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Presentation

Moderator: Good morning, everyone. Thank you for taking time out of your busy schedule to participate in
today's conference call on Credit Saison's FY2020 financial results.

Mr. Mizuno, Representative, Executive President, and COO, and Mr. Baba, Managing Executive Officer CFO,
are attending today's conference call. Mr. Baba, Managing Executive Officer, will now report on the financial
results for FY2020, forecast for FY2021, and financial and capital policies for about 5 minutes. President
Mizuno will give a 20-minute presentation on the business strategy for FY2021, followed by a question-and-
answer session.

We have set aside a longer time for questions and answers than in previous financial results briefings. The
entire meeting is scheduled for 1 hour. The materials for the financial results briefing are available on the
Company's IR website in Financial Announcement.

Now, let us begin our explanation. Managing Executive Officer Baba, please.

R g - CREDIT
=== Financial Results Digest

« Alithough the top line decreased due to the impact of COVID-19, revenue
decreased and income increased due to suppression of operating expenses
and reduction of credit costs

« Although the loan content has improved, a special allowance was recorded to
prepare for future increases in credit costs
X Consolidated: ¥8.7 billion, non-consolidated: ¥8.6 billion

» While positioning the maintenance and improvement of financial soundness
as a priority issue, the shareholders’ equity ratio was 15.6%, which is
appropriate for a milestone, and ROE was 7.1%, which is an improvement of
2.4% from the previous year
2% Medium to long term management indicators: Shareholders‘ Equity Ratio
About 15%, ROE Over 10%
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Baba: | am Baba, Managing Executive Officer. First of all, | would like to explain our FY2020 financial results,
FY2021 forecast, and financial and capital policies.

Please see page 4. This is a digest of the financial results.



As for the financial results for FY2020, as you have probably already seen in the summary of financial
statements and other documents, both sales and profits decreased.

Although the nature of our receivables is improving, we have made a special provision of JPY8.7 billion on a
consolidated basis and JPY8.6 billion on a non-consolidated basis to prepare for future increases in bad debts
in the face of the COVID-19 pandemic.

In terms of financial figures, the equity ratio was 15.6%, and ROE was 7.1%, an improvement of 2.4% from the
previous year.

== Financial Results ~ Results by Business Segment(IFRS) ~
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Payment business

« Revenue fell (-10% YoY) due to impact of business suspensions at partner institutions and voluntary restraint on outings due to the COVID-19 pandemic.
However, income increased (+185% YoY) due to a reduction in operating expenses related to card transaction volume, etc., additional transfer of provision
for loss on interest repayment, and the absence of costs associated with advance renewal of IC cards. The latter two were transient factors in the previous
fiscal year.

Lease business

- Despite the impact of business suspensions at partner institutions, etc. due to the COVID-19 pandemic, revenue increased (+0% YoY). Furthermore,
income rose (+85.0% YoY) due to a reduction in the allowance for doubtful accounts, affected by the disbursement of various benefits by the national
government.

Finance business

= Despite the impact of business suspensions at partner institutions, eic. due to the COVID-19 pandemic, both revenues (+1.0% YoY) and income (+18.0%
YoY) grew due to expanded balances in Flat 35 Loans and Asset Formation Loans.

Real estate-related business

= Both revenue (-15.0% YoY) and income (-23.0% YoY) decreased due to reduced sales activities, etc., engendered by the COVID-19 pandemic.

Entertainment business

= The Company declared a business loss of ¥1.7 billion due to occurrences such as the cancellation of concerts and other performances and business
suspensions at amusements facilities, arising from the impact of the COVID-19 pandemic.

confidenial | Copyright ® CREDT SAISON Co., Lid. Al Righis Reserved.

Page 5 shows the overview of each segment.

The mainstay Payment Business, Leases Business, and Finance Business recorded an increase in income, while
the Real Estate-related Business recorded a decrease in income, and the Entertainment Business recorded an
operating loss due to the significant impact of COVID-19.
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== Credit Risk SRIEEN
Although monetary easing has improved the content of receivables, a
special allowance was recorded to prepare for future increases in bad debts.
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Please jump to page 7. You see the credit risk.

The delinquency rate for loans 90 days or more in arrears is shown in the upper row, with the consolidated
rate on the left and the non-consolidated rate on the right, and it has remained at a very low level compared
to the past.



Interest Repayment Claims

CREDIT
SAIS@N

Additional provisions of ¥11.1 billion
on a consolidated basis and ¥10.7
billion on a non-consolidated basis }
were recorded in the accounts of
FY2019.

The Company currently has a
sufficient level of provisions.

The Company has no plans for
additional provisions in the current
} fiscal year but will continue to

monitor trends closely.

E No. of new claims and price per claim
(monthly average)

Monthly average Price per claim

no. of claims (YoY)
2000  No. of new claims (monthly average) 150%
: Price per claim (YoY)
s -—-  100%
50%
500
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Page 8. This is the interest repayment request.

B Trend of provision balance due to
interest repayment losses
(billion yen) ~ <Provision reversal in FY2020>

40.0 - Consolidated: 5.7 bil yen (40.3 bil yen from FY19)
+ Non-consolidated: 5.3 bil yen (40.3 bil yen from FY19)

*Mon-consolidated in ()

The bar graph on the left shows the number of new overpayments received, which is on a downward trend,
but remains almost unchanged. The unit cost of disposition compared to the previous year is also showing a

gradual downward trend.

As a result, the amount of reversal in FY2020 was JPY5.7 billion on a consolidated basis and JPY5.3 billion on
a non-consolidated basis, which is a decrease of JPY300 million on a consolidated and non-consolidated basis

compared to the previous year.



== Business Results Forecast for FY2021®

Although the Medium-term Management Plan (FY2019 to FY2021) sets business profit of
¥60 billion as a target for FY2021, the situation has changed to one in which is difficult to
achieve due to the unexpected outbreak of COVID-19.

Therefore, we now use a single-year business results forecast for assessing future

changes in the business environment.

( billion yen )
Fiscal 20 Actual Fiscal 21 Estimate Differences
(A) (B) (B=A)
=
E Net revenue 282.6 299.5 +16.8
<
% Business profit 48.3 52.0 +3.6
)
c Profit attributable to
8 wniers of perent 36.1 36.5 +0.3
E Operating revenue 251.3 259.7 +8.3
el
] M
S% Ordinary income 38.0 39.0 +0.9
<2
S Net income 29.9 26.0 A3.9
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Page 9. This is the forecast for FY2021.

On a consolidated basis, sales and profits are expected to increase. On a non-consolidated basis, sales are
expected to increase, ordinary income to increase, and net income to decrease. The expected decrease in
non-consolidated net income is due to the impact of the loss carried forward by Qubitous as a result of the

merger with Qubitous in the last fiscal year.



mmm== Main Increases/Decreases in Business Profit

= Business Results Forecast for FY2021 (2):
SAIS@N
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7- 8 1 0‘3 .
FY2019 Fy2020 Fy2021
Results Results Forecast

Page 10 shows the increase/decrease in consolidated and non-consolidated business profit for FY2019,
FY2020, and FY2021.
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== Main Indices of Payment Business .
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= Transition of Finance Business

(billion yen) 2019 Jun Flat 35 (guarantee-

oo 2017 Jul

] Saison Rent Guarantee Rent Quick ——
1982 Aug Lease business

— 1985 May Credit guarantee business

2,000 “Flat 35 Plus” loan

2013 Jan
Asset Formation Loan
2012 Apr
2009 March
The balance has
_ Flat 35 loans e
in the current
COVID-19
pandemic
1,000
L
500 E i E
0 I i i
'08 '09 '10 11 '12 '14 '15 '16 T '18 '19 ‘20

'13

M Lease & rental M Credit guarantee M Assetformation loan M Flat 35 M Rent guarantee
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Pages 11 and 12. These are the key indicators for the payments business and the finance business.

We have indicated our past achievements and plans for FY2021.



=== Financial Policy (Structure of Interest-bearing Debt) S(:,EEE(;L

E About a sound financial base m Regarding structure of interest-bearing debt

+  Credit Rating p R&I A+ +  Almost 70% of the interest-bearing debt is

composed of long-term funds

+  Fixed interest rate procurement accounts for about
60% of the total

»  Committed credit line and etc. of 480 billion yen is

secured in terms of liguidity facility

+  Issuance of 20 years bonds, first in card companies

June 2017 10billion yen, April 2018 15billion yen
April 2019 12billion yen, January 2021 8billion yen

Balance of interest-bearing debt Long-term / fixed borrowing ratio

(billion yen) (non-consolidated) 90.0% - (non-consolidated)
3,000.0 o _
m ng WE mC m Liguidation of receivables .
i 2,380.2 2,373.4  80.0% - Long-term ratio
2,500.0 2,201.1 25 (] 553 =
1;850-9 1,951.5 20.0 ‘58_}5/ [39_"3"'0
2,000.0 . 70.0% 4 o
1,500.0
60.0% 1 61.8% 62.6% 63.9%
1,000.0 60.3% 59.2%,
500.0 50.0% + Fixed interest
borrowing ratio
0.0 40.0% . . . j
'16 17 18 19 20 '16 ‘17 ‘18 ‘19 20

#Securitized borrowings coinciding with the Flat 35 home loan business are calculated after excluding the
Interest-bearing debt balance and long-term;/fixed ratio estimate.
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Page 13 shows the financial policy.

As before, we have a sound financial base with an A+ credit rating by R&I. We also issued JPY8 billion of 20-
year bonds in January 2021.

The long-term/fixed borrowing ratio on the right side is slightly higher in FY2020 than in the past.



— . . CREDIT
== Management indicators & Shareholder returns

Maintaining and improving financial soundness as a priority, aiming to improve asset efficiency by
realizing sustainable growth through strategic investments in Japan and overseas, expanding
business with excellent asset efficiency, and reducing inefficient assets.

With proper risk capital management <Trends of Shareholders' EquityRatio, ROA & ROE:>
Maintaining and improving financial soundness (credit rating A +) (bf1|ion yen}
= Knowing the possible risks for each business 550.0  Shareholders’ Equity Ratio 530.9 25%
= Minimizing risks by not depending on any i i
business solely ;
i : e i fi ; 500.0 I. 4888 490.9 484.6 20%
Improving asset efficiency (=profit margin) 16.4% | @EH% |
* Expansion of surplus quota by changing the buss L 15-3% 15.6%
portfolia 4500 4450 B —" 15%
v -, R e
S : 2 400.0 2 90 10%
Distribution of capital surplus — 8% | 7.1%
e e ol -
ggressive investment in growing fields 350.0 { & ] : s,
e Strategic investments in Japan and overseas : 11% 1-155
(capital alliance / M&A) 5666 X e ) i i T G

* Investments in new alliances in various businesses

Appropriate shareholder returns Medium to long term management indicators

= Stable & continuous dividends through expansion of
revenue base <FY2021: expected dividend of 45 yen Shareholders’ Equity Ratio About 15%
per share, expected dividend payout ratio of 19.3%> ROE Over 10%

= Stock buyback to improve capital efficiency
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Page 14 shows management indices and shareholder returns, which you may be most interested in.

Basically, we will continue to manage risk capital while maintaining and improving our credit rating,
unchanged from our past policy. With the surplus capital derived from this effort, we would like to strike a
balance between investment for future growth and appropriate shareholder returns.

Last year, the surplus risk capital was about JPY10 billion. We will discuss the figures again at the financial
results briefing for the second quarter after discussing them with the rating agencies, but at present, the
amount we have roughly calculated is about JPY20 billion. The reason for the JPY10 billion increase compared
to the previous year is the temporary increase in surplus risk capital due to the decrease in the balance of
shopping revolving credit, cash advances, and credit guarantees.

10



=== Status of Shareholder Returns CREDIT

When the financial crisis triggered by the bankruptcy of Lehman Brothers occurred, the Company did not reduce its
dividends despite a deficit of ¥55.5 billion. Furthermore, we will pay stable and continuous dividends even in an
environment marked by uncertainty regarding the future spread of COVID-19.

— Share price: 2,855 yen
(April 1, 2008) Share w“:e_ 609 yen

, (February 24, 2009)

SAIS@N

Share price: 1,270 yen
- Transition in share price  (May 14, 2021)

(Dividend per

share: yen} gl
Ty payout ratic)
80 Payout ratio 58.3 . 60%
(CU?‘ISﬂlid_ﬁied) 3% Dividend Full migration of the
S per share Asgociated Core Systam
(2nd release of the 50%

zystem)

42.9%

Complete

enforcement of
29'3% Mohey Lending

43.6% i
|
{
|
|

Comglztion of 1st relzase of |
Restrusturing of Atrium Atrum | the Associated | A0%
{company split) restructuring Care System 31.4%
[ ( £
| IS
’ 9 30%
|
' = ) O
® ¥ () 20%
A 10%
0%

'08 '09 ‘10 11 12 '13 '14 '15 '16 17 18 19 20 21

Launch of Atrium

Reconstrustion
40 - . Plan
|

| r Business Act

0 _

Forecast
MNet
income &35.5 18.6 12.8 9.4 32.7 25.5 12.6 26.1 42.2 38.3 30.5 22.8 36.1 36.2
Purchasing of 48.7 10.0 (billion yean)

treasury stocks

In light of this, please refer to page 15.

With regard to the status of shareholder returns, the dividend policy will remain unchanged at JPY45 per share,
if approved at the ordinary general meeting of shareholders next month, and the dividend forecast for the
fiscal year ending March 31, 2022, will also remain unchanged at JPY45 per share.

As | mentioned, there are 2 factors for the decision: one is the COVID-19 pandemic, and the other is a
temporary factor due to a decrease in the balance.

This concludes my explanation. Thank you very much.
Moderator: Thank you very much.

We would now like to move on to the business strategy for FY2021. President Mizuno, please.

11



=== Diagram of Overall Management Strategy (FY2021)

Transforming ourselves into a comprehensive life services corporate group
I. Creation of new business (M&A, capital participation, business tie-ups, etc.)
Il. Achievement of customer success through fusion of real and digital

Human
Resources + Reconstruct domestic network

Business
+ Strengthen approach to St
; : rate
Generation Z, women, seniors, and 9y Strategy + Integrate operation of digital/IT
affluent segments departments

¥ 3::39503”!" utilize the AMEX CREDIT SAISON GROUP « Innovate personnel strategy

« Strengthen solutions for SMEs

+ Strengthen global business CREDIT
SAIS®N

Customer Group
and management efficiency by Strategy Strategy - Group companies fulfill a role in

- Improve customer convenience

services and provide
comprehensive lifestyle services

promoting digitalization

+ Maximize the real strengths of our
company at the point of contact « Expand business through venture
with customers investment, capital alliance, and
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Mizuno: Good morning, everyone. | am Mizuno, Representative, Executive President, and COO. | would like
to explain our business strategy for FY2021.

First, let's look at page 18. This is the overall diagram of the management strategy for FY2021.

Our 3 basic concepts are Innovative, Digital, and Global. By accomplishing these goals, we hope to transform
ourselves into a comprehensive lifestyle services group.

Creation of new business. We intend to achieve this by making full use of several methods, including M&A,
capital participation, and business alliances. Another point is that we would like to achieve customer success
through the integration of physical and digital.

The business strategies are to strengthen our approach to Generation Z, women, seniors, and the wealthy, to
strategically utilize the AMEX brand, to strengthen solutions for small- and medium-sized businesses, and to
strengthen our global business. | will explain in detail later.

The human resources strategies are to rebuild our domestic network and to integrate our digital and IT
departments. We will invest in new human resources to achieve DX.

The customer strategies are to improve customer convenience and management efficiency by promoting
digitalization and to strongly promote the integration of DX and physical service, as we believe that physical
service is our greatest strength in our customer contact.

12



The group strategies are to provide comprehensive lifestyle services with each group company playing a part
in the service, and to expand our business through new businesses, venture investments, business alliances,
and M&As.

— Promoting Digitalization, While Valuing Real Services Which Are Our Strength CREDIT
=== Achieving Customer Success by Providing Services That Are Close to the Customer SHAIS@N

Our company’s strength in real Promoting digitalization
services

- Achieve in-house system developmentioperation

+ Staffed response at counters, call centers, etc. . y : )
Achieve an agile service development system

« Innovation at branches/operation departments . :
Achieve through in-house IT maintenance
customer + Provide a customer experience that is easy and
SUCCesS convenient
« Improve UIUX
+ Pursue an effortless experience that eliminates

customer hassle/stress

Transition from “sell out product” model to retention model

A

Usage Examples

Yoy + Provide peace of mind through

« Construction of knowledge system at call

- Smartphone self-contained S usage notifications centers
service SAISON CARD - Provide benefits according to - Release of new services on digital
Digital usage record channel to answer questions

. Lid. AX ights Reserved.

First, Digital.

We would like to promote the digitalization of our business while maintaining the importance of physical
service, which is our strength. Our basic concept is not to do everything digitally, but to provide services that
are close to our customers, and to value the physical service, as well.

We will promote in-house production of systems by promoting digitalization, as well as manned services at
physical Saison counters and call centers, which are our strengths. We established the Technology Center last
year. Our CTO and CIO are professionals who originally were SEs. We have been strengthening the system
with these professional human resources, and we are now in the process of establishing a system that enables
in-house production.

For example, in terms of aggressive DX, new products, such as SAISON CARD Digital and Otsukidama, have
been realized through in-house production. In the area of defense, we would like to improve Ul and UX
aggressively in the future, while conducting agile development by establishing call center knowledge and
making applications and Net Answer completely in-house.

By shifting from vendor-dependent system development to in-house production, we intend to strongly
promote both offensive and defensive DX.

13



Promotion of Proper Card Strategy Utilizing the Smartphone
Self-contained Service “SAISON CARD Digital” SAISON

Conventional tie-ups

Issue affiliated credit cards (plastic
credit cards) for each business
operator

X SLTENPL—
U
DI et Shapping. P e
111 $123%6 LEINS
= kN it
il -

Walmart = [ AR ]

SAISON CARD Digital

Alliance with multiple business operators through one proper
card pattern

D5 .
A= R e,

SAIS®N CARD Digital

.
—

Makes it possible to change appearance of
credit card through issuanﬂge of digital card

N

Alliance partners (exampie)

Wolt

- W— .
= 5 o
JUFLE
L |
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Next, | would talk about SAISON CARD Digital, a completely smartphone-based service.

This was released in November last year, and we would like to use it to promote our strategy for our own

cards.

As for past alliances, we have issued alliance cards for each business operator and sent them to customers.
However, with SAISON CARD Digital, while it is stated that the minimum time required is 5 minutes, the

shortest time is 2 minutes for the card number to be sent to the customer's smartphone.

In fact, in the last fiscal year, we have already formed alliances with more than 100 companies for our cards.
As for those that have already produced results, we have been in contact with customers who are immediately
credited, immediately registered, and immediately settled in the rent guarantee business, and have acquired
customers with high occupancy and high unit price. We would like to strongly promote this kind of strategy

for our own cards.

14




Expansion of Issuer Business and Processing Business CREDIT
Through Digitalization and Channel Diversification SAIS@N

m Digitalization of existing Diversification of new customer
tie-up card issuers development channels

FATBE  PARCO
| i 7

As a non-face-to-face channel, issue a new tie-up card with
“Shop Channel” in the TV home shopping industry
(scheduled for early August 2021)

SHOP s«

CHANNEL 9

Processing business

Start issuance of new credit card from Idemitsu Card
“apollostation card” (from April 2021)

& idemitsu

EATLI9HRRE]

Card joint venture companies

=TT E==TTE

=f: o

fs e s B,
=anns N

L

[ o]
APOLLE (TR

ﬂ @ FINANCIAL PARTNERS
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Negotiations are ongoing with multiple businesses

Scheduled to be released at the optimal timing

Digital and channel diversification.

We will also introduce the SAISON CARD Digital scheme to our existing affiliated card issuers. We have already
started working with Mitsui, Takashimaya, and other partners in April. We also want to improve the efficiency
of our human resources by enabling customers to enroll and register for payment using their own
smartphones, and then make payment immediately. We would like to provide this service to our partners.

At the same time, we would like to utilize this digital scheme to develop new business partners. We reached
an agreement with Shop Channel to issue a new co-branded card in August of this year. For example, we
believe that it is possible to realize a scheme where people can become card members and make payments
on the spot while doing TV shopping, and we are already negotiating with several companies for this kind of
alliance. We would like to expand these partnerships.

On the other hand, as for the processing business, the apollostation card by Idemitsu Credit has already
started in April. In April alone, we were able to issue over 16,000 cards. We are currently negotiating with a
number of companies to implement such a scheme, and we hope to realize large-scale contracts in the
processing business using this scheme or the new core system, HELIOS, within this fiscal year.

15



Finance Business

Expand sales of payment-related
Provide digital
products

Business

m Rent guarantee service
" “Rent Quick”
t y y 0) /L -ORARE
FEn— 38 Rent Quick

» Promote digitalization
(use of internet for preliminary
screening, etc.)

Expand card enrollment and
rent payment through the rent
guarantee service Rent Quick

s Provricte cradit card and SAISON CARD Digital

enroliment to users of Flat 35

[

Utilizing Digitalization to Fuse Payment Business and

products to individual customers and
corporate customers in the Finance

CREDIT
SAIS@N

Provide added
value through
benefit services,
etc.

Credit guarantee

Ly

Promote combined sales of
payment products/group
products for SME owners

Writeto!

SON Co.. Lid. AE Rights Reserved.

| will talk about the fusion of the payment and finance businesses using digital technology.

Currently, in the finance business, the application process is mainly paper based, as is the case with our clients.
By digitizing this area, we would like to realize a scheme where we can complete the simultaneous enrollment
of SAISON CARD Digital, AMEX products, and other products on the Web.

With respect to Write Up, we would like to realize a set sale of referral and our SME products by collaborating
with the 390 companies in our network of financial institutions, using Write Up's consulting services for SMEs,

mainly subsidy diagnosis, as an entry point.

16



Developing New Products and Increasing Sales of AMEX
Brand as a Strategic Weapon

Innovative

<BtoC field>

<BtoB field>

CREDIT
SAIS@N

Female segment

o

Saison Rose Gold
American Express® Card
(From Movember 2020)

Young segment

- Issue concept-type credit cards with clear targets

Aﬂl_uent segment

7/

American Express® Card
{From Movember 2020)

Generation Z segment

+ Challenge the innovation of credit model
Start provision of new corporate credit-type
business credit cards in addition to individual
credit-type business credit cards

(scheduled for late May 2021) Somom el e

business credit cards

Lakge
entgrprises
Me ized

e

S
Small-sized «

ksl MR kaATe
SOMPRY R

enterprises Wit o .

a SAIS@©N
L &
LikemeT by saison card
(From March 2021)

Sole proprietors

Teanme wnbsTA
Eemasict ra

Saison Gaming Card
(From December 2020)

Sl

Promotion of brand strategy to deeply associate SAISON with AMEX

- Start providing new services based on the change to
travel accident insurance “incidental use”

- Service development that creates a feeling of status and loyalty
- Improve the quality of customer service such as concierges, etc.
SEESWICHABT S22,

amazon

\ @x10%0FF / \errpxs s/ \#orEx10x@i/

STOREE

"&merican Express” is a registered trademark of American Express.
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Next is the development of new products.

Last year, we issued 2 concept cards, the Gaming Card and the Likeme Card, and we will continue to issue
concept cards for the younger generation.

Rose GOLD was the first of its kind in Japan to be sold for a limited time, and it has been very successful. The
concept here is for women, and we would like to develop it in this way. In addition, we would like to promote
our approach to the affluent class, mainly through Daiwa Securities, with the platinum products that we
already have.

On the other hand, we would like to make maximum use of the B2B domain in terms of providing solutions
for small- and medium-sized companies. As for SME, this month, we are planning to launch Business Pro, the
first corporate card that implements the corporate My Number card. In particular, in the SME market, our
business has been performing well even amid the COVID-19 pandemic. In the future, we expect that the
corporate procedures for SME will be gradually digitalized with the launch of the Digital Agency and other
changes in the market.

In this area, we would like to expand the provision of services based on the Business Pro as a core, while DX
is being promoted with the corporate My Number card. In the B2B domain, we would like to expand the scale
to about JPY1.5 trillion over the next 5 years or so.

On the other hand, we would like to promote the Saison brand of AMEX. AMEX has always been a strong
brand in T&E and a strong status brand, but due to COVID-19, people have been unable to go out, especially
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for travel. In this context, we would like to change our services, especially in the travel area, to a service that
is incidental to usage, and use the funds to focus on domestic special offers and usage.

We will be issuing news releases and other announcements regarding this part of the project as they become
available, so please check.

=== Challenging New Markets by Developing New Products and €zl
— New Businesses SN
Medical fee factoring Business loan: SAISON Value Loan
Support the financing of medical companies, care
companies, pharmacies, etc., whose business Full-scale development of SAISON Value Loan,
management was impacted by the decrease in an unsecured business loan for corporations that
outpatients, etc., due to the COVID-19 pandemic was soft-launched in September 2020
(from March 29, 2021)

A

For individuals Saison’s strengths: For
{general consumers) Deve!op new produgt_:-: th_rough corporations
(affluent segment) credit power and utilization of (SME owners)

partners/clients

v

New business development for achieving a comprehensive lifestyle service corporate group

» Develop solution services for luxurious and rich customer lifestyle
+ Utilize the Group network ta create new businesses in fields such as advertising, healthcare, and pets
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In the finance business, we are planning to introduce new products.

We have already released a medical fee factoring service. We would like to support the cash flow of medical
professionals, nursing care providers, dispensing pharmacies, et cetera, whose business operations have been
affected by the decrease in the number of outpatients due to coronavirus infections.

On the other hand, we also soft-launched Saison Value Plus, a business loan for small- and medium-sized
businesses, last fiscal year. Although we will have to wait and see the situation of COVID-19, we would like to
actively promote the expansion.

In this context, we are currently negotiating with a number of companies to form alliances or joint ventures
to develop new businesses toward the realization of a lifestyle services corporate group. In particular, as we
provide services that are closely related to people's daily lives, such as in the advertising business, healthcare
business, and pet area, we would like to strive to create new businesses, not only with our own knowledge,
but also with the knowledge of other companies.
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== INtroduction of Some Group Companies Providing Services
That Match Market Needs

Innovative

Response to asset formation needs

CREDIT
SAIS@N

Support for retirement funds

BEDYVEE  cowon g

Total managed assets Awards record (example)

exceeced ¥400 billion

(As of April 2, 2021)

WELNER

(7 consecutive years)

REFINITIV LIPPER
& FUND AWARDS

SAIS@N
FUNDEX

DU IpLTYIA
- Businesses that meet the changing times and
customer needs; for example, products to
support retirement funds

HEEHTE, (ERbiT6hadkd

BUooU—-A)\»D

Countermeasures against infectious disease

Fintertech

Initiatives for next-generation financing services
- <First in Japan>

Digital asset guarantee loan and lending
- Fundraising service KASSAI

D<suobyU

Solving home problems
(House cleaning,

countermeasures against "}
infectious disease, etc.)

i L

J-WAVE 81.3FM
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Each company in the Group has already launched products in order to realize the goal of becoming a
comprehensive lifestyle service company group.

Saison Asset Management, in particular, surpassed JPY400 billion in assets under management in April last
year and has been very well received by the market. Saison Fundex has launched Saison Lease Back, a service
to support the funds for post-retirement years.

Fintech, a joint venture with Daiwa Securities, is working on new fintech businesses, such as digital asset-
backed loans and Nagesen, as part of its efforts to provide next-generation financial services.

On the other hand, in the area of infection control, Kurashino Saison, former AIR, will provide services such
as house cleaning and sterilization, as we continue to face problems with infectious diseases.
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== Establishing Business Foundation for Dramatic Performance pghg
|
SAISON

— — Make Global Business a Major Pillar of the Company’s Business —
i o W y—— ™
& India Vietnam - Indonesia
Kizetsu Saison Finance HD SAISON 2
S:E[;LL (India) Private Limited HDSAISON  Fnance Company Lid. , E;Z:‘:Emnce
INDIA ok e
- Established Jun 2018 (99.99% stake) -+ Established May 2015 (49% stake) . Established Sept 2015 (82% stake)
L - Digital lending business y S - Retail finance business . - Digital lending / leasing business
r N ~
/7 . B _— " B
= Singapore | Thailand -
———— China
e % SIAMSAI S@N
{ Credit Samol i Padific Pte. Ltd. - Established Nov 2018 (40% stake) Credit Saison Corporation (Shanghai)
« Established P\*Tay 2014 (100% stake) - Digital credit granting / payment Limited
i ‘- oversens husiness@ DRt and ; business + Established Mar 2005 (100% stake)
integrated management > {\ » Consulting business
'""""""""".'.'.'.'.‘.'.‘.'.‘.'.'.'.'.'.'.'.'.'.‘.:'.'.'.'.'.'.'.'.‘.'.‘.'.‘.'.'.'.'.'.'.'.‘.'.'.'.:' u ’ A 7
— Cambodia e ~
i @ Saizon Capital Pte. Ltd.  : e sen | Idemitsy Saison Mi =
] (Cambodia) Plc. , Philippines
+ Established Jun 2019 (100% stake) : : i
 Investment and financing for . Esta_bllshed Aug 20_]_5 (Sybmdlary of an
overseas start-ups affiliated company in which CS holds a Undertaking preparations for the launch
M ¢ 50% stake) of the finance business
/ \_ * Loan and installment payments business / |

Income
contribution o L — - i -
15 '16 17 '18 19 20
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Global.
In the fiscal year under review, it was very difficult to predict the future due to COVID-19, but we are now
expanding our business to 8 countries. We would like to strongly promote our global business with a focus on

Vietnam, India, and Indonesia.

We will also aggressively promote investment while taking into account the trend of COVID-19 and the
economic situation of each country.
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Concentrated Investment of Management Resources in Businesses _
=== That Contribute to Profits in Order to Make Global Business a S5l

Major Pillar of the Company’s Business SAIS@ON

— QPN Kisetsu Saison Finance
mmmm 'Ndia 9Nl  (India) Private Limited
INDI A
+ Aim to increase loan amount by procuring funds « Start hybrid lending in addition to wholesale
from local financial institutions lending and tie-up lending

Received AA+ long-term rating from

CRISIL, an Indian ratings company zZe St -
that is a subsidiary of S&P Global 2285t of(®lusiness LENDINGKATT

T Sainm Wosarn Finents

HD SAIS@N —

) HD SAISON . PT. Saison
Vietnam Finance Company Indonesia Modern Finance

- Expansion of individual installment
payments (motorcycles, smartphones,
etc)

- Full-scale development of credit card
business

» Expand business foundation through P2P lending and
consumer finance
- Realize selection of new strategic partners

Corfiderial | Copyright ® CREDT SABON Co.. Ltd. Al Rights Reserved.

| would like to talk about specifics on page 27. In order to make the global business a major pillar of our
company, we would like to concentrate our management resources on businesses with high profit
contribution.

With regard to India, although the situation of COVID-19 is very difficult to read at the moment, we obtained
AA+ rating from an Indian rating agency, a subsidiary of S&P, in the fiscal year under review.

As a result, we are now on track to procure funds from local financial institutions, mainly in cooperation with
fintech lenders, which we are currently working on, and we are looking forward to actively expanding our
business.

On the other hand, in Vietham, we have been developing our business focusing on installment sales of
motorcycles, smartphones, and other products, but we will also actively promote the credit card business that
we soft-launched last year.

In Indonesia, the situation of COVID-19 is also unpredictable, but we hope to expand our business base with
a focus on P2P lending and consumer finance.
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Business Creation and Diversification CREDIT
— Implementation of CVC Business and Impact Business by Saison Capital — SAIS@GN

CVC business Impact financing business

- Achieve strategic investment that emphasizes Southeast Current status: Pilot implementation
Asian and India
- Strengthen branding and deal sources through LP 7 (. N i N
investment and unigue scout programs @ ﬂ:L?J
- Target sector
7 ~ : i : Target region
/£ N Financial inclusion
f Investments (example) \ \ ieskaning | Southeast Asia !
( AYOD K HELICAP ( N
KOIN\A/ORKS - ﬁ
N . Strategic partners
’ oY! 8) BukuKas f\sset categone;‘. Supplementing resources
T Private debt/financing \ through tie-ups
2 Tomorrow v

\ Fatita " Tect & v Transition to full-scale implementation phase
g (scheduled for first half of FY2021)
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On the next page, | would like to talk about the CVC business and impact business implemented by Saison
Capital, which was established in Singapore.

In the CVC business, we have already made strategic investments with a focus on Southeast Asia and India.
We have already invested in more than a dozen companies and 2 funds, focusing on discovering next-
generation unicorn companies and making business alliances, and at the same time, Saison Capital will
continue to promote impact investments.

Currently, we are preparing for Cambodia and the Philippines. As a sector, we would like to actively invest in
and finance impact investment projects mainly in Southeast Asia by utilizing financial inclusion and technology.

This concludes my explanation.

Moderator: Thank you very much.
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