
In the fi scal year ended March 31, 2011, Promise encoun-
tered an unprecedented business climate caused by the 
full enforcement of the Money Lending Business Law. 
Rather than adopting a negative view of this change, we 
used the new operating environment as an opportunity 
to transform into a new Promise. To accomplish this, we 
swiftly and forcefully enacted business structural reforms. 
Now we have reached the point of taking our fi rst big 
step toward a new future of immense potential.

Connect with

the Future
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To Our Shareholders and Investors

The operating environment in the 
fi scal year ended March 31, 2011

In the wake of the Great East Japan Earthquake, Promise is dedicated to doing 

whatever we can to assist with the reconstruction and revitalization of the 

damaged areas and Japan. Also, we remain committed to fulfi lling our social 

mission of meeting our customers’ requirements for urgent loans. 

     In the fi scal year ended March 31, 2011, Promise had to overcome chal-

lenges posed by Japan’s shrinking consumer fi nance market, caused by the 

full enforcement of the Money Lending Business Law in June 2010, and the 

high volume of interest repayment claims. Loan losses resulting from the new 

restriction on total credit extensions per borrower and the impact of interest re-

payment claims were both smaller than we initially expected. However, notices 

and advertisements about the restriction on credit extensions caused potential 

customers to become more reluctant to apply for loans. To deal with these 

challenges, we announced the Business Structural Reform Plan in January 

2010 and began to quickly implement numerous initiatives. We closed all our 

staffed branches and established a marketing framework using non-face-to-

face service channels. We streamlined our workforce with a voluntary retire-

ment program and reorganized fi nancial and non-fi nancial subsidiaries through 

integrations, sales, and other actions. Overall, we completed these reforms one 

year ahead of schedule, resulting in a large reduction in general and administra-

tive expenses. 
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Jul.
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Oct.
Dec.

Jan.
2010

Apr.
2011

Started New
Marketing Framework

Announced Business Structural Reform Plan

Received approval for
  consumer finance business
  in China (Shenzhen)
  →Started operations in July 2010

Started voluntary retirement
  program
  →Total of 966 applicants:
  720 at Promise and 246
  at SANYO SHINPAN

Established Advisory Board

Merged with 
  SANYO SHINPAN

Promise took over
  the Cascade Business
  from At-Loan

Merged two loan management
  and collection companies
  →Abilio Servicer started operations

Started selling loans to
  small business owners

Received approval for consumer
  finance business in China (Shenyang)
  →Started operations in May 2011

 Introduced the Omatome 
   (all-in-one) Loan

Merged with At-Loan

Complete business structural
reforms and advance

to the next stage of progress 

Active strategic
marketing 

Establish a
consistently

profitable
operating

framework

Full enforcement of
the Money Lending
Business Law (June 18)

Changes to marketing activities and reorganization
Review of marketing strategies

Structural cost reforms
Review of group strategies
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     Although there was much progress with streamlining our workforce and 

changing our marketing activities, this same progress required us to adopt a 

somewhat defensive stance during the fi scal year ended March 31, 2011. This 

is why our next step is to advance to a new phase in which we will upgrade 

services that place emphasis on counseling. We will use our Customer Service 

Plazas, a face-to-face channel, Contact Centers, a non-face-to-face channel, 

and other marketing channels to accomplish this. As we make these upgrades, 

we will conduct aggressive marketing activities to achieve top-line growth.

Aggressive marketing activities 
for top-line growth

Promise is unable to take aggressive actions that involve risk exposure due to 

the need to conduct business operations within the boundaries imposed by the 

Interest Rate Restriction Law. On the other hand, maintaining consistent profi t-

ability requires consumer loans receivable of about ¥1,000 billion. This is why 

actions to attract new customers are crucial. 

     Some may wonder if Promise can grow by relying on the consumer fi nance 

business as in the past. Establishing our network of Customer Service Plazas 

demonstrates our desire to take on the challenge of redefi ning our conventional 

thinking about the consumer fi nance. We want to bring an end to mistaken 

perceptions about consumer fi nance. The common perception is that our cus-

tomers want to conceal their identities, will use Promise only once, and do not 

want to explain why they need a loan. These plazas are a customer service 

channel with a new role—one where customers visit plazas for consultations 

about well-planned loans to meet their household fi nancing needs, so these 

customers can use our services again and again. 

     Customer Service Plazas are beginning to fulfi ll this role. We are building ties 

with communities that we have never had before. Furthermore, we are creating 

services that are deeply rooted in two philosophies: adopting the perspective 

of customers and understanding that Promise cannot improve unless the com-

munities we serve improve as well. Promise has developed a team of employ-

ees who have an even stronger commitment to these philosophies than before.  

We are determined to earn an identity for Promise as a company that custom-

ers can visit for consultations with ease. This is the essence of our one-to-one 

business activities.

     We are also altering our thinking about services. If we can strengthen our 

reputation as a company with easily accessible services, we will be able to 
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serve a broader range of customer segments. I believe this will contribute di-

rectly to growth in our share of Japan’s consumer fi nance market.

     Investments to generate growth are another important element of our op-

erations. We must prepare now for the upcoming initiatives that we will take to 

achieve growth during the next stage of our transformation. We will aim to re-

inforce sales activities linked to counseling and consulting at Customer Service 

Plazas. We will also upgrade the quality of how we serve customers at Contact 

Centers and Customer Service Centers. Other central components of these 

preparations include building ties with new customer segments by strength-

ening Internet activities, creating a new image for unstaffed branches, and 

strengthening our alliance with Sumitomo Mitsui Financial Group (SMFG). 

Business strategies and overseas 
growth for new sources of earnings
Promise is concentrating on three businesses as future core profi t centers: 

Loan Guarantee, Servicer, and Overseas Businesses. 

     Revisions in regulations, such as the restriction on total credit extensions 

and reduction in the maximum interest rate, make it diffi cult to meet customers’ 

funding requirements solely with direct loans. Despite this, the needs of people 

who require funds remain unchanged. To meet the diverse needs of customers, 

Promise works with fi nancial institutions by extending loan guarantees. This 

business draws on the credit investigation and management expertise gained 

from our core consumer fi nance business. Our Loan Guarantee Business has 

been growing consistently. We plan to develop this business into one of our 

core profi t centers by pursuing two strategies: expanding and deepening ties 

with SMFG and establishing loan guarantee agreements with more regional 

fi nancial institutions.

     The Servicer Business is another example of a business where we can 

utilize loan management expertise acquired from our core consumer fi nance 

business. Our two servicer subsidiaries were combined in April 2010 to cre-

ate Abilio Servicer Co., Ltd. Forming this company gives the Promise Group 

a comprehensive loan servicing fi rm that can handle everything from small to 

large loans. 

     Outside Japan, we operate consumer fi nance business in China and 

Thailand. PROMISE (HONG KONG), which was established 20 years ago, 

is the primary driver of overseas growth and the center of our Overseas 

Businesses. PROMISE (HONG KONG) is performing very well, and we 

are building on that success to extend our operations in China. PROMISE 

(SHENZHEN) began operations in July 2010, and PROMISE (SHENYANG), 
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which is wholly owned by PROMISE (HONG KONG), began operations in May 

2011. We also have a servicer business in Taiwan. Firmly establishing our con-

sumer fi nance operations in China in a long-term endeavor. From that perspec-

tive, I believe that we have the potential of doubling current earnings in China. 

Cooperation with SMFG to enlarge 
our customer base

To strengthen our alliance with SMFG, we restarted a scheme in October 2010 

in which Promise offers loans as required to customers of Sumitomo Mitsui 

Banking Corporation (SMBC) who are unable to apply for an SMBC card loan. 

Customers can also use the approximately 700 automated contract machines 

that are located at SMBC branches. This new service channel allows people to 

apply directly for Promise products. Actions like these have further deepened 

our ties with SMFG. 

     In April 2011, we started providing loan guarantees to ORIX Credit 

Corporation, which is a subsidiary of SMFG. This was one more step toward 

building a larger customer base. By expanding business activities that lever-

age our alliance with SMFG, we are heightening our profi le as a member of that 

group. 
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PROMISE (HONG KONG) CO., LTD. (Started operations in Jul. 1992)

PROMISE (THAILAND) CO., LTD. (Started operations in Oct. 2005)

Liang Jing Co., Ltd. (Operations approved in Nov. 1989)

PROMISE (SHENZHEN) CO., LTD. (Started operations in Jul. 2010)

Promise’s Overseas Subsidiaries

PROMISE (SHENYANG) CO., LTD. (Started operations in May 2011)



A message to shareholders 
and investors

We have two key goals. One is to earn the respect and admiration of all stake-

holders. The other is to be Japan’s leading consumer fi nance company in qual-

ity and quantity. A diffi cult time like this is precisely when Promise must reaffi rm 

the important role of the consumer fi nance business and embark on new strat-

egies for growth. Just as people help each other, Promise will meet the funding 

needs of customers as a reliable partner for people and society.

      Interest repayment claims have been a serious problem for some time. 

Although we expect these claims to settle to a manageable level, we believe 

that Promise cannot operate in a stable manner unless we increase our share 

of Japan’s consumer fi nance market. Market conditions are certain to remain 

challenging, but we have succeeded in using business structural reforms to 

build a streamlined and resilient operating framework. At the next stage of our 

transformation, Promise will use aggressive marketing strategies that clearly 

show the path we intend to take to earnings growth through our actions. 

     I greatly appreciate the support of shareholders and other investors as we 

continue to do what is needed to reach our goals. 

September 2011

Ken Kubo, 

President and Representative Director, Chief Executive Offi cer
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