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Recap of Previous Medium-term Management Plan New Medium-term Management Plan

New Medium-term Management Plan (Fy2019-Fy2021)

Previous Medium-term Management Plan (Fy2016-Fy2018)

—Three years spent to complete construction of the foundations toward our renewed growth strategies— —Three years toward transformation and renewed growth utilizing these functions—

Basic Neo Finance Com pany in Asia Realizing innovation and changing business models Mi':lzl(te:r"m . . .
v olicy _ _ ;s Neo Finance Company in Asia
Facing challenges of new business models Vision

Expansion of stock business and fee business

S Y2015 (fiscal year ended March 2016): Consolidated ordinary income Statement fBeC%ming a finance company advancing with customers
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ECESN ¥4.3.8 billion ucaar) —} Fy2o018: 60.0 billion ycaar) o y _ _ _ o

Providing peace of mind and discovering potentials in money

. . . ] Providing house card functions integrated with Utilizing know-how from Japan, expand financial
Full Mlgratlon to Associated Core syste (Expansion of settlement platforms and Finance Business) ) i ) ] o . ) )
alliance partner's customer strategy, expanding services in high-potential emerging markets in
Asia

customer base through settlement services

QR code payment Debit top-up

Collaboration with partners’ apps

— Contactless payments —
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: Consolidated business income (= consolidated ordinary income)
Numerical

I Foos y52 2 billion (rrs) ™ vt ¥60.0 billion grrs)

Octoner 2016 sy 2018 January 2019 Regarding FY2019 (consolidated business income target ¥42.5 billion) as lowest point,
work toward returning to a growth trajectory over the next three years

MIJICA MEMBER

,E:;E? e Operating assets e e Appr°Ximati'y Our Aims for the New Medium-term Management Plan
Approx. ¥1 trillion =) Approx. ¥1.8 trillion double

n Growth strategies and structural reform in the payment business (Credit Service Segment)

—ﬂ Expansion of shopping transaction volumes (BtoC field)

Expansion of global business into more
) . . . Payment \
—@ Expansion of shopping transaction volumes (BtoB field) ——— P—— )——‘

FY2015 FY2018 @ Approximately —@ Expansion of shopping revolving/cash advance business
5
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Five countries Nine countries L. double . . N . Investment \ / Digital Marketing
— @) Creation of new businesses and enhancement of digital marketing — . — - .
Asset Management Business Digital Marketing
China, Vietnam, Indonesia, India, Thailand,
Singapore, Cambodia Myanmar, Philippines

Further expansion of finance business as a non-bank (Lease & Finance Segment)

ﬂ Strengthening of relationships with partners and expansion of new alliances

Numerical Results (JGAAP)
Finance \
Finance Business /

FY2015 FY2018 Growth rate
Consolidated ordinary income Consolidated ordinary income . . . . . .
¥43.8 billion » ¥54.1 billion / -+ 0/0 Expanding the earnings base of global business with a view to the future (Global Business)
" . . , . , Global ‘
ﬂTransmon from “sowing stage” to “harvesting stage” in countries where we have operations :
Global Business

Corporate
Data
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New Medium-term Management Plan Product Lineup Compatible with Quality of Life (o)

. Profit Structure Reform . Six business domains to assist in improving customers’ QOL

Investment N\
Asset Management Busines

Digital Marketing Global ‘
Digital Marketing ) Global Business )

Further acceleration of “revival of card business” and “transformation to a general non-bank” P
Finance

Payment

Payment Business Finance Business

M Payment M Global [ Lease M Finance Real estate-related B Entertainment
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FY2008 FY2018 _ FY2021
Operating Business Income Business Income o ; ; ; i ) ;
Revenue ek (FRS) future image Providing house card functions integrated with affiliated partners’ customer strategies

(JGAAP)

¥34.5

billion

¥60 O and expanding our customer base through settlement services

billion v
.

. . Payment Finance
. Cross-sectional Approach Based on Customer Needs and Life Cycles > ... )

Shopping p::rch_ase/
easing

¥52.2

Diverse Lineup of Money Services for Customers (Individual/Company)

By using credit cards with Iorrg _serv_lce_llves as touchpoints, Borr R tate
we endeavored to maximize lifetime value {LTV)
by cross-selling based on customers’ life cycle and transaction data

Remittances Renovations
. Flat 35 loans A t
Credit card i Investment trust Automobile i Health . SSE
i Revolving/ \ us insurance Revolving/ i } Real estate " Management ~3 0
Prepaid card cash advance |nsurance Furusato donation Asset formation cash advance Dementia prevention securedloan | g ES z
Rent guarantee Card rank up Multipurpose loan loans Temporary increase/ Renovation loan House cleaning Financial 3 E g 3
| installment arrangements o< 3 Savings
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Investment

Asset
management

4 D Settlement of
. expenses
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College  Start Marriage Travel Raising House Moving Nursing Renovation Inheritance  Medical \ [ | endat!
work children care Recom™ Investment
Welfare Inheritance Asset Management Business
18 years old 70 years old

Life events (start work,

marriage, raising children...)
Lease & rental Financing Point Mall c Money transfer Corporate cycle
orporate card 5 p q
Cards for sole Merchant stores / Advertising IIF:IVOICE Payment agency service Corporate card Sansan (foundation, growth/maturity, transformation)
proprietor and SMEs Individual article installment  prjyileged affiliated (biling service) Advance salary Concur Rf?:elxr?sitr?ée
(Business AMEX) Business funding stores payment service Digital Marketing

Global )
Global Business )

Digital Marketing
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& __ Expand sales of financial product through customer-oriented,
{@ —_Lf EEE H’ = cross-sectional sales between businesses
a <Y H ol =
Utilizing know-how from Japan, expand financial services in
high-potential emerging markets in Asia
Foundation Growth Maturity Transformation




