retail media v

3.8 trillion yen

Advertising
expenses of
1.6 trillion yen

® Online advertising
® TV commercials

® Out-of-Home advertising

) L https://business.google.com/jp/think/consumer-insights/retail-promotion-research2025/
Q’l’ B | P R 0 GY ‘ Foresight in sight (Available only in Japanese)
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Key Topics of FY2025

24

corporate customers

CoreCenter for Retail

» We obtained customers comprising 8% of the supermarket and drugstore market during
the current Management Policies period.

» We will expand our market share by securing key customers influencing M&A in the
restructuring retail industry.

PDA Terminal Core function

B2B Transactions / EDI
System Budgeling Products planning

Business negotiation Order logistics Sales promotion Perishable goods EDI
Ordering Ready-made meal
management
Clothing system - = ]
Interface

10

corporate customers

Al-Order Foresight

« Drive implementation by developing a suite of functionalities conducive to broadening the

use of demand forecast data

= The solution is used to predict production, packing, and stock replenishment of
perishables and prepared meals, as well as to automate order placement.”

= Store-level demand forecasting data will be used for purposes such as optimizing
employee allocation in the future.

Applicable Categories
i 5 9 = Dail ishabl ducts .
Seligoies Pomdms B “Propared meals Automating order placement
Calendars Weather  Customer Traffic E;;m‘:‘xe“ products
B mecciics Predicting packing and preparation of
AY] 74 fresh and prepared foods
@ Forecast Model for Product B Optlmlzlng e.mployee
5 allocation

Al automatically performs tuning for each
product at each store.

BIPROGY ESL Saa$S 14
corporate customers

« Following the implementation of ESL, progressively develop a range of ESL-based

services to streamline store operations, thereby upgrading to an ESL solution.

= Automate discount labeling operations, which account for more than 10% of tasks in
fresh food and prepared meals operations, using ESLs.

= By displaying order data from AOF on ESLs through system integration, duplicate
orders are reduced.

Fried Chicken

@ ¥140[& ¥196

@ ¥280 .0 ¥280

Needs Connect ¢

* ‘Needs Connect’, which enables retailers and manufacturers to gather consumer needs
via an app, will begin serving two major retailers following its release in March 2026.

=-xazok x =-xazok x =-zazsk x
BAEDLE2—

L BDBRART a®s

2855

@ secuocunn 12,3408
mavean 12,3408

FUSTLE- I BRET L/~
(350mi)

RoRMEELEa-LES!  torms:

‘AGmE

c L4 c
Purchased products are displayed in the app,

Generative Al creates analysis reports.

and consumers can leave feedback on them.

16
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Names of companies or products herein described are trademarks or registered trademarks of their respective organizations.

(Note)

Forecasts in this document rely on judgments and assumptions based on information available at present. Actual results may differ from the forecasts due to changes in risks, uncertainties, economy and other
factors. Thus, the certainty of these forecast is not guaranteed by our Group. Also, the information is subject to change without prior notice in future. Information in this document is intended to provide further
understanding of BIPROGY Inc. and is not intended to solicit investment. This Company shall not be held responsible for any damages whatsoever incurred as a result of utilizing the information provided in this

document.
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