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Achieved 100.0 billion yen in consolidated business profit 1year
ahead of schedule, and planning for 110.0 billion yen in FY26

v Through growth strategies and progress on structural reforms in our domestic
businesses, we achieved strong profit growth that exceeds the final-year target of the

current medium-term management plan P
an

110.0

v Made steady progress toward achieving ROE above 10% under the next medium-term
management plan (from FY27)
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© 2026 CREDIT SAISON €O., LTD. *2: Loss related to the sale of shares of affiliated companies and the impact of losses associated with the withdrawal from the amusement business of Concerto Inc.

Mizuno: This is Mizuno. Thank you very much. Now | will explain the strategic direction for long-term
growth and the strategies for major businesses.

First, please turn to page four of the IR materials.

We have a target of JPY100 billion in consolidated business profit in the medium-term management
plan for FY2024 to FY2026. Although it was said in various places that the target was quite aggressive
atthe outset, thanks to your support, we were able to achieve JPY100 billion one year ahead of schedule.

This marks the second consecutive year of record high profits. This is primarily due to the successful
growth strategies and structural reforms in our domestic businesses. Although some unexpected
events occurred in our global businesses, we were able to cover them resulting in what | believe was
quite strong business growth overall.



Against the Backdrop of an Established Earnings Base,
Balancing the Creation of Results with Growth Investment

v InFY26, the final year of the current medium-term management plan, while committing to creating results,
we will also work to sow the seeds for long-term growth

FY26
Balancing the creation of results
with growth investment

v Stable growth in domestic businesses and acceleration
of overseas businesses

v" Promote efforts toward achieving the plan underthe
5-segment structure

Real estate

Payment Lease Finance related

+

v" Pursuing investment opportunities for long-term growth

Global
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This is page five.

As | just mentioned, our revenue base has become quite solid. On the other hand, from FY2024 to
FY2025 we focused on further strengthening the revenue base and reducing uncertainty. In domestic
and overseas operations, we made judgments on areas where growth could not be expected or where
it would be better to replace parts of the portfolio.

In particularin Japan, we are proceeding with the withdrawal from the amusement business. Overseas
we are in discussions to withdraw from the Thailand and Indonesia businesses. We have been
advancing selection and concentration.

In any case, for FY2026, which is the final year of the medium-term management plan, we intend to
pursue investment opportunities aimed at long term growth.



I Strategic Direction for Long-Term Growth CREDIT SAISON

Based on Changes in the Environment

v" Using changes in the interest rate environment as an opportunity, we will evolve
our earnings structure and capital utilization, and accelerate sustainable growth

Recognizing the Issues

Existing Businesses

Improve customer LTV earnings opportunities

Using changesin the interest rate environment as Real
an apportunity, our growth model is entering the .
next stage of evolution Payment Lease Finance estate Global
related

ol g the backdrop of changes in the
“" int ale environment, there is roomto +
oassnn, .

enhance our funding structure

Direction for Business Transformation
4\ There is room to optimize capital

k’ l:tll;cht:orl gh investment, recovery e

ARG Non-Interest

Income

M In addition tointerest income, thereis ———— p = Acéslorat .itol Red 'ty ital
I versi 0 . " celerate capi educe equity capital

room to diversify our eamings base Stabilize funding costs, Capture multilayered to S Bxirdan, accilerts

capital efficiency assetexpansion

I Implement “banking & securities functions, etc.” through alliences and M&A

Strategic Background Strategic Direction
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Next is page six.

This is the strategic direction for long-term growth taking into account changes in the environment. In
April, the Bank of Japan decided to forgo a rate hike. However, our view is that a world with interest
rates will materialize within this fiscal year or next. We are considering how to operate our businesses

under this premise.

In terms of the direction of business transformation as written here, we will advance reforms. This
includes shifting our funding structure, expanding non-interest income, adopting capital circulation
models, and utilizing external capital in addition to existing businesses. We will also incorporate capital

policies asset replacements and portfolio replacements into our considerations.

Within this, we aim to enhance banking and securities functions including through partnerships and

M&A.



I Approach to Capital Policy in FY26 CREDIT SAIS®N

for Long-Term Growth Based on Changes in the Environment

v We will give priority to pursuing potential investment opportunities that contribute to long-
term growth and will flexibly consider them based on their progress

Pursue investment opportunities that contribute to growth

Build a toundation for the next stage of profit creation through strategic investmentsin
new businesses and in exisling businesses via allionces and M&A
Growth
Investment
Shareholder Returns
+ While maintaining a stoble and continuous dividend policy, the FY26 dividend is
expectad 1o be 160 yen (dividend payout ratio of 30.4%)
= Treasury shares held will ba reduced Lo around 10% of the totel number of shares,
and any crtion will, in principle, be canceled

» May 2026: Decided to cancel 13.1% of the total number of issued sheres before
e - cancellation
Shareh()lder Flnanc'al + Going forward, we will continue to consider share buybacks based on the balance
Returns Soundness with growth investment

Financial Soundness
"Maintain funding slability” and “pursue a balance in financing cosls”
Maintain and improve ratings (R&l - A+, JCR AA-)
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Next is page seven.
This covers our capital policy for FY2026.

FY2026 is the final year of the medium-term management plan, and we are also looking ahead to the
next plan. We intend to actively pursue investment opportunities that contribute to growth. As
mentioned earlier we will use various methods such as partnerships and M&A to follow up on existing
businesses and launch new ones. We will first actively allocate capital to these areas.

Regarding shareholder returns, we have from the beginning stated our policy of stable and continuous
dividends. For FY2026, we forecast a dividend of JPY160 per share with a payout ratio of 30.4%. This is
an increase from the original JPY130 resulting in a partial dividend increase.

Onthe other hand, regarding the treasury stock we hold it is around 10%. We currently hold around 23%
in total for bank shares. We intend to reduce this to around 10%.

As a non-bank we will continue to aim to maintain and improve our credit ratings to ensure funding
stability.



I Growth of the Global Business Driven by India CREDIT SAIS@N

Business profittargetof
%20 billiori for tha Global Business
is aimed to be achiaved
approximataly two years later
thantheinitial plan.

Lending Business Breakdown

M Business Profit
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Business unit costs,
atc.

Enhancing certainty of sustainable growth
¥ Thailand: Exit fromthe business in December2025
mlendingRusiness. = InvestmentBusiness ¥ Indonesia: Discussions are ongoing with local authoritieson an exit

FY25 FY26plan

*Refer to the FY26 Globel Business Frofi: Plan cisclosed in May 2024
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I will now move on to the strategies for our major businesses.
Please refer to page 10. First the global business.

Growth in the global business led by India. When we initially formulated this medium-term
management plan, we did not anticipate changes in regulations by the relevant authorities. This was
completely unexpected at the time of planning. Taking this into account, in FY2025 we proceeded with
impairment processing in Indonesia. As a result, the global segment as a whole recorded aloss of JPY1.4
billion. Fortunately, the current situation especially in India has achieved a V shaped recovery from the
second half onward.

In the medium-term management plan, we had targeted JPY20 billion for global business. We
previously announced that this would be delayed by about 1.5 years to 2 years. For the FY2026 plan, we
have solidified the foundation. We believe the probability has become quite high that we can achieve
JPY10 billion in business profit in India.



Transition from Profit Recovery to Growth Acceleration .

*Kisetsu Saison Finance (India) Pve Lid.

I Credit Saison India : CREDIT

M Credit Saison India's Business Profit
(billion yen) Accelerating Growth Following a Period of Adjustment

+ Credit castsincreased in the first half due to spacial factors, etc.
+ Shifted lo a recovery trend in Lthe second hall due Lo a review of product
strateqy
(Disbursement for the relevent oroducts have been suspended followang the covernmen:
quarartee system, cnd secured assets have been strencthered)
Full-year business profit reached JPY 5.1 billion, exceeding the planned
target (JPY 4.7 billion)

Toward JPY10 billion-level profit for the first time
+  Expcnsion of secured assets driving both pertfolic quality

improvement and balanced growth

0.3
— *  Suppression of credit costs through stricter underwriting
AN » and strengthening collections
1Q 2Q 3Q AQ FY26 plan «  Diversification of funding scurces and optimization of
funding costs
FY25 1
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Next is page 11. For Indiq, this is about moving from an adjustment phase to accelerated growth.



CREDIT
I Credit Saison India : Steadily Expanding a High-Quality Portfolio
v' Continued focus on direct lending, promoting portfolio optimization while strengthening risk management LR
v InFY26, to accelerate balance sheet growth by expanding receivables, primarily in secured assets, while further enhancing risk

management
B Trends in receivables balance Approx. ié‘b p ~
(Unit: INR billion 120% ;
‘ Approx. T BohonINR Branch Lending
Approx. 110 — r s
v e 4 - - ! v Achieve both profitability and risk management
110x - 227
i3 Approx. . dosed” i thraugh enhanced KP management
g 200 DilonThiR v Improve portfolio stability through the expansion of
,‘;\IpérB ol secured assels
bilion N - BSecured loans Receivables balance
Off-balance ,. - -

sheetasset* ™" v Monthly lenging volume expanded, driving further scale

¥ Aim to accelerate growth while mainteining risk control

Approx.
IOX..
75billionyen
Approx.
230
Wholesale ol
PIoX.
15% 18% Eecky 25 billionyen
15%
FY24 FY251st Half FY25 FY26 plan Tibillionyen
Approx Approx. Approx. APErox. 22
JPYbase 310 330 385 475 Y25 FY25 Fv26
bllonyen bllonyen billion yen lionyen Tst Half plan
(Endof penicdrcte)  (INR 1.75yen) (NR 1.58yen ) (INR 17lyer ) (INR 1.71yen ) **
= Off-balcnce sheat asset : Credr: Saisen India sells kean rece vables te financial institut ons such as banks ¢ improve csset and cepital efficency. S J 12

“*FY75 year-end rate af INR 1.7  used

Please refer to page 12. You can see the receivables balance there.

In FY2025, we accumulated a total receivable balance exceeding JPY380 billion. The composition has
also changed somewhat with an increase in the balance of secured loans.

Although credit risk materialized this time in the local market, we focused this year on tightening credit,
granting strengthening collection capabilities, and adding new portfolios to build a more stable
revenue base. We believe we have now established a system where we can pursue profit scale with
considerable certainty.



Business in Brazil:
Further Growth and Evolution of the Business Model BRAZIL

v Expanding through the B2B2C lending model in partnership with local fintech companies, with loan balances steadily increasing
v Aiming to obtain an SCFI* license for the next stage of growth, while making upfront investments to drive revenue expansion

*SCFI : A non-banking financial institution license unique to Brazil

Contributiont .
b°”in' HHon ﬁi > B2B2C—B2CStep Strategy
SMSIMeSSPIONE. Using learnings from FIDC to drive preparations for the next phase of growth

FY25 ].73bi\lionyen ( YoV difference 0.45 billion) }FYZéPIan.I,‘l billionyen Difficulty of entry

FY26 plan reflects higher funding costs from AUM growth and upfront
investments for obtaining a new license

Receivables Approx. o D|re'ct
balance 1.3 ‘% lending
billion BRL 2
o~
Approx.
Approx. (.69 %
; o
Approx. O billion BRL g
O 3] billion BRL =
¢ <
billion BRL
Fy24 FY25 FY25 FY26 plan
]sanlf X
Appia prek. ’“’7“’*' if"” #FIDC: A Brazil-specific securitization vehicle for
JPYbase 5.4 21.2 loans, trade and lease receivables. We provide
billionyen billion yen billionyen billionyen financingvia FIDCs that ocquire receivables from

fintechs and others [ B2B2C model ).

(Endofperiodrate)  (BRL 2597yen) (BRL 27.97yen)(BRL 30.45yen) (BRL 30.45yen) *

* FY25 year-end rate of BRL 30.45 used
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Next is page 13.

We view the Brazil business as our next growth engine after India. In FY2025, the result was JPY1.73
billion, an increase of JPY0.45 billion YoY. The receivables balance for FY2025 was JPY21.2 billion. For

FY2026 we are targeting around JPY40 billion.

As for the profit scale, we have announced plans for approximately JPY1.1 billion in FY2026. We are now
preparing to obtain a financial license locally in FY2026.

There will be some upfront costs for hiring personnel and strengthening governance structures so
profits will temporarily decline slightly. After that we plan to deploy the same model we used in India in
Brazil. We aim to obtain the license within this fiscal year.



Business in Vietnam: HD SAIS@ON
Sustained Growth Driven by Lending Expansion '

v Digitalization drove improved execution speed, with solid new lending and strong growth in loan receivable
v'While business profit grew steadily under local accounting standards, IFRS shows a YoY decline due to increase in ECL

Contributionto 0 49 l/ N
2 i i . L e ) ) . o
business profit e billienyen (YoY difference: - 2.74 billion) Increase in ECLis mainly driven by AUM growth,
while asset quality remains stable
/
s Approx.
Receivables 24.2
balance AT
trillion vND
+30% High-mirgin cash loans and mult
purpese leans [for living needs,
elc.) grew strengly.
Approx
. y Muli-purpose
Approx. 19.3 !f“ \ Mol Icﬂ:;p; e
18.3 trillion VND =%
trillion YND
e
F"'?‘i F\'ja ¢ F\'ﬁr’ Ccsh loans
Ist Half 2%
] Approx. Approx. Approx.
JFibots 083 1083 s
———— bonyen sillior yan sillor:yen
{End of peniod rate) (VND  D.005%yen) (VND  0.0056yen) (VN 0 0D61ven) 14
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Next is page 14. This is the Vietnam business.

For the Vietnam business there are some differences between local accounting standards and our IFRS
based approach. Due to incorporating ECL the business, contribution profit appears to have declined
to a loss of JPY2.74 billion compared to the previous year. However, receivables are accumulating
steadily. This is a scheme where provisions are made in advance so please refer to the receivables
balance for this part.

For FY2025, it reached around JPY150 billion. Given the economic development in Vietnam itself, we
believe this is a model that can expand steadily and capture profits stably.



I [Appendix] Credit Saison India: Business Model

CREDIT

" 15 Wholesale Partnership \ Embedded <. Branch
Business Model =3l Lending Lending Finance “* Lending
Unsecured . Secured

Overview

Target Customers

Average lending
interestrate

Average ticket size
per customer

Average loan tenure

Number of Partners
(incl. past transactions)
GNPA

[Gross Non-Performing Asset Ratio,
os of the end of March 2026)

Collateral acquisition, etc.

Loans to Local
NBFCs

Local NBFCs

~12%

200-500 million
INR

12 - 24 months

=

0.9%

Sel receivables as
collateral

Loans through tech enables
alliances with fintech partners

Consumers/MSMEs
originated by fintech partners

Varies based on type of

Partner

Varies depends on

Partner

3 - 36 months

15*

0.7%

Guarantees obtained from
some partners

Loans through tech enables
alliances with non-tinancial
companies

Consumer

~21%

50,000-500,000 INR

18 - 36 months

14

0.5%

Lending utilizing branches and sales

agents
— MSMEs/
MSMEs Consumer
~17% CNa7%
- : 1-50 million
05-75millionINR - INR
Approx. 160
Approx. 30 months onths
103
*locations
40% L 10%

- Government guarantee systems
* Secured loans collateralized by
residential and commercial real estate

Page 15 shows the products we are currently deploying in India, so please refer to it for details.



I [Appendix] CreditSaison India : Risk Management

BGNPA ratioremains ata low level

v GNPA improved to1.3%, driven by AUM growth and an
increased shore of secured loan.

v’ Collection performance improved throughout the year,
mainly in branch and embedded finance

Benchmark
Lassthan2% (FY26)
7
9 A% 1.3% 7
1.2% 1.4% 1.4% 7
——
FY25-1Q FY25-2Q FY25-3Q FY25-4Q

B An enterprise-wide risk management (ERM) framework

¥ Implementationis progressing as planned, with enhancing
key risk management and monitoring using RCSA (Risk
and Control Self-Assessment)

Fhase 1: Framework Desi

Phase 2 Implementation

W Secured Loan : Collateral Evaluation
v LTV caps cre defined by property type
v’ For property valuation, at least two independent external valuation
reports are obtained.

Residential (self-occupied / rented)
Commercial (office, retail, warehouse, medical center, etc.)
Industrial (factory, warehouse, ete.)

Collateral

M Secured Loan @ Long-Term Delinquency Management [SARFAESI* Process)

*SARFALSI: An Indien law allewing lenders to enforce and dispoase of collateral for NPAs without
court preceedings

Upan 90+ DPD, a demand notice is issued farmally
notitying detault and providing a 60-day cure period.
After NPA classifi

approximate! 80%*

Aller 60 days, ¢ nolice will be issued Lo iniliate collatera y )
are resolved through re:

possassion proceedings.

dement within about 9

Subsequent Steps

v Possession of the secured assetis enforced due to
District Magistrate order

v Aftercourt pracaedings are complatad, the
collateral is put up tor auction

Next is page 16. In the upper left, we show the GNPA nonperforming asset ratio.

As mentioned earlier, due to strengthened collection capabilities and tightened credit granting in Q4 of
FY2025, it stood at 1.3% remaining at a very low level.

Initially we had considered scenarios where it might gradually rise but thanks to enhancements in local
credit and collection functions it has been kept at a very low level.



CREDIT

INDIA

I [Appendix] Credit Saison India : Diversification of Funding Sources SAIS@N

v" Promote diversification across both funding sources and instruments to strengthen the funding foundation

Breakdown of outstanding borrowing (by debt type)
NCD CcP

Subdebt 3% 5%
2%

Number of financial institutions ( by sector]

Corporate, 2

Mutual Fund, 10 ‘

62

Financial

Institutions y
(As of March 31, 2026) 48

Pvt. Bank, 16
Term Loan
44%

Approx.

ECBS, 3]0
30% billion yen

{os of March3), 2026)

Foreign Bank, 17 " PSU Bank, 11

WCDL/STL
16%

Japaﬁese Bank, 3
17
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Next is page 17.

On the other hand, in India as a non-bank funding, [inaudible] is very important. We have 62 partner
financial institutions including local commercial banks and government owned banks in India. For
funding, we combine various sources such as working capital loans and ECBs achieving borrowings
exceeding JPY300 billion. We believe we have established a stable funding base here as well.



' [Appendix] Credit Saison India : Differences Between India Local and
Consolidated Financial Statements

v FY25-4Q:In the India local financial statement, reversal of provisions was recorded following a revision to the
Reserve Bank of India (RBI)'s guidelines on provisioning.

v Inthe consolidated financial statements, the impact of this RBI's guidelines on provisioning had clready been addressed,
and therefore, there is no impact on consolidated results.

Guidelines revision Guidelinesre-revised

Wt vl FY24-4Q FY25-1Q FY25-2Q0 FY25-3Q
(Unit : illion (25/]_3) (25/4-6) (25/7-9) (25/]0-]2)
India local N3 N0.9 0.0
statutory accounts
#Profit before tax*
e Consolidted 1.2 AN04 07

#Business profit

e Recorded prowvisi ) — Provisions Approx.
= India Action* werereversed. [ R NTTNN

% Approx. Approx. 0.6 billion Approx. 0.7 billion
2.5 billion
- Consolidated No increasein credit risk; noimpact on consolidated finandials.
Action
Tifiad £ b Jq Indin’e dieck ) ¥

»
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Page 18 explains the factors behind the differences between local and consolidated results so please
refertoit later.



Payment business profit

306 32.0

pmonyen
billionyen .-

Growth Development and Structural Reform Roadmap
for Medium- to Long-Term Growth

v FY24-25: Profit creation phase through strengthening our eamings base centered
around the premium strategy and structural reforms

cllowence

212

v FY26: Preparation and expansion phase for sustainable growth with a view to the

next medium-term management plan and beyond

Growth Development
Maximizing Service Value and Customer Base

*Former Payment segment

‘- ; Strengthen L — U0 5
b ' -Enhance Service Appeal Gx‘ :.: Utilize DX and Al . Review Fee Structure
- Customer Base “om- 2]
wy v Createnew productsund newarens ¥ Strengthen customer approaches in v ¥ Review unnual membership fees together
S post purchase revelving payments, Scgkan boththe individual and corperate fields g’e"j,‘:ej j’“%{‘fuﬁﬁij’fﬁ‘zﬁi y with product revisions
S Review productfeatures in response to needs Beisiu Group, Suruga Benk Lule" ;‘I o u“; ;I u‘ri"g 3Iu: A“: sl Platinurm AMEX / Platinum Business AMEX
Platinum AMEX / Platinurm Business AMEX st costantonsk s < TR0y Frike - v Optimizefeas based on market conditions
§ v Provide special value for members d?gTol—based s o L ¥ Improve business efficiency and optimiza |l|“."3ube inrevolving credit lees,
b Saison Thursdays (oenefit fcr all Scison members) T resources introduction of card service fees for inactive
Scison Smart Recl Estete Investment e el
15
9 ¥ Deepenthe premium strategy ¥ Expansion infandom activities and IP fields '; :dvgrggse’ﬁmb;ﬁ&?&ﬂ%byﬁp& ‘?]'p 4 Conrgnuefe_e designin rc‘znsideruuon °f2':
by expanding high value cdded experiences | v Deepen collaboration with existing partners n ‘ marketenvironment and customer tren
8 ¥ Expand access to services in new areas, TOHO Card renawal * Er?ﬁunoeourorgannaﬁont%ol&)ghthe =
create opportunities to arcess crypto assets Tokye Dome (Mitsu Fudosan Group) e
Accelerate usage expansionby Continuously create inflows of new Strengthen our growth base by enhancing Promote profitability stabilization via
expanding highvalue-added services customers by expanding access to the customer experience andimproving optimizationsin accordance with the

partners’customer bases

business efficiency

market environment

-

20
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We will now move on to the domestic business, the payment business. Please refer to page 20.

For medium term growth initiatives, the premium strategy which we emphasized from the beginningin
the medium-term management plan is progressing very smoothly as the numbers show.

In addition, we have implemented structural reforms utilizing Al and DX. Through both aspects,
revenues in the payment business are increasing and productivity has improved significantly which
reflects the current situation.



Growth Development

Reinforcing General Cards Based on the Earnings  crepiT saisen

Base Built through our Premium Strategy

Strengthening general cards in parallel
with our premium strategy

Next

Future
premium

Reinforcing general cards segment

Steady improvementin
earning power

FY23 B FY26plan
Revenue peruser

ﬁ\l - Earnings base established \

through our premium strategy

(T Dzt 850,000,

r
spend peruser *Differencevs. general cards:
+550,000yen

I,gb Shopping usage 75%
activi rate *Differencevs. general cards:
+15pt
palnd —_— 4
i opping revolving
Lec;/ko]:éng bedlancs Approx. 750,000yen
*Difference vs. general cards:
K +300,000yen /
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+504

*Caleulated as card business revenue = totel number of users

Please refer to page 21.

Based on the revenue foundation built through the premium strategy, we will further strengthen the
general card business again in FY2026.

The premium card with its high unit price and high utilization as well as balance products such as
shopping revolving and cashing are already showing clear results. We will actively invest in the general
card business this fiscal year which serves as the foundation for rank upgrades and work to acquire
more customers.



I Two Areas Supporting Growth Development CREDIT SAIS®N

v By expanding the general card segment, we will accumulate prospective premium customers and
increase our premium ratio over the medium to long term through phased migration

Premium Card Segment

Convertto Premium
Improving profitability

) Invitaﬁor‘m oppealstcilqedbo usage history (using GSDX) g *Sold cards and above for for individuals, SMEs, and sole Srcpr etors
* Personalized offers using apps, etc.
* Improve customer loyalty by enhancing appeal of services

v High profitability through high spend and high aclivity
¥ Provides status, added value, and cansulting
v Development leveraging strengths in face-to-tace * digital

General Card Segment

Expanding customer base

’ + Furtherstrengthen special experiential value and service expansion

* Maximize LTV by promoting multiple use by individuals * corporations
v Customer acquisition from digital starting points \ /
v Highly convenient and immediate services

pment using partner medic and content Tokyo Dome TOHO Group
(Mitsui Fudosan Gro {began in March 2026)

up)
(Recru tmentscheduledto

} + Customer expansion by capturing the fandom activities : 85 wimrin 5 Ry e
and IPfields (digital * recl) A e X -ﬂ -
+ Strengthening a n through the utilization s i =
of the customer ting partners and Aceisingyoung an digital Expandling o werld custonrior
il i s customfarsbysmmng from touchpoints, such as sports,
P cEel el e P entertoinment touchpoints commercial facilities, and movies

*FY23 2FY25 resuls

The ratio of new customers among new issuances has risen by 10 pt, and !
. . epe e . . *Ratio of n orners:
ourfoundation for future earnings opportunities s steadily expanding Ratio of customers who hold ourissued cerds for the firs: time 22
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Next is page 22. This shows the specific initiatives.

We have maintained a partnership with DMM since last fiscal year, and with Mitsui Fudosan for over 20
years. We have also collaborated with the Toho Group through TOHO Cinemas, issuing co-branded
movie theater cards. With the Toho Group now renewing its fan club and transitioning to a unified fan
club card across the entire group, we are issuing the TOHO-ONE Saison Card.

In this area—what is often referred to as “Oshi-katsu” and the IP domain—while other companies
compete by leveraging volume through points and rewards, our approach is different. We aim to
effectively engage and retain these fan segments and fan clubs by working closely with our partners.
By closely monitoring customer usage behavior, we intend to upgrade them to premium cards overtime.
We plan to actively advance this strategy throughout FY2026.



Card shopping revolving and installments:

I Starting from Installments, Expanding

CREDIT SAIS®N
Customer Touchpoints and Balances

Before Customers who primarily ,1‘ B Shopping revolving credit and installment balances  ilionyen)
use lump-sum payments

m% m%
Shiftto using installments:+ 60% | ;

YoY i .
*FY24—FY25 Number of installment users 585.0

g -
536.2
514.8
/ Starting from installments, expand earnings \ _ -
@ stalment [ AN

opportunities through the use of diverse
payment methods such as revolving credit

107% 106%

'E Installments:
Flexible payment by transaction unit (entry point)

o o " N P "
Pay for only this purchase in installments

shgap:iing 490.5 501.5 507.9 515.0

i) oo

Q Revolving credit:

Leveling payments (continuous use)
“Keep monthly payments constant”

Expand balances through a shift in usage from 25/3 25/9 26/3 27/3plan
\ lump-sum payment to installments and revolving credit /
23
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This is page 23.

That said, we have entered an era in which it is difficult to make much profit from one-time payments,
so the key is how we get customers to use installment payments and revolving payments. The “Atokara
Bunkatsu” feature we introduced the year before last has been working very effectively, and as of the
end of March 2026, the combined balance of installment and revolving receivables exceeded JPY550
billion. We will in the future make this scheme into a program that starts with installment and then leads

customers to switch to revolving payments. In terms of steadily accumulating receivables balances, |
believe this has exceeded our plan assumptions.



| Stable Profit Growth CREDIT SAISON

M Finance Segment Business Profit

(billionyen| B .
Further generating synergies
through collaborations with Group

48-7 companies : i
Improve profitability by
accelerating the use of DXand Al
Driving balance growth by .
responding to diverse funding Y
needs |
through leveraging our expertise in Ji
real estate % finance and credit capabilities
p Anticipating stable profit
= contribution by leveraging the strengths of
£ WA || poth banks and
Sungefionkind. f ./ non-banks and functional complementarity
FY21 FY22 FY23 FY24 FY25 FY26
*Cf which, reversal of speciol pl(l“ 25
© 2026 CREDIT SAISON €O, 17D mp.,,:”?_\f_.';i‘,}:nym “FY21-Z3fiqures ae based on the segment clossitications as disclosed at the tima of each cariod

Next, | will talk about the finance business.

Please turn to page 25.

Initially, against the FY2025 target of JPY36 billion, the result in the previous fiscal year was JPY47 billion,
so the three vehicles shown here, FUNDEX, our company, and Suruga Bank, have been steadily
generating profit, helped by the strong real estate market.



| Guarantee Business

B Guarantee business balance itior yer)

1400.0

1,286.0
1,066.8
861.2
747.4
7000
Credit
guarantees
(secured by
real estate)
" 2423 3100
guarantees “R113 7 142.8
Credit %
s B 228.0 225.0 2220
o
FYa4 FY25 FY25 FY26
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Page 26 is the guarantee business.

SAIS@N
FUNDEX

DU 2TIA

CREDIT SAIS®N

N
sals@n  Credit Guarantees (Real Estate Secured Loans)
F’H ';J D_ EJX (for SMEs, small-scale business, end individuals)
¥" Promoting and strengthening sales activities in major regional metropolitan areas
Expanding partner financial institutions with financial institutions throughout
Japon
(54 portners as of March 2026 *FY25 +6 partners)

¥ Capturing diverse funding needs through finely tuned guarantee design

v Promoting composite sales to financial institutions, starting with the guarantee

L business 1
7 N
(@D  Credit Guarantees (Unsecured) /
SMEIO] Mortgage Loan Guarantees
(for individuals and sole
proprietors]

Credit v Realizing more advanced and faster screening through
guarantees the introduction of an Al screening model (as fast as 30
(unsecured) seconds)

Expanding opportunities to capture customer needs
CREEEEN v Expanding partner financial institutions
loan (41 partners as of March 2026 *FY25 +5 partners)
SRS v Promoting total sales together with credit guarantees
(unsecured) J
26

In this area in particular, SAISON FUNDEX has been successful in gaining market share. It is steadily
building balances mainly through real estate secured loans in cooperation with local financial
institutions, and Credit Saison is also developing housing loan guarantees. Here as well, balances are
steadily growing, and we would like to actively expand this business as a business that does not use

assets.



I Real Estate Finance Business CREDIT SAISON

/
shlss B
: . - ' et Real Estate Secured Loans / Pro_|ect Loans
M Redl finan in lance ikilianyen] VAR | oomstorsts smallerele Al i, o
investment and fundin:
17000 11565 * Purchase funds for real’estate businesses
o 1,110.3 S v Strengthening competitiveness through product expansion that captures
1,067.9 1285 customer needs and market trends
1,038.6 114.2 ¥ Promotions centered around the Web, and strengthening relationships with
Project 3 100.3 partners
loans 88.6 SAISON - e
. I g— 3
s“"a':o 0°° 2% Real Estate Secured Loans
v" Developing services that meet diverse needs
B ooRERERD-0 BtV oFBERRKRO-
Forindiiduals / Far real estate business operotors /
loans for purchasing investment condominiums  foans for procuring funds relatec to reci estate projacts
| - Expanding revenue due to an increase in applied interest rates for floating-rate i
pwductsuccompcnying risinginterest rates i
000 S lotionshipe with existing partn Sexpand partners i
e CRED <Bo|once of Collaboration Loans with Suruga Bank (sition yen)
{incl. assat formation SAIS® e L Suruge 2022
Toans, etc.) 48.6 51.0
37.6 40-2
FY25 FY26 FYo4 P FYoh Y26
H ls
plan - £ A7

T Inis page snows reel estate-secured loans, m‘h,cmg logns o corgorations and high-ret-worth indivicuels other
than asset farmation Inans.

Next is page 27.

In the real estate finance business, balances at SAISON FUNDEX, our company, and Suruga Bank are
also continuing to trend solidly.

Here too, the real estate market has been quite firm, and demand for condominiums in Tokyo has also
been very active. In particular, with the collaboration flow with Suruga Bank, | think we have been able
to steadily build balances.



I Creating an Organization that Generates a ERELHT BATERN
Virtuous Cycle of Growth and Enhances

Com etitiven ess Returns to employees through
p improved performance and share price
L] Strengthening OfgﬂﬂiZOtiOﬂGl capobilities - Foslering awareness of‘pullidpuliun in
through investments in human CGpitCIl (P34-35) management through linkage to performance and
& -wid ductivi Impreving strategy execution capabilities by promoting talent shore price {ose.of phantom stock)
Lompany-wi ebpro ;J ! ivity delopmanitoind caresr Fontion + Will continue cansidering measures linked to
m)\Frovements y utilizing performance and share price
DX and Al (p.30-33)
@
Engine of
Value
Creation
Share Price Increases
Fostering awareness of ﬁur‘ticipation in . Creatinginnovation through task-based diversity
management through the employee = N
shareholding association ] Toward a strong and tlexible organizotion in which diverse distinctive
- FY25 shareholding assodialion parlicipation rate: capabilities, such as individual experiences, abilities, and values,
54.7% [non-consolidated) collide and innovation continues to be generated.
+ & Group companies also participate J 29
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Next, | would like to talk about CSAX and our digital strategy.

Please see page 29. From the outset, we had set forth a strategy to fully utilize DX and Al, and it has
been functioning very well.

In addition, with respect to strengthening organizational capability in human capital, especially in terms
of task-based diversity, the talent we are hiring now includes many highly skilled people, especially in
the tech field, so | believe this will become a very powerful source of competitive strength for us well into

the future.

In addition, for existing employees as well, we are in the process of transforming the organization so
that it can follow up on them, including employee rewards and engagement.



| CSAXStrategy

v" Redesign the operations of all business divisions
and all employees on the premise of Al

= Apl’l| 2026
CSAX #3: Reorganize operations and roles
(operations are redesigned on premise of Al)

September 2025

CSAX #2: Company-wide infrastructure Phase 03

CREDIT SAIS®N

( Turning Al into a
Growth Driver

s A
e

Improving practicality
and efficiency

[shiftfrom whetherto use it, to Aowto use it)

v

Future Phase

June 2025
CSAX #1: Initial rollout
(special experimental tools)

Enhancing and
monetizing the
customer expenence

g

/ Turning Al utilization into a
I force for growth, leading to
«ul
enhanced corparate value o

Phase 01
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On page 30, as the CSAX strategy, we had set the goal of redesigning the work of all business divisions
and all employees on the premises of Al. After announcing this goal in September last year, we set a
plan to issue ChatGPT Enterprise accounts to all 3,700 employees and to first ensure that they can use
it effectively, and this has progressed much faster than expected.

Account distribution to all employees has already been completed, and in addition to ChatGPT, there
are other usable Al tools. For example, Google NotebookLM and Gemini. New technologies are
appearing every day in rapid succession, so we are proceeding in a way that involves trying them out
and testing them, and as soon as new tools appear, we try them immediately.

In this fiscal year, we have confirmed not only the premise of using Al but also its practicality and
efficiency, so | think we have now entered a phase in which we need to improve customer experience
and consider howto contribute to profitability. Here, we would like to move forward with fully leveraging
Al to the greatest extent possible.



| External Evaluations CREDIT SAISON

Selected as a DX Brand for 4 consecutive years since 2023

We have been selected as a “Digital Transformation Brand (DX Brand)” for 4 consecutive years.

DX#5402023 DX&ttli 2024 & DX##th2025 DX#5402026

Digital Transformation Digital Transformation Digital Transformation Digital Transformation

Evaluation Points for 2026 (Partial Excerpts)

High DX Implementation Capability
@ As aresult of steadily and rapidly building a culture and organizational structure that enhance DX implementation

capability since 2019, our DX implementation capability is so high that it can be evaluated as a technology company
operating financial services businesses such as credit cards and lending. It can be said that we have continuously and
practically implemented company-wide initiatives to achieve goals such as the “complete digitalization of business
processes,” which is one of the core elements of DX

Initiatives that Place IT and Digital Technologies at the Core of the Business
IT and digital technologies are positioned at the core of our business. We have moved away from external dependence

and have implemented and continued to refine initiatives over 7 years to internalize everything from planning to
development and operations by our own employees. We are balancing Mode 1, the safety and reliability required of the
financial industry, with Mode 2, the agility and flexibility of the service industry.
31
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Such activities, or rather our promotion of DX, have also been recognized externally. This is page 31.
Thanks to everyone, we have been selected as a DX stock for four consecutive years.

Especially in the area of DX, we are a card company that entrusts us with customer information and
therefore places great importance on security. In this respect, we have been evaluated as having
successfully incorporated both the areas we must protect and the areas we should innovate through
digital means, as well as both reliability and agility. | will say this with confidence, but | believe we are
progressing very well at present.



I Digital transformation of the payment business ~ CREDIT SAISON

v'As a result of continuous app improvements through in-house development,
it has contributed to enhanced customer convenience and expanded usage

2025/5 2025/6 2025/8 2025/10 2025/11
Initiative to expand No.of conselicated | UlUXimprovements UIUXimprovements
volving credit revolving credit Added "See More" to the service e
Che splay term for applications i ist screen paadiasivoisadoaas
o,
payment change button aeeroc130%
) o ah = ©
AMTHG WRZ37  H-KER Apple Pay
Initiative to expand cash advances
vline for che: =
Sl 3 @ m 5 @ W R
R T
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One example of that is from page 32 onward. In the payment business, this is an example of app
improvements rolled out in FY2025, and we are advancing transformation by incorporating agile
development every month.

We are still continuing this approach, and | believe it is contributing to improvements in UIUX.



I Digital transformation of the finance business CREDIT SAISON

v Promoting digital transformation in the finance domain ahead of the industry to achieve a dramaticimprovement in C/EX

FY24 FY25 FY26

® —® —® :

Rent guarantee (scheduled to startin June 2026)

Mortgage loans

Mortgage loan guarantees

Digitalized entire process, SAISON Home Loan Al Navi /_\*‘ System integration through in-house
from uocepv‘:iinthg iﬂfﬂiﬁ‘f t;e-spondin - Ghortened responsetiine toagencies ; development of web syztems, core systems, etc.
v 9 P Reduced confirmationtimeto Haduced g g 3
Reduced total processing asfastas15 seconds PUUCHG crrorage screening timetol/
timeby 2/3 - Standardized response qualily + Paperless processing of various change

procedures

+ Reduced operational burden

Mortgage loans Credit guarantees
(free loan guarantees)
Shortened procedure times by
directly linking with agencies Introduced an Al screening model {47~
v g 3
Preliminary screening response - Quick screening as fast as 30 seconds
asfastas15 minutes + Function for presenting the amaunt that

can be guaranteed

33
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Next, page 33.

This is DX in the finance business. It has been an area in which DX was not easy to advance, given the
real estate industry and businesses such as credit guarantees and leasing, where counterparties are
involved. However, during this medium-term management plan, we have set a plan to equip ourselves
with digitalization and IT. This is also being implemented smoothly in each business division. | think this
will become a very strong strength later on in terms of productivity and improved customer experience.



I Enhancing Corporate Value

through Human Capital Investment
Transforming human capital into a driver of earnings growth,
and achieving sustainable profit growth

Meorion — Recruitment R Weget Eyghuotons o
&5 i d i) g 2 £8h

Implementing a more consistent HR strategy by articulating Credit Saison's unique identity through a clearly defined HR Policy

( Connecting “passionate talent” with the “organization }

to realize the business strategy

i X Enhancing engagement to
Creating high value talent x SRS maximize organizational
(passionate talent) p erformance
» Talentinvestmentis directly linked to strategy > HR placements directly linked to business growth
- Revising systems to properly evaluate challenges and results, (HRBP)
and reflecting them in compensation - Promoting the growth of each business and affiliated
- HR development with a learning mindset (autonomy / self- company from a human resources perspective
__reliance) > Fostering an organizational culture that combines
» Promoting autonomous career development strengths
- Expanding growth opportunities through the internal job-posting - Creating innovation through task-based diversity
system and challenge-based promotion system 4

© 2026 CREDIT SAISON CO., LTD.

Next, page 34, improving corporate value through human capital investment.

By creating highly value-added talent and maximizing organizational performance, this is partly a very
emotional topic, but as we move forward with encouraging our existing employees to raise their
engagement further and positively embrace contributing to this kind of corporate growth, | feel that we
are achieving very good results, as shown by business profit.



@ Creating high value talent

(passionate talent)

Investmentin ]72 p 5

Developmg TGI,GT { : ;m‘mv:wm for thausard eRper arployes
HRRIOVIAG RIOCUCHVLY (April 2025 to March 2026)

b

Internal Job-Posting System Applicants: 88 o 105

(expansion of challenge opportunities) (FY2024)  (FY2025)

A

P 9

Challenge-Based Applicants: 20 -

Managerial Appointment

ders| Successful applicants: 5 (FY2025 result

S|

\v

No. of Employees Seconded to
Affiliated Companies 506 — 5]6
=2 (asof March2024)  (as of March 2025)

L
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Organization .
Enhancing engagementto

maximize organizational performance

. o, N
Ratio of Female 26.1%
quogers *Target: Maintain 25.0% or higher
{as of March 2026} i

N
Parental Leave women:100.0%  men: 88.9%

Utilization Rate *Target:100.0% (as of March 2026
4
Trustin Management \
655 -~ 67p
Engagement (as of March2025)  (as of March 2026)

Survey Culture of Taking on Challenges
64 pt: — 66 pt
(as of March2025)  (as of March 2026) /

*Credit Saison non-consolidated
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Finally, on page 35, with KPIs established for these areas, each indicator is also improving, so while
treating this as a milestone, we would like to move forward in a way that aims to improve business profit
and various other management indicators with an eye on the next medium term plan.

Thatis all from me.



| Financial Results Digest CREDIT SAIS@ON

Net revenue 4727 vovl11.8%
FY25 billion yen
Consolidated Business profit 101.9 vor108.9%
reSU|tS billion yen

Profit attributable to
owners of parent bi%%;z vo94.5x

v Increased revenue and increased business profit due to performance growth
at the non-consolidated entity and Group companies

Record-high business profit achieved at the non-consolidated entity and Saison Fundex, etc.
The domestic business performed strongly, centered on the Payment Business and Finance Business

v" While the core business progressed steadily, Profit decreased due to the recognition of losses from one-off factors (*)
* Losses related to the sale of shares of affiliated companies recorded in the first half, as well as losses associated with the withdrawal from the amusement business of
Concerto Co., Ltd.
37
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Negishi: | am Negishi. Thank you. | would like to report once again on the consolidated results for
FY2025 from my side.

Please see page 37 of the materials. Consolidated net revenue was JPY472.7 billion, or 111% of the
previous year, and business profit was JPY101.9 billion, or 108% of the previous year, exceeding the
JPY100 billion threshold that was our initial target for FY2026.

As for profit attributable to owners of parent, it was JPY62.7 billion, or 94% of the previous year. As we
have already reported, this reflects the impact of losses associated with the withdrawal from the
amusement business of Concerto and other factors, so it came in below the previous year.



I Overview of Business Results by Segment ~ crepiT saisen

T Net revenue Business profit or business loss (-)
FY24 FY25 YoY FY24 EY25 YoY

— Payment 259.4 284.2 109.5% 31.4 332 105.5%
Lease 13.3 14.7 110.8% 4. 4.6 13.6%
Finance 72.5 82.7 114.0% 38.9 47.3 121.5%
Real estate related 28.2 312 110.5% 16.2 19.2 18.2%
Global 51.5 624 121.2% 3:3 -1.4 =
Total 425.2 475.4 11.8% 94.1 103.0 109.4%
Intersegment transactions 23 2.6 = -0.5 -1.0 =
Consolidated 422.8 472.7 M.8% 93.6 101.9 108.9%

Ffrer;e;;;e)llment Business 252.8 277.2 109.7% 30.0 30.6 1019% |

Lyl |
- Former Entertainment Business 6.6 7.0 105.4% 14 25 182.3% |
| : \;f.;,f,u” the 3()

| would like to look at business profit by segment.
This is page 39.

From this time, due to the restructuring of the amusement business, we would like to integrate the
entertainment segment into the payment segment.

For this time, the former payment and former entertainment are each listed at the bottom, so | would
ask you to refer to those figures. The former payment segment in FY2025 came to JPY30.6 billion. It was
101.9% of the previous year, but as you know, FY2024 included about JPY8.7 billion in reversal of COVID-
19-related provisions, so from that JPY30.6 billion, we were able to grow by about JPY9.4 billion this
fiscal year.

The finance segment came to JPY47.3 billion, or 121% of the previous year. As mentioned earlier, Credit
Saison and SAISON FUNDEX performed very well in the credit guarantee business and real estate
secured loan business, and in addition, the performance of Suruga Bank, our equity method investee,
also remained firm, which made a major contribution.

The real estate-related segment came to JPY19.2 billion, or 118% of the previous year. As you know, we
have been proceeding with the sale of properties at Saison Realty that had previously been impaired.
In FY2025, gains on the sale of those properties also contributed significantly, and thanks to that effect,
we ultimately closed at JPY19.2 billion.

As for global, as explained earlier, there were some difficult areas, including Indonesia. Due to that
environment and its impact, it closed at negative JPY1.4 billion.



| Contribution by Consolidated Companies

B Business Profit Difference

Consolidated Non-consolidated
business profit
FY25

(Year-on-year

difference)

101.99

8.37

B Contribution by Consolidated Companies

Major
consolidated
subsidiaries

Maijor equity
method affiliates

© 2026 CREDIT SAISON CO., LTD.

SAISON FUNDEX CORPORATION
Saison Realty Group

Kisetsu Saison Finance(India)Pvt. Ltd.
Concerto Inc.

Suruga Bank Ltd.

Takashimaya Financial Partners Co., Ltd.

Seven CS Card Service CO., LTD.

HD SAISON Finance Co., Ltd.

ordinary profit

62.06

7.27

(billi

CREDIT SAIS®N

onyen)

Difference

39.93

1.09

(billion yen)

Contributionto Year-on-year Business descriotion
business profit difference P

17.76
.44
517
197
7.34
110
1.05
0.49

+4.76
+2.011
-0.12
+1.02
+1.64
-0.09
+0.18
-2.74

Real estate financing business, credit guarantee business, and
personal loan business

Comprehensive real estate business
Digital lending businessin India
Amusement operations business / real estate leasing business

Banking

Credit card business, insurance business,
investment trust business, and trust business

Credit card business

Retail finance businessin Vietnam

Next, please turn to page 41. | view our affiliates as having also become quite strong.

41

Looking at the consolidated subsidiaries section here, SAISON FUNDEX had contributable profit of
JPY17.7 billion, up JPY4.7 billion YoY. Saison Realty Group also benefited from gains on the sale of
impaired properties, of course, and posted JPY11.4 billion, up JPY2.1 billion overall. Kisetsu Saison in India
was affected over the past year by various matters, including policy changes regarding provisioning
guidelines, butin the end, it secured JPY5.1 billion, almost the same level as the previous year.

Also, among the equity method affiliates, Suruga Bank recorded JPY7.3 billion, up JPY1.6 billion YoY.
Those are the main results.



I Credit Risk [Consolidated] CREDIT SAIS®N

M Delinquency over 90 days (consolidated)

(billion yen)
50%  Creditbalance 60000
40% |
3.0%
20% 135% 141% 1.44% 1.49% 154% 158% 158% o [ 20000
1.0%
0.0% . i i Lo

FY24-1Q FY24-2Q FY24-3Q FY24-4Q FY25-1Q FY25-2Q FY25-3Q FY25-4Q

o it cost (consolidated
FY25full-year: 62.3 billionyen (vear-on-year change: +19.0 billion yen)

(billion yen) FY24full-year:43.3 billionyen 595
£0.0 *Excluding the impact of the special allowance (-9.5 billion yen|: 52.8 billon yen *Excluding the Indonesia-related impact: Approx.57.3 billionyen «
Impairment mpairmentof financial assets, of whic! / i .\

30.0  losseson = those related to the Global Business i Indonesia-related impact: Approx. 5.0 billionyenin2Q-4Q |

financial assets » i »

Reversal of special 21.0 ] !
20.0 allowance 12.7 ik - |
12.0 8.6 9.8 : Pl g 18
. . . | : .
0 a -
(46 e o
FY241Q FY24-2Q FY24-3Q FY24-4Q FY25-1Q FY25-2Q FY25-3Q FY25-4Q FY26 plan
2100 (Apr.-Jun.) (Jul.-Sep.) (Oct.-Dec.) (Jan.-Mar.) (Apr.-Jun.) (Jul.-Sep.) (Oct.-Dec.) (Jan.-Mar.) P 42
© 2026 CREDIT SAISON CO,, LTD. 77> Special allowance for futureincreases in delinguent loans, etc., based on the status of non-payment rates and postponed repayments

I would like to touch briefly on credit risk. On page 42, the consolidated figures are largely affected by
the Indonesian business, so | would ask you to view them from that perspective first.



I Credit Risk [Non-Consolidated] CREDIT SAIS®ON

M Delinguency over 90 days (non-consolidated)
Shopping Cash advances

v Credi i iy " B grerowes N " " N Credit card total
i Ao Nreaios ; o e
stableatalowlevel i (billion yen) gc:m"{g:s":'“ ! oo oo e [billion yen) (billion yen)
50% 1500.0 o
Geeditbalonce 50% = 1800 50% 1800.0
40% i N Credit balonce
. w0 Y A% 3% 326% 331% 334, 340% 353% 40% |

3.0% % 12000

o 217% 2.22% o 2:30% 3.0% 3.0% B 2.43%
200 1E5% 199% | gsg, 208% 2% %00 1985 210% 1909, 221% 231% 235% 993y, 243%
= 5000 ~20% 2.0%
600.0
1.0% 9
Delinqent balance 1.0% Delinquent balance 1.0% Delinquent balance
0.0% L 0 " : i
. P . p 0.0% 0 0.0% j L o
i .0%
@ e e o0 Q29 32 4 1@ _2Q 3Q 4 020 30 4 1Q_20_3Q_4Q
Y2 FY25 F24 FY25 FY24 FY25
B Credit cost (non-consolidated
(billionyen)  50.0 Fr25full-year: 39.1 billionyen  [vear-on-year change: +8.5 billion yen)
; FY24full-year: 30‘6billi?n Yo e *Year-on-year change when excluding t ctof the 40.0
Excluding the impact of the special allowance (-6.0 billion yen): 36.7 billion yen ssinsoaliof B special aiceince: 42 4 LG veh
{ /
30.0 ' Provisionof |
allowance for " Eﬂz’ﬁgvlznce
doubtfulaccounts 5P
i 9.2 7.6 7.4 93 10.6 8.9 10.2
5 13y G2
-10.0 FY241Q FY24-2Q FY24-3Q FY24-4Q FY25-1Q FY25-2Q FY25-3Q FY25-4Q FY26 plan
(Apr.-Jun.) (Jul.-Sep.) (Oct.-Dec.) (Jan.-Mar.) (Apr.-Jun.) (Jul.-Sep.) (Oct.-Dec.) (Jan.-Mar.) 43
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Page 43, the domestic non-consolidated figures. The upper half shows the trend in the 90 days plus
delinquency rate for our own credit card business.

We thought it might come down a little more in Q4, but frankly, the levels for third party intervention
and accounts that reached bankruptcy did not decline as much as we had expected.

In cost terms, it has generally been running between JPY9.5 billion and JPY10 billion over a three-month
period. However, we do not believe there will be any major deterioration in the trend, so although it is
based on cost, we have set the plan for FY2026 at JPY40 billion, following JPY39.1 billion in FY2025.



| FY26 Earnings Forecast CREDIT SAISON

(billion yen)

FY25 FY26 Difference YoY Key factors for YoY
Results (A) Forecast (B) (B-A) change

Netrevenue 472.7 507,5 34.7 107.3%
Consolidated Business profit 101.9 110.0 8.0 107.8%

* Rebound from FY25 losses related to the sale of shares

Profit attributable to 62.7 75 5 127 ]20 39 of affiliated companies (2.6 billion yen| and losses
5 5 % «J%  associated with the withdrawal from the amusement

owners of parent business of Concerto Co,, Ltd. (5. billionyen]*

Cpeciting 343.8 364.5 20.6 106.0%

revenue

Operati
s 55.5 59.5 3.9 107.1%

Non-

consolidated :))rr;ii:ury 62.0 66.0 3.9 106.3%

- Rebound from recording FY25 extraordinary income
(gains on sales of shares, etc.) (14.5 billion yen|

Profit 54.8 44.0 -10.8 80.3% - Expectedtoberecordedin Fy26: losses associatedwith

withdrawal from the amusement business
{approx. 2.5 billion yen)*

* The timing of recognition of losses associated with withdrawal from the amusement business differs between consolidated and non-consolidated financial statements due to differences in applicable
accounting standards. In the consolidated financial statements (IFRS: International Financial Reporting Standards), they have been recorded based on the fact of the decision to sell (dated 2025.12.19), and
in the non-consolidated financial statements (JGAAP: Japanese GAAP), they are scheduled to be recorded based on the completion of the sale (dated 2026.4.1). 47

Next, | would like to move to the earnings forecast for FY2026.
This is page 47.

For consolidated net revenue, we are planning JPY507.5 billion, or 107% of the previous year. Business
profitis planned at JPY10 billion, or 107% of the previous year. Profit attributable to owners of parent is
planned at JPY75.5 billion, or 120% of the previous year.

This time, we are also aiming for JPY75.5 billion in profit attributable to owners of parent, and if achieved,
it would be a record high on a profit attributable to owners of parent basis.

Next, | would like to explain business profit by segment.
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This is page 48.

The payment business is a little difficult to see, so please look at the former payment business figures.
Itis JPY30.6 billion to JPY32 billion this fiscal year, or 104.5% of the previous year.

As for the finance business, we are looking at it somewhat conservatively, but it is JPY48.7 billion, or
102.9% of the previous year. In real estate-related business, the sale of Saison Realty exit assets has one
remaining property left, and including that, the target for FY2026 is JPY14 billion.

Finally, in the global business, as mentioned earlier, everything that should have been processed in
FY2025 was processed, so with a target of JPY9 billion, we would like to expand our business, mainly in
India.



| Shareholder Returns

v FY25: Expecting 130 yen per share, which marks a 5th consecutive year of dividend increases (in line with initial forecast)

v FY26forecast: Expecting increased sales and profit, year-end dividend is expected to be 160 yen per share,
an increase for the sixth consecutive year
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Finally, page 49.
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Now that the FY2025 results have been finalized at next month’s general meeting, we plan to propose

a dividend of JPY130 per share.

Also, for the current fiscal year, taking into account the target for profit attributable to owners of parent,

we are expecting JPY160 per share.

That is all from me. Thank you very much.



Main Questions and Answers

Ql

Regarding capital policy, please tell us the remaining capacity of the growth investment allocation
originally set out in the Medium-term Management Plan.

Also, if growth investment opportunities are limited, is there a possibility that a decision on share
buybacks will be made within this fiscal year?

Al

With respect to the growth investment of 80.0 billion yen or more set out in the initial Medium-term
Management Plan, we believe there is approximately 30.0 billion yen of remaining investment
capacity, even after factoring in the possibility of considering an additional capital injection into the
Global Business during this fiscal year.

In FY2026, we intend to proactively pursue investment opportunities with the aim of creating
opportunities for further growth from FY2027 onward. At the same time, if investment capacity
remains after we have continued to pursue investment opportunities for a certain period, we will
discuss shareholder returns as an option internally.

Q2
Please explain the background behind the decision to cancel treasury shares.
A2

Treasury shares had previously been held with the possibility of using them in M&A transactions,
among other purposes. However, after taking into comprehensive consideration the current pipeline
that we have in mind and current share price levels, we decided to first reduce our holding ratio to
approximately 10%. Going forward, if we carry out share buybacks, our policy will be to consider
canceling an equivalent amount of treasury shares.

Q3

Regarding the FY2026 plans for the Finance Business and Real Estate Related Business, please tell us
if there are any factors expected to weigh on earnings, such as an increase in financing costs or the
dissipation of one-off factors.

A3

For the Real Estate Related Business, we have factored in the reversal impact from the gains on the
sales of restructured business assets recorded at Saison Realty in the previous fiscal year. With only
one restructured business asset property remaining for sale this fiscal year and with limited scale, the
profit level is expected to contract. We do not anticipate any other significant factors weighing on
earnings.



For the Finance Business, in FY2025, the equity method income from Suruga Bank exceeded our initial
assumptions. In FY2026, based on Suruga Bank’s earnings forecast, we expect a decrease in equity
method income from Suruga Bank.

Additionally, for the Finance Business at Credit Saison (non-consolidated), various costs have been
incorporated on a conservative basis to a certain degree, including sales promotion expenses for new
projects. This is not attributable to any major special factors; rather, the plan reflects an accumulation
of these items.

Q4

Please tell us how you view the impact of the Middle East situation on the India business outlook,
specifically in terms of credit costs and loan demand.

A4

India has a relatively high dependence on crude oil from the Middle East, and currencies, equity
markets, and bond markets have been in an unstable state of late. As a result, we have incorporated a
certain degree of credit deterioration risk into our ECL (Expected Credit Loss) for FY2026 and beyond.

On the other hand, regarding the impact on loan demand, the situation is difficult to forecast at this
stage. Going forward, we will strengthen our monitoring of economic and consumer trends and risk
trends within India, including through information sharing with industry peers to a greater extent than
before. Our policy is to proactively capture lending opportunities where they arise, while managing
risk appropriately with prudent judgment.

Q5
Please tell us the domestic interest rate assumptions underlying the FY2026 plan.

Also, regarding the enhancement of the funding structure, please tell us what direction you are
considering going forward.

A5

Regarding the domestic interest rate assumptions for the FY2026 plan, short-term interest rates have
been set based on the policy rate, with assumptions of 1.0% in April and 1.25% in October.

For long-term interest rates, based on the 10-year JGB yield, we have assumed a range of
approximately 2.36% to approximately 2.5% from this spring through next spring.

Financing costs are planned to increase by approximately 13.0 billion yen compared to FY2025, of
which approximately 11.0 billion yen is expected to be attributable to the impact of rising interest rates.

Regarding the enhancement of the funding structure, while specific measures have not yet been
finalized, our policy is to explore a range of possibilities, including business alliances, in addition to
conventional funding methods.



Q6

Regarding the FY2025 4Q (January—March) results, please explain the reasons for the decline in profit
in the Former Payment Business and the Global Business compared to 3Q (October-December).

Also, are there any one-off factors included in 4Q (January-March)?
A6

For the Former Payment Business, in addition to recording seasonal costs such as system-related
expenses, we recorded a performance bonus, given that FY2025 results came in above the initial plan.
The Former Payment Business in particular has a large number of eligible employees, and the
recording of approximately 4.0 billion yen in costs had a significant impact on 4Q profit levels. This is
not factored into the FY2026 plan and is a one-off factor.

For the Global Business, the contribution profit from the India Business declined compared to 3Q,
while the Vietnam Business and the Investment Business were also factors weighing on profit.

In the Vietnam Business, provisions for future risk (ECL) under IFRS have increased due to the buildup
of receivables balance accompanying the expansion of lending. This is not due to a deterioration in
asset quality, but rather is primarily attributable to the increase in provisions accompanying the
expansion of the receivables balance.

In the Investment Business, small-scale losses accumulated across multiple transactions in the CVC
segment of the Singapore Business, which impacted profits.

Q7

With respect to the losses in the Investment Business and the provisions for future risk (ECL) for the
Vietnam Business within the Global Business, should we view these as items that may continue to
occur on a quarterly basis going forward?

Or should we consider that they have already been factored in to a certain degree in the previous
fiscal year?

A7

First, regarding the Vietnam Business, following the COVID-19 pandemic, we had been prioritizing risk
management and running lending operations cautiously. However, from the third quarter of FY2025
onward, we have been accelerating lending, and results have also recovered. The background to this
is the full-scale rollout of digitalization, including web-based applications, web-based contract
processing, and app-based customer communication.

As our policy is to continue capturing growth opportunities going forward, we expect that provisions
for future risk (ECL) associated with the expansion of the loan receivables balance will continue to arise
to a certain degree in FY2026. For this reason, we forecast that the FY2026 profit level of the Vietnam
Business will be roughly in line with the prior year.

Regarding the Investment Business, the fundraising environment for investee companies centered on
Southeast Asia and South Asia continues to be challenging, and there is a possibility of down rounds in



some cases. While we do not anticipate any significant losses, we believe there is a possibility of small-
scale losses occurring.

Q8

While holding real estate finance exposure in the Finance Business, we are seeing certain changes in
the market, such as an increase in condominium inventory, softening in regional market conditions,
and deteriorating liquidity among some developers. How do you perceive the real estate-related
risks? Also, please explain your approach to risk in the FY2026 plan.

A8

Regarding the deterioration in sales market conditions and other factors mentioned, we currently do
not recognize any significant market disruptions.

On the other hand, for development projects at Saison Realty, we have confirmed some delays in
construction timelines due to material shortages and labor shortages. However, since Saison Realty's
real estate-related business is primarily focused on the Tokyo, Nagoya, and Osaka metropolitan
areas as well as Fukuoka, we do not consider the market environment to have deteriorated
significantly.

Q9

Regarding the timing of capital policy decisions relative to the approximately 30.0 billion yen in
remaining growth investment capacity, what time horizon are you considering before reaching a
decision on share buybacks, while continuing to explore growth investment opportunities?

Also, regarding real estate-secured loans, as property prices rise and investors’ borrowing amounts
increase, please tell us about any changes in investment appetite.

A9

Regarding capital policy, although we have not decided on share buybacks at this point, we wish to
avoid deferring the decision for an extended period. Our policy is to simultaneously pursue growth
investment opportunities and hold parallel discussions on capital policy with a view to FY2027 and

beyond. We would like to put our capital to effective use at an early stage.

Regarding real estate-secured loans, early repayments have been increasing of late. We are also
seeing investors who hold multiple properties selling some and reinvesting the proceeds in new
properties, with moves aimed at capital gains becoming more active against the backdrop of
favorable real estate market conditions. While we do not recognize any significant change in investor
behavior, we are aware that the pace of repayments has been accelerating across the lending
industry as a whole. The profitability of our prime rate-linked products remains solid even in a rising
interest rate environment, and our policy is to respond to future balance expansion by also utilizing
products offered in collaboration with Suruga Bank.



