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Mizuno: This is Mizuno. Thank you. 

First of all, I will review the previous medium-term management plan. Although the previous medium-term 
management plan was to run through FY2024, we achieved our goals one year ahead of schedule. 
Consolidated business profit was JPY71.9 billion, ROE was 11.2%, and EPS was JPY453. 

 

 

 

                                  

   

   

   

                                    

      

    

     

    
      

      

                             

                                                                                                       
                                                             

                                                                                                       
                                                                              

    
           

    
           

    
                 

        
        

    

      
        
        

      



 
 

 

 

 

This shows the status by segment. As for global business, in FY2021, there was a realized gain in the 
investment business, but due to the rebound, the business profit fell to JPY2.4 billion in FY2023 from JPY3.7 
billion in FY2021. I will discuss it later, but the lending business is performing well. 

Next is the payments business. Business profit, which was JPY10.2 billion in FY2021, went up to JPY19.2 billion, 
and the finance business, which was JPY19.9 billion, went up to JPY28.2 billion, both showing solid growth for 
the domestic business. 

 

 

    

 

                    

                                       

                 

                

                                      

                 

               

                                   

                
                                                     
                                                         

                  

                                                       
                                      

    
           

    
           

                                                      

                                         
                               



 
 

 

 

 

Next, I would like to describe the goal of the Credit Saison Group. 

This is the figure we are aiming for in 2030. As a global neo finance company, our goal is not to remain a mere 
finance company, but to create synergies globally in the Saison Partner economic sphere created through 
partnerships. 

I will explain it later, but there are three key points. 

 

 

 

                          
                                                                     

      

               

                                                      

                               
                              
                            

                  
                          
                        

                   
           

                         

             
                       

                              



 
 

 

 

 

First, we will establish a presence in our target customer segments both domestically and internationally. 

In Japan, there are many players in the payment industry. In this circumstance, we are considering 
differentiating ourselves from our competitors by acquiring a customer base centered on wealthy individuals 
and corporations, and establishing a presence in this area in Japan. The same is true for finance. 

On the other hand, in overseas business, the target is underserved layer and MSME. We would like to achieve 
financial inclusion by focusing on the horizontal development of the India model that we are currently 
implementing. 

 

 

                                                
                        

                                            
                      

                                           
                           

                     

                                 

                             

          
            
            

         
        
         

           

                                                                        
                                                              
                                     

                                         

                                        

         
     
         

          
            

            
         

         
        



 
 

 

 

 

Second, we provide comprehensive lifestyle services with financial services at its core. We believe that 
expanding its human capital management is a very important part of achieving this. 

We intend to expand our human resources in four areas: specialized personnel in finance and settlement, 
specialized personnel in real estate, digital personnel, and global personnel. 

 

 

                                    
                         

                          
        

                     
                   

                          
            

                           
                

                           

                                        
                              

 

                                                                                          
                                                    

                           

     
  

      

               
           

           
           

       
               

      
               



 
 

 

 

 
Third, we will strive to gain recognition for Saison as a global financial business player. In Vietnam, HD SAISON 
is displaying the Saison logo, and we would like to create a model in which the Saison logo or the Saison name 
is recognized globally in a similar manner. 

 

 

 

 

                                                                               
                                                                                     
                                                                    

                              
                              

                     

                                                            

                                                          

                              
                                                                       

                    



 
 

 

 

 

Next is the new medium-term management plan. This is the plan for FY2024 through FY2026. 

As priority themes, we aim to achieve consolidated business profit of JPY100 billion and ROE of 9.5% between 
FY2024 and FY2026. 

By achieving these goals, we hope to increase our corporate value, which we consider to be only a passing 
point, and achieve a P/B ratio of 1x and a market capitalization of JPY1 trillion. 

For the key themes, please refer to them later. 

 

 

  

          

          
       
       

                                             
                         

                
               
                  

                  
               

                         

                                                  

                  

                               

                                             

               

                                        

                                                                                           

                                                              
                                              

                                              
                                



 
 

 

 

 

This is our approach to achieving management that is aware of the cost of capital and stock price. Each is 
applied to a logic tree. 

In particular, one of the areas we intend to strengthen is the improvement of profitability. By achieving the 
consolidated business profit of JPY100 billion, as mentioned earlier, and by improving the efficiency of our 
assets, we would like to reduce our strategic shareholdings by the equivalent of 70%. 

On the other hand, for financial leverage, we promote effective use of interest-bearing debt and intend to 
maintain and improve a rating of A+ or better.  The other thing is capital efficiency. As we have already 
announced, we intend to repurchase our own shares with a target of JPY70 billion. 

Regarding shareholder returns, we intend to achieve a dividend payout ratio of at least 30%, while at the same 
time enhancing careful dialogue with the market and information disclosure regarding lower cost of 
shareholders’ equity. On the other hand, we intend to strengthen our IR activities by enhancing various 
initiatives in the future. 

 

  

    

    

   

         
        

         
               

                                         
                                           

           

 
                                       

                     
                                               

                         
                                  

             

                             

                                          

                           
                                       
                                  

                    
                                   
                                   

                            
                                        
                                         

                        



 
 

 

 

 

This is the outlook for business profit, ROE, and EPS. To reiterate, we are aiming to achieve a business profit 
of JPY100 billion and ROE of 9.5% in FY2026. 

 

 

 

 

                                    

   

   

   
   

   

   

    

    

    

    

    

    

    

    
    

    

    

  

   

   

               

   

                                   
                                              
                                                   

      
        
        

      
        
        

     
           

               
               
             

                        



 
 

 

 

 

Based on the consolidated business results for FY2023, we are considering increasing the ordinary dividend 
by JPY5 from the most recent dividend forecast to JPY105 per share. 

While our basic policy of stable and continuous dividends will remain unchanged, we would like to aim for a 
dividend payout ratio of 30% or more during the new medium-term management period. As I have explained 
repeatedly, we plan to repurchase our own shares during the new medium-term management plan period, 
with a target of JPY70 billion shares. 

 

 

 

  

   

   

                                                     

     
     

     

     
               

     

     

      

  

     

          
          

     

     

     

     

                                                                                                                                                             
                                                                                                                           
                                                                                                                                             

                                                                               

                     

                  

                       
                             

              

     

        
         

      

                          
                     

      

     

                   

                          

    
           

    
           

                   
            
      

    
           

    
           

    
           

    
           

    
           

              
        

    
           

    
           



 
 

 

 

 

This is financial strategy. For medium-term consolidated financing strategy, we intend to pursue a balance of 
financing costs while emphasizing stability and profitability above all else. 

 

 

 

 

                  

  

                                  
                          

                                 
                                

                         
                                     

                                    
                           
     

                                           

                                  

                                     

        
               

                      

                  



 
 

 

 

 

This is cash allocation. We intend to aggressively strengthen our investments for continued growth, especially 
in the global arena. 

On the one hand, we would like to strengthen our earning power by investing in growth and continue to invest 
at a certain level in existing businesses, while operating our businesses with an awareness of improving 
production. 

 

 

               

  

                                            
                                                          
                                   

                                                      
                                                
                                                   

            

            
                           

                  

                 
               

           

                

       
        

                  
                  

                   

                
          

                    

      
        
           

                         
                         

               

                                                

                                   

                                        
                                                       

                                          

                  

                                     
                                                       

                                                         
                          



 
 

 

 

 

This is a human capital initiative. As we did in FY2022, we have provided a financial bonus for our employees 
in FY2023. This measure has resulted in a wage increase of approximately 115% to 118% on an upward basis 
for approximately half of the general workforce, or more than 50%. 

In addition to motivating our employees in this way, we have a very well-developed stock ownership plan, 
and about half of our employees are currently enrolled in our stock ownership plan. 

We would like to carefully explain this part of the plan to our employees, while also implementing measures 
that will make them more motivated. 

 

  

                         

       
     
         
           

            
           

    
         
      

                                                        
                                               
                                                      
                                                              

                                  
                           
                               
                                           
                                                 

                                                          
                                                               

              
           

       
         
     

                                     

                                                    
           
                                                       

                               

                    
                                



 
 

 

 

 

In terms of human resource development and organizational development personnel systems, we will 
continue to invest capital in career development and human capital. 

In particular, with regard to the acquisition of qualifications, we would like to actively invest in measures to 
increase financial literacy, such as acquiring qualifications as Certified Securities Broker Representative, Real 
estate licensee, and financial planners, in order to back up Daiwa Securities and Saison Asset Management.  

In fact, we have been recommending the acquisition of the Certified Securities Broker Representative 
qualification since December 2023, and as of April 10, 2024, there were over 240 employees who had obtained 
the certification, indicating active employee participation. 

In addition, to improve employee engagement, we introduced an engagement survey in December 2023 and 
we will develop measures to further increase employee engagement with the Company at the section and 
department level. 

In order to foster a culture that encourages positive challenges, we would like to establish systems such as a 
challenge-based promotion system and a multiple-route career path system. 

 

  

                         

       
     
         
           

            
           

             
      

              
           

       
         
     

                              
                          

                                               
                                    

                                            

                                                                 
                                           
                                                    
                                                
                                          
                                                  

                           
                                                                    
                                                  

                    

                                    

                                              
                                                                         
                     

                                   
                                

                                
                                                   
                                         



 
 

 

 

 

This is the position of all these things as business foundation. We would like to actively promote DX. We are 
making very good progress in our efforts to ensure that DX personnel or DX departments are involved in all 
aspects of our business, from entry to exit. 

 

 

 

 

  

            
                                                                                     
                                              

                                  

                   

                              

                   

                           

                                                                      
                                                                                       

       
               
           

                
              

             

              
        

      
                   

                                              

                                            

                         
                            

                                                   
                                     

                                                
                                        

                                           
                                  



 
 

 

 

 

In order to achieve the goal of DX by all employees, all Board members, including myself, will receive training 
in no-code and low-code, and the general staff is using no-code and low-code while engaging in various 
activities to become a new digital workforce. 

Ultimately, we would like to increase the number of personnel who can move their hands in this way, who 
can actually create things, not just holding the qualifications, to about 1,000 by FY2024. 

 

 

  

                                     
                                                                                   
                                                                            
                                                              

                
               

       

            
          



 
 

 

 

 

This is the use of AI that will play or is already playing a central role in DX in the future. I think this is almost 
the same approach with other companies, but we will promote SAISON ASSIST using internal ChatGPT, 
internal chatbots, and centralize all work that can be entrusted to AI for minute taking. 

In terms of business processes, we would also like to promote the use of data obtained from contracts, 
operations, inquiries, and the like, with the goal of complete digitization. 

In fact, we have already achieved a cumulative reduction of 790,000 hours of work through software, and we 
aim to achieve a cumulative reduction of 1,000,000 hours in FY2024. 

This is the easy indicator. We will continue to promote paperless operations, with the goal of reducing paper 
consumption from 183 tons in FY2019 to approximately 100 tons in FY2024, and we will continue to 
implement the DX. 

 

  

                                               
                              

                              
                                                       
                                             

                                   
                                                           
                                          

                                                                   
                                                   

                
                                                                 
                                            

                                                                  

                                                       

                                         

     
     

       
     

       
          

       
          

    

                   

            
    

    

    
   

     

                                               
                                                        

                                     
                                    

         
                              
              

         
                          
                    

             
                                      
                             
                   

                                                                    



 
 

 

 

 

Next, the business strategy. 

This is the plan for profit transition by segment. Of special note here is the global portion. By dramatically 
growing our global operations, we are aiming to achieve a business profit of JPY20 billion in FY2026. 

 

 

 

  

    

    

    
           

     
                

             

                                      
             

          
                

    
        

    
    

    
    

    
   

                           

                                                                                  

                     

                                                                                                       

                           

                                                          

                               
       

                                                                                           
                                                     

                         

                                             

                             

                                                          

                            

                                   



 
 

 

 

 

This is the goal of our global business. As I mentioned earlier, our theme is to create a more prosperous and 
sustainable world through financial inclusion. 

The global lending business will become our third earnings pillar, and we hope to make a positive impact 
through our operations in each country, which will contribute more to the economic development of each 
country, although the business model will change slightly with the development of each country. 

 

 

  

                     

                          

                                                      
                   

                                         
             

                                       
                                      

                       
                    
               

                                    
                     
                     

                                             
                 

                                             
                                                
        



 
 

 

 

 

This is the first strategy of the global lending business, the step strategy. This follows the model in India. 

This model starts with wholesale lending, move up to partnerships lending, to direct lending, in a step-by-step 
fashion to improve the accuracy of credit granting/setting credit limits. This model is working well in India. 

We would like to develop this in Mexico and Brazil in the same way, but we believe that there will be some 
changes in business model in each country. 

 

 

                                         

                                                               
                                                         
                      

         
       

          
        

           

                        
                

                                   
                             

                              
                  

      
    

                
                        

           
       

      
       

  



 
 

 

 

 

On the other hand, this is an alliance strategy in expanding this lending business. In India, we are already 
working with IT vendors who have their own customers to realize mutual customer referral in the form of 
embedded finance. 

In fact, we have been B-to-B-to-C until now, but we would like to actively expand our B-to-C business by 
providing direct lending through embedded finance or branch lending through the opening of branch offices. 

 

 

 

                                             
                                                                              
                                                     

       

                
               
                 

             
                

    
               
           

                         
               

            
                   

        
          

  



 
 

 

 

 

As I mentioned earlier, we hope to generate JPY20 billion in consolidated business profit in FY2026. 

 

 

 

 

 

 

 

 

 

 

 

  

  

  

 

  

   

   

   

                        

                    
                                          

    

    
           

       
   
       

                                                                   
                                                                        

             

                                                                                 
                                                                    

                                                                                                 
                                                                        

    

  

    

    

    

   

 

    
           

  



 
 

 

 

 

As for India, we have achieved our initial goal of JPY200 billion in outstanding loans this fiscal year. With the 
outstanding loan of JPY210 billion in FY2023, I believe that we are doing a very good job of controlling risk in 
terms of the NPL ratio. 

The Indian personnel responsible for local operations are extremely talented, and I would like to discuss later 
how we can control this part of the operation. 

 

 

      

      

 

     

     

     

                    

   

   

     

   

                                                                  
                                                                                 
                                               

     

  

  

                 
                   

                  

         
       

           
       

        
       

      
       

            
           

            
           

              
          

     

     

     

 

             

    

 

          



 
 

 

 

 

Here is the plan for the so-called direct lending, which are the branch lending and embedded financing. 

Currently, 45 branches have been opened in FY2023. We aim for 75 branches in FY2024. We will steadily open 
branches in each of the major cities or in cities in India that have market potential. 

With regard to embedded finance, we would like to expand our partnerships with non-financial businesses 
while also providing our expertise. 

 

 

  

                            

                                                                                       

                             

                                       
                          

                                      
                                 
             

                                          
                                    

                  

                                       
                                    

                                 
                          

                                           
                                      
                        

                    

                                                                                           

                                                                           

    

               
               
         
              
                
          
              

 
  
 
  

 
  
 
  

 
  
 
  
  
 
  

 
  
 
  
  
  
  
  
 
 
  
 
 
  
 
 
 
 
  
 
 

        
      

    

    

                 

                          

       

  



 
 

 

 

 

This is a list of rate of return and other information on wholesale lending, partnership lending, etc. We hope 
you will read this one. 

 

 

 

 

                                   

                                              

  

                                                  

       

                        
                

                       
                  

         

                       
                    

              
                 

                
                

                     
       

                              

                                  

 
     

              
 

     
                  

                    
        

                      
     

        

            
    

         
               
                         



 
 

 

 

 

This is about data-backed credit granting/setting credit limits. In terms of the personnel we have in place here, 
we have a 300 person Risk & Analysis and Recovery team with some of the best backgrounds in India. 

As you can see from the NPL ratio I mentioned earlier, I believe this part is functioning very well. 

 

 

 

                                                     
                                                          
             

                                     

  

                          

                                  

                                               
                                

                           
                                        

 

 

                     
                                        
                                          

                     

               
                              

                            
                                

      
                          
                    
          

                                                        

                                    
                                                

                                                    
       

                                                                       
                                                                         
                    



 
 

 

 

 

On the other hand, this is a governance structure. In February 2024, Mizuho Bank invested in the Company 
and participates in its management. 

We have former RBI, Central Bank, and Central Bank of India members as outside directors on the existing 
Board, and we believe that the governance structure will be strengthened by the addition of Mizuho Bank. 

We would like to promote a model in which this part is supported by either Japan or Singapore (Saison 
International). 

 

  

                    
                                                                               
                                                                               
                    

                                                                  
                                                                   
                                         

                                   

        
         

       
          
                 

                     

        
        

                   

                                                                      
                                                                           
                       

                                                                                 
                                                                         

    
          

                                                                         
                                                                                 

 
 
 
 
 
 
 
 
 
  
  
 
 
 
 
 
  
  
  
 
  
  
  
                 

         
                                         



 
 

 

 

 

This is long-term goal. As for India, considering the current situation, at the current rate of growth, I believe 
that loan assets will reach several trillion yen in the future, with a market capitalization of JPY1 trillion, 
although they are still a so-called venture now. We would like to promote this as our long-term goal. 

 

 

 

 

                  

  

        
        

               

                                                                                         
                                        

                  
 

                       

        
               

     
 

         
                 

                             

    
    

    

     

     

 

    

       

     

         

    

 

           
       

             

     

       

     

            

                

                      

                  

                
                        
                       
                      

    

   
           
          

    
       



 
 

 

 

 

This is a key focus of the finance business. The key is to strengthen cooperation with group companies, and 
we would like to strengthen our cooperation with Saison Fundex and Suruga Bank. 

 

 

 

 

  

                                     

                                 
                              

                         

                     
                    

                               

                         
                

       

           
       
        

             
           

    

           

         

         
        

                       
                      



 
 

 

 

 

First of all, Credit Saison and Saison Fundex would like to promote the guarantee business, which is the pillar 
of our off-balance sheet strategy, in strong collaboration with both companies. 

In particular, we have introduced new products such as mortgage guarantees, and now have approximately 
450 financial institution partners for our company and Saison Fundex combined. We would like to aim to earn 
profits in the off-balance sheet area by further strengthening these relationships. 

 

 

 

     

      

                              

  

                  

    
      
       
   

        
      
       
   

                                  
                                   
                                    

                                          
      

                     
               
            

                                
                                   
                      

                   
                            

                               
                    

                                                      
                                                    

                                

                   
                

                      
                      

                     
                      

                          

       

             

     
        

    

         

      

         

      

         

    
    

    
    

    
    

      
      

      
      



 
 

 

 

 

We will aim to increase the loan balance by expanding products for businesspersons, seniors, and 
corporations. Since last fiscal year, we introduced products for high-net-worth individuals, and in our future 
strategy, we would like to expand our product lineup to include corporate customers as well. 

We would like to promote more continuous dissemination of products that meet the needs of the market and 
our customers. 

 

 

 

     

      

                              

  

     
         
     

         
      
     

        

          

                                                          

      
      

      
      

             

          
                 
                 

                              
                           

                            
               

                           
                               
                  

                                          

                                    
                                   

                                                                                          
                

       

     

    
    

    
    

    
    



 
 

 

 

 

This is the progress of the partnership with Suruga Bank. Our initial plan was for about JPY70 billion in new 
loan executions per year, and based on current conditions, we are doing very well. From FY2024 to FY2027, 
we hope to generate annual transaction volume of JPY80 billion to JPY85 billion through the collaboration 
loan with Suruga Bank. 

We would like to proceed with the execution of approximately JPY350 billion in new loans over the next five 
years to gain actual profit in our business areas in total. 

 

 

  

                              

                       
                     

        
                        

                                  
                          
                     

    
                                

                   
                                 

                    
                   

         

                          
                         

              

                    
                      

         

                
                        
         

         

                       
                  

             
              
           
              

                                 

                                                          

                                               

             

           
                

       

         
                

                                           

                          

                    



 
 

 

 

 

In light of this, we are redefining our priority areas for collaboration, and although we initially planned to 
establish a Saison branch at Suruga Bank, we are now moving forward to service products to steer our efforts 
toward areas where we can generate more revenue. 

In these areas, we would like to invest in human exchanges in particular at an accelerated pace. Both parties 
are committed to actively expanding the number of personnel transferred from the Company to Suruga Bank 
and accepted from Suruga Bank. 

 

 

                                           

                                                                                                            
                                                                               

                                                                                   

                                                             

                                 
                                   

                 

                                     
                           

                 

                
                     

                               
                         

                 

                                         
        
                                       
      

                                    

                                        

                                        

                                       
                                            

                                               

                                        

                                                                           
                                            

                                         

  

        
                
              

                   
                      



 
 

 

 

 

This is a key focus of the payments Business. Here, as I mentioned at the beginning, we will accelerate our 
premium tier and SME strategies, and on the other hand, we will realize cost reductions through structural 
reforms. 

 

 

 

 

  

                   

                              
                                           

                        
                       

                                    

                                   

                                     

                                                           
                          

                                        

            
                 

                      
                       



 
 

 

 

 

One is the premium strategy. In order to expand the share of high-operating, high-unit-price customers, we 
will invest resources in this area in addition to the affluent customers. First of all, we are aiming to properly 
increase profitability and improve loyalty. In our plan for FY2026, we would like to achieve a transaction 
volume of approximately JPY7 trillion, with approximately 55% of our share in the premium segment and 
corporate customers. 

 

 

 

                              

                   

  

                                                                                             

    
    

 
            

                

       

   

    

    

       

   

       

   

         
       

   

                                             

                          

                

       
       

   

            
             
             

             
               
                

       
                
        

               
               

                   
          
        

                                          

    
    

    
    

    
    



 
 

 

 

 

We have already begun to see considerable effects in terms of membership structure reform, higher unit 
prices, and increased transaction volume, and we will continue to actively promote these areas during the 
new medium-term management plan period. 

 

 

 

 

 

   

     

     

            

             

                                                            

                      

  

                                                               
                                              

              

         

                  

                                                                   

              

       

  
       

          

   

       
       

   

         
       

  

                                       

    
    

                        
                              

                                             
           

                      
                

              

 
 
  
 
  
  

 
  
 
  
 

         

         

    
    

                     
                                      



 
 

 

 

 

In terms of revenue growth using both non-asset and asset-based, the revolving business is performing well. 

Currently, the revolving balance for FY2023 is JPY453.4 billion, the highest level ever. The plan is to raise this 
to JPY540 billion in FY2026. 

As we expand our premium cards and business cards for sole proprietors, we would like to appeal our card 
shopping revolving to this new segment. 

 

 

                                    

  

                                

     

     

                              

     

     

     

     
           

   

    
    

       

                               

                    

                         
                       

                       

                                                      
                        

                                        

                                                               
                                                  

         
         
         
       

                                                          

     

    
    

    
    

    
    

     

             

     

                                                                  
                                   



 
 

 

 

 

Cash advances balance is on upward trend in FY2023. We are also planning to increase the balance to over 
JPY200 billion in FY2026 as we expand various functions. On the other hand, we are also planning to increase 
revenues such as annual membership fees by expanding membership among high net worth individuals and 
SMEs, which I mentioned earlier, although revenues such as annual membership fees will be in the form of 
assets. 

 

 

 

  

                                              

     

     

     

                              

     
     

     
     

   
   

    

             

   

 

  

   

   

   

                              

             

      
    

    

            
    

                                      
              

                                                 

                                             
              

                                                     
                                                  

   

                                                                           
                                                                               
                        

     
           

    

    
           

     

     

     

    

    

    

   

    
    

    
    

    
    

    
    

    
    

    
    



 
 

 

 

 

On the other hand, in an effort to broaden the base of our membership, we have now achieved a partnership 
with the Beisia Group. Starting with Cainz in the fall of 2024, and then Beisia in FY2025, we would like to 
achieve financial service cooperation in both the corporate and individual sectors, with a particular focus on 
digital in this area. 

 

 

 

                          
                                                                              
                               

 

             
                        

                         

                            
                              
                     
                              
                  
                                
            

                             
           
                              
              
                               
            

                                                    
                                           

      

     
        
           
          

         
              
           

         
              
         

                                   
                                  

  

                                              
                                                         



 
 

 

 

 

On the other hand, in the payment business, we aim to operate our business on a solid foundation. We will 
not get caught up in the competition that other companies are engaged in, such as points and reductions, but 
will aim to be in a place where we can make steady profits. 

In this context, we would like to actively promote the review of operations and cost reduction, etc., utilizing 
DX and AI. In particular, we intend to more aggressively and boldly pursue structural reforms for less profitable 
operations. 

That is all from me. 

 

                              
   

   

   

   

  

   

   

                      

                                    

                                                     

       

                                          
                                  

               

          
                 
            

             

           

             

           

                                                                     
          

  

                                        
                                                 

                               
                                                 

                               

                                       
                                

                       

                                           
                           

     

                    

    
    

    
    

    
    

                                                        
           



 
 

 

 

 

Negishi: My name is Negishi. I would like to provide an overview of the full-year financial results for FY2023. 

 

 

 

 

 

 

                            

  

                                                                             
             

                                                                    
                                                                       
                

                                                                                      
                                                                                            
                                                                                           

                                                                
                                                                                  
                                                                          
                                                                                 

                                                                                    
                                                                                      
                                                                                     
                                                       



 
 

 

 

 

Consolidated net revenue was JPY361.6 billion, 112% of the previous year, and business profit was JPY71.9 
billion, 118% of the previous year, exceeding the target of JPY70 billion for FY2024 set in the previous medium-
term plan a year ahead of schedule. And we were able to achieve a record-high net income of JPY72.9 billion, 
167.4% of the previous year. 

Net income outperformed the plan we announced. The main factors were an increase in business profit, a 
gain on negative goodwill of Suruga Bank, and additional valuation gains on some investment securities. 

 

 

 

                    

  

               

                                

               
        
      

               
                      
               

                                      

                               

                              

                     

                 
 
 
 
 
 
  
 
 
  
 

 
 
 
  
 
 
 
 
  
 
 
  
 



 
 

 

 

 

This shows the results by segment. Looking at business profit, for payment business, it was JPY19.2 billion, 
190% of previous year. Although JPY2.3 billion of provision for loss on interest repayment was made, the 
business profit was higher than the previous year due to steady growth in shopping revenues and a rebound 
of the previous year’s provision for bad debts. 

In addition, the finance business grew by 127% YoY to JPY28.2 billion. In addition to the growth of Credit 
Saison on a non-consolidated basis, this figure reflects the profit contribution from the very steady business 
at Saison Fundex and the impact of conversion of Suruga Bank into an equity method company. 

Real estate-related business was JPY16.4 billion, 125% of the previous year, with a large contribution of the 
gain on sale of real estate trust beneficiary interests in Q1. 

 

                                       
                          

                      

                                   

                          

                               

                       
           
       

                           

                                

                                 

                   
            
            

                                        

  

                 



 
 

 

 

 

Here are the contributions of the main consolidated companies. Looking at the consolidated subsidiaries, 
Saison Realty Group contributed JPY10.5 billion, Saison Fundex JPY9.7 billion, and Kisetsu Saison Finance 
JPY2.9 billion, all of which are performing very well. 

In addition, Suruga Bank has been added to the list of major equity-method affiliates, contributing JPY3.3 
billion to earnings. 

HD SAISON Finance of Vietnam, which has made a relatively large contribution to the total, landed at JPY290 
million this time, down JPY1.53 billion from the previous year. The economic environment in Vietnam has 
worsened, and the situation has been a bit difficult. 

 

                                      

  

                           
                                                                   

                   

                                         

                                       

                    
           
          

            
           
      

                                                               

     
            
            

                                                          
                          

                                  

                                                                                

                                                           

                                

            
      
          

                                                          
                            

                                             

                                                        

                                                 
                                                            

                                                                         

                                                                                                             

                 

                 



 
 

 

 

 

This is credit risk. Looking at the delinquency over 90 days, it is slightly below the pre-COVID FY19 level both 
on non-consolidated and consolidated basis.  

Meanwhile, credit costs have increased both on a non-consolidated and consolidated basis. If you look at the 
non-consolidated, this time, in FY23, we made an additional provision of JPY2.3 billion for losses on interest 
repayments. 

Factors contributing to the increase in the delinquency rate include the increase in the customer base with 
slightly higher unit prices in the payment business and concern about receivables from customers in their 20s, 
who are growing along with the expansion of digital cards, which are doing very well. 

For the reason of the increase in delinquency rate on consolidated basis, in addition to the JPY2.3 billion in 
interest repayments, direct lending receivables from Kisetsu Saison in India has been steadily increasing, and 
its cost is increasing proportionately.  

 

          

   

   

   
   

         

    

 

   

   

   

   

                          

   
   

   

           

  

        
  

   
   

   

   
      

    

 

   

   

   

   

                          

                         

                         

                         

     

      

      

    

    

    

    

    

    

                    

                         

      

      

      

    

    

    

    

    

    

                    

      

 

   
   

   
   

   

  
  

                                                                                           
                                                             

   

   

  

              

                                         

   
   

                                      
                 

                                          

                 

                        

        

                          
                 

                 

                                                                                                                   
                

                                                                                                                       
                                                               

                                                                   
                                                                  

                                                         
                                           

          
         
               

             

       

         

                     
                  

        

        

                              

                      
                     

                     
         

                     
                  

                                                                                                             
                                                                        



 
 

 

 

 

Finally, this is the forecast for FY2024. Consolidated net revenue is expected to be JPY413 billion, 114% of the 
previous year, business profit JPY77 billion, 107% of the previous year, and net income JPY52 billion, 71.2% of 
the previous year. This figure is expected to reflect the absence of recording of an amount equivalent to gain 
on negative goodwill due to conversion of Suruga Bank into an equity method company. 

That is all from me. 

 

 

 

 

 

 

 

 

 

 

 

 

                     

  

   
           
     

            
   

           
   

                              

                            

               
                             
         

                                   

                              

                             

                    

                                                    
                                                                                                
                                                        

                       
                                                                                    
                        

                 

 
 
 
 
 
  
 
 
  
 

 
 
 
 

 
 
 
 
 
  
 
 
  
 



 
 

 

Main Questions and Answers  

 

 Q1.  

(page 16) Could you explain the background behind this shift in the capital policy? The contents of 

communication have changed to cash, from the previous capital surplus and capital. Could you tell us about 

the company’s stance on the future importance of constraints such as returns, cash, and capital, 

respectively? 

A1. 

Our approach has always been to strike a balance between growth investment and the productivity of 

capital. Basically, we have not made a significant shift away from our policy so far.  

In the 2010s when we struggled to achieve profit growth, we had to prioritize growth investment out of 

necessity. Having successfully built a solid foundation for growth, we intend to manage the business in a 

way that also takes the productivity of capital into consideration. Now that the time is ripe, we have shifted 

to the next stage. 

While we have made a cash allocation this time, our fundamental priority in management is to maintain 

ratings while taking into account factors such as financial soundness. Therefore, we aim to continue 

prioritizing the risk capital management perspective as we have been doing until now. 

However, in considering how to improve capital productivity, we reached the decision of conducting this 

share buyback. We believe there is a need to carry out management while concurrently staying mindful of 

cash, and we have communicated the information based on this viewpoint.  

 

Q2. 

Concerning the share buyback target of 70 billion yen that the company has set for the period of the 

medium-term management plan, would it be right to assume that the company is committed to this target 

even in the event of a downswing in the outlook for business profits, with the only consequence being that 

there will no longer be the upside of an increase in dividends? 

A2. 

There are aspects that we would like to implement flexibly, but we intend to follow through with it for now. 

 

Q3. 

Regarding the share buyback, is it correct to understand that the Seven CS Card Service case, which was 

previously a pending issue, now has a resolution in sight? 

In addition, I believe that you will be selling shares of Seven & i Holdings concurrently with the sale of cross-

shareholdings, but I think that Credit Saison’s shares will also conversely be sold. How will the company 

address the situation in that case?  



 
 

 

A3. 

Our policy is to continue with the status quo.  

We do not yet have concrete plans regarding the sale of individual stocks for cross-shareholdings, and we 

will proceed with discussions going forward.  

As the shares of Seven & i Holdings make up a significant portion of our company’s cross-shareholdings, it is 

highly unlikely that we will leave them completely untouched. However, we will engage in discussions on 

this matter, including the timing, while ensuring that we maintain thorough communication.   

 

Q4. 

You have mentioned previously that the reason for not being able to carry out a share buyback was due to 

technical insider information. Would it be correct to say that this issue has now been resolved? 

A4. 

Yes. Deliberations are currently suspended.   

 

Q5. 

Could you tell us the priority and degree of commitment for the business profit of 100 billion yen and ROE of 

9.5% that you have set out as goals in the medium-term management plan? In the event that the company 

does not achieve the target business profit of 100 billion yen due to various factors related to the economic 

environment, could you tell us if there is a second plan for achieving the target? 

A5. 

Since we have only just started, we basically intend to focus on pursuing the two goals of achieving business 

profit of 100 billion yen and ROE of 9.5%. Within the target business profit of 100 billion yen, the Global 

Business accounts for a significant portion of 20 billion yen. As this is a domain that we need to proceed with 

more cautiously than for our domestic businesses, and because there is a possibility that business profit may 

fall below the current plan, we are proceeding with new businesses while remaining mindful of such 

downside business risks. 

There are various options for inorganic growth that we have not included in the plan. Therefore, while some 

concerns may emerge about the three main businesses that provide the basis for our 100 billion yen target, 

we aim to also generate profits from new businesses and other efforts concurrently, and to achieve our 

target ROE of 9.5%. 

 

Q6. 

Please clarify the handling of treasury shares in the share buyback on this occasion. At the current stock 

price, treasury shares make up approximately 20% of the issued shares. Going forward, will you consider 

keeping the treasury stock for use in further expanding the “Saison Partner Economic Zone,” as you did in 

the alliance with Suruga Bank, or will you consider other options such as cancellation? 



 
 

 

A6. 

The weightage of treasury shares will gradually increase, but as of today, we have not made any decisions 

regarding cancellation. Firstly, we aim to complete the acquisition of 50 billion yen of shares in FY2024 to 

optimize capital, and if opportunities such as M&A arise, we would definitely like to utilize the shares in that 

way. While we also recognize that the proportion of treasury shares will increase, please understand that 

this does not necessarily mean that we are ruling out the possibility of cancellation itself. 

 

Q7. 

(pages 15 and 23) There is a comment about the sale of non-performing assets on Page 15 of the materials, 

while page 23 sets out plans to gradually reduce the contribution of real estate to profit. Could you explain 

the stance behind this reduction, and whether there are any plans for complete withdrawal or sale of the 

business? 

A7. 

At present, cross-shareholdings are the only area for which we have set out a clear policy for asset sales 

from the perspective of enhancing asset efficiency. Of course, as we continue to conduct our business in a 

way that is mindful of ROE, how to enhance asset efficiency will be an important theme, so we aim to 

engage in discussions as appropriate while monitoring progress. 

I believe that what you are referring to on page 23 is the real estate-related segment in the Business Profit 

Trend Plans by Segment.  

The main reason for the reduction in profit in FY2026 is our planned sale of the assets related to liquidation 

business held by Saison Realty, which we have been making gradual progress with every year, and which we 

aim to complete by FY2025. The difference between FY2025 and FY2026 reflects the interim period when 

we are no longer in possession of these assets related to liquidation business, and we are currently not 

considering cutting back in areas other than our three main businesses, including the real estate businesses. 

 

Q8. 

I believe total assets currently stand at approximately 4,300 billion yen in the FY2023 balance sheet. What 

are your plans for the amount of total assets in three years? Could you also tell us your plans for capital 

adequacy ratio? 

A8. 

We have planned for a figure of about 5,300 billion yen in the balance sheet, and capital adequacy ratio of 

about 14%. 

 

 

 

 



 
 

 

Q9. 

(page 15) There is a point here on maintaining and improving R&I ratings as well as obtaining multiple 

ratings. However, I think there may be fairly severe opinions if the company were to seek to obtain external 

ratings. Given that the company has its Global Business and real estate finance business, could you share 

with us your perspective on the feasibility of maintaining a planned capital adequacy ratio of about 14% 

under the current capital policy? 

A9. 

Regarding the capital adequacy ratio, we are communicating as necessary with R&I, which we have obtained 

rating with. Concerning this plan, since we are engaging in discussions based on risk capital and not capital 

adequacy ratio, how the asset portfolio changes going forward will become a significant element in our 

considerations.  

Our intention is to control this by maintaining and improving ratings, and we will also consider selling risk 

assets where necessary.  

 

Q10. 

If you have prepared estimates on the RAC ratio, could you share the information with us? In addition, could 

you confirm if my understanding is correct, that the level of equity capital will be built up mainly through the 

accumulation of profits? 

A10. 

I do not have that information on hand. 

 

Q11. 

(page 30) In relation to the India business, could you tell us the definition of “rate of return?” In addition, 

there are no figures for wholesale and partnership lending. Could you explain how this should be 

interpreted? 

A11. 

The figures for rate of return shown are generally for FY2023. Figures for wholesale and partnership lending 

are not currently disclosed for reasons such as the competitive environment, and the fact that economic 

conditions are prescribed based on a comprehensive assessment. 

 

Q12. 

Could you explain once again about the competitive environment and competitive advantages in relation to 

the India business? 

In light of moves by various megabanks to invest in non-banks in India, we are interested in the competitive 

environment within the context of the potential of the market as a whole.  



 
 

 

A12. 

When we first entered the market, we used the finance company, Bajaj Finance, as our benchmark, and we 

believe that we should continue doing so. We recognize that we first need to catch up with the former 

SMFG India Credit (formerly Fullerton India) in terms of scale.  

With investment from Mizuho Bank, we have now developed a system that allows us to establish our 

presence at a certain level. Therefore, our goal for the immediate future is to aim to rank among the top 10 

among non-banks in India.  

 

Q13. 

What are some of the key success factors for the India business? 

A13. 

Based on our experience in Japan, a crucial factor is the ability to ensure proper collection at the end, or in 

other words, how well we are able to control credit. Additionally, both companies Board of Directors 

frequently discuss the close monitoring of changes in the regulatory aspects.   

Page 32 explains our governance structure, which includes the appointment of a former Director of the 

Reserve Bank of India (RBI) as an independent director in our Board of Directors. Within this structure, we 

discuss anticipated changes in central bank regulations and establish measures at an early stage. In this way, 

we believe we have put in place a certain level of governance concerning regulations.  

On the other hand, with regard to credit, by leveraging credit knowhow as I have explained on page 31, we 

feel that we have been able to utilize alternative data more proactively in India than in Japan. If we advance 

efforts to enhance our collection capabilities or improve creditworthiness in this respect, we feel, at 

present, that this could potentially be a winning factor for us.  

 

Q14. 

(page 42) Could you share your perspective on the business environment with regard to the shopping 

revolving balance? While there was steady growth in FY2023, how is continuity looking at present?  

A14. 

With regard to the recent revolving balance, there are two significant contributing factors: the steady and 

strong accumulation of usage balances by GOLD card customers in our premium strategy, and our proactive 

efforts to promote revolving payments.  

We are gradually announcing the increase in the revolving fee rate, but we do not think that the increase in 

fees will lead to a reduction in the use of revolving payments. 

For example, while the usage rate of revolving payments for shopping is set at 15% in the terms and 

conditions, due to the provision of preferential interest rates to some customers, the actual rate offered is 

in fact slightly above 12%.  

 



 
 

 

Q15. 

(page 45) I would like to inquire about two points regarding the long-term perspective for the cost structure 

for domestic payments.  

Firstly, the medium-term plan sets out a target cost ratio of about 60%, excluding labor costs. What is your 

appraisal of the level of this cost ratio? For example, can it actually be reduced further?   

Secondly, given the struggle to raise the topline despite efforts, is this level of expenditure acceptable? I 

would like to ask for your comments on its feasibility, and the ideal level that it should be.    

A15. 

With regard to the cost ratio, we envisage digitalization and labor saving in manual operations. While there 

are still many areas that require manual operation, as well as operations that need to be carried out while 

referring to manuals, we have made progress in developing an in-house system over the past two years as 

we advanced efforts in digital transformation (DX). By replacing the work that we have previously been 

doing with digital operations, we aim to reduce labor cost ratio by 4% from FY2021 to FY2026.  

Furthermore, we aim to reduce labor costs through the digitalization of operations that have been 

undertaken by temporary workers or part-time workers, for example. We believe that DX is the key to these 

efforts. While reducing the cost ratio through the digitalization of manual operations, we do not think that 

there will be a major impact in terms of disrupting business operations.  

 

Q16. 

Is there any room for further cuts from a long-term perspective? 

A16. 

Currently, labor costs, system costs, bad debt costs, and financing costs are significantly related to the 

Payment Business. On the other hand, financing costs will continue increasing alongside the rise in interest 

rates. Bad debt costs are also expected to increase to some extent in parallel with the increase in 

transaction volume and balance as the business grows. These are two aspects that are, to some degree, 

unavoidable.  

I think that the question of how to reduce system costs and labor costs is crucial to the Payment Business. 

The environment is changing gradually through the development of in-house systems, making it possible to 

carry out peripheral processing on various things without having to use core systems. Therefore, I believe 

we will be able to make further cuts to system costs in the future.  

As for labor costs, as I have explained earlier, we plan to achieve reductions by enhancing the efficiency of 

DX.  

 


