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Key Points

€) FY2018 net income : JPY 52.3 billion (achieved the plan)
Net income increased by 2% Y-o-Y
OBPL: JPY 84.9 billion, net credit costs: JPY 29.3 billion (decreased by 21%, 5%, Y-o-Y respectively)
Per share value: Both EPS and BPS improved
EPS: JPY 211.24 (increased by 6% Y-0-Y; increased by 2% excluding share buyback)
BPS: JPY 3,636.92 (increased by 8% Y-0-Y)

9 FY2019 net income forecast: JPY 53 billion

OBP: JPY 91 billion (increases by 7% Y-0-Y)
Expense-to-revenue ratio: 62.6% (63.0% in FY2018)
Net credit costs: JPY 35 billion (increases by 19% Y-o0-Y))

9 FY2019 shareholder return

Year-end dividend for FY2018 is JPY 10 per share. A share buyback program up to JPY 23.5
billion has been approved by the Board of Directors

Total payout ratio of 50% towards the result of FY2018 net income

A share buyback program has been set up to the maximum available capacity within the
range as outlined in the Revitalization Plan at this point in time, as the current share price
does not reflect its true share value

This does not make any reference to future total payout ratios. Shareholder return will be
decided at each time period based on the prevailing share price, financial/capital position
and market conditions at the time within the range as outlined in the Revitalization Plan

L Qrdinary Business Profit 3 .“ SHINSEI BANK GROUP

There are three major points. First, the net income for FY2018 was 52.3 billion yen, which achieved our
initial plan. The ordinary business profit, compared to FY2017 decreased by 5%, but net credit costs
improved by 21% compared to FY2017. As for per-share value, in addition to the steady net income growth,
with the share buyback of 13 billion yen, it increased by 6% of EPS, or 2%, excluding the impact of share
buybacks, and BPS increased by 8%.

Second, the full-year net income forecast for FY2018 is 53 billion yen. Ordinary business profit was expected
to 7%, which is 91 billion yen, and for the expense-to-revenue ratio, which is expected to be largely flat
compared to FY2018. Net credit costs compared to FY2018 are expected to be 19% at 35 billion yen, mainly
due to an absence of net credit recoveries recorded in the institutional business in FY2018. Details will be
given on the later pages.



And the third point is on the shareholder return for FY2018. The year-end dividend for FY2018 has been set
at 10 yen per share and the share buyback program was approved at the Board of Directors meeting, 23.5
billion yen as an upper limit. And the total shareholder payout ratio is 50%. We aim to maintain, but prefer
to improve the total payout ratio, based on the weak share price and it does not reflect the total situation.
We will maintain the policy position in the revitalization plan, which is normal within the payout ratio of
average Japanese banks. Based on that, the maximum share buyback of our program amount was set.
However, the shareholder return amount and payout ratio, in addition to the share price, but the capital
situation and market condition will be considered and decided, based on those factors. So, the total payout
ratio calculated this time will not necessarily mean the future payout.
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FY2018 Financial Results Summary

(Unit: JPY billion; %)

153 L poins
Consolidated 18.3 18.4-19.3 18.4-19.3

(Actual) thetial) (P1an} ' Total revenue: JPY 229.7 billion
Yo¥ % Progress = Net interest margin (NIM) improved to 2.46%
B{+)W(-) % + Increase in NIM reflects improvement in yields
on loan assets coupled with flattish overall
Total Revenue 232.0 229.7 -1 97 236.5 funding rate

Noninterest income decreased due to lower

Net Interest Income 128.7 133.8 +4 gains on stock transactions partly offset by
' . increase in fee income in Retail Banking and

APLUS FINANCIAL
Noninterest Income 103.2 95.9 -7

Expenses: JPY 144.7 billion

Expenses -1425 1 -144.7 -2 100 -144.5 « Expense-to-Revenue Ratio: 63.0%
Ordinary Business Profit 89.4 84.9 5 02 020  Net Credit Costs: JPY 29.3 billion
(OBP) « Structured Finance :JPY 2.1 billion (reversal)
. + Unsecured Loans  : JPY 14.5 billion (provision)
Net Credit Costs -37.2 -29.3 +21 86 -34.0 « APLUS FINANCIAL : JPY 16.5 billion (provision)
m Structured Finance recorded higher net credit
OBP after Net Credit Costs 52.1 55.6 47 96 58.0 recoveries than the original plan
m Unsecured Loans’ net credit costs decreased
Others 0.7 3.3 371 55 6.0 due to credit recoveries and lower loan balance
: : ¢ compared to the original plan
Provisions of reserve for
losses on interest repayment i - s / Others: JPY -3.3 billion
m Kabarai reserve: net JPY 2.3 billion (reversal)
Income Tax, etc. 38 2.5 +34 + Shinsei Financial : JPY 5.6 billion (reversal)
+ Shinsei Personal Loan: JPY 0.1 billion (reversal)
« APLUS FINANCIAL: JPY 3.5 billion {provision)
Net Income 51.4 523 +2 101 52.0

4 @) SHINSEI BANKGROUP

Next, FY2018 financial results summary will be explained. The average balance of the growth area, due to
the increase, increased by 4%, but the noninterest income, due mainly to the absence of gains of stock
transactions, the total revenue decreased by 1%, at 229.7 billion yen. Total expenses, due to the net core
banking system-related expenses increased by 2%, at 144.7 billion yen.

Total revenue was below the original plan, so the expense-to-revenue ratio was at 63%, from 61.5% in
FY2017. Net credit costs, due to the recoveries in the institutional business, and the decrease in the balance
of the unsecured loans and decreased significantly. However, the others were within an additional credit
provision. So, the net credit cost decreased to 29.3 billion yen, as Kabarai was released the reserve of 2.3
billion yen. APLUS FINANCIAL, a 3.5-billion-yen provision; and Shinsei Financial, a 5.6-billion-yen reserve
reversal. And Shinsei Personal Loan was a reversal of 0.1 billion yen. Income tax expenses decreased,
reflecting the financial disposal of legacy assets. As a result, the net income increased to 52.3 billion yen.



(Slide 5]

FY2019 P&L Projection

(Unit: JPY billion; %)

70
7.3
60 +13.3
Increase in -5.7

523 2 l +0.3 53.0

50 Increase in Increase in Others
Nebincaine total net credit "eft 1“"“’:“!
revenue costs ‘orecas
40 ! -
18.4-19.3 (Actual) ) 19.4-20.3 (Plan) >

18.4-19.3 19.4-20.3 YoY %

(Actual) (Plan) B(+)/W(-) Points

+ Reflects increase in net interest income from unsecured loans; higher noninterest
Total Revenue 229.7 243.0 +6 income from APLUS FINANCIAL, Retail Banking and Global Markets; revenue
contribution of acquired companies

+ Reflect increase in new banking system related IT expenses; office relocation
Expenses 144.7 152.0 5 expenses; consumption tax hike; expenses from acquired companies

Expense-to-
revenue ratio 63.0% 62.6% -

Ordinary Business
Profit (OBP) 549 10 e

« Credit provisions in unsecured loans and APLUS FINANCIAL mainly constitute net
credit costs in FY2019

Net:Credit:Costs 23 =50 =10 + Increase from FY2018 partly reflects an absence of recoveries in Institutional
Businesses recorded in FY2018 as well as growth of unsecured loans in FY2019
OBP after Net Credit
Costs 55.6 56.0 +1 -
Others -3.3 -3.0 5 |-
Net Income 52.3 53.0 +1 |-

5 @ SHINSEIBANKGROUP

Next, | would like to explain FY2019 financial plan. Total revenue is expected to be 243 billion yen. This
reflects the SHINKO LEASE, which was announced, and Financial Japan, the new subsidiaries. So, a
contribution of those companies and for APLUS and retail banking, and the global markets business are
expected to increase net interest income.

Expenses are expected to increase by 7.3 billion yen to 152 billion yen. Similarly, as SHINKO LEASE and
Financial Japan, the new subsidiaries’ expenses are expected, and those are expected to increase in the IT
and premises expenses. Net credit costs expect to be 35 billion yen. This mainly comprises of unsecured
loans and APLUS businesses. For FY2018, we expect the net credit cost to increase. But the mainly reflected
asset growth in unsecured loans, as well as an absence of net credit recoveries, as recorded in the
institutional business in the last fiscal year. As a result, we plan 53 billion yen for net income for FY2019.
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FY2019 Operating Assets, Productivity Enhancement

(Unit: JPY billion; %)

Operating Assets Profit Contribution from Productivity Enhancement

m Operating assets in focus areas (small scale finance and business
with institutional investors) are expected to grow by 3% in FY2019
8,000 r

6,000

4,000 |
3% ——

2,000 | =

g L8

19.3 20.3 Plan
M Others (Corporate Business, Retail Housing Loans etc.)
| Business with Institutional Investors (Structured Finance)

15 1 !
i
10 ! Contribution
! JPY 6 billion
5 1 |
i
0 |

B sSmall Scale Finance (Unsecured Card Loans, APLUS FINANCIAL (exd. housing related loans ))

FY2019 Initiatives FY2019 Initiatives

B New Businesses including Small Scale Finance:

v’ Clarify customer needs and provide financial services by
utilizing our customer database platform

v" Collaborate with parties which own customer bases, data etc.

v Build ecosystems for foreigners in Japan

B Business with Institutional Investors:

v Expand businesses in renewable energy area

v' Strengthen loan syndication by debt funds and joint investment
scheme

® Other Initiatives:

v Expand sales channels and customer base in retail’'s asset
management businesses including insurance products

v' Strengthen construction machinery business from initial
purchase finance till asset disposal

® Further Enhanced Productivity and Efficiency:

¥" Optimization of expenses including IT and supplier related expenses

¥ Operational efficiency using digital tools such as RPA across Group

¥ Productivity enhancement by reviewing existing processes and
operations

¥ Acceleration of digitalization for new customer acquisition in
unsecured loans

® Optimization of Offices and Channels across Group:

« IT functions: integrate IT sections of Group in Shinkawa Office

+ Retail banking: consolidate headquarters operations to Shinkawa
Office

v Institutional business: integrate operations of Shinsei Bank and
Showa Leasing to Nihonbashi Office

v Servicing: relocate our servicing company to Akihabara Office

6 @ SHINSEIBANKGROUP

Next, please go to slide six. This shows the operating assets and productivity enhancements. Starting from
the medium-term management strategy starting from FY2019, we will implement key initiatives in our focus

areas and small-scale finance and individual business and business with institutional investors. We will

continue to drive productivity enhancement projects and aim to achieve 6 billion yen in profit contribution

over the next three years.
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39 MTMP (16.4-19.3) Results Summary
(Unit: JPY billion; %)

m Recurring profits in net income increased, resulting in

sustainable revenue base 50%
70 o
60 |
ig | One-off profits I 20%
7 Market related profits
30 (Treasury and Principal
20 .'Fl;ransal:tlnns) " | L po%
10 SEHETG RIS 144-153 15.4-163' 164-17.3 17.4-18.3 18.4-19.3
+ Excluding JPY 2 billion relating to acquisition of treasury
15.4-16.3 18.4-19.3 shares in order to attain full ownership of Showa Leasing
Operating Assets Per Share Value? (EPS, BPS; JPY)
m Operating assets in growth areas grew at 10% ®EPs [BPS
CAGR 255.7
229.6
8,000 199.0 2112
7,000 | s 3
6,000 -
5,000
4,000 | M Stable Revenue Areas etc. 3.636.9
. 2,7545 2,944.1 3,163.8 3,376.3 !
’ Growth Area (Structured
2,000 | | ===t N — Finance)
. Satw) m ' ‘ ’ ] ' ‘
1,000 Hazew) e 144153 154163 164-17.3 17.4-183  18.4-193
o | J / 2 Reverse stock split (10 stocks to 1 stock) was executed in October 2017. Per share

data for previous years has been adjusted to conform tp current period presentation

16.3 19.3 7 &' SHINSEI BANK GROUP

Next, slide seven illustrates the summary of the third medium-term management plan, covering FY2016 to
2018. We set selection and concentration of businesses and creation of values for group integration and
have been focusing on increasing recording profit. Due to the implementation of the negative interest rate
policy, during the third MTMP, the business environment became tougher than we expected.

However, unsecured loan business, and unstructured finance are relatively resilient against the negative
interest rate policy environment. Accordingly, we believe that we have transformed our business model
toward sustainable earnings base. So, with the growth of these areas that has contributed to our profit. The
increase in retail earnings have steadily contributed in capital accumulation over the years, which facilitates
commencement of the share buyback program. Hence, we have now improved the total payout ratio and
per-share value is also being improving steadily.
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Business: Unsecured Loans

(Unit: JPY billion; %)

FY2018 Summary Lake: New Customers (k), Approval Rate (%)

m Achievement in FY2018:

v Confusion in marketing initiatives at the launch of new brand Lake Lake ALSA
ALSA resulted in weak performance

v Loan application and new customer acquisition have gradually
improved by resolving issues one by one 35.5% 36.3% 36.6% 36.7% 36.7%

» Improvement of web navigation, 60 days no interest campaign, .——.‘—.—_'._.\32'.0%‘23'9% 29.5% 30.8% 30.1%
new TV commercial and digital services helped recover the k . .__..--——-"——.

45.6
application volume a0 07 e 1 0
m Initiatives in FY2019 : R 55 o0b S
¥ Promote smartphone based advertisement and improve UI/UX in Z30
smartphone based transactions for customers who prefer non-
face-to-face digital device

v Diligently assess each customer’s credit quality to improve
approval rate, aiming for loan growth 161012 1743 1746 1799 1710012 1843 1846 1879 181042 1913

519.2 509.9 - Shinsel Bank Smart
479.4 = — 114 ~ Card Loan Plus Shinsei Financial® 16.4-17.3 17.4-18.3 18.4-19.3
§ m - [i% - N G mmness Net Interest Income 64.2 69.0 69.3
m HREARN of which, Lake Businesses 57.6 62.9 634
Noninterest Income -0.9 -0.1 0.0
Expenses -32.8 -324 -33.4
B Lake Businesses Ordinary Business Profit (OBP) 304 36.4 357
Net Credit Costs -20.5 -22.7 -14.5
OBP after Net Credit Costs 9.9 13.7 21.2

1 |ncludes profits and losses of Shinsel Financial, Shinsei Bank Lake, and Shinsei Bank Smart Card Loan Plus

@ SHINSEIBANKGROUP

Next, | would like to skip some slides and please go to slide 17. This is about the business updates for the
growth business areas, such as unsecured loans and structured finance, followed by the retail banking
business.

Page 17 relates to the unsecured loan business. Unsecured loan balance totaled 509.9 billion yen, which
decreased from March 2018, but the overall balance increased by 19% over the last three years. Also, it
achieved 6% of annual growth rate during the third MTMP.

The summary of the Lake business-- there is an initial disruption during the initial marketing initiative, so
throughout the year, the number of applications and the number of new customers acquired improved.
However, we had a disappointing performance, which we did not achieve the balance plan. Therefore, the
customer wishing additional devices, that will expand the smartphone business advertisement and
improvement in Ul and UX in smartphone transactions. And we will also improve the contract rate by
looking closely into credit quality of each customer. The number of new customer acquisitions increased to
33,000 from 23,000 in the first quarter. In the profit and loss interest income was largely flat, while the net
credit cost decreased. So, resulting in a significant increase in OBP, after net credit costs of 21.2 billion yen.
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Business: Structured Finance

(Unit: JPY billion; %)

FY2018 Summary New Commitments; New Disbursements

i i . Project Finance Real Estate Nonrecourse Finance
" Achleyement in FY2018 : g @ i New Commitments New Disbursements
¥ Project finance new commitments achieved initial plan as mega
solar related pipeline transactions were successfully executed.
Financing to wind power, biomass projects and infrastructure 279.8 293.2
funds has diversified transaction types 176.6 254.9 59 1
+ Real estate finance new disbursements exceeded the initial 149.3 145.8 i =) 58.3 314 :
expectation by exploring new transaction sourcing and - : 32.5 [loverseas
addressing new asset types, while considering risk-return of the 54.6
i | Moomestic oPRNY  pREI 34.1
= Initiatives in FY2019 : 94.6 :
¥ Strengthen group oriented functions in order to provide one-stop

service such as structured finance, equity investments, advisory
etc. in alternative investments

164-17.3 17.4-183  184-183 16.4-17.3 17.4-183 18.4-193

[Operating Assets] 1,643.6
Specialty Structured Finance 16.4-17.3 17.4-18.3 18.4-19.3
1,396.6 274.3 Finance Net I I 9.4 9.5 10.3
1,253.2 (LBO, Shipping etc.) et_ nterest Income : ; -
2348 ) Noninterest Income 12.4 7.4 7.2
198.0 m - Eir:;ife Expenses -6.4 -6.8 7.7
207.2 Real Estate Ordinary Business Profit (OBP) 15.4 101 9.8
399.0 Companies; Net Credit Costs -3.5 A7 2.1
363.1 3654 REITs -
OBP after Net Credit Costs 1.8 8.4 12.0
4838 5109 B8 g real Estate
. ~ Finance
173 183 193 18 @ SHINSEI BANKGROUP

Next, slide 18. This is about structured finance business. Structured finance asset balance was 1.6 trillion yen,
which grew by 18% compared to March 2018. And during the third MTMP, it increased by 39%. Also, it
achieved a 12% per annum growth. So, in the past three years, the amount of the domestic commitment
has increased, and also, the various types of infrastructure projects have been diversified. In FY2019, the
network of institutional investors of restructuring capacity, cash flow analysis, advisory and funding, such as
equity, mezzanine, and senior loans that will be forecast, so that we will offer one-stop services.

In the P&L, in the net credit costs, due to the increase in the project finance portfolio, the general loan loss
reserve calculation was revised. So, mainly with this, we recorded 2.1-billion-yen net credit recoveries. As a
result, OBP after net credit costs increased to 12 billion yen. This increased significantly from the previous
fiscal year.
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Business: Retail Banking

(Unit: JPY billion; %)

Deposits by Product Type Deposits by Stage P&L

m Charging ATM fees resulted in no material B Deposits from platinum and gold = Revised Step Up Program since October 2018 is
impact on deposit balance customers constitute 97% of total expected to reduce ATM transaction fees by
® Lower structured deposit balance and time deposits approx., JPY 1.5 billion to 2 billion per annum
deposit balance mainly reflect redemption of (to be recorded in noninterest income)
campaign deposits m Shinsei acquired Financial Japan Co., Ltd.,
insurance agency in May 2019
FCY Deposits ) M Standard Stage
M JPY Structured Deposits Gold Stage
JPY Time Deposits (Ind. 2-Week Maturity Deposits) : ’ i 16.4-  17.4- 18.4-
I PY Saving Deposits Platinum Stage Retail Banking 17.3 | 183 | 19.3
4,884.5 47604 5000 1 Net Interest Income 234 224 239
403.6 405.4 4,594.5 4500  NE— — of which, from Loans 10.8 10.5 9.8
A I
417.7 h of which, from De
| . posits,
T 4000 o 126 11.9 141
2500 T Noninterest Income 2.5 1.0 2.9
3,000 | \'"53%\‘] of which, from Asset
- Management Products 7.1 6.5 6.8
2500 of which, Other fees
"_:_-"9?%-‘ (Loan origination, ATM, FT, FX 4.6 5.4 -3.8
2000 | gl i)
Expenses -29.4  -29.2 -27.6
1,500 : :
L Ordinary Business Profit 34 57 0.7
2,244.3 1,000 (39 (OBP)
s | Pt Net Credit Costs 06 01 0.0
o | gg;saﬂer Net Credit 27 5.8 07
18.9 18.3 18.9 19.3
21 @ SHINSEIBANKGROUP

Next, slide 21. This summarizes the retail banking business. The retail banking business has been recording
losses. But improving this earning structure was one of the most critical issues in our third medium-term
management plan. So, in order to improve this, we have been taking numerous initiatives, such as
rationalization of call centers and closure of our Takamatsu Financial Center and Kanazawa Financial Center.

In FY2018, we revised our customer loyalty program of Shinsei Step Up Program, so that more customers
can upgrade their status easily, while some customers will be charged for ATM withdrawal fees. So, various
measures were taken. So, for FY2018, we were able to reform our earning structure. So, segment-based
operation-- in order to do it, we made a change of organization. And our individual business unit will work
on initiatives to create value to customers and aim to improve profitability furthermore. This concludes my
presentation for FY2018 full-year financial results.
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Then, let me begin. As indicated, we’ve chosen a title, “Redesigning Finance, Our Innovation Stories.” And
yesterday, we disclosed our mid-term strategy. Those of you who are here are aware of the business model
and the core business model that we had applied to date. And I’'m sure all of you here are all aware of the
conventional model. So, at the beginning, let me broadly explain to you what the differences are between
the conventional model versus the new strategy and give you the background, or a textbook -like
explanation. Could you jump to page 13, please?
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@ SHINSEIBANKGROUP 13

Medium-Term Strategies

Core Grow throug
Strategies Value Co-Creation
Individual Business Institutional Business
Small-Scale Finance s Are Institutional Investors
Enhance service offerings through Provide one-stop services for alternative
- building / participating in ecosystems, investments
Business using digital technology and data analysis
Strategies
&
Focus Organization Infrastructure
Areas g "
Group Organization : Productivity Reforms
Integrate business functions across the Cost structure reform including usage of
Group digital technology and channel optimization

:

What are we trying to do? This page gives you the list of what we intend to do. At the moment, consumer
finance and structured finance are our focus areas. Individual business and institutional business are written
here. It’s not that we are trying to do something completely different. We will leverage our strength and
focusing on these areas.

Small-scale finance includes consumer finance, and we will initially focus on small-scale finance, and using
big data, credit screening, and judgment will be delivered and there is operation and IT. And then, the final
stage would be collection. And, that could be done by overlaying the Lake brand from the beginning to the
end. And we are offering that on a standalone basis, which we think is an important business. And we will
continue, but by offering functions to third parties, | think there is the probability or possibility of scalability.

To give you an easy to understand example, we already made an announcement, a partnership with
DOCOMO. DOCOMO is a company that already has a huge amount of customers. In this kind of alliance can
be offered to offer financial services to their customers. And here, you find the word ecosystem. Foreign
workers in Japan, visiting Japan or coming to Japan to work, who may not be enjoying full range of financial
services, then we could strike launches with various partners and offer packages. And in those packages, we
can insert financial services. There are a few functions in consumer finance. But, all of the factors can be
packaged to be offered to those potential customers. And that’s the center left. And then, on the center
right, you see the box for institutional business.

And the same idea applies in alternative investment, like real estate investment or infrastructural

investment. Managers, fund managers, institutional investors-- we’ve been offering senior finance to
institutional investors, real estate, nonrecourse finance, and Japanese project finance. So, we already have

10



an extensive network with institutional investors and there aren’t so many like us. We want to leverage on
this strength.

We began with focusing on asset owners, pension funds, or life companies. And then, at the back of them,
there are the individual customers of those entities. Then, vis-a-vis pension funds, can’t we offer debt-
financed instruments, or various arrangements or advisory that is still lacking in the market? So, those are
some of the ideas that we have.

11
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Individual Customers

Individual
Business Unit
e‘ SHINSEI BANK

.\ SHINSEI FINANCIAL

AU APLUS

Institutional Customers

Institutional
Business Unit

@ SHINSEIBANK

@ SHOWA LEASING

Corporate Function (Virtual Group HQ)

@) SHINSEIBANKGROUP 18

Integration of Group Business

Unify business planning functions
for individual / institutional
customers

Leverage diversity of the Group to
create customer value

Integrate group-wide human
resources

Offer the best solutions for
meeting customer needs

Achievements
Established Virtual Group HQ

Strengthened group governance

Bottom left. On group organization, again, jumping a few pages, could you go to page 18, please. In the third
mid-term management plan, we established the virtual group headquarters for back office function. Shinsei
Bank, APLUS, Showa Leasing, Shinsei Financial, these functions were concentrated, and they are quite
sizable entities and we’ve centralized the indirect functions. Then this has advantage. 15% FP reduction with
cost through this initiative. That wasn’t the end objective.

When we offer services to end customers, the customer needs should not be divided between the bank or
credit card providers. | think they would be better served by offering an integrated service of all of their
financial needs. And that was the original concept, based upon which we broadly defined individual
customers and institutional services and the entity names are indicated here. But our objective is to manage
these entities in an integrated and unified manner.

12
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Cost Reduction from Productivity Reforms Further Initiatives for Reforms
JPY billion Branch and office optimization
15 Efficiency of branch channels
Third Medium-Term | Medium-Term E iIse of office space
Management Plan : Strategies
1
10 4 i
|
T 1 t 1ic ( logy
5
Achievements
0 Consolidation of group co fun
FY2015 FY2018 FY2021

Note) FY2015 - FY2018; versus FY2015
FY2019 - FY2021; versus FY2018

:

Going to the next page, productivity enhancement. To date, we’ve conducted various initiatives under
productivity reform, and the establishment of virtual group headquarters was one such initiative and call
center efficiency improvement and treatment or loyalty program review were also done, and 8 billion yen of
impact was brought about. In the next three years, under the mid-term management strategy, the subject
on the right-hand side will be pursued.

Now, here you find the word branch. We don’t have so many left but the Shinsei Financial outlet as well.
And with digitalization further making progress, we will review that network as well. And through the use of
digital tools, productivity can be further enhanced, and other banking groups are already thinking about that.
But | think there is significant potential there. And we think that additional 6 billion yen of cost reductions
can be delivered through those efforts.

Back to the first page, or the first page | talked about, which is page 13. | described very broadly the four

boxes. | hope that that has given you a broad image. So, based upon that broad image, | would like to, again,
go back to page two.

13
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Towards 2030

Our growth stories fulfilling our
Medium-to-Long-Term Vision
in the changing world

Medium-to-Long-Term
Vision
Financial innovator
Outstanding productivity
and efficiency

Rewarding stakeholders

. The world around
Med|um—-_!'el‘m us is changing
Strategies

% = g 2 Digitalization
“Redesigning Finance” Rcing sociky

FY2019 - EY2021 » Diversification of lifestyles
Globalization

Third Medium-Term « Expansion of investment
Management Plan opportunities

Growing inequality
FY2016 - FY2018
- FY2015

- T

We've been discussing similar things on various occasions. But we think that in the financial sector, services
to individuals are changing quite significantly. These are already well-known subject matters. So, the mid-
term strategies were created as follows: Last year, we did this. So, this year, we will do this and come up
with such and such product, profits, and next year, the profit is forecast to be this and this. We’ve stopped
doing that. Back casting has become quite popular.

What will happen in 2030? So, thinking about the profile of the society in 2030, we tried to go

retrospectively, chronologically, and do a reverse engineering to identify what Shinsei needs to do in the
initial three years. And that’s what we’re talking about, when we say the next mid-term strategy.

14
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@ SHINSEIBANKGROUP 3

“’, Third Medium-Term Our environment is changing

Management Plan Customers are becoming more sophisticated

(FY2016 - FY2018) Digitalization has accelerated collaboration
Selection and Concentration of between service providers
Businesses )

External Environment
+ Allocated resources to growth areas

« Achieved stable growth and strong
revenue sfreams in growth areas

Value Creation through Group
Our Strengths

Integration _

« Established our virtual Group HQ Core Strategles Focus Areas
- Built governance structure to reflect 22 ) Small-Scale
group-wide management Governanc Grow through Finance

_ . - Value Co-Creation Insttistional
Achieve Flexible Business Investors
Management and Lean Operations

o ‘ Group
« |Improved productivity on a group-wide Enhance / Organization

basis by enhancing efficiencies
y enhancing Leverage our

Capabilities Productivity

’ _ Reforms
Positioning LT Background are Strateg Business Strateq \

Now, the third mid-term management plan was made, and we executed the initiatives. So, let me wrap up
what we did. We've been talking about selection and concentration of business, two core business areas,
and we think we were able to deliver results to a certain extent in the area of structured finance, or
domestic project finance. The results were better than we had expected, and we were able to gain strong
presence in terms of consumer finance.

In the interim, there was chaos, because we shifted the business from the bank to financial, and the
negative impact had been more than expected, to be frank. But already, the number of applications is back
to normal. And with that, the approval is also going up. Now, approval rate isn’t at a sufficient level. So, as
my colleague Hirano-san has said, we are currently reviewing the credit screening standards, so that the
approval rate itself can be brought back to the expected level. And the virtual group headquarters was
already mentioned. And operations, lean operations and productivity enhancement. In all of these areas,
we’ve done what we had embarked upon. That is our self-assessment. Next page.
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Page six. So, I've given you the broad picture at the beginning. But, at the center is the business aspect and
on the right-hand side, what do we want to realize by applying that kind of business model? These are the
values we intend to create, and | will come back to these values later on. And on the left, these are
capabilities that will be focused in order to support the business model, which | will revisit later. Please jump

to slide nine.
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So, these are the business models. In consumer finance or small loan finance, first Lake brand exists. And by
using our original brand, credit screening judgment and collection is done in an integrated manner by a
single entity, single brand. And we’ve already achieved certain results and have a presence. So, cash cards
are being used. This is a cash cow for the group. And we still think that there is more potential left. So, we
will continue to capture those opportunities.

But, on the other hand, market is going through transformation. And this is mainly caused by digitalization.
Non-financials are coming in and non-financial companies are trying to offer financial services as part of
their package they offer to their customers. And, some of them are close to unsecured loans or some are
frontloaded payment or backloaded payment or something closer to settlement services, and the market
has become quite seamless.

So, rather than secluding ourselves to a narrow area of unsecured loans, we may be able to offer diverse
financial services that also offers settlement functions, which can be factored into their packages offered by
our partners. And in that process, our partners have abundant data and one big key would be how we can
utilize their data, and this was touched upon in our presentation of the third mid-term management plan.

SecondXight, our Al modeling company and data modeling has already been established by one of our
partners. So, we also have already done the groundwork and | touched upon our alliance with DOCOMO as
one example. That’s a good example and we are discussing with various potential alliance partners, and not
just big players. We are also talking with entities in order to co-create the ecosystem. So come on the left-
hand side, we will be generating cash.
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But then, on the right-hand side, we think that there is huge potential for growth. So, we will be seeking
growth on the right-hand side. But what is the key is the strength on the left box and the left box strength is
going to be the advertisement or showcase to capture customers on the right-hand side. They will only
come to us as we can show strength on the left-hand side. So, these will be the two wheels of the cart.
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So, in order to support this and other resources, our focused resources are shown here. There are general
ones, but the people mean that we need to promote women’s advancement and for senior and not only just
young employees, but we need to utilize senior employees. That has become a major theme for us. And for
reorganization, which has already been explained, how, from a customer standpoint, how are our services
differentiated? From that viewpoint, we made reorganization. For the interactive functions, this is regarding
productivity reforms, but for the businesses, for the unified operations, that has not been done sufficiently
yet by financial group. So, this is going to be our new initiative.

Operations are shown here. And for capital, later financial explanations will also be provided. But, as shown
here, how effectively we should use our capital, that is very critical for us. We are a domestic standard bank.
But regardless of the fact, this CET1, we have the CET1 ratio is comparable to the international standardized
bank. So using that, we need to give sufficient return to our shareholders. So, there are non-organic
initiatives here. Including such initiatives, we’ll be working on this optimal capital usage. Next.

19



[Slide 11]

@ SHINSEIBANKGROUP 11

Support these f'/""" Bt Support these [l KEES
SDGs: il | & sDGs: Mol A

Access to finance

Address social + Provide services for customer ’ R
are not satisfied by Fulfill our rirmly provi

Social infrastructure services

amental financia

and needs which ) PR
. traditional financial se social I'.H'_l ans ¢
environmental i e etc.) as
| + Provide payment methods with resp0n5|bllliles - Maintair
ISSU€ES emerging technology PRI EER
o o * Prevent money laundering
g Fund flows that fit society’s needs e
S + Provide solutions for supporting 50 Customer-oriented services
sustainable social capita + Place customer benefit first
Solutions through integration with « Give information that is accurate
external services and easy to digest
+ Build / participate in ecosystems,
use digital technology
: ; Support these |l e b
. Expertise, execution : ; g
Foundation for . P soes: I S | A
5 f_ﬂl
meeting our goals / E‘-«\‘J} Governance People
responsibilities '
Organization Operations Capital

Recently, it is inevitable to touch upon ESG and SDGs, and this page shows materiality for us. This is a total
picture. So, this is exactly as explained in the business model, what we are going to achieve in our business
model. On the top left, the access to finance. So, underserved customers, we will offer services to them. This
is not just a slogan. Like megabanks, the general or comprehensive service will not be provided. So therefore,
the bank in our scale, how are we going to differentiate ourselves? And how will we be considered useful for
among customers?

Considering that, this has such niche areas, which do not necessarily have a large customer base. But, if we
can have a large market share, it will be useful. And if there is market potential, we should enter in such
areas ahead of others. So, we will do things that have not been done by other banks. Through such
initiatives, we will differentiate ourselves.

And, second point, this considers renewable energy. So, we will be specializing in these areas. And, the third
point, solution through integration with external services, which have already been explained. The services
are connected with other financial services. They are still, this is under consideration and we are in the
middle of the initiative. So, this is going to be general or common in the future.

The financial institution will be a supporter and it will be invisible going forward. And various services are

provided, but below there is the small letter showing powered by Shinsei Bank, for example. On the right-
hand side, on the bottom, as it’s pretty much straightforward, | would like to skip my explanation.
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EPS Growth Rate Growth Profit Share of Focus Areas Growth
(Share of operating business profit after net credit costs, excluding one-time factors)

Small-scale finance (See page 16 for details)

FY2018 FY2021
Annual average 45% > 50%
2% or more
pui’l‘f;:?ri";%r:’:si‘:ff:;zfms Institutional investors (See page 17 for details)
FY2018 FY2021

10% > 15%

ROE Profitability OHR Efficiency CET 1 Ratio Soundness
In the In the
FY2018 medumierm FY2018 FY2021 FY2018 medium term
6.6 8.0% 63.0% less than 60% 1204 minimum 10%

Shinsei Bank aims to maintain or improve the total payout ratio, depending on financial conditions and market
Shareholder environment, within the range of total payout ratio as set in the Revitalization plan. (*)

Returns * As mentioned in the Revitalization plan submitted to the Financial Services Agency on March 22, 2018, the range should
be in principal within the range of the general total payout ratio of the domestic banks.

Lastly, financial target. Unlike traditionally, the bottom line profit targets are not shown. For shareholders,
we believe that the way you present it is more significant. The EPS growth rate, 2% or more. Excluding share
buybacks, the share is around 2%. And we would like to maintain this growth. And the details are shown on
the right-hand side. We will aim to increase the share of the core businesses.

More explanation will be needed on the bottom three. The expense OHR-- this year, the core banking
system was released, and depreciation of the system will start. So, there is a hike of the expenses, but this is
not a cash item. So, we will reduce this. Our message is simple. For ROE, we will target 8% on the medium
term and CET1 ratio at minimum 10%. We hope that we will read a message here.

So, 8%, as a business, this is the minimum level required. We are a domestic standard bank. However, we
have a high CET1 ratio. So, we have quite a flexibility, in terms of business operations. Related to the public
funds index repayment, they have already been transferred to ordinary shares, so we need to increase the
per share value. Otherwise, there’s no way for us to repay the public funds. So, we need to utilize capital in
order to achieve this. That concludes my explanation.

End
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