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Full enforcement of the Money Lending Business Law and the high volume 
of interest repayment claims make the outlook for the operating environment 
uncertain. The Company president Ken Kubo discusses the Promise Group’s 
Business Structural Reform Plan, which defi nes strategic objectives for success in the 
new regulatory environment for the consumer fi nance industry.

As the new president of Promise, what are your goals for the 
Group now that all provisions of the Money Lending Business 
Law are in effect?

Mr. Kubo: Promise had a consolidated net loss of ¥125.1 billion in the fi scal year ended March 31, 
2009. Naturally, returning to profi tability was a major goal in the year ended March 31, 2010. How-
ever, market conditions were even more diffi cult than we had expected. Consumer loans outstanding 
continued to decline because of the consistently large volume of interest repayment claims, the use of 
tighter loan approval standards, and other factors. However, we succeeded in reporting a net income of 
¥14.5 billion due to the withdrawal of allowances for credit losses. Despite this profi t, we have concerns 
regarding our performance in the future due to a decline in consumer loans outstanding that is more 
rapid than had been anticipated.
     Following the full enforcement of the Money Lending Business Law, we will have to overcome even 
more adversity in our operating environment. Our highest priority must be to focus all our energy on re-
forming the Promise Group’s business model into one that customers choose over competitors and that 
can be consistently profi table. Creating the Business Structural Reform Plan was the fi rst step toward 
achieving this.

KEN KUBO
President and Representative Director,
Chief Executive Offi cer
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What are the main objectives of the Business Structural 
Reform Plan?

Mr. Kubo: Two issues defi ne the Business Structural Reform Plan. One is the role of our core consumer 
fi nance business. The other is the role of the consumer fi nance industry in Japan.
     The consumer fi nance business serves mainly customers who have an urgent need for cash. We need 
to build even stronger relationships with those people who want to remain Promise customers. However, 
the Money Lending Business Law limits our ability to meet fi nancing needs quickly by placing many 
restrictions on the approval of new loans. Moreover, our consumer loans outstanding have been declin-
ing for some time. This situation creates an urgent need to reexamine the existing consumer fi nance 
business model from every angle. Our new business model must be able to generate consistent earnings 
under the strict regulatory environment imposed by the Money Lending Business Law.
     For many years, Japan’s consumer fi nance industry performed a specifi c and necessary role: meeting 
the diverse funding needs of individuals and small business owners that were unable to receive loans 
from banks, credit unions, and other fi nancial institutions. However, the imposition of these regulations 
shows that the consumer fi nance industry is still unable to correct the public’s negative perception of 
the industry. Of course, consumer fi nance companies themselves are somewhat responsible for this 
perception because of inadequate measures to earn an accurate public image. We must once again 
demonstrate to customers and communities that our industry is meeting an important role in a 
responsible manner.
     We created the Business Structural Reform Plan to solve these issues in stages. There are two central 
concepts to this plan. First is fulfi lling the public service obligation to meet the diverse funding needs 
of our customers. Second is building an operating framework best suited to the new market conditions 
following full enforcement of the Money Lending Business Law and maximize benefi ts of streamlining 
initiatives. To accomplish these goals, the plan has four key structures: changes to marketing activities 
and reorganization; performing a review of Group strategies; structural cost reforms; and performing a 
review of marketing strategies.
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Please explain the key elements of the actions you took 
that signifi cantly altered the Promise Group’s organizational 
structure.

Mr. Kubo: Promise cannot move forward without breaking away from our previous operating frame-
work. We need a fl at organization that is structured for maximum effi ciency in relation to our available 
resources.
     To create this organization, we decided to close our nationwide network of staffed branches, which 
totaled 123 at the end of March 2010. Almost all of our new customers apply for loans by using ACMs or 
other remote service channels. Staffed branches accounted for only 8% of loan applications. Activities of 
staffed branches will be divided between customer service centers and an operations center. We will use 
new channels to offer our customers even better one-to-one services.
We also added a new service channel called customer service plazas. The role of these plazas is reinforc-
ing the public’s perception of Promise as a corporate brand. Plaza operations will closely refl ect regional 
and customer needs by providing loan counseling and many other forms of assistance. In the future, I 
want these plazas to develop into sources of a variety of Promise know-how. For example, plazas may 
offer fi nancial education by cooperating with local governments, education institutes, and chambers of 
commerce.
     Performing a review of Group strategies involves integrating Group companies in order to eliminate 
ineffi ciencies and reduce advertising, personnel, and other expenses. In our consumer fi nance business, 
Promise plans to merge with SANYO SHINPAN in October 2010 and absorb At-Loan in April 2011. In our 
loan management and collection business, we combined two subsidiaries to create Abilio Servicer.
     The Promise Group has been pursuing a diversifi cation strategy in recent years. At this time, we 
are performing a review of the profi tability of non-fi nance related businesses, which we are selling 
or reorganizing.
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     Performing a review of marketing strategies is extremely important with respect to making Promise 
consistently profi table. We will rebuild our consumer fi nance business with the goal of providing speedy 
services from the standpoint of our customers. Establishing the internal qualifi cation of Money Advisor, 
which requires certifi cation based on our own standards, is one component of this process.
     We will establish a profi t structure for the Promise Group that has two core businesses: consumer 
fi nance and loan guarantees. We plan to achieve signifi cant growth in the loan guarantee business as we 
increase sales activities to expand the number of guarantee agreements with fi nancial institutions.

How do you plan to develop the loan business into a major 
source of earnings?

Mr. Kubo: Our guaranteed loans outstanding totaled ¥544.1 billion. I want to raise this to approxi-
mately ¥800 billion. Competition is increasing as sales fi nance companies enter the loan guarantee 
market. Recently, banks, which are the main source of loans that are guaranteed, are still not aggres-
sively pursuing the market for unsecured loans to individuals. However, there are rumors that Japan Post 
Bank may start a small personal unsecured loan business, and I think that regional fi nancial institutions 
will be forced to focus on the loan guarantee business as a result. For these reasons, I am confi dent that 
loan guarantees will grow into a very attractive market for the Promise Group.
     We are steadily increasing the number of loans that we guarantee for Sumitomo Mitsui Banking 
Corporation (SMBC). We guarantee education, automobile, and unrestricted loans and continue to hold 
discussions with SMBC with the aim of having Promise handle all loan guarantees for this bank. In-
creasing loan guarantee agreements with regional fi nancial institutions is another objective. To sign up 
more agreements, we have an extensive marketing organization and are offering an even larger array of 
services and guaranteed loans.

In closing, what would you like to say to 
shareholders and investors?

Mr. Kubo: I want to transform the Promise Group into an organization that can 
serve a broad array of consumer needs by achieving the objectives of the Business 
Structural Reform Plan. We cannot succeed by serving only a small portion of our 
customers’ needs.
     Full enforcement of the Money Lending Business Law will undoubtedly have a big 
impact on our performance. However, we cannot inform the public about Promise 
and our mission unless we overcome the challenges created by this law. This is why 
we are rapidly moving ahead with the Business Structural Reform Plan. 
     I have a strong commitment to meeting the expectations of shareholders. I plan 
to quickly build a sound base of operations that can support long-term growth. My 
goal is to make Promise Japan’s leading consumer fi nance company in terms of qual-
ity and quantity. I look forward to receiving your continued support and understand-
ing as I take the actions that are needed to accomplish our goals.
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