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This report contains forward-looking statements that reflect our plans and expectation. These forward-looking
statements are not guarantees of future performance and known and unknown risks, uncertainties and other
factors that may cause our actual results, performance, achievements or financial position to be materially
different from any future results, performance, achievements or financial position expressed or implied by these
forward-looking statements.


プレゼンター
プレゼンテーションのノート


本日はお忙しいところ、ご参加いただきまして誠にありがとうございます。

これから2011年度の決算説明をさせていただきます。



まず、2011年度のトピックスからご説明してまいります。


E Main Topics of the 2011 Fiscal Year

o

CO OO SO0 & OO

Nadeshiko Japan, women’s national football team, wins the World Cup
Presents SAISON Gold American Express cards to all of the team members

Formed an alliance with "Regus", a French company offering rental offices in 1,200
locations all over the world
Opened an office in Hanoi, Vietnam on May, 12

Formed a comprehensive alliance with China Union Pay
Deposits form customers of SAISON ASSET MANAGEMENT CO., LTD. exceeds 50 billion
yen / 50,000 customer’s accounts

Number of Net members achieved 7 million people; transaction volume of eikyufumetsu.com
achieved 50 billion yen

Eikyufumetsu points exchange service expanded to include “nanaco” and “Yahoo!” points
SNS: the number of the Company'’s fans at Facebook achieved 46,000 within three months

“Mekiki linkai” is established; launched new businesses development with
LIFENET INSURANCE COMPANY and Automobile Insurance for Grownups

Launched net marketing, research and advertising to increase revenue as

Entry into the Asian markets taking concrete shape in Singapore, Vietnam, and China
PARCO Card: assigned 5% discount incentive

Launched LED rental business



== FY2011 Financial Report

1.

C

7.
8.

Financial Results

Results by Business Segment
Contributions by Consolidated Companies
Restructuring the real estate business
Main Indices (Non-Consolidated)

Credit Risk Trends / Interest Repayment
/ Review of the provision for loss on disaster

Financial Indices

Dividends
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1. Financial Results

(¥ billion )

FY2012

SCIIVRRTNCHON FY2011 | YoY(%) (Estimate)
Operating
revenues 285.7 1 244.0 250.0 | 102.5
S | Ordinary 337 114.3 50.0 | 129.6
3 income '
=
o
Earnings per
share (¥) 69 68.2
Zz | Operating
3 revenues 239.6 92.9
E Ordi
7 rdinary
% IAp— 28.7 85.0 41.0 142.8101.2
=)
8 | Netincome 7.5 47.1



プレゼンター
プレゼンテーションのノート
続きまして経営成績について説明いたします。

　

当社グループを取り巻く経営環境は、貸金業法の改定によるキャッシング収益が減少するなど、依然として厳しい状況が続いております。

　

ノンバンクビジネスを目指す当社の２０１１年度は、カードビジネスのみならず、リース事業や信用保証事業などのファイナンスビジネスの強みを活かすとともに、ネット分野においても永久不滅ドットコムを核にした会員の拡充や業務効率の向上、さらに新たな収益基盤となる会員資産を活用したマーケティング事業の育成など、継続的な成長の実現に向けて努めてまいりました。

また、営業債権の良質化や経費構造の見直しによる事業効率向上により、    さらなる積極的に経営の健全化に取り組んでまいりました。

　　

その結果、2011年度の連結の営業収益は2,440億円（前年比85.4％）、　　　経常利益は385億円（同114.3％）となりました。

当期純利益は、震災による災害損失引当金の戻入益など特別利益を　　　132億円計上する一方、アトリウムの事業再編に伴う特別損失等625億円　　計上し、94億円（同73.7％）となりました。



単体では、営業収益2,102億円（前年比87.7％）、経常利益410億円　　　（同142.8％）、当期純利益56億円（同73.9％)となりました。


I

2. Results by Business Segment

(¥ billion)

Operating revenues

FY2010
Credit Service 230.8
Lease 14.4
Finance 15.5

Entertainment

13.9

Total

287.1

Inter-segment
Transactions

(1.4)

Consolidated

285.7

FY2011

198.8
14.6
15.7

3.0

12.9
245.3

(1.3)

244.0

(13.9)
1.5

(75.2)

(6.7)
(14.6)

(14.6)

Operating income (loss)

FY2010

15.9

5.0

6.7

(2.1)

1.7

217.3

0

217.3

FY2011 | YoY (%)
27.1
5.0
1.7

(10.1)

2.0
31.9



プレゼンター
プレゼンテーションのノート
セグメント別の業績概況ですが、



「クレジットサービス事業」では、プラチナカードやゴールドカードなど高稼動、高単価の見込まれるプレミアムカードの拡充やネットトビジネスの取り組み　　強化によりショッピング取扱高は前年比３%の増加となる一方、貸金業法　　改定によるキャッシング残高の減少が続き、減収になりました。　　　　　　　　しかし、債権管理の強化により営業債権の良質化や経費構造の見直しによる事業効率向上により増益となりました。

�「リース事業」は、新規提携販売店の拡大や既存取引先との関係強化を　　推進するとともに、ＬＥＤ等節電関商品のレンタル拡販に注力し、増収増益となりました。



「ファイナンス事業」は、信用保証事業では、新規の提携や既存の提携金融機関と密接な連携を図り、保証残高を伸ばすことができました。そして、　　　長期固定金利住宅ローン「フラット35」の貢献もあり、増収増益となりました。



「不動産関連事業」では、2012年2月29日に公表させていただきました通り、連結子会社の㈱アトリウムに関する事業再編に伴い、同社保有資産の評価損等を計上した結果、減収･減益となっております。




—

Ordinary income: Difference between

3. Contribution by Consolidated Companies

consolidated and non-consolidated figures Non-consolidated Consolidated Difference
Contribution to consolidated results Ordinary 1y 11 o billion | ¥38.5 billion | (¥2.5) billion
Income
. . e Contribution t - : e Contribution t

Major consolidated subsidiaries ordinary income | | Major equity-method affiliates | ,/qiiar income
Atrium Group (¥10.6) Idemitsu Credit Co., Ltd. ¥1.24
«Atrium Co., Ltd. (liquidation of real estate) e (credit card business) billion
- Atrium Servicing Co., Ltd. billion

(servicing business)

: Seven CS Card Service v0.90
Saison Fundex Group ¥0.63|| co. Ltd. -
=Saison Fundex Corp. (loans) G y . billion
*House Planning Co., Ltd. (real estate) billion (Gl G2t DLelhees)

FoneErie e v3.04 Saison Information ¥0 56
(entertainment business) s SyStemS Co., Ltd. billion
billion (information processing)
: Resona Card Co., Ltd.
‘]PN_ I__IOIdm_gS Co., Ltd. ¥0.19 (credit card business) ¥0.'52
(servicing business) billion billion



プレゼンター
プレゼンテーションのノート
続きまして、主な連結各社による貢献状況です。（経常利益ベース）



アトリウムはただいま申し上げました事業再編に関連して不動産の評価損の　うち９１億円を売上原価として計上したことなどにより、経常利益ベースで　　△１０６億円となりました。

（前年同期△１１億円）



セゾンファンデックスは貸金業法の改定の影響を受けキャッシング残高が　　減少しましたが、貸倒コストを抑制し、６億円の貢献利益となりました。

（前年同期８億円）



コンチェルトは、経営効率の向上を図りながら、お客様に支持される健全で　安心・快適な店作りに取り組み、安定的に利益貢献をしております。

（前年同期２７億円）



JPNホールディングスはサービサー事業に加え、テレマーティング事業や　　保育事業などの事業規模の拡大に努めております。

（前年同期３億円）



その他、資本提携カード会社につきましても、出光クレジットや昨年４月に　カード事業分割した７ＣＳカードなど順調に利益を伸ばしております。




Ik

4. Restructuring the real estate business (restructuring of the Atrium Co., Ltd.) @

By promoting early reduction of the large-scale properties to concentrate the

managerial resources in our credit card and finance business, we could increase

oup assets and achieve sustainable growth.

efficiency of gr

B Restructuring

schedule

- February 2012

- September 2012

= ~2016

20% to 30% impairment of large property in the center
= Of approximately 70 billion yen recorded write-downs of assets, etc.
Business portfolio to classify and retreat from continuing operations
=> Conduct business division

Sale of large-scale development property
= Sale and liquidation of the assets related to business to withdraw

B Restructuring

February 2012

Assets = 320bi

. &

Assets = 250bi

scheme of the Atrium Co., Ltd

September 2012 Retain »Short turnovers of property 2016
company Eia _
‘ S || d d. | d
, * Small and medium-size i
llion Assets property development and Business

=130billion regeneration

compqny F‘”der *Office=Commercial property
liguidation All of the

property sale
Dissolution =liquidation

[lion

11ds ael0dio)

*Large-scale development

Assets
property

=120billion



プレゼンター
プレゼンテーションのノート


続きまして、不動産事業の再構築（アトリウムの事業再編）についてご説明いたします。

　

アトリウムは再建計画に沿って中小型物件の売却を進めてまいりましたが、　東日本大震災や欧州債務危機問題などで、大型物件のマーケットの停滞感が強まったことを踏まえ、当社グループの資産効率向上の観点から大型物件を中心とした保有物件の開発計画を現状のマーケット水準で見直し、　　　　　６９２億円の損失を計上いたしました。



今後、継続する事業と撤退する事業を明確に区別した上で、今年９月に予定している会社分割により不動産ポートフォリオを再分類し、撤退事業に区分   される一定のオフィス・商業用物件や大型開発物件を中心とする事業に      ついては、２０１６年頃を目途に全保有資産の売却し、清算をいたします。



撤退事業に区分した物件を早期にかつ着実に売却し、経営資源を中核事業であるカード事業やファイナンス事業に集中することにより、最強のノンバンクを目指してまいりたいと考えております。


[ ]
s REstructuring the real estate business (restructuring of the Atrium Co., Ltd.) @

B Direction of the Atrium Co., Ltd.

<Retain company >
Appropriately carried out the replacement of assets specializing in real estate securitization
business of small and medium-sized, carefully selected by the purchasing

*The property held by the middle term profitability, ensure the rental income
= Strong earnings structure to implement the transformation of market fluctuations, and

management aimed at stabilizing the black

<company under liquidation>
=Capital and business alliance with major real estate company
=Sell all the assets held in stages until around 2016

B Assets Plan

B Business Plan

(Total of Retain company=company under liquidation) 40(()Total of Retain company=company under liquidation)
‘ISaIes Net income ‘ (Unit: billion yen) 350 (Unit: billion yen)
60 r 55.0 >
43.0 300
40 |
250
20
1 200
0 : '
150
A20 |
A40 100
A60 F A69.4 50
0)
A80 *

Restructuring
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== 0. Main Indices (Non-Consolidated)

FY2010 FY2011
YoY(%) YoY(%)

FY2012

(Estimate) | YoY(%)

24.75
100.2
OO

12.99
102.
O 6

0

ey 3,669.3

(Rl 3,402.4

New Applications

(millions) 2.51

New Card Issued

(millions) 2.12

Total Cardholders 28.34

(millions) (+0.05)

Active Cardholders 14.70

(millions) (+0.37)

Transaction Volume

(¥ billion) 4,324.8
Card Shopping | 3,953.4
Cash Advances 371.4 61.5

(Unit: million cards, million people, ¥ billion)

Figures in parentheses are changes from the previous year
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プレゼンター
プレゼンテーションのノート


当社の事業基盤となるカード会員につきましては、

	新規カード開拓が　	　 ２６０万枚　（前年＋ ３万枚、７ＣＳ除き　＋２２万枚）

	新規発行枚数は	　 １９６万枚　（同  △１６万枚、７ＣＳ除き　△　５万枚）

	総会員数は	２,４７５万人　	（同△３５９万人、７ＣＳ除き  △４２万人）

	稼動会員数は	１,２９９万人 	（同△１７１万人、７ＣＳ除き  ＋１３万人）

となりました。



ショッピング取扱高は７ＣＳカード事業分割の影響を除き前年比3.3％増と、震災の影響から　回復して全般的に底堅く推移いたしました。

     ■　業種別取扱高（前年比） で好調な分野　

























カードキャッシング取扱高については、引続き貸金業法改定に伴う影響で取扱高が減少しましたが、法規制の影響が一巡し、取扱高は概ね前年並みまで回復してまいりました。（3月▲4%） 


[~
= Olrategic move to expand card business in the 7 & 1 group

Some effects of 7CS card business split are expected to expand
over the medium term contribution to the consolidated profit

B Excluding the impact of 7CS card business split (¥ billion)

FY2011

excluding the

YoY(%) impact of 7CS

Card Transaction Volume 3,669.3
Cash advances
Shopping revolving balance

Cash advance balance

B The first year of card performance 7CS (April 2011~February 2012)

New applications 0.33million cards, Total Cardholders 3.12 million
Shopping Transaction Volume ¥620billion, Ordinary Income ¥2.6billion

Targets : Together with Seven Card Service, generate shopping transaction volume

of ¥2 trillion from 10 million cardholders.



プレゼンター
プレゼンテーションのノート


昨年4月に７ＣＳカードの事業分割をした影響もございましたが、７ＣＳカードの　初年度は順調なスターﾄを切っており、中期的には７＆ｉグループでのカード　　　ビジネスを展開し、セブン･カードサービスと合わせて会員数１，０００万人、　　ショッピング取扱高2兆円を目指してまいります。


(Reference)Share of Cards

The transaction volume per card for premium cards is 4 times that of the other cards.

[FY2011]
[Share of Total Cardholders] [Share of Shopping Transaction Volume]
Premium
4.5%
SAISON
MMC SAISON Proper
10.0% Proper 19.7%

17.8% Takashimaya
LABI

9.2%

Takashimiya
uc

13.7% Afinity
21.0%

UC 10.8% 3.9%

Affinity

30.5%

XPremium includes Saison & UC GOLD/Platinum cards and AMEX Blue cards
10


プレゼンター
プレゼンテーションのノート


・参考データとしてご覧ください。






—_

== Trends in the cash advance business

[Credit Saison (non-consolidated)]

Balance
(billion yen)

700
600
200
400
300
200
100

0

FY 2006
Operating
revenues:

118.3 billion yen

End of September, 2007
Balance:

600.1 billion yen

Operating revenues
(billion yen)

- Revision of Money

Lending Business
Law

- Start of claims for
interest repayment
claims.

140
ol 2o
244B;||?i1%e§/en 100

Operating
revenues:
38 billion yen 80

borrowings

| Start of
Interest rates cut restrictions on
to 18% or less | total 20

60
40

'02

'03

'04

‘05 '06 ‘07 '08 '09 10

N B glance

Revenues

0

Under the impact of regulations of the Money Lending Business Control and Regulation Law, cash advance
balance decreased by approx. 60 % compared with the peak period, with revenues also decreasing by
approx. 70 %.

In the first half, transaction volume has recovered to approx. the same level as the previous year, and
balance is also expected to start recovering although about six months later than transaction volume.



プレゼンター
プレゼンテーションのノート














	




[
e
L

6. Credit Risk

Enhanced risk control and reduction of interest repayment claims

has made progress the soundness of loans

6% r

5%
4%

3% |
2% |
%}

0%

Delinquency of over 90 days(Consolidated)

g 280 gy 340%

6%
%
4%
3%
A
1%
0%

Delinquency of over 90 days
(Non—Consolidated)

Cash
B 5.39% 5.41% Agsance
L2010 4.12%
3.91% - 8 3.03%
a0 3.32%

| 2.75% 280 2.39%
Credit Card

07 08 09 10 11
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プレゼンター
プレゼンテーションのノート


引き続き債権の質を重視し、慎重な初期与信とリスクプロファイルに応じた　途上与信、さらに迅速な回収体制の強化により初期未入債権が減少しており、債権の健全化が進展しております。



（参考）　９０日以上延滞債権　

　　　　　　　　　　　　　　　　   前期    　　今期

　　　　　（単体）　ｷｬｯｼﾝｸﾞ 5.41%　→　3.93%（△1.48%）

　　　　　　　　　　	ｼｮｯﾋﾟﾝｸﾞ 2.38%　→　1.84%(△0.54%)

　　　　　	カード計　 3.32%　→　2.39%(△0.93%)

          （連結）　　　　　　 　3.40%　→　2.66%（△0.74%）


Ik

Changes in the number of interest repayment claims processing

The interest repayment claims are in the downward trend.

Monthly

7,000
6,000
5,000
4,000
3,000
2,000
1,000

0

average number

I New claims handled by lawyers and other third parties

Settlements of interest repayment claims

13


プレゼンター
プレゼンテーションのノート


利息返還請求の先行指標となる弁護士等による第三者介入債権の新規発生件数が前年と比べ半減し、業法改定以前の水準に戻りました。



それに応じて利息返還処理の件数も減少傾向にあります。








[
e
L

Credit cost / Provision for loss on interest repayment

Trend will continue over quality of receivables, bad debts are expected to
also reduce costs this fiscal year

B Credit cost results and estimate

(¥ billion)
Results FU”_ Year Factors of credit cost reduction
Estimate - Proper screening
Difference Difference - Strengthen collection
Credit Cost 26.4 (33.2) -Reduction of claims handled
by lawyers
T — -Reduction of cash advances

balance

Repayment Cost

M Trend of provision for loss on interest repayment

(¥ billion) | 454 446

Results Consolidated Non-
Consolidated

Reversal 15.2
24 .8 <«— Consolidated

Provsion . 54

Non-
Consolidated

Balance (9.8)

Increase

11

14


プレゼンター
プレゼンテーションのノート


貸倒コストの状況は、債権管理の強化や弁護士等による第三者介入債権の沈静化による延滞債権の減少により、貸倒引当金繰入額が大幅に計画を　下回り、貸倒コストは２６４億円（前年△３３２億円）、連結３０６億円（同△３５５億円） となりました。



今期は利息返還の減少が続き、債権内容の更なる改善が見込まれること　から、貸倒コストも２３０億円（前差△３４億円）、そのうち利息返還コストを　　 ５０億円（前差△４億円）を計画しています。




Review of the provision for loss related with the Great East Japan Earthquake

Because collection of claims in the disaster-affected areas advanced smoothly and bad debt

risk has dropped, provision for loss related with the Great East Japan Earthquake was re-
calculated at the end of the year and part of it has been reversed.

B Payments on card claims in the B Trends of provision for loss related with the
disaster-affected areas Great East Japan Earthquake in the disaster-
(%) affected areas
97 . -
(Unit: billion yen)
120 - Write-off, etc.
96
W 100 | N
95
80 - Reversal
94 a0 -
o |- 40 - Provision after
re-calculation
20 -
92
Apr. Jun. Aug. Oct. Dec. Feb. 0
Disaster-affected areas End of End of
—®— Nationwide average 2011/3 2012/3
End of 2011/3 End of 2012/3
: Accounts
Payments on card claims that had dropped receivable RIIICIBCUI 20.8 billion yen
after the Earthquake have recovered to the balance
nationwide level by June of last year.
y y Bad-debt
: 35%
reserve ratio

« Credit cards and lease-credit guarantee of disaster-affected areas
are included in the accounts receivable balance 15



Ik

/. Financial Indices

(¥ billion)

Consolidated Non-Consolidated

From the previous From the previous
year year

Sharehqlders’ 352 6 322 .5
Equity

Total Assets 2,155.9 (75.3) 2,059.4

Shareholders’
Equity Ratio

*1 ROE

*2 ROA

1 ROE is calculated to assume that return is based on ordinary income (excluding extraordinary income/loss) with

corporate tax deducted at the rate of 40%.
%2 ROA is calculated that ordinary income is divided by tonal asset.

16


プレゼンター
プレゼンテーションのノート


主要な財務指標では、

今期はキャッシング残高の減少にともない資産も減少しております。



自己資本比率に関しましては、メルクマールとしております15％以上を維持　しています。



これからも、ノンバンク化の推進、ネットビジネス拡大、当社の財産である当社グループ合わせて約3,500万人のカード会員の活用、さらにはローコストオペレーションの推進による生産性の高い経営に注力することで財務指標の向上を目指してまいります。

　　

　　　

　　　


Ik

8. Dividends

FY2010
Dividend per
; ¥30
share
Total cash
dividend

¥5.5 billion

Payout ratio

(consolidated)

42.9%

FY2011

¥30

58.3%

FY2012

¥5.5 pillion

17


プレゼンター
プレゼンテーションのノート
２０１１年度の配当につきましては、計画通り３０円を予定しております。



当社は、企業体質の強化と継続的な事業拡大に向けた取り組みが、株主　価値の増大のために重要であると考えており、利益還元につきましても、　　　内部留保の充実を図る一方、株主の皆様へ適正かつ安定的、継続的な　　配当を行って生きたいと考えております。



このような方針のもと、２０１２年度も年間配当を30円に据え置く予定で　　　 ございます。


(Reference)Fund Structure

Ik

(Unit: billion yen)

[Consolidated] [Non-Consolidated]

Total Balance: 1,404.8 Total Balance: 1,364.9

Corporate
bonds

Corporate
bonds

CP 32.0 220.0

receivables 105 receivables 105"

Long Term Ratio : 81%

GENRD Long Term Ratio : 81% Fixed Ratio : 71%
R&l A*
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（参考資料ですので、説明は省略してください）

　　

　　　


Ik

Management Strategies

I. Overview of card market
I. Medium-term management concept
. Management Strategies in fiscal 2012

IV. Corporate Social Responsibility
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　続きまして、クレディセゾンの経営戦略についてご説明いたします。



　　

　


== | Overview of card market

1. Brand share in global market

[ FY2011 ] Card members Card shopping transaction volume
China Union Pay _ China Union Pay _
ICB 14.0% Diners 10.5% Diners
3 (+2.2p) /_ 0.3% JCB  (+2.8p) /_ 0.5%
.8%0 0
(+0.5p) \ 2 E_SA) \

AMEX

4.8%0
(+0.1p)

Visa

43.6%0
(A2.2p)

\Y

3,052 2,557 8,299 2,234 2,091 4,676 2,986
member

X Source: NILSON REPORT (Credit card only) 20




== 2. Changes in market share by brand in the U.S.

Share of Shopping Transaction Volume (FY2011) Changes in transaction volume
50%
Discover —\ 42 4% 43.296 43.3% y
5.6% 40% |
| 28.2%
Master Visa 30% o5 69, 26.3% AV
24.89 43 5‘<
' 3% 25.4% Master
; - 0 £2.970 94 8%
(+0.1p) 20% 24.0% Card
10% F
0% ! ! ! -

2008 2009 2010 2011

Main counting(FY2011) MasterCard Discover

Card members (Number of base) 234.10 million 150.60 million| 175.70 million 58.70million

Card shopping transaction volume 888.0 hillion$}540.1billion$] 508.0billion$| 114.1bilion$

Active ratio 57.2% 65.4% 51.2% 42.3%

(Based on the number of account)

Shopping transaction volume per member
( Number of base )

3,793% 10,674% 2,891% 1,944%



E 3. Overview of Credit Saison

B Brand share of Credit Saison [April 2011 ~ January 2012]

Card members Card shopping transaction volume
JCB JCB
9.2%0 6.6%20
(A0.5p) (A0.3p)
AMEX N\ AMEX \
9.8%0 10.5%9%0
(+2.8p) (+2.4p)
Visa Visa
49.3%90 57.0%0
Y ER (A1.3p) Ma;;eg (A0.9p)
31. (A.l.lp)
(A1.0p

Card issuing share(Fy2011) 27.4% 18.4% 49.6 %
22
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（参考）　２０１１年度実績

・　ＡＭＥＸブランドカード　

　　　　　　　会員数　前比＋４７％、取扱高　前比＋３６％



・　ブランド別　シェア　　　　　　　　　　　　　　　　　　　　　　　　　（単位：％）

　　　　　　　新規発行　　前年差　　Ｓ取扱高　前年差　C取扱高　前年差

　AMEX　　　　５０　　　　＋１９　　　　　１１　　　　＋３　　　　９　　　　＋３　　　　　　

　Visa　　　　　２７　　　　△１０　　　　　５７　　　　△１　　　５６　　　　△１　　　　　

　Master　　　 １８　　　　  △９　　　　　２６　　　	△１　　　２７　　　　△１　　　　

　JCB　　　　　  ５　　　　　±０　　　　　　６　　　　	△１　　　　８　　　　±０


-=D Saison American Express® Card Eexpansion of Service Partners

SR PLATINUM Eeem GOLD
e ox
Annual fee: o3 Annual fee:
21,000 yen 10,500 yen
* Main privileges of the Platinum card/Gold card
(Gold)

- Premium golf service: (Platinum) : Annual fee 10,500 yen

world/1,100 locations) = 1 year free

Vi AMERICANIEXPRESS,

- Priority pass : free registration (usual annual fee is 399 U.S. $) (Platinum), registration system (separate expenses to be paid)

- Free baggage delivery service: offered for both ways (Platinum), offered for return only (Gold)

- “Businessworld” business lounge service developed by Regus (Domestic 8 cities/25 locations, 500 cities across the

- Hotel/tour reservations with the world's largest online travel site "Expedia“ = 8% discount for hotels etc.
- Use of a hair salon Ash Group = When visit first 50%0FF. Second and subsequent 30%OFF

= BLUE
Annual fee:
3,150 yen

*Privileges of the Blue card/Pearl card

AMERICANIEXERESSY

= PEARL
- Annual fee:

First year is free of charge

(In the second year or later, the
annual fee is alSo free of charge

- Free baggage delivery service: (Blue): offered for return only
- On-line protection : reimbursement provided

when the card is used)

- Hotel/tour reservations with the world’s largest online travel site “Expedia“ = 5% discount for hotels etc.

- Use of a hair salon Ash Group = Visit first when 50%O0FF, Second and subsequent 30%OFF
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== 4. Changes in transaction volume by area

Clarification of the market shift to the Asia Pacific Ocean area

Changes in transaction volume by area FYZ2010 transaction volume by area

00% Oth
] er
N/S America 0
50% ,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, 6-4 /() \
40% [ e
Europe :
0% e N/S America
— Asia-Pacific 38.0%
oA 0
20% Asia-Pacific 32.5%
o% -
10% Other
0%
2000 02 04 06 08 2010

(From FY2008 China Union Pay has been added to Asia-Pacific.)
% NILSON REPORT

KEE TSR (Visa, MasterCard, AMEX. China Union Pay, JCB, Diners) TDI YL wk-Debit: TYRAK |DEEHE 23



— 5. Comparison of share by payment methods between Japan and the U.S.

(1) Percentage of cash in the final private spending of 284 trillion yen is 59.1%.
(2) Credit cards account for approx. 32 trillion yen, which is only 11.1%.* U.S.: 24.5%, South Korea: 57.0%

U.S.A.
Japan (FY 2010) (actual figures for FY 2010 and forecast for FY 2015)
Collected from b
convenience stores aYme”t on .
3.0% delivery Pay-easy Prepaid cards, etc.
' 1.3% 2.3% 4.4%
Prepaid cards, (2015: 4%)
electronic money
1.7% 3 Checks
Transfers, 18.1%
account (2015: 1

transfers
21.1%

Debit cards

7.9 1trillion
dollars

284.2 trillion
yen

0.3%
Credit Transfers,
redit car account transfer 015: 31%)
)
Ll 12.9%
(2015: 10%) (2015:
* Japan: Estimates made by the Company on the basis of data of the Ministry of Economy, Trade and Industry, *U.S.: NILSON REPORT 2 4

New Payment Report 2010, ABeam Consulting Ltd., Fuji Chimera Research Institute, etc.



== 6, Changes in domestic credit card industry

2000~01 |  2002~03 |  2004~05 2006~07 |  2008~09 |  2010~11 |
Enactment of revised Supreme Court decision to return Enactment of Article 3 of the Full enactment of the revised
Investment Act excessive interest payments revised Moneylending Control ~ Moneylending Control Act
(Maximum interest: 29.2%) Enactment of revised Moneylending Act (Maximum interest: 20.0%)

Control Act

Credit Saison g Credi Saison | g Credit Saison|

A
: Total of UC Card member business in 2006
UC Card Socooo000000000000000000C0000000C0000000N000000E00C000C0000000C00000000000000000000000000000000000000005) —0 ) 00 09 00 5 00 03 ) 00 0 O & 05 0 -

UC Card

Specialize in business for affiliated stores

[

Orico

Orico

Became equity holding company of Mizuho FG in 2010

oynziN

Sumitomo Credit g4 Sumitomo Mitsui Card >

Sumitomo Mitsui
Card’

\ 4

Pocket Card’

Merged with Sakura Card in 2002
Maycal Card gmg Pocket Card .
Company name changed in 2001

iej > > —
Daiel OMC m Company name changed in 2002

Cedyna

+ 3 companies

------------------------------------------------------------------------------------------------------------------------------------------------- -

Became equity holding company of CF in 2007

DC Card .....................................................................................................................................

owo}wng INSHN

Became equity holding company of Sumitomo Mitsui FG in 2007 : merged in 2009  Became full subsidiary in 2011
; — Delisted

¥
Million Card gme UFJCard gummeg UFJ NICOS pummmg UFJ NICOS guummgMUFG NICOS »MUFG NICOS
A A

Nlppon Shlnpan Merg.e.(.j..Wl.t.h..'.:.Ingn(.:.lgl..Qng.l.'l.z.p.p..z...i Merged with : Merged with Merged with Became full SUbSidiary of

Nippon Shinpan in 2005 Kyodo Credit in 2006 DC Card in 2007 MUFG in 2008

Kyodo Credlt .............................................................................................. - — Delisted

v

JACCS

Become equity holding company of MUFG in 2008

\ 4

JAL Card

JAL Card

Sold stock (49%) to MUFG in 2008

g JCB
Aeon Credit g Aeon Credit

Kokunai Credit g Rakuten KC

Became subsidiary of Rakuten/changed company name in 2005 Eeeeeeeeeeee 2  KC Card

Separation of former KC card business in 2011

akutenCard

94NN

25



Credit Saison

SAIS@®N
CARD
INTERNATIONAL

: (] YAMADAY #% [ 88 17
Idemitsu i Yamada Shizugin
Credit i inancia qison Cay
paiwa Hous,
inancia

Nandaco

NTT DoCoMol[ Rakuten )l Mitsubishi UFJ FG Others

DPCAADC
T DoColy

( )

@

Riners Cl

Rakuten m

Car
JA CARD

k\/

J \L

RKOFK © Faurgaa.
J

JR Group
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= O. DOMestic market share (shopping transaction volume)

B Card shopping transaction volume (issuer base) [2010 fiscal year]

FC and BC of

regional banks Our company G
5.9% 16.5%

\

Seven Card Service 1.5%

APLUS 1.7%

Our company

on-consolidated
12.4%

J

MI Card 2.0%
Rakuten KC 3.2%

VIEW Card 3.2%

Venture Card companies
4.1%

Orico 4.19 _ -
Mitsubishi UFJ FG
] 17.8% :

Toyota Finance 0 Transaction

6.4% volume in FY2010
Aeon (gredit -approx. 31.9

1.8% Sumitomo Mitsui FG trillion yen
JCB 17.7% ¥ Source: Ministry of Economy,

88% Trade and Industry

X Calculated by our company's independent estimation methods on the basis of each company's officially announced calculations, etc.

X As a rule numbers are given for each company on non-consolidated basis (excluding overseas card members); both FC and BC of all brand companies (more than 120) are
calculated as "FC and BC of regional banks"
X Investment destinations of our company: Idemitsu Credit, Resona Card (a part of the Saison brand), Takashimaya Credit, Shizuoka Bank Saison Card, Daiwa House Group

27



== J. Company's Innovations in the Card Industry (1)

1982 Issued of "Seibu Card", launch of national development of business bases for issuing cards (Saison counters)
= Created model for acquisition of new card members at shops with cards with no annual fees that offered instant
credit/instant issue
1982 Launched establishment of unmanned cash dispenser machines for cash advances
= While increasing convenience, eradicated the sense of guilt when customers use cash advances
1988 Entered into an alliance with VISA/MasterCard
= |ssued international cards with no annual fees
1990 Started first transactions in Japan not requiring signatures on the Seiyu food floors
= Greatly improved convenience for the customers by reducing the time needed for the everyday payments
1992 Started issuing Saison Postal Savings cards
= By creating a nationwide operating system of satellite offices, the Company acquired a truly overwhelming share
1997 Entered into an alliance with American Express
= Started provision of American Express cards with the annual fee of 3,000 yen, established the first in the industry
card-issue system incorporating four major international brands
1999 Under joint management with SONY established Entertainment Plus Co., Ltd., a company developing "e+"
= Launched ticket sales and informational service for card holders
2002 Established a business model providing capital, personnel, and know-how under joint venture system
(ex. Idemitsu Kosan, Resona Holdings, Takashimaya, Yamada Denki, Shizuoka Bank, Daiwa House Industry,
Yamaguchi Financial Group)
2002 Launched a new points program "Saison eikyufumetsu points"
= Abolished the term of validity with the ability to "store points forever and exchange them for the products of your
dreams" as the underlying concept
2004 Concluded a comprehensive alliance with Mizuho Financial Group
= By uniting with an operational company that is a member of UC, became one of the largest credit card companies
in the industry
2006 Launched services of Thoroughbred Club Saison
= Offered the card holders a service enabling them to jointly own racehorses
2006 Launched operations of "eikyufumetsu.com", an on-line shopping mall

= Developed a number of fee businesses in such areas as "mobile", "content”, "research”, and "auction”

28



== Company's Innovations in the Card Industry (2)
2007 Established SAISON ASSET MANAGEMENT CO., LTD. and launched wealth accumulation services

2007
2008
2009
2010

2010

2010

2010

2011

2011

2011

2012

= Entered into an alliance with a U.S. company Vanguard, achieving no-load investment fund with trust fees on
the lowest terms in the industry
(January, 2008, receives Nikkei Superiority Award for Excellent Products and Services from the Nikkei)

Established Qubitous, the first all-round processing service company in the industry

= Achieved grouping of all of the card processing work related to the SAISON and UC brands

Launched rental business in alliance with Yamada Denki

Launched Credit Saison flat 35 service (Long-term Fixed Rate Housing Loans)

Undertook management of Akagi Nature Park (Gumma Prefecture) as one of CSR activities

= The park offered a place people can get close to the beauty of the Nature, experience its splendor

Concluded an agreement with American Express on issue of cards with a new design featuring drawing of

centurion

= Issue of status cards with a totally new concept (PLATINUM, GOLD, BLUE, PEARL)

Issued Wal-Mart Card SAISON (American Express brand)

= Equipped with "1% discount: everyday and any time" function to be used in Seiyu shops

Concluded a comprehensive business partnership agreement with Seven & i financial group

= Launched operations by a joint venture "Seven CS Card Service" in April, 2011

Established "Judge Committee"

= The Committee promotes development of such new businesses as insurance products of LIFENET
INSURANCE COMPANY, "Automobile Insurance for grownups" of the SAISON AUTOMOBILE&FIRE
INSURANCE, etc.

Entered into an alliance with China UnionPay for affiliated store operations in Japan.

= Formed an alliance with UC card with a goal of 50,000 affiliated stores conducting transactions with China
Union Pay

Made possible to use eikyufumetsu points for net shopping

= Was the first in the industry to launch a service with the points' balance of 68 billion yen that can be used for
net payments

Established a representative office in Hanoi, Vietnam

= Made inroads into the Asian markets on the foundation of the Company's know-how in the retail/nonbank
spheres

29



mm= 1 Managerial concept for the medium term

Operate based on Collaborative Management utilizing SAISON-AMEX Cards and other strategic weapons

Multiple business spheres

with credit cards as the axis

Overwhelming customer

Originality of products and
channels/ services,
alliance partners extensive customer base

X

[The Company's strategic

Alliance

partners:

neutral
alliance
strategy

Eikyufumetsu

points:
points

balance:

70 billio
yen

weapons]

Diversified

payment
system:

prepaid

Eikyufumetsu.
com:

Offering a wide arra
of nonbank products:
supplying fine-tuned
other companies
do not offer

7 million
Net
members

cards/Union

Pay,
payment by
DOIN

n

AMEX
SAISON-
ucC
Increasing

appeal of
cards

Construction of a payment platform source foundations by promotion of

with credit cards serving as nonbanking services, such as lease, _ t dat ori
. : - using customer data centering on
the axis destroying cash market credit guarantee, flat rate loans, 9
NET members

[Three primary policies of the Company]

Conversion into multi-core profit

Expansion of fee revenues by
creation of businesses

financing, etc.

Being a nonbank with multiple profit sources

30



= II.Business strategy for the FY 2012

By developing our credit business on the firm basis of specialization and alliances between all of the

companies within the scope of consolidation, becoming No. 1 in the industry in terms of ability to
acquire new members and transaction volume, at the same time expanding our share further

(1) Creating a system making our Company Group No.1 in the business in terms of functionality of
the cards on consolidated base

By each company of the Group reinforcing its strategic weapons, strive to become No.1 in ability to acquire
new members, transaction volume, creditability checks, credit, collection, information, and affiliated shop
business, seizing the market share from the competitors

(2) Striving to make Net business our core

Greatly expanding transaction volume of eikyufumetsu.com, at the same time conducting full-scale
development of the Company's advertising/research/social media businesses.

(3) Promoting nonbank services (lease & rental, credit guarantee, Flat 35 and nonrecourse loans)

Rorcing finance business in character with the Company's nonbank status, and ensuring multiple profit
sources

(4) Concretization of business entry into Asia

Actualizing overseas business strategy as a preliminary move ensuring sustainable growth in the future
Anticipatory investment into customer-data businesses, etc.

31



== ] Strengthen development of NO.1 card industry (D

To take market share to make your card number on a consolidated basis pioneer No.1

Credit Saison New card Total transaction Ordinary

(Including capital tie-up card) issued cardholders volume Income

(mitlion) | "yoPR " | (Trillion yen) | (billion yen)

Credit Saison 1.96 41.0
Idemitsu Credit 0.23 4.3
Seven CS Card Service 0.24 2.6
Takashimaya Credit 0.10 3.3
Resona Card 4.4
Shizugin Saison Card 0.02 0.01
Daiwa House Financial 0.01 A0.03

Total 2.65 35.17 6.03 55.6

> Transaction volume is the sum of shopping and caching
& Ordinary income is a number of companies, different interests and contributing to our consolidated.




[

== 1. Strengthening of Industry No.1 new card member acquisition ability

Striving to enlarge the market share by expansion of our customer base

B Maximization of the number of new members acquired with the existing channels

- Strengthening of measures to acquire new active cardholders in the growing industries
(shopping centers, communication, etc.) in order to win over card users of other companies

B Promotion of the Company's cards in the Internet industry
- Promoting our services in the homepages of our partners, among Internet members/subscribers to
mail magazines

- Collaboration with net companies, mutual cooperation to utilize their member organizations and
customers

(Acquisition of new members utilizing points’ exchange with Yahoo, DeNA, Gree, etc.)

B Development of new customers acquisition channels for Centurion AMEX

- Developing new bases for expansion (commercial facilities, WEB channels, etc.)
- Developing approaches to the corporate market (credit cooperatives, credit banks, etc.)

[Targets for FY 2012]
Number of new cards issued (consolidated) 2,880,000 (+ 9% YOQOY)

(non-consolidated) 2,200,000 (+12% YQY)
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=== 2. Enhancing the appeal of proper cards (AMEX/SAISON/UC) (1)

Striving to enlarge the Company's market share by improving the basic functions,
marketability, and services of our cards

B Victorious companies in the card industry are essentially those companies that
Issue store cards
Winning the competition of differentiation by assigning the house card functions to our own cards

B It is necessary to quickly create weapon armoring cards with superiority
and differentiation in addition to eikyufumetsu points

(1) Launching alliances on discounts with multiple companies starting with companies we are
already collaborating with

(2) Holding of regular discount sales during local festivals or in local shops

(3) Institution of days when eikyufumetsu points are doubled, tripled, etc.

(4) Developing preferential treatment, etc. by industry/area using the differentiation available with
the AMEX brand

(5) Contributing to ability to attract customers/increase in sales by provision of information to
customers

B Expanding the number of ID partners centering on online companies
Yahoo! Points Club/ Yahoo! LOCO/Google/Facebook, etc.

B Undertaking payment services for smartphones/tablets
Collaboration with payment service providers
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2. Enhancing the appeal of proper cards (AMEX/SAISON/UC) (2)

Development and marketing of products and services aiming at acquiring

customers of other companies and taking in the cash market

B Issue of sub-credit cards linked to credit cards proper

- Taking in the small sum transactions currently increasing for example in drugstores and the
cash market

B Increasing the use of affiliated credit cards, ALL Saison, and UC members at

shops of existing partners

- Strengthening of appeal of services for all Saison members, such as the exclusive 5% off at
PARCO, 5% off at Seiyu, etc.

B Expansion of the areas for prepaid/credit payments
- Entry into the online electronic money market; virtual prepaid services
- New issue of Visa prepaid/Union Pay prepaid cards; promotion of Neo Money

B Capital of 70 billion yen, utilization of eikyufumetsu points and value of service

- Promotion of eikyufumetsu points through exchange of points with partners
- Net payments: expansion of payment services through use and exchange of eikyufumetsu
wallet/points

B Participation in validation experiment of the NFC service

- Examining use environment of a non-contact IC payment services on smartphones
running Android™ using the network of American Express
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=== 3. Expanding our presence in the net business

Rapidly expanding the transaction volume of eikyufumetsu.com, cultivating the

Company's marketing/advertising business

B Rapidly expanding transaction volume of eikyufumetsu.com
<Increasing number of customers> Increasing the number of internet card holders by raising the
proportion of new supplementary cards issued
<Recognition> Increasing the presence of the Company in both the owned media and mass media
<Understanding> Engaging in target marketing
<Ease of use> Improving the convenience of our website
<Feeling of getting good worth for the money> Special promotion by affiliation with products

B Cultivation of marketing/advertising business
- Making the presence of the Company's marketing business felt in wider circles by accumulating a
larger number of successful joint ventures with EC and various manufacturers
- Entering into alliances with the leading Net companies in the drastically changing smartphone ad
network market

[Targets for the FY 2012]
Number of net members: 8,540,000 (+23% YQY)
Transaction volume of eikyufumetsu.com: 120 billion yen (+150% YOY)

Contribution margin: 5.3 billion yen (+77% YQY)




= LCikyufumetsu.com transaction volume /Internet members Transition

(¥ one hundred million) FY2012 (ten thousand people)

140 - : Net members 8.54million - 80(
I Transaction volume =—@=Internet members Transaction volumes ¥120 billion

- 60(

- 90(

Also open to non-membership card
Eikyufumetsu.com |
Integration-related services
100
October 2007 FY2008 "4
[lkyuumetsu.com Net members 3 million
30 Membership open to UC ar Tansaction volumes ¥18 billion
October 2006 - 40(
Eikyufumetsu.com ,
60 Start
: - + 300
40 -
- 20(
20 || 10
0 ~m 1

3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
2006 2007 2008 2009 2010 2011 37




=== Schematic view of the Net business

* Active use of the changing market [EESIiEIg{o]gle]a [ INERSTo I 1M g [=Te [FY

* Structural reform

* Maximization of revenues from affiliate
programs
- Sales of the marketing data

* Updating, elaborating, and - Detailed statement on the

- Sales of advertisements in the Web CoIIecting Web

St - the customer data * Point cost reduction
* Advertisements utilizing the customer l

data

* High profitability Net business model * CRM using
clouds/big data

Affiliation with online companies * Into Card members
Into

card Card members Net

members - Ordinarily subscription

.. - members A
* Acquisition of unaffiliated - Web card subscription
customers in lots by Into Non-card members égtr% - Mobile subscription
accepting points-related me’r\'n%ters members * Making non-card members

work into card members

* Virtual cards

Tool bar
No need to actually visit

‘ eikyufumetsu.com

* Establishment of points' economic bloc * Promotion of a "save and use points" cycle centering on eikyufumetsu.com

* Smartphone applications (games) E c o m * Expansion of payments with eikyufumetsu

points

* Online to Offline (O20) * Market allowing use of eikyufumetsu points

*
New measures 38






Ik

4. Reinforcement of Finance Business: Lease and Rental Business

Acquisition of an overwhelming market share and expansion of product areas

B Reinforcing marketing activities among dealers run by major manufacturers
- Conducting marketing activities putting particular emphasis on the dealers run by manufacturers
with the largest market share in the OA equipment market

B Reinforcement of alliances with existing clients

- Making the Company's ties to existing clients and their trust for us even stronger to increase
business results

Bl Development of products matching the needs of the market

- Scale up rental services for LED lighting keeping pace with the expanding demand in the ECO-
related products

- Making inroads into medical equipment and industrial machinery, developing new product areas
B Further reinforcement of mobility of operating bases

- Reinforcement of staff organization in the national operating bases and cultivation of a marketing
force capable of winning against the rival companies

[Targets for the FY 2012]

Lease and rental Transaction volume: 105 billion yen (+9% YQOY)
Operating revenues: 15 billion yen (+2% YQY)
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5. Reinforcement of Finance Business: Credit Guarantee Business

Ik

Reinforcement of measures to enable steady accumulation of "good-quality guarantees balance"

B Entering into new alliances

- Reinforcement of activities approaching the (Billion yen)
"credit banks" business category 200.0
= Aiming at entering into comprehensive alliances with 172.0 165.5 s

157.8
271 companies in Japan
. . 150.0 -

B Measures to Improve the transaction

volume with existing partners

- Promotion of consumption-type loans matching the 100.0 -

business potential

- Product renewal using triple creditability checkin L

g trip y 9 50.0 ’o 265 308 350
B Improvement in the accuracy of checking
'09 10 11

- Increase of accuracy of "risk pricing creditability check* 0.0
= Active utilization of information on transactions with 12Plan

the partners W Guarantees balance
Number of allied partners

[Targets for FY 2012]
New alliances: 45 (adding up to a total of 350)

Guarantees balance: 171.3 billion yen (+4% YQOY)
Operating revenues: 10.3 billion yen (+5% YOQOY)
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Ik

6. Reinforcement of Finance Business: Flat 35 (Long-term Fixed Rate Housing Loans)

Enriching the services available under "Saison Housing Loan Package": aiming at becoming the
No.lin the industry

©Aim at market domination with the sense of reliability/security attached to the Saison brand.
B Features of "Saison Housing Loan Package"

(1) Use of preliminary check = In accordance with credit information, the answer is given
within two business days as a rule.

(2) Loan can be made on any business day = Any day available from the 1st to the end of the month (with the
13th of each month excluded).

(3) Receipt of capital by proxy = Availability to receive money directly to the account of the
dealer/contractor

(4) Borrower can select the date and place

of contract conclusion = Flexibly matching the requests including also Saturdays,
Sundays, and holidays

(5) Full amount is lent under flat 35 PLUS = Covering the 10% left after the amendment of loan system by the

Japan Housing Finance Agency that set the upper limit for loans at

Total amount paid for the housing available for a loan 90% of the construction cost/purchase price
Bridging loans for the total amount are also available

Flat 35 loan of Credit Saison (90%) Flat 35 Plus (10%)

[Targets for the FY 2012]
Yearly number of transactions: 2,000

Transaction volume: 53 billion yen (+7% YQOY)
Operating revenues: 1.6 billion yen (+4% YQY)
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mmm /[ Concrete Steps of Expansion in the Asian Market

Entry into new areas utilizing the Company's know-how in the retail/nonbank spheres

B Singapore
- Examination of approach based on creating affiliated companies
overseas that has the merits in terms of geographical superiority

B China
- From June, 2011: the Company has been engaged in the work
on installment payments for individual goods in Tianjin
= Submitted application for incorporation-procedures/permits
with a view to achieve the goal of creating small sum lending
business using own credits

B Vietnam
- First half of 2012: Established a representative office in Hanoi
- Entered retail/nonbank business
= Examine the possibilities of further advancement through
alliances with financial institutions/operational companies, etc.
Areas to make inroads into: credit card business, installment
payments for individual goods business, IT/social network
business

B Other Asian areas
- Will attempt new entries and expansion of the business bases
following the advancement into Asia by close allied partners
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IV. CSR/Mecenat 1. Japan National Football Team &

From 2001: the Company has been renewing a supporting company contract with Japan Football Association
(National Team A, Team U-23, Team U-20, Team U-17, Nadeshiko Japan, FUTSAL Team, Beach Soccer Team)

(1) JAPAN Card Saison ) ‘B TLZJAPAN

_ » . B ShTES

B Donations to Football Association |-M #"\"y’\o_y R
(0.1% of the amount paid with the credit card, and 500 yen for ™ e e

every card issued) - ' : fﬂ"éﬁ

4

HR9:2011% 88108 (K) ~ 98158 (F) /

(2) Goods of the National Team and Nadeshiko Japan available via points'

exchange and sales

, . . ETLC
M Sold to card members under collaboration with Adidas Japan U5 VD
B Exchange of eikyufumetsu points with an original National Team calendar (limited time offer) s v gttt
(100 points (500 yen) out of every 400 points are donated to the Football Association B

as sponsorship funds)

(3) Nadeshiko Japan World Cup Commemoration

H Put up "Congratulations to Nadeshiko Japan!" posters at Saison counters on the day e

after the victory I LF =2/ e

A
&

B Total amount of donation during 2011: 8,300,000 yen

EPE (ST [CEE) M

®Br ) Ticegiiizy
B Presented GOLD-AMEX lifelong annual fee-free cards to the team members and coach %E,% j“ 3?;@%5%%
Norio Sasaki (was taken up by TV, general newspapers, sports newspapers, and the WEB I‘m;{g%igéﬁﬁjé
ensuring large publicity on the day of the victory and the day after that) g %g%éﬂjﬁﬁﬂfﬁ% PN
(4) Ceremony of presentation of the sponsorship funds 2 ﬁégg gé e
y EximsE

1
E
z=
Bh
T4
i
o
2B
iz

g
E%;

(JAPAN Card: 3,300,000 yen; donation with eikyufumetsu points: approx. 5 million yen)




2. Akagi Nature Park J  Akagi Nature Park

O Number of days open: FY 2011:156 days — FY 2012: 166 days (ten days more that the last year)
O Number of visitors FY 2011: 27,334 — FY 2012: 32,000 (117% of the last year)

By raising the level of the Nature programs offered at the park and recognizability of the park itself, striving to invite more
organizational participation from the local community circles and health insurance societies

FY 2012 Open days Main work-study programs

April 7 (Sat.) - June 10 (Sun.) < Photography events held in the garden
Akagi Nature Park Photo Contest
Photo tour with Photographer Yukito Arai

< Night hike
September 14 (Fri.) - October 8 (Mon. and holiday) Strolls through the woods enjoying night sky and voices of the
insects

SnluCIal  July 13 (Fri.) - August 26 (Sun.)

Late
autumn

October 19 (Fri.) - November 18 (Sun.)

< Handicraft studio/Charcoal sacks workshop
Handicraft workshop using nuts and branches/creating charcoal
sacks at a charcoal burner's lodge

< October 28 (Sun.) "Gumma Residents' Day"
Free child admission (usually children from elementary school to
high school are charged 300 yen)

< RHSJ Child work-study program

Work-study program for elementary school students teaching "wisdom of
the plants"

* Held in spring, summer, early autumn and late autumn

ETUCsH-FY-a EE!I: L3 oE-F -] .Pﬁm PARCO & zamon— FUﬁEU mizno HFF@T @ YAMADA %ﬁﬂ 44
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