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1. Company profile

Bl Major Group companies

:( Tokyo Kiraboshi Financial Group, Inc.

»{ Kiraboshi Bank, Ltd.

:{ Kiraboshi Consulting

H Company history

December 1924
December 1951
April 2004
October 2014

September 2015
April 2016

June 2016
August 2016

September 2016

November 2016
January 2017
April 2017
October 2017
November 2017
May 2018

Founded The Yachiyo Bank, Limited

Established The Tokyo Tomin Bank, Limited

Established ShinGinko Tokyo, Limited

Business integration by The Tokyo Tomin Bank, Limited and The Yachiyo Bank, Limited
Established Tokyo TY Financial Group, Inc.

Signed the Agreement on a Comprehensive Affiliation for Industrial Development in
Tokyo with the Tokyo metropolitan government

Business integration between Tokyo TY Financial Group, Inc., and ShinGinko Tokyo,
Limited
Business and capital tie-up with Sumitomo Mitsui Trust Bank, Limited

Conditional upon obtaining approval from the relevant authorities, it was resolved at
a meeting of the board of directors that there would be a merger between the three
banks on May 1, 2018, in addition to which announcements were made concerning
future business policies and overall strategy.

Treated Sky Ocean Asset Management Co., Ltd. as a company accounted for using the
equity method

Alliance with Jimoto Holdings, Inc.

Alliance with Senshu Ikeda Holdings, Inc.

Established Kiraboshi Consulting Co., Ltd.

Formation of ToKI Meki Oen Fund 1

Established Kiraboshi Tech, Inc.

Birth of Kiraboshi Bank

Change business name to Tokyo Kiraboshi Financial Group, Inc.
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Bl Management philosophy

To be a financial group for small and medium-sized
enterprise customers and individual customers in the
Tokyo metropolitan area that will contribute to the
development of local communities through
comprehensive financial services

Hl Management policy

A bank that sparkles

Achieve enduring existence as a local regional bank through the
provision of unique financial services

A bank that rises to the challenge

Leverage the special features of the Tokyo area to continue to meet
new challenges in order to contribute to the development of our
customers and of local economies

A bank that brings together ideas

We put great value on the “ideas” of customers, the region, and our
employees so as to become a necessary and always trusted presence

M Vision aimed for

Become the urban regional bank group most favored

by customers in the Tokyo metropolitan area

3
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2. Outline after the three-bank merger

Bank after merger

"L Kiraboshi Bank, Ltd.
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Holding company

:( Tokyo Kiraboshi Financial Group, Inc.

-

-

N
[ The origin of the bank’s name ] [ The ideas we wanted to put into the logo mark and color ]
Constellation. Twinkling stars. “Kiraboshi” is a design representing somebody facing forward and beginning to walk with head held
We want to make the dreams of our customers glitter even brighter high, and represents our feeling of wanting to move forward with and contribute to the local
in the Tokyo area. community, as a bank that rises to the challenge.
Into this name we put our desire for something clean-cut that also Expressing our desire to become a bank that places great value on the “ideas” of customers and
feels easy to get to know, that takes the customers’ ideas into employees, and to become a gleaming presence in local communities, we used dark blue to symbolize
safekeeping and uses them to bridge the way to the next generation. “trustworthiness” and “sincerity,” while yellow represents “future promise” and “independence.”
J

Merger schedule Effective date of merger )
May 1, 2018 J

‘ TokyoTY Financial Group, Inc.

N Core systems to be consolidated
by the target date of the first half of FY2020

]ﬁ

O At the point of merger on May 1, 2018

i

2 4
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Tokyo Kiraboshi FG

3 Banks Merger

ShinGinko Tokyo’s systems will be consolidated with those of Tokyo Tomin
Bank and the systems of Yachiyo Bank and Tokyo Tomin Bank will be
connected via a relay system.

O Unification of core systems
By the target date of the first half of FY2020, Yachiyo Bank systems to be
consolidated with those of Tokyo Tomin Bank to unify core systems

4

©Tokyo Kiraboshi Financial Group, inc. All Rights Reserved.



2 4
3. Synergistic effects from three-bank merger and merger consolidation costs y\

RREESIFLFG

B With regard to streamlining measures implemented as part of the one-bank approach, we will commit ¥2.5 billion in additional measures to the
initial plans for ¥8.0 billion.

B By implementing these in tandem with more than ¥2.0 billion in revenue expansion measures, we will work to expand net core business income.

4 )
Streamlining measures total

Synergistic effects from merger *Annual effects forecast to merge by FY2022

@ Improving headquarters efficiency

@ Improving headquarters efficiency:  Approx. ¥4.0 billion Approx. ¥5.0 billion

Approx. o . e

¥8.0 billion @ Rebuilding existing branch network:  Approx. ¥1.5 billion @ Rebuilding existing branch network

) @) System integration: Approx. ¥2.5 billion Approx. ¥3.0 billion
I:[::I ® System integration
Approx. ¥2.5 billion
@ Improving headquarters efficiency:  Approx. ¥1.0 billion @ Imoro ,‘:‘p oberating efficienc
- Vi | ICI
¥2.5 billion @) Rebuilding existing branch network:  Approx. ¥1.5 billion P Sevgeral:: hundrged miIIionyyen

lus I i ting efficiency: several hundred -~
P @ Improving operating efficiency r;‘{l?;: yeunn re L Total more than ¥10.5 billion
/

(@ Strengthening consulting functions to raise revenue
@ Customer-orientated problem-solving support (increasing loans to SMEs)
@) Strengthening partnership promotion

Revenue expansion More than
measures, etc. ¥2.0 billion

Merger consolidation costs

Total investment in merger consolidation Approx. ¥20.0 billion (system integration, replacing signage, and handling customers, etc.)

FY2016 ‘ ) .FY2017 Remaining expenses forecast
¥1.1 billion of expenses posted ¥3.0 billion of expenses - 5

to be posted in turn
forecast to be pOStEd ©Tokyo Kiraboshi Financial Group, inc. All Rights Reserved.
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4. Strategic branch policy and optimization of personnel allocation '\

RREESIFLFG

B Personnel engaged in overlapping headquarters operations will be reassigned to sales divisions, leading to a reduction in

total personnel of about 20% within 2 years after system integration
B Primarily review overlapping regional branches to result in reduction of about 30%

September 30, 2017 2 years after system integration
Total personnel 3,100 Approx. 20% reduction
Optimization Head
quarters
of personnel personnel 700 Over hal;c of headc!uarters
personnel to be switched to
Sales personnel 2’400 sales personnel
Offices 159 Approx. 30% reduction
Strategic
branch poIicy Full banking branches 133 Primarily overlapping

Specialized branches 26 il LR

Branch policies already implemented *Results since Tokyo TYFG established

<Branch in branch> 10 branches to be consolidated to 5 offices

<Specialized branches> 14 offices
<Consolidation of headquarters functions into Aoyama/Shinjuku offices> <Shift to central operations center>

Branch policy scheduled to be implemented

<Branch in branch> 20 branches to be consolidated to 9 offices (scheduled for August - October 2018)

6
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5. The future image of the Group

- Towards a comprehensive service business that is also strong in finance -
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Three-bank merger

Streamlining measures
Synergistic Effects

Approx.
¥10.5 billion

Roll out measures
simultaneously and in parallel

Future image

ensive service
siness that is also
trong in finance”

Customer-orientated

Main measures

Improving headquarters
efficiency

to be cut by approx. 20%

Rebuilding existing
branch network
Offices to be cut
by approx. 30%

Strengthening of
consulting functions

development

hi Bank
support for

Advice to individual
customers

/

Consulting services

FY2022

P Problem- I t fi
unding based on . ar e I ures
business feasibility SOI-V' ng/ g g
evaluation Mainstay <Tokyo Kiraboshi FG>
operations Net income ¥10.0 billion or
p more

<Kiraboshi Bank>

Net core business ¥16.0 billion or
income more

Developing “Kiraboshi People” OHR Less than 75%

"

Dperations

Increasing points of
contact with customers

Digital strategy >

Clgelife alegy

Enhance collective strength of the Group through
Kiraboshi Tech and by investigating establishment of new companies

7
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6. Outline of medium-term business plan '\

RREESIFUFG
' W : [Concept]
Name Sta rt u p ra KI ra bOSh I @ Creating “a new kind of urban regional bank for the
(Period) Tokyo area”
May 2018 - March 2021 (3 years) @ Commitment by the Group to contribute to the

development of the Tokyo area
(having a tangible presence in the Tokyo area)

«“ . . . .
Future image A comprehensive ser-‘wc-e business that is ® Start-up spirit based on “Challenge & Speed”
also strong in finance”

O Target for “first calls” 7,000 annually

i . FY2020
1. The consulting business **+*+ 7,000 ) ]
o o ¢ Number of proposals made to support mainstay operations <Tokyo KlrabOShl FG>
Klra bOShl (corporates, owner managers) Net income ¥6.0 billion

¢ Number of proposals made to support life plans (individuals)

basic strategy <Kiraboshi Bank>

2. Financing based on evaluations Net core business ¥12.5 billion

of business feasibility <<+ 600 el
e Number of proposals made to resolve issues based on business feasibility
evaluations (corporation) OHR 80%

Through “dialogue”
The “Getting @ Understand the customer deeply, and come to share their issues of concern
the first call” @ Provide proposals to resolve those issues

concept © Gain their trust and become the bank they call first

Aiming as a result to “Create shared value with the customer”

9
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7. Approach to achieving targets (Kiraboshi KPI)

- Understanding the customer and aiming as a result to “Create shared value with the customer” -

Through “dialogue”

24
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@ Understand the customer deeply, and come to share their issues of concern

@ Provide proposals to resolve those issues © Gain their trust and become the bank they call first

[Basic strategy] Kiraboshi KPl (Think and Act process confirmation indicators)
- Intermediate indicators that measure the process by which the final target figures are achieved

@ Understanding customers I

Number of customers
of which an
understanding has
been gained and issues
of concern shared

Understanding of

business feasibility

(corporates, owner
managers)

Understanding of
life plan
(individuals)

to customers

Basi Kiraboshi KPI
asic Strategy [Think and Act Process]

The consulting business

e Number of proposals made to support
mainstay operations (corporates, owner
managers)

e Number of proposals made to support
life plans (individuals)

of which financing based on
evaluations of business feasibility

Number of proposals made to resolve
issues based on business feasibility
evaluations (corporation)

«Sle3 111y, Suiseanu| (g

Final target

Support of sales offices
by headquarters

O
8 Improvements in corporate value
) Improvements in satisfaction
bl y
>
@
wn
5 FY2020
2 <Tokyo Kiraboshi FG>
(g)) Net income ¥6.0 billion
o
< <Kiraboshi Bank>
Q) Net core business  ¥12.5 billion
c income
() OHR 80%
x J
Contributing to the

revitalization of regions
Regional development

, and in which being selected by them ultimately leads to profits for the bank

10
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8. A business model that takes “dialogue” as its starting point
- Building a structure in which the customer gives us the first call -

B Building a customer-orientated sales structure

24
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O By gaining high-quality time with the customer, understanding their real needs and offering information and advice, we will establish a
customer-orientated sales structure that will lead to enhanced customer satisfaction

Understanding the customer

(understanding of business feasibility)

Dialogue @ ‘
(knowing the customer)

Visit Grasping
(appointment) the true
- ‘\ situation

Understandlng
u needs

Support for

mainstay S“fl_)POYt for
operations Inance

Consultation on business/life plan
Consultation on financing
Consultation on management
=

D

k The first call cycle

What is “dialogue”? = Sincere discussion as a
form of communication aimed at understanding the
other and building relationships of trust, with the
goal of “creating shared value.”

The Group is committing resources to its consulting
operations, which are strong in the area of financial
support and which take “dialogue” as the starting
point, and will build a sustainable business model
that enables it to get the first call”

Employee
satisfaction

enhanced

What we obtain
as a result

LN )
.‘.... ....

Proposal- ..

based sales - ey
1 satisfaction

Provision of | e, enhanced

information Te. N s ol TS
o= ==~ Finance \
\~~AdV|ce_ e ——————— Loans/Equity 1
- Financial products ,’
FA ’

~

| o -

—

\_ J

Non
face-to-

\

A
~

’
/

- -

( Support for

start-

———

-7 Utilization of
Utilization of Open API trust functions
smartphone apps FinTech

*Financing based on ” ) ~ N
evaluations of business 7/  Strengthening \
feasibility support of their )] Private ;20T TN consulting

Maekyu services

— T

-~ o T oy

mamstay operations banking ! / Medical and‘,

function
) Welfare s unctions

Utilization of collaborative functions (with Tokyo Metropolitan Government and
local governments, with regional banks, with SMTB, SOAM)

y

ups

Evolution of

services

face

—

* Financing based on evaluations of business feasibility means financing based on an understanding
of the feasibility of the business and that uses both financial and non-financial information.

11
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9. Main measures/functions supporting measures y\

RREESIFLFG

“Customer” and bank “Main measures and functions”

Beliefs of regions/beliefs of customers g::} Dialogue -1

Dialogue Results/Success Kiraboshi People Experience/Training

U @- Upgrading skills/growth <:5

Becoming a presence that enables
visions for regions/customers

Regional
headquarters
structure

Business process re-engineering (creating time)

=
()}

“Dialogue” with Collaboration with local

regions / Enrichment of consulting functions governments
(Support of sales offices by Customer needs Collaboration with related
m ftr:::‘ch Branches/ headquarters) organizations, etc.
ol e Consulting division ives t .
(proposal-based) . . (Making Kiraboshi the natural

S Coordinating staff Consulting service partner for start-ups)
Headquarters Consultation on business/

structure life plan Medical and Welfare

Expansion overseas

<Information sharing>

Sales-related divisions Financing based

(proposal-based) on business
Finance staff feasibility

Consultation on financing e e

Strengthening trust operations

sainseaw ulejAl

Rising to the challenge of the

Sympathy with values and beliefs Sales-related divisions “FinTech field”

sainseaw ulew Suisoddns suondung

Advice to
(proposal-based) ..
Private banking staff individual .
customers Strengthening

Consultation on management “Group strategy”

1
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
Initiatives to support start-ups :
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
!

T -

12
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10. Developing human resources that are trusted and chosen for their “dialogue”
- Kiraboshi People -

M |n these rapidly and continuously changing times, we will use the occasion of the birth of Kiraboshi Bank to practice a new style of leadership, and to develop

human resources who embody the business philosophy and management policies of the Group

{ Developing “Kiraboshi People” ] FD Dialogue -ﬁl
Who are “Kiraboshi People”? Results/success | Kiraboshi People Er);?s;rrl‘egnce/

L Upgrading skills/growth <):5

People who are able to win the trust of customers, act as if

standing in their shoes, and experience success as a result

¥

Fundamental financial
competence
Obtaining financial knowledge

Upgrading skills
(schooling)

Training specific
to each business

I \

Departments
related to

e Sales offices
(Trainee)

[ Self-development ]

Improve
character/practical skills

Implement
programs, etc. to
develop new human
resources in line
with development
policies

Innovation board
New development programs
Training specific to rank

Open seminars

Development platform for “Kiraboshi People”

o Kiraboshi People B

Dispatched to related Groups

Assigned to Shanghai

Assigned to Assigned to
I Kiraboshi Tech I Kiraboshi Consulting I local subsidiary I

People who shine

People who rise to the
challenge

¢

Proactively dispatch, etc. personnel to external
organizations both in Japan and overseas

Financial
Local governments institutions, SJ:EE‘Z’;EZ-‘; \Ev)i:}:]%r;ﬁisr
Public bodies, etc. Fund companies , bank i h
and others anks industries
Overseas )
(Financial institutions/public  Medical | Flngegh
bodies) ncubation

domain, we will increase the added value we provide to

By expanding our information and knowledge in each
customers

People who connect
to other people

-

People who
enable visions

People who can
create business

S

People who are || People who (o}
excited by bring emotion o
their work to their work (‘?
=]

oq

(]

(7]

N
People who )
value new Visible bankers
meetings

13
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2 4
11. Business process re-engineering to strengthen contact with customers and '\

build a digital innovation strategy HEESIEUFG

B Basic concept of business process re-engineering
O Realizing styles of working that make tangible the meaningfulness of work and enable emotional fulfillment
B Three basic policies for realizing business process re-engineering

”u

O Realizing “business and workflow re-engineering” that uses “abandoning,” “spinning off,” and “discontinuing” to put in place a stress-free operational environment

O Realizing “reform of executive and employee awareness” that results in moving from “ordinary” operations to the pursuit of work that makes people “thankful”

O Realizing styles of working (behavior) that generate new value and resolve issues through dialogue and relationships with many people, both among customers and inside and
outside the company

Conceptual view of changes caused by business process
re-engineering - From “operations” to “work” - Creating time for “dialogue” with customers
A

% <Current situation> Work that provides added value to _<Vi5i°n Work that provides tangible added value to customers
customers aimed for> - Dialogue and enriched mutual understanding with
Py customer
® . . * Providing optimal solutions for each customer by
% Standardized operatlons using internal and external networks
> . . . . o ”n o" o ”
¢ | Operations that are difficult to provide Work that “increases” and “enriches
] . . . . .
= tang|b|e added value to customers Slmpllflcatlon/ Reducing the business burden of customers
Standardization by reviewing business procedures
>
Period of operations  Long Period of operations Long
g W Establishing the business process re-engineering team
Keywords in finance Keywords we should target g P g g
Project name: ZERO - Reforming work and the value of working -
Cashless Simplification <Abandoning operations = Spinning off operations = Discontinuing operations>
Passbook-less Greater efficiency S
o
Seal-less Concentration Reforming awareness of “work” Reforming the value of “work” ng
Paperless Greater use of 2
Card-less outsourcing B Building a digital innovation strategy
Digitalization . Considering the formation - Collaboration with FinTech companies
| Spread of smartphones | Automation ofa digital%trategy team by means of Open AP! o i
ot o - Business process re-engineering using
| Al (Artificial Intelligence)/RPA | Building a digital new technology (Al, RPA, etc.)
innovation strategy for the . . . . .
3 . o ) group as a whole + Open innovation with FinTech companies
| Banking Act revision (Open API) *API = Application Programming Interface and venture capital companies, etc. 14
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12. Regional headquarters structure to achieve effective customer contact

Building omnidirectional
relationships

» Our sales area is the whole of
the Tokyo Metropolitan area,
and we are aiming at an
omnidirectional sales style.

-~

~

-

“Dialogue”
with region

» Many micro-enterprises,
landlords, individuals

» Sophisticated fund management
needs, consulting on
inheritances, etc.

» Further regional collaboration

> Knowledge regarding loans to
real estate

> Community-based sales

> Networking with local
governments, including
Sagamihara City and Machida

City

-

/

- Development of regional headquarters structure -

\ © Regional headquarters structure

- Getting closer to the customer/region -

Johoku/Nishi Tokyo
headquarters
Tokyowardarea ..
o~ Central
Tokyo area \

\

Joto
Tokyo Mirai sales headquarters

department

(Entire Tokyo
Metropolitan area)

Sales
department
Large
branches

Josai
headquarters
Tama
headquarters Jonan
headquarters

Machida/Sagamihara,
suburban Tokyo areas

Machida/Yokohama/
Kawasaki
headquarters

Sagamihara/
Central
Kanagawa
headquarters

Introduce regional headquarters structure to devolve significant authority

to local offices to improve the sense of speed in responding to needs
specific to the special features of the region (market)

2 4
Y&
REESIFULFG

~

“Dialogue”
with corporates

» Small and medium-sized
enterprises are concentrated in
the Tokyo area.

» Respond to corporate funding
needs and business succession
issues.

> Management support for
M&A, business rehabilitation

> Collaboration with Tokyo
Chamber of Commerce and
Industry

Knowledge regarding loans to

K medical/welfare

/
N

Strategic opening

of new branches

Strategic opening of new
branches

(open territories)
Areas in which small and
medium-sized enterprises and
individuals are concentrated and

Kthat we can expect to open up J

15
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13. “Dialogue” with region '\

- Promoting “Thorough support for mainstay operations” for regional customers - s TS

B With the regional headquarters at the center, we will develop close-knit multilayered “dialogue” with customers and regions, and
together consider how to grow regional economies

(We will strengthen our participation and cooperation with business activities conducted by public institutions, with local governments such as the Tokyo Metropolitan
Government and Kawasaki City as partners, and demonstrate initiatives aimed at the expansion of regional economies)

<The role played by Kiraboshi Bank>

(D Develop new financial support menus, and provide @ Support improvements in corporate value @ Provide proposal activities, etc. to local governments aimed at
consulting and events that are helpful in the context of Support for a richer lifestyle for customers resolving issues and bringing to light the appeal of individual
supporting mainstay operations regions, by taking a broad perspective on the revitalization of
(Collaboration with local governments) the region as a whole

Chambers of commerce Improving corporate value for local small
and industry Corporation and medium-sized enterprises Residents’
Chamber of associations Grow regional economies/revitalize region as a whole associations

Neighborhood

commerce and
associations

industry =
m Beliefs of customers Regl O n Beliefs of regions
ialogue

(Customers/small and

Local communities 43 ’ .
. medium-sized enterprises, etc.) Machida/Yokohama/ Shopping arcades
Johoku/Nishi Tokyo Dilogle ialopiZ Kawasaki
Investi Zte;ab(:(:li:\]nairrlt%?alo ue” headquarters @
¢ withgregiois ¥ Begin inveétigatirTg “dialogue” ialogu
Each regional with regions w
headquarters to Consulting
develop support measures for loca
; 0 Metropolitan g Each regional
W e ancial suppor Tama headauarters o
Joto headquarters develop support
L( . . measures appropriate
Josai headquarters >
r\ K”"a b05h| Bankr Ltd. to local circumstances
headquarters

Sagamihara/
Central Kanagawa
headquarters

3
'( Kiraboshi Consulting

Jonan

headquarters | \/ojce of the customer
Proposal of measures

‘\v
TOKYO — 111 “Jl_:[ Fﬁ Local governments of
{ , % A %B l I I KAWASAI:II(I iy other regions, etc.

Dialogue

Support measures Support measures

16
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14. Building a branch structure that takes into account “dialogue” with each region y\

RRESIFLFG

M Promote a branch-in-branch approach, primarily for overlapping branches, after the merger. Promote the switch from full banking branches to
slimmed-down branches that match the special features of the region

M Consolidate highly specialized personnel in full banking branches, create sales personnel, and build a sales structure that emphasizes

“dialogue” with customers

Branch
strategy

Number
of offices

Branch
format

» Contributing to the development of regional society

»  Supporting the growth of companies through
“dialogue” with small and medium-sized enterprises

» Diverse branch formats
» Putinto practice “key satellite” strategy
» Branch in branch (BIB) strategy

By FY2022

»  Offices to be cut by approx. 30%
¢ Approx. 50 full banking branches
e Approx. 50 slimmed-down branches

» Branch formats that are diverse and appropriate to the
characteristics of the region/customers

* Without being bound by the constraints of a full banking
branch, we will develop corporate offices, individual
branches (sub-offices), branches on higher floors of
buildings, specialized branches, and mini-branches

Dialogue with

[corporates]

Dialogue
with [region]

Strategic
opening of
new branches

Branch in branch

——__—--—-~-
- S~

~

~
m ~
\\

(N |_—
~_ Specialized

\Q’anches
Seo

. - =2 ——
Region Areas where micro-¢

Full banking

h
prancnes

| — | ’
Specialized

branchss;’

-
-

4 '\ locations o \\
1
1
=/
\ Full banking branches o0 ,’
S . ice
\\\ Areas where corporations ,/,
- -
~~-CEeeata
Region _ ____.___H._____~~~ Region
~F 24 ?~\
,’ I Support r& Support -Ih N
h--.- r— \
Specialized Specialized \‘
branches branches 1
I
/
U
L L U4

. g - - .
hterprises, landlords, Region

and-individuals-are concentrated

,

s’

-0
G
\

1
I
]

\ !
.

~
New locations in
open territories

\ Office

\

]

I

U
4

Se-’

,——

|

\ Office
AN

N

~

\N__fl

\n—’,
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Corporate and individual strategy

15-A. Provision of consulting services

B Strengthening consulting operations support structure
O Understand the customer through dialogue, and seek to build relationships of trust by providing optimal proposals that utilize the consulting functions

O Various types of support provided by Kiraboshi Consulting Co., Ltd. (IPO, strengthening governance, business succession, M&A, etc.), in addition to collaboration with financial

institutions, etc.

Customer (corporates, owner managers)

Collaborate to help visualize, expand, and newly create
“intellectual assets,” which is the source of the

customer's competitiveness
Discover issues and latent needs, create optimal proposals

an3ojeiqg

an3ojeiq

Consulting operations support structure (corporations, owner managers)

24
Y&

RRESIFLFG

Sales offices
*Assignment of consulting
leaders

Coordinator

Growth Support Group

Consulting division
Start-Up Support Group

Region Headquarters Support Group
(expert)

Mainstay Operations Support Group

Kiraboshi FG Overseas Strategy Medical/Welfare .
Partnership Promotion L L Trust Division
Office Division Division

External specialists

Consulting operations support structure (individual customers)

Customer (individual)

3
'( Kiraboshi Consulting

Expand added value provided by offering highly specialized advice
¥1.0 billion in net sales

FY2021

Unit: million yen Net sales pIan

1,500

1,000 |

500

0
FY2022

FY2017 FY2018 FY2019 FY2020

<Main business areas>

Business value assessment Share price measures

Busme.ss M&A Inheritance measures, etc.
succession
Capital policy support
. Support for drawing up business plans Support for overseas expansion
Creating
business M&A Support for IPO
value Transformation of profit structure, etc.
Strengthening Support for human resources, labor Building internal control system
governance Risk management Restructuring of organization, businesses, etc.

=] _l/ \l_
o
o
e
= < o
I . -
) Sales offices J— S v . g
= *Assignment of consulting €eoperation> Coordinator <
leaders
e o -I
1 .
1 Sales Supervision Department Cooperatlon Consulting Division :
1 Private Banking Office Expert staff 1
I 1
1 Asset formation, asset management, etc. Inheritance, real estate-related, etc. 1
e — |

Financial institution partners,

etc.
SUMITOMO MITSUI INC.
TRUST BANK THE SENSHU IKEDA BANK,
LID
SKY OCEAN ASSET Jimoto Holdipgs, Inc, .
MANAGEMENT CO, LTD. Kirayaka Bank, Ltd. e sefg:' Bank,
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Corporate strategy @

2 4
15-B. Leveraging of consulting functions y\

RRESIFLFG

B Understanding business feasibility (understanding the customer) to discover latent needs and issues, and create optimal proposals

M As a result, we discharge our mission and responsibility as a regional financial institution in the Tokyo area

Responding to the financing needsof | Initiatives stemming from the
i . z .
corporate customers ! enrichment of consulting functions
I
____________________________________________ | H <Dialogue>
‘ Approx. 1 million companies 1 i Understanding the situation/Understanding needs/
i in Tokyo metropolis and : ! Understanding business feasibility * ° *
I
Major corporations Kanagawa Prefecture™ : i Improving corporate value
: i (Support for mainstay operations)
| : Partnerships with local governments/
‘ ! : Support for expanding sales channels/

. . ot epe . . Support for securing human resources* * *
Zone in which responsibility and mission

as a regional financial institution
in the Tokyo area is discharged

A

Small and medium-sized
enterprises

Resolving management issues
—> (Support for finance)

Short-term rollover loans/ABL/Syndicated loans- *

Previous
transactions

Small and

uoiyeysiies Suinoadwii
/anjen ajeiodi0d Suinoidw

;: . . \| Various kinds of highly specialized support
\ medlum-S|zed ," M&A/Capital policy/Business succession/IPO « *
Enterprises
__________ | Initiatives for owner/family (employees)

suoi3auny SuNsu0d JO JUBWIYIIIUT

Assets under custody/inheritance/productive use of real
estate* -

*Source: Economic Census

Outcomes achieved/improved employee satisfaction

*In particular the target group, which is oriented towards growth and improvement: small and medium-sized
enterprises with annual sales of between ¥300 million and ¥5 billion

b e e e e e e e e e e e e e e e e e e e e e e e e
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2 4
15-B. Leveraging financial intermediary functions based on evaluations of business '\
feasibility

RREESIFLFG

Initiatives for
intellectual asset management support

Examples of strengthening initiatives for management support

of customers based on evaluations of business feasibility

Understanding needs

Ve

Advice/Finance

Vision aimed for

/

Understanding
of business feasi
(intellect:

ma

Evaluation
of busi
feasi

Resolving t

repayment

Moy ysed
AN

sjunowe juawAeday

amounts
Business Borrowings
feasibility
+ Profit-generating mainstay
operations

(positive cash flow)
* Financial issues caused by
past over-investment, etc.

-

gap between
cash flow and

he
(@)
a o 3
¥ 3 ]
= o2
2 53
28
-
Business  Borrowings
feasibility

« Stabilize financing by restricting
annual repayments to within
the range of cash flow

* Reduce administrative burden
by consolidating transactions
with banks

Normalization of financials

Improvements
in performance

aill

Capital O
investment §
R
@ I oa
wn

e

. o
Business s
succession Q.

=

e -

.....Il =

f 5

-
Kiraboshi Bank

-

Increase in loan balance

Consulting fees

¢ Collaborate to help visualize and expand the intellectual assets that is the source of the competitiveness of
corporate and owner manager customers.
e Putin place a structure that enables us to discover issues and latent needs, and create optimal proposals

¢ Build a development/training program for the human resources who will be responsible for visualizing customers'

intellectual assets

Intellectual property

Intellectual property rights

[Current corporate value]

Liabilities

B I

I Intellectual assets

Human Management

resources philosophy I

I Technology I
etc.|

Understanding
based on dialogue

* Brands, sales secrets, know-how, etc.

¢ Patents, utility models, copyrights, etc.

[Future corporate value]

Increase in customers’
corporate value

Liabilities

Creating shared value

W

Increased revenue
opportunities for Kiraboshi
Bank obtained as a result

Assets

Capital

Visualization of intellectual assets
Utilization of intellectual property

Intellectual assets

Support by Kiraboshi Bank
(intellectual asset management support)
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Main measures Individual customer strategy

2 4
15-C. Initiatives for individual customers and promotional structure '\

RRESIFLFG

M Initiatives as “day-to-day financial advisor” in preparation for realizing a customer-oriented sales structure
O Strengthening structures based on strategy for each customer segment/development of highly specialized human resources (cooperative structure between regional headquarters and sales offices)

O Focus on main target groups, including owners of small and medium-sized enterprises with whom it is possible to meet face-to-face, their families, employees of our customers, local people of

property, etc. in the “middle-affluent group” and the “core retail group”
Promote investment trusts in preparation
for the shift from saving to asset formation

O strengthen support for elderly people in the region

Strategy for each customer segment

Customer group | Target Solutions i ¥100milkon) Investment trust balances (plan)
\ Super-affluent People of property (upper) Asset management/ 000
group (Estimated financial assets of more than Health management/ 2,700
Super-affluent group ¥1 billion) Education of sons 5w |
Middle-affluent Owners of small and medium-sized Asset management/asset = 2,100
group enterprises administration = TR
< (Face-to-face Families of the same Inheritance support = E [
QU A A A a a
= sales) Leading regional influencers/people Business succession w 1,500
P of property Productive use of real estate, etc. 2 FY2018 FY2019 FY2020 FY2021
o (Estimated financial assets of more o
[c} than ¥100 million) § Oln preparation for “the shift from saving to asset formation,”
(] i i g accumulate investment trust balances
o Core retail group Customer employees Asset formation S
_g (Face-to-face General customers (core funds) @ Strengthen proposals for long-term management
sales) (Estimated financial assets of more Various loans, etc. \_ @ Review evaluation of sales offices for core fund initiatives )
than ¥10 million)
3 B Approach young group N
Mass retail group General customers Asset formation
(Non face-to-face Young grou Various loans - “ " . .
( g group) — @ Utilize the “Maekyu” platform of Kiraboshi Tech

sales) Transactional lending, etc.
@ Collaboration with FinTech companies by utilizing Open API strategy

J

Implement consulting that begins with dialogue (day-to-day financial advisor) Build a support structure for elderly people in the region

<Asset management/asset administration needs> - Kiraboshi Bank's goal is to be a bank that supports the active seniors

+ Strengthen initiatives aimed at shift from deposits to core funds. Towards “the shift from saving to asset of the region -
formation”

+ Expand number of highly specialized human resources and product line-up. Strengthen sophisticated
consulting sales.

<Financing (loan) needs>

+ Speedy response to projects/demonstrate dominance in W loans/strengthen activities within area of
responsibility

+ Consider allocating partners to act as
consultants for active seniors in ways Strengthen
appropriate to local characteristics support

for seniors

* Support for senior founders
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16-a. Strengthening collaboration with local governments, etc.

24
Y&

RRESIFLFG

Strengthening partnerships with local governments, such as the Tokyo Metropolitan Government and related organizations

Tokyo Metropolitan Government

and related organizations

B

25,2015 “Agr on a Compret
lop in Tokyo” concluded

p Affiliation for
Industrial D

+Support for small and medium enterprises (support
for commercial and industrial organizations, finance),
support for tourism trade associations, agriculture
and fisheries trade organizations, hiring and
employment support, etc.

25 RREFPE R IREAH

Tokyo Metropalitan Small and Medium Enterprise Support Center

Support for hiring and securing human resources

TRnmLL

o HRLCE M

Folirt e Wik P ey | Sl

W REE e nwmn e 5 —

INDUSTRIAL TECHNOLOQY REBEARCH

Partnerships between industry and academia

B KFERE

TOKYO METROPOLITAN UNIVERSITY

Results for collaboration with local government
organizations, etc. (benchmark)

Introducing
. variety of
(Gu.ld.a_nce support
activities) offerings

~N

Conveying the voices
and desires of SMEs.

:( Tokyo Kiraboshi Financial Group, Inc.

*L Kiraboshi Bank, Ltd.

Partnership,
collaboration

Partnership,
collaboration

\_ J

Partnership, collaboration

[ .
Support for work style reforms/securing of human resources

+ Support work style reforms and securing of human resources for the
next word for small and medium-sized enterprises
(matching of human resources using grants and Hello Work)

Number of start-ups supported in partnerships with 52
local government organizations

Number of companies to which support for mainstay

operations has been provided in partnership with local 648
government organizations, etc.
Number of cases in which information has been
exchanged with local government organizations, etc., 1,006

with regard to support for mainstay operations

e Kanagawa Prefecture and affiliated
organizations / Kawasaki City

Public interest incorporated foundation
Kanagawa Institute of Industrial Science and
Technology

* Support for resolving management issues and business
expansion for SMEs and micro-enterprises

Local independent administrative agency
Yokohama Industrial Development Corporation

* Support problem-solving and opening of sales routes,
etc., by offering consulting functions to SMEs and
micro-enterprises

lllllllll%il"ﬁ

EAWASAKI CITY

* Supporting management issues of SMEs
(financing support, support for exchange of intellectual
property, support for start-ups, support for overseas
expansion, and support in areas such as hiring,
employment, and securing human resources)

* Display those with which an “Agreement on a

Comprehensive Affiliation” have been concluded
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16-b. Initiatives to support start-ups

- Working to make Kiraboshi Bank the natural partner for start-ups -

24
Y&

RRESIFLFG

B Collaborate with Tokyo Metropolitan Government and external networks, and strengthen support structure for start-ups
O Provide a variety of solutions from the public, private, and banking sectors.

O We will respond to the various needs of founders with a fusion of direct and indirect finance.

O With the aim of making Kiraboshi Bank recognized among founders, entrepreneurs, and stakeholders as the natural partner for start-ups, we will

reinforce our structures while developing various related measures.

Preparation/ . Drawing
Founders, Various kinds
entrepreneurs of support

organizations facing the
challenge of creating
markets and business
models from scratch

Consulting

Investment

~
Venture fund

Tokyo Kanagawa Innovation Support Fund 1
Investment Limited Liability Partnership

“ToKI Meki Oen Fund 1”
Total value ¥1.0 billion

A >

jJuawisanul Ayinbg

:( Tokyo Kiraboshi Financial Group, Inc.

[ Kiraboshi Consulting Co., Ltd. ]

Cooperation

[ Start-Up Support Group/Sales offices ]

uoneloqe|jod

<External start-up support agencies>

Local governments, including the Tokyo Metropolitan
Government, and affiliated organizations

Venture capital

Various incubation facilities
*Machida Business Development Agency
=Sagamihara Incubation Center, etc.

Various specialists
Tokyo Startup Station
Crowdfunding operations business
Japan Finance Corporation “Kiraboshi Start-up Support”

Tokyo Chamber of Commerce and Industry

FY2016 results

Start-up support based
on cooperation between
headquarters and
branches

Active participation in
pitch events (sprout, etc.)

Building networks with
incubators, etc.

Conducting all kinds of
seminars for founders
and entrepreneurs

Number of start-up support cases annually 288
Financing to customers during start-up period 190
Support for drawing up start-up plans 41
Introducing financial agencies affiliated with
the government and institutions supporting 53
start-ups
Subsidies, financing, and investment in 4

venture businesses
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2 4
16-c. Strengthening support in the areas of medical/welfare and overseas expansion '\

RRESIFLFG

B We will also utilize alliances with
Tomin Business Consulting Shanghai Co., Ltd,
and the overseas branches of public bodies

B In the specialized department for the medical/welfare

field, we will provide not only finance, but also
multifaceted assistance by supporting mainstay operations

Medical corporations, private practitioners,
and business operators in areas related to
caregiving

Cooperation with Group

Financing activities .
companies, etc.

Specialized medical/
Welfare department

Collaboration with Medical and
Welfare Administrative
Structure K.K.

Business mediation
activities

Loan balance in medical/welfare field (result/plan) nit: ¥100 milfon
950 —
900
850
800
750 731 | .
703 E Inc

:_:2 642 637 _E
600 585 E
550 —I I I ; g
500 +— T T T T T ] T % T

2013/3 2014/3 2015/3 2016/3 2017/3 2018/3 2019/3 2020/3 2021/3

. We have business tie-ups with the Bank of Beijing, the Bank of Dalian, the Bank of

« Ningbo, Ping An Bank, and the Bank of Jiangsu (Wuxi Branch)

Our customers’ by L‘(
Chinese offices '\ / P\

Shanghai local subsidiary

“ State Bank of India _ Bank for Investment and Development of Vietnam
i
e

Thailand Kasikornbank ’ ‘

The Philippines Metropolitan Bank and Trust Company

Bank Negara Indonesia

Our customers’

other Asian offices

The number of counterparties for
Tokyo Kiraboshi FG foreign
exchange-related transactions
(corporates, owner managers) was

approximately 2,900
(FY2017 first half)

Our track record in terms of trade

transactions handled is one of the best of

all regional banks nationwide.

(Results of the fiscal year ending March 31,

2017)

Import transactions (outward

remittances/import settlements)
Approx. 39,000

Export Transactions (incoming

remittances/purchase of export bills)
Approx. 10,800

Further enhance our track record in the top class of regional banks for trade

transactions by strengthening export transactions

Export value

Unit: million dollars

700 16,000

12,000
10,000

6,000
4,000
2,000

FY2016

FY2020

Number of exports

14,000 -

8,000 -

Unit: number
15,000

10,800

.
FY2020

FY2016
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2 4
16-d. Strengthening solutions that make use of the trusts function '\

RREESIFLFG

B Utilize strength/know-how in trust functions within the Kiraboshi Bank branch network
O Strive to strengthen structural aspects, and further reinforce the products that differentiate us from other banks (Contrust)
O Expand revenue opportunities in real estate management trusts and create new revenue opportunities by developing new products

“Contrust,” a public construction cost credit trust Real estate management trust

{ Differentiation from and dominance over other banks ]7 *[ Expanded revenue opportunities }

B This is a trust product that is backed by the credit strength of the entity B Enhance real estate-related solutions menu of Kiraboshi Bank
placing orders for public works, enabling contract payments for public (expand revenue opportunities)
works to be converted into funds quickly and with agility

B Advantages of real estate trusts
@ Because the real estate can be converted to a trust beneficiary
right and transferred to a third party, the off-balance sheet effect
improves financial indicators
@ Converting the real estate to a trust beneficiary right enables
diversification of funding measures

B On April 1, 2017, ordering entities covered by this product were
expanded to allow it to be used with public works construction orders
placed by Taito Ward, Meguro Ward, Nakano Ward (all part of Tokyo)
and Kawasaki City (Kanagawa Prefecture.)

(as of April 1, 2017, 48 local governments, etc.)

B Due to the merger, it becomes possible to develop services within the (® By outsourcing administration related to possession of real estate,
Kiraboshi Bank network (increasing our dominance in the product that the burden of clerical work is reduced

differentiates us from other banks)

| Value of Contrust investment trust agreements I Unit: ¥100 million Unit: ¥100 million

Real estate management trust agreements (cumulative)

5

2018/3 2019/3 2020/3 2018/3 2019/3 2020/3
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16-e. Rising to the challenge of new business domains such as FinTech,

by using Kiraboshi Tech

B Strengthening the functionality of the Maekyu platform / utilizing it to challenge new business areas.
OKiraboshi Tech, Inc., established in November, 2017
OPartnership with SBI Securities

24
Y&

RRESIFLFG

¢ The Maekyu business is a service that allows part-time and temporary staff working at companies to fulfill their various funding needs before payday*. Against the backdrop of
recent labor shortages, it is being deployed by an increasing number of companies aiming to secure staff and improve retention ratios through offering generous benefits, and has

grown into an important source of income for the Group.

* A service whereby, even if an employee does not have an account with the Group, provided that the operating company at which they are employed has a contract with Kiraboshi Bank, if the employee submits an application, funds will be paid into

the account into which the employee's wages are paid as soon as the next working day.

q - ; - N
(" Previous business model for “Maekyu” operations
. Appl’OX. ontinuou! ‘ - . —
654 comparies o8 il =) o | J{EBELTYD
Operating " oesctor Personnel s Kiraboshi Tech, Inc. Selecting services based-
company Part-timers, temporary staff, etc. e on gathe”ng and ana|ys|s
3 2 After subtracting o
g 2 > %gt “Maekyu” usage amount > (%] of need s |
& = k]
g 88| |53 g 3 rso 3
@ = o < A
g §§ §§= % é E : .\{‘&-:g] App de‘velopment ba.sed on TransaCtion
= 2 75 S = Shift . -, gathering and analysis N b f .|
@ & 28 o “ T I of needs LInuEy 0 lending
& 5 = management  “Maekyu employees registered Prepaid
= apps apps \ e NO services
; 1.08 o
2 Education
B Employee data is continuously being updated with new data. illi .
S Enplove: :  being up : o million people -y
e special feature is the function that enables direct settlement @)
\__ (deductions from wages). J| 3 * Potential from accounts set up
L » i with the intention of accessin
“Maekyu” business, number of contracts, 3 Operatmg . “ ng
: services other than “Maekyu
number of employees registered 72} company I in “Maekyu” d
700 - ‘ ~ 120 ncrease in “Maekyu” users, an
= mmmmm Number of employees registered potential new accounts that could be
c : t up to access applications for
650 Number of companies contracted L z “« set up pp
% 100 5 Mag em services other than “Maekyu”
o
> 600 8 . .
e, L - s0gs Kiraboshi Bank
[=] ~ o
% 550 - N o0 § g
: : R F BtoB t0 BtoBtoC
Q 500 - 2
2 Wit rom Stob TO Btobto
g 450 - &
3 E Provides investment opportunities to the more e -
T 400 - -20 2 than 1 million registered users of “Maekyu” that sBI S B I =iE #
% match their own investment plans e
® 350
2012/3 2013/3 2014/3 2015/3 2016/3 2017/3 \_ Y,
\S ~/
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2 4
16-f. Strengthening group strategy through “dialogue” '\

RRESIFLFG

M Restructuring and rebuilding of Group companies in preparation for “A comprehensive service business that is also strong in
finance,” as well as establishing the Group brand

O With the goal of providing solutions appropriate to the customer's life cycle, we seek to strengthen consulting functions, and to utilize the human
resources of all Group companies to improve service (human resource development by transfers within the group).

O Accelerating the restructuring of Group companies with the aim of expanding and diversifying Group revenue streams.

= Infinite expansion

Business model patents

. . ﬁ
Kiraboshi Tech Tokyo Kiraboshi

(] (]
Develop “Maekyu” app and FlnanC|a| Grou p I I I |
offer to financial institutions .
Guaranty Business
company Cards services
Develop license business . ° Tomin Shinyo Hosho Kiraboshi JCB
. . | Kiraboshi Business
for Kiraboshi Bank Kiraboshi Bank s e chdiesto (200l L Kirabos

Hosho on October 1) Service
Yachiyo Shinyo Hosho

Strengthening the foundations of the Kiraboshi Group

I_ Kiraboshi Consulting's | I I
horizontal activities -
Building

i IT Lease
Overseas consulting ?:gilg:anr:?nn;
LENTLETR | TomiqumputerSystem
(S aneiat fota (osinzss e elizdliz Tokyo Kiraboshi Lease Kiraboshi Service

to change to Kiraboshi System
on October 1)

subsidiary)
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17. Securities investment strategy

M [Basic strategy]

24
Y&

RRESIFLFG

investing across a variety of assets
More sophisticated portfolio management by revenue management, based on comprehensive income

Deal with high volumes of yen-bond redemptions by practising flexible buying and selling, and diversified

Assets under management to expand Practice diversified investment More sobhisticated portfolio management
as a result of the three-bank merger by reinvesting redeemed yen bonds P P g

Value of securities
managed by Kiraboshi

Bank: ¥1,251.0 billion

(Three-bank total,
first half of FY2017 base)

Three-bank total portfolio,
end of September 2017 base

Unit: ¥100 million

Yen-denominated 9
bonds, etc.
Foreign-currency 1041
denominated bonds ’

Shares 382

Investment trusts &
847

other

B Yen bonds redemption value (¥100 million)

FY2018 FY2019 FY2020

/

Major measures

» Committing funds to risk assets with volatile
prices
(Diversified investments in shares, REITs,
alternative instruments)

» Promotion of portfolio dealing (swing trades in
Japanese, US, and European government bonds)

» Development of specialized human resources
(reinforcing employees working on the front desk
by means of the merger, dispatching trainees

» Introduction of portfolio management system
conforming to risk appetite framework

» Strengthened ability to respond to market
fluctuations by using predictive management system

» Prompt drawing-up of action plans in times of
volatile markets

» Thorough revenue management based on
comprehensive income

externally)

Management policy PDCA cycle

Drawing up of
management
policy

Implementation of
Implementation asset allocation

of action plan

Monitoring
Predictive
management
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2 4
18. Building strategic risk management approach y\

RRESIFLFG

M [Basic strategy] Build a strategic approach to risk management aimed at enabling a sustainable business model/Thoroughgoin

review of compliance

Building Kiraboshi Bank's integrated risk management approach More sophisticated risk management approach

Towards more
sophistication

Risk management

» Risk/Return analysis

Unified management
for entire Company
Revenue

Corporate planning
Balance check

Market risk » Approach to risk ma'magt'ement that can
respond to fluctuations in the market

Isuedx3 I

environment

Management
strategy

Credit risk L
\ » Credit risk management approach
'[ { matched to medium-risk strategy

ﬂ

Operational risk

|
|

|

|

|

|

|

|

|

|

|

|

|

T — > Risk management approach suited to |
Liquidity risk branch strategy :
|

|

|

|

|

|

|

|

|

|

|

|

1

Risk taking
policy

I
Revenue

plan

I

)4omauwedy 139dde ysi4 01 uo

e

> Understanding risk profiles > Reconfi.gurjation of ris!< profile based on ris!< re.zt.u'rn analysis,. man:;zkment
> Precisel ing th : Risk - h and optimized allocation between assets, liabilities, and capital
recisely measuring the amoun isk management approac
of risk suited to the scale and > Verifying appropriateness of risks taken to achieve -
> Establishing and managing risk characteristics of each risk management strategy nalysis/review

> Stress tests that take into account forward-looking scenarios,

management methods
and actions that take into account the results of the analysis

- o IRRBB f . A Initiatives taken in preparation

Building risk management approach that takes _ . . stable funding ratio Building an approach in for shift to internal credit

into account the need to comply with various regulations one laundering Review of fund capital preparation for Basel il rating methods Basel Il
countermeasures requirements

| | | l
A . . . Unified risk-compliance management approach matched to new risk profile, in accordance with
Building Kiraboshi Bank's compliance approach pha gement app P
Group strategy/business expansion into FinTech, etc.

Thoroughgoing review of compliance

Nurturing a genuine customer-orie
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19. Strengthening governance

24
Y&

RREESIFLFG

Issues for the Company

* Early demonstration of synergies post merger
* strengthening of holding company business management approach

» appropriate response to changes in management environment

Strengthening of group management approach and prompt execution of duties

O Prompt execution of duties as holding company, based on group
business management approach centered around the bank

O Plan, do, check, act (PDCA) for each kind of measure

Revitalizing Board of Directors, utilization of external experts

O Increase effectiveness of Board of Directors by securing sufficient time
to deliberate important resolutions

O Utilization of “Business Strategy Committee,” etc. that includes external
officers and external experts

O Management that takes into account diverse viewpoints by utilizing the
knowledge of external officers

Utilization of Nomination/Remuneration Committee

O External officers make up a majority

O Considering introduction of performance-based remuneration for
executives in FY2018

O Ensuring transparency of director HR decisions/executive remuneration
decisions

Promotion of dialogue with stakeholders

O Dialogue with stakeholders by means of timely and appropriate
information disclosure

O Gain understanding of issues and resolve them by implementing
\ surveys among customers and employees

departments

Tokyo Kiraboshi FG organization chart

Strengthen internal control/internal audit functions, etc.

O strengthen functions of internal control/audit/risk management

General Shareholders Meeting

4 )
Strengthenin
Board of . 8 &
internal control,
Corporate « audit, and risk
Auditors Board of management
Directors approach
g J
Business Strategy Committee R emunl\tla?:tlil ::ttligrr‘\{mitt 0
Utilization of knowledge of Ensuring transparency and
external officers, etc. objectivity
I |
. . Kiraboshi Equity method
Kiraboshi Bank Consulting affiliate

Subsidiaries
Affiliated
companies, etc.

/

30

©Tokyo Kiraboshi Financial Group, inc. All Rights Reserved.



24
Y&

RREETSIFUFG

B Please direct any comments or questions about these briefing

materials or other IR topics to the IR office below. This document contains forward-looking statements on

the Group’s results. These statements are not intended

TOkyO Kiraboshi Financial Group, Inc. to guarantee future results, as they are subject to risks

Corporate Planning Division and contain uncertainties. Please keep in mind that

future results may differ due to factors including
TEL 03-5341-4301

changes in the business environment.
FAX 03-3352-2296
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