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Paradigm Shift

Cycl f Capitalistic E ' - : :
From Industrialized / Information Society
Finance & Real Economy Grow (Globalize) R T oaKnowledgeEcon(l)(r:gIWIe dae
“{z%%?.l glndustrializatio.‘l“é |nfo'&rggtlon Econon?][ >

Economic cycles accelerate
E --------------------------------------------------------------------------------------------------------------- E What Is a Knowledge Economy?
a"éﬁ cc::] g;;?::hs ?C%V;’]Erige IT capabilities Knowledge is the source of competitiveness and
H Yy : . .
: : basis for workers to support society and the

: . Thi ” economy in an era where information, natural
KeytofuturegrowthThlnkGIobaIIy,ActLocaIIy ........... ; resources and capital move freely around the world.

What is needed in a Knowledge Economy?

Greater volatility in economic cycles

—_— = Greater knowledge More value-added | |Greaterinformation
productivity productivity productivity

Sprout new growth amid historical transition

Structural Changes to Japanese Society Changes in Society’s Fundamental Values

e ™
Aging Population - Era of Declining Population Growth/Expanslon/Vitality
assuming a
_________________ : : Inclination t d
: Shrinking -1 [ People and capital ) _ Growingpopulation

—— ey,

- domestic market - | converge on cities 4
. Economic growth -

1 . J
< . ~ ' . ’
r Corporate M&A Maturity/Condensing/Surplus
o matures i | Expansion overseas ] assuming a —
—————— e N shrinking population
~ Societal structure - | [ Merge . 9Ppop J v
: reorganizes -~ | | Prefectures into States ) A 4

________________ FCondensing Society.J
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Suruga’s Business Design Delivers
Unique Value

Incorporate Market Characteristics to Deliver Suruga’s Unique Value
Leverage know-how developed through Suruga’s retail-focused strategy

— ! _ . =
3
a
g' Mortgage
. . m loans
Direct Bank Community Bank !
(2)
- = e Personal
Direct channels via Traditional full r loans
call centers and banking services in @
the Internet Shizuoka and Kanagawa o
e o,
= Credit card
Q
Mortgage loan business in Japan Post Group’s 2
Tokyo, Osaka, Nagoya, 24,000-strong branch 3 Siipport for
Sapporo, Sendai, Fukuoka network nationwide 3 asset
. and other major cities = management
: A
Geographic e o
. Distributor Model i Business with
Expansion g SMEs
2
(7]
Suruga’s intangibles syl y 4 ove
Val (o) . . ustomer base verwneiming
morehensive P:ilteszprl:; Retail Culture Dlge:;::glslsng Infrastructure Rooted ip Spee_d and
Platform Community Flexibility

area strategy
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Geographic Strategy Envisioning

State System
Population/Economy Concentrate in Major Cities Suruga’s Strategy to Expand Geographic Network

{Distribution of Population & Gross Prefectural Product) — _ — _ _
Population (Million) Source: Japan Statistics 2008 | Prlorlty Business Domains in ReaCh|ng Broader Geographles |
16 - '—l'(.)-k-(; Use management resources effectively and efficiently and create new markets
“ y
B U SN S S N S— 5 St S— s ,l [Vlort age loan % Personal loans Card loans [ Asset ]
-7 / 9ag management
PP RIS - S———— - IOEE 0 SRRSO SR S - v L.
,l' ‘,' Strategic branches to offer Mortgage loans and cash advances ||
10 S Ty T T T T T T P T PP PP, PP TP T P ;. ......... ."K.é.ﬁ.é.g.é.wé ....................... ' afsesannnnnnnnnn
’ :
’ ‘o ¢ Osaka
8 frmb e .‘;l ........... S aita ma ” .............................. 1999~ May 2008~
Iharadi /6 hiba ’ ﬁiehi Entered Tokyo Expanded
e - Al @ e 1 gt T SR S . 5 .
6 Kyoto, ¥ ."iHokkaldo G | Metropolitan Area - _GeographicalReach _ §
’ Fukuoka -~ . ' Skills/Know-how| :
...................................... g O S S S S , ol 4 Y ol ¥ 1
Jb  iShizuoka : Hyodo : ' through unique | | Sa@PPOro May 2008 | !
............. BUEISRI osbO SUUURNPRIONS SSOROTIR SONPTRRIUOOE SIRRROOIOS SRNSIORION NSO : : marketingand | ;
- Ii-liroshir-na I , retail strategy | i
Niigaté gl Omiya | Kashiwa | Shibuya [ . |Fukuoka August 2008 |
gats ! | — | 9 |
Gross Prefectural Product (Trillion Yen) : ':nolzlt’:v';g; . N : customer : Sendai October 2008 4
: 1 proposals : :
|

e N : e =

Major cities account Select growth areas with
for about 60% of :
- ’ an eye for trends toward oot Branchas Products & Services Quantitative &
nation’s population e N Tailored to ok
and aross consolidating Prefectures Customer Regional Qualitative
g : Database - S Baracteristics Information
Prefectural product into States - _— ] onEach Region
N Y, -
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Products Tailored to Regional Characteristics

Suruga Model: Deliver Unique Value

Customer Geographic
1 Market Make-up By Employee Headcount [ Segmentation || [ Expansion B
Unique
Number of Take advantage of
Emp%\s . Risk analysis and disproportionate Products
ercent of = em phasis across
All Workers y - customization 515 micro segments - ‘ gy
I Segmentation based on micro that differ in each R o
highlights great : geography Local
segmentation of Marke
| potential . : Economy
customers
| 4 Personal
| This market covers Broader Lifestyles Loan Market
I about 87% of all distributi
Wotkers istribution e
| of risk piloy
Employee
| Mai Headcount
Sapporo ajor
I Enormous market Industries Shbeaat
untouched Sendai
| Factors
N Chiba ' »7
| Limited market for Saitama p .
| employees of large Risk
: corporations Tokyo Portfolio
I Kanagawa
H -
J| j Market covers Shizuoka
0, -

I ab°“wto1r?(é’r§f all Nagoya Enables Comprehensive Approach
I Osaka Achieve highly profitable business through
I Targeted by general Cla_:;gsry o integrated approach to product development,

Source: Statistics Bureau, |financial institutions 12 Groups — marketing and risk management.

Ministry of Public (excessive competition)

Management

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank I 4




Environment for Mortgage Loan Business (1)

Impact on Japan Real Estate Market from US Financial Woes

O Fallin real estate prices
Correction to mini-bubble that arose mainly in cities

O Small- & mid-sized developers experience rapid
deterioration in financial situation. Bankruptcies ensue.

[ Deals and loan originations decline as buyers put off purchases ]

Market Environment

g A

O Actual demand supports steady demand

O Correction is normal function of market, unlike Bubble Era

O Bifurcation in market participants, properties trading hands

O Japan’s real estate market will grow through cyclical moves

O After the correction, toward a more mature market

7
\.

[

resent

“‘Illl
amgus®

Growth

market opens

©2008 SURUGA bank, Ltd. All rights reserved.

RDB Corporate Default Rate

ponzon | Yeromrres | Cotween | o
Overall (August 2008) 3.07% +0.55%p 2.52% +0.07%p
Construction 4.09% +0.74%p 3.35% +0.11%p
Wholesale 3.01% +0.59%p 2.42% +0.03%p
Indu|Real Estate 2.03% +0.67%p 1.36% +0.16%p
stry [Retail/Restaurants 3.68% +0.44%p 3.24% +0.08%p
Other Services 3.13% +0.49%p 2.64% +0.04%p
Manufacturing 2.18% +0.45%p 1.73% +0.03%p
Tokyo Metropolitan 2.94% +0.55%p 2.39% +0.21%p
Reg |Nagoya Metro 2.76% +0.37%p 2.39% +0.02%p
Ion 10saka Metro 3.05% +0.23%p 2.82% +0.10%p
Other Nationwide 3.31% +0.73%p 2.58% +0.01%p
- Sales < ¥ 1 trillion 3.69% +0.13%p 3.56% +0.10%p
Sales = ¥ 1 trillion 2.82% +0.67%p 2.15% +0.18%p
Source: he Risk Data Bank or Japan, Ltd.
Bankruptcies by Industry (Jan — Aug 2008) Unit ¥ Bilion
Industry Bankruptcies Liabilities
Agriculture, Forestry, Fisheries, Mining 56 27.7
Construction 2,948 825.1
Manufacturing 1,464 577.4
Wholesale 1,442 405.3
Retail 1,199 250.3
Finance & Insurance 65 308.2
Real Estate 378 1,349.2
Transportation 381 75.6
Telecommunications 303 167.9
Service & Other 1,934 726.4
Total 10,170 4,713.0

Source: Tokyo S

hoko Research. Ltd.

SURUGAbank | 5




Environment for Mortgage Loan Business 2

Fundamental Differences in Business Models Between Suruga and General Banks

Pursuing a Unique Mortgage Loan Business By Creating Markets in Partnership with Real Estate Channels

[9PON Yueg [ei1dauas)

{General Bank Model)

Project finance assuming Mortgage loan
business through alliance with developer

Economy decelerates - Collection
worries rise - Reign in lending

~ =

Business performance susceptible

to economic fluctuations

Home loan application — Low-margin hi-volume business

Financial i
DeVGIOperS Institution |
Non-rec‘urse loan
@) [Securitization Business] ;
. - Contrib
® Project = L
. . Securitization —
3 Flnance — SPC capita|
3 Subdivision Business
vy) co’il,.
:
= Hopeful
7 ...|||||l|m|m|||||m|m|||u||u||u|||u||u|||||||m|m||u|m|ul||u||u||I||u||u||||||m|m|m|m|||||||u||u|||u||u||||||||||||u||||||n-

Home Buyers

A
.
.
i

[9poN ebnung

{Suruga’s Model)

No project finance
fundamentally

Place import on product specifications
Mainly referrals via real estate channels

el

Create value through partnership

with real estate channels

4

Original products
reflecting
market needs

‘ |m|l|l AT T TR TS T |||II-

Home loan application — Appropriate pricing without price competition

Real Estate Channels 4

Major condo developers

Homebuilders

Contract

Local Builders

J

[
[
[
[

Real Estate Brokers

]
]
]
I

y

siaAng awoH [njadoH

©2008 SURUGA bank, Ltd. All rights reserved.
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Characteristics of Japan and US

Mortgage Loan Models
Differences Between Japan and US Mortgage Loan Models
Japan’s Mortgage Loan Model US Mortgage Loan Model

Long-term transaction designed around full repayment Product Designed for resale (after appreciation) or refinancing
*Products do not lighten payment burden at loan initiation +Start out with easier monthly payments
*One-on-one interaction based on long-term relationship S q *Predatory lending aimed at generating brokers fees
. Distribution - \ )
* Thorough accountability *Insufficient disclosure of cost and risk
*Comprehensive screening of cash flow, demographics Credit *Relies on credit score and collateral value
*Create markets through data-based marketing Screening *Looser credit standards resulting from excess competition
<Recourse-type Mortgage Loans> <Non-recourse Mortgage Loans>
Requires individual guarantee in addition to collateral Mainstream types require no guarantee beyond collateral
Collateral | Individual or joint guarantor, guarantee company Collateral . )
Collateral on property subject to finance onl
Guarantee | Collateral on property / Group life insurance Financing Guarantee property subj y
| - . Formats Individual guarantor not on hook for liabilities
Default Debtor and joint guarantors responsible for Default remaining after liquidation
| repayment of liabilities remaining after I|qU|dat|0r|| (Case law in 8 states of deficit)
Risk Mainly borne by debtor and joint guarantors Risk Borne by financial institutions
|
(" Deters defaults on Mortgage loans because ) (" Defaults occur readily because borrowers see )
y
borrowers feel responsible to repay in full. ‘ ’ little need to repay loan, as they have no
Borrowers remain obliged to repay any liabilities obligation to repay any liabilities remaining after
\ remaining after collateral is liquidated. ) & collateral is liquidated. )

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank l 7




Strong Customer Relations Created Via CRM

Maximizing Customers’ Lifetime Value With CRM

Build long-term relationships
of trust that survive changing
market environments
< >

Continual Evolution and Sophistication of CRM System
Single source for information/ Accumulate contact information

Diverse Unique Concierge
Cross-sell using CRM Customer Contacts Products Mind
information Get needed info to all Anticipate timing of Employees
< > employees in real customer needs with communicate one-on-

time. All employees
interact with customer
working off same info

CRM. Expand business
by proposing right
product at right time.

one with customer to
realize our mission.

Use CRM information to
follow up and propose

next action
< >

Provide information in

e &
C -
0 Q
(@) Q
3 vy)
) Q
BB -
A

Essence of Retail-Focused Strategy

timely manner Suruga’s DNA
Investment Products Direct Bank E ) é Mortgage Loan Utilities

Gl ‘." - "". = Investment “I.n:i.e:r:r].it.y". = Telephone Internet %:gt : E::rj] Pel_rzgrr:al Mortgage | Wide (Jumbo) ici

Deposit E Time Deposit |2 Trust IRA i Insurance E Banking Banking’ E E Loan Loan Cell Phone | Electricity
Customer A * E * E * * E * E * * E * E * * * *
Customer B > E % IE > ﬂ : i : ¥ Y w w
Customer C * E' |§ E * E * E * E * * * *
Customer D * E E E E i .
Customer F > ﬂ . ;l : % 2 :

«—High Relation Client 7’\.{ «—Product/Service Currently in Use «—Product/Service to Propose in the Future

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank I 8




Japan Post X Suruga: Consumer Loan Vision

Strategic
Thinking

Strategic
Direction

Main Target

Product

Channel

Offer loans that reflect customer needs
We start by listening to the customer.

To the Customer |

Pursue .
customer satisfaction Neighborhood
Japan Post

branch has gotten
much easier to use

Pursue efficiency

Mass production
Compete for share
(Mass-selling at low cost)

Create markets
Enhance customer satisfaction
Grow overall market

Major corporations proprietors, working women Kind and attentive
to each customer.
(Firstcome and talk to us.)

Standardized products Customized products

Concentrate branches in
major metropolitan areas

Branch network reaching > Get information
every corner of the country at local branch

|
|
1
1
|
|
|
|
1
1
:
Salaried employees of : Employees of SMEs, sole
I
|
|
|
|
1
1
|
|
|
|
1

2 50 branches handling personal loans

\.

Maximize Synergistic Effects ! N

Strengths of Japan Post Bank

Marketing that leverages branch
network and information rooted in

the community.
“Network and Brand”

< Strengths of Suruga
Sales and Credit work symbiotically to maximize
the_giriginality of Suruga’s products and achieve
~_a highly profitable consumer loan business.

“Retail Know-how”

J

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank l
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Business Alliance with Japan Post Bank

FY2008 Plan and Actual

=

S .

a Outbound Face-to-face sales via

Q) Loan real estate channels

@ » » - " 1]

@ Originatigh ¥17.5 billion

— ¥210 bn Applications accepted

8 Inbound | at branches

> due to promotions

w»

T = s s e e
@ ..
@ Outbound | S21es at participating | | |28 280 & & & L =
5 Loan branches -
Q Origination i 1171@3”3
— . s Rk ARl
— 27,000 loans Applications accepted ...
8 Inbound |viacall centers, Internet,| (|
> due to promotions ..
m ,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

©2008 SURUGA bank, Ltd. Al rights reserved. SURUGAbank | 10




Interest Margins (Overall)

8- Suruga

Loan-Deposit Gross Margin
-A- Avg Regional Banks  1.19%

- Suruga
. - i i -4 Avg Regional Banks
19 105 1.09% Loan-Deposit Net Margin M%

0.96% 3.069
—- Suruga

—#— Average All Regional Banks

(08/3) (08/3)

049% 0, 0, 0,
£T_045% 044% o429, 043% 201% 1,93% 1,85% 1,85% 1,86%

1.86% 1-89% 1.92% o

' ' ' ' ' ' (]
04/9 05/9  06/9 07/9  08/9 1.70% 1.75% 04/9 059 06/9 07/9  08/9
Average Balance & Average Balance &
Yield on Outstanding Loans Yield%n Deposits

Average Loans Outstanding (¥bn) 71 Average Deposit Balance (¥bn)
—*- Yield on Outstanding Loans —&— Yield on Deposits 2,803.3
2 9551 2,771.7
(08/3)
2,199.4 0.80% 2,7004  2704.9

0.73% 0.65% 0.65% 0.67% 26734
A

3172

04/9 05/9 06/9 07/9 08/9

0

:_‘L'

—— e M
04/9 05/9 06/9 07/9 08/9 o4 0o 008 07(/|9 ludi 08/CQD )
ncluding S

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank I 11




|| H
Margins ( Domestic)

WY ﬂ‘ QOverhead Yield on
‘eld on Loans Ratio - Deposits —#= Suruga
3.65% %= Avg Regional Banks
3.60%

1.92% 1.83%
1.80° 1.83% 81°
80% 6 181% @2
3.25
3.17% 3.20% 0.83% (08/3)
- 0.77% 0.70% 0.71% 0.72%
= - = | ]
L 1 1 1 1 []
04/9 05/9 06/9 07/9 08/9

1.40% 1-48% Loan-Deposit Gross Margin
1319 132% 1:3%% ~— Suruga
A . -#— Avg Regional Banks

3.12% 3.15% 317 3.32 331k
— —
2 034 (08/3)
: 1.96% 1.88% 1.90% 1.90%
0927%  0.33% 5 e .
0.05% 0.04%  0.08%

L ‘ kl | | |

04/09 05/09 06/09 07/09 08/09 04/9 05/9 06/9 07/9 08/9

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank I 12




Gross Operating and Yen Loan-Deposit Incomes

Gross Operating Income (¥bn) Yen-Denominated Loan-Deposit Income (¥bn)

1 Other Operating Income
Net Fees and Commissions 34 8
[ Net Interest Income 41.1 34.0 =

37.8 27 | 37.5 1

33.
.%%Z, E‘fﬂ 27" 30.4
38.1
33.
31.
e
L

04/9 05/9 L1 9’
06/9 07/9 08/9 04/9 05/9 06/9 07/9 08/9

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank I 13




Core Net Operating and H1 Net Income

Core Net Operating Income (¥bn) H1 Net Income (¥bn)

053 063 073 0853 o093 o o o 083 0913

©2008 SURUGA bank, Ltd. All rights reserved. SURUGADbank | 14




Consumer Loans (1)
oo o

L Personal Loans Outstanding E?
Mortgage Loans Outstanding 241.8
=B Consumer Loan Ratio )
220.4 223.1
1,616.0 213.9
1,524.8 ——
1,418.7 " M
1
167 124.2
X 113. 112.4 121.3
*9\'?'
*\063\ e g
1,405.
12514 % 76.9%
14.7%
2d.6% 12.7%
- 128.0
[ 1 N — N L - / I[ .
04/9 05/9 06/9 07/9 08/9 05/3 06/3 07/3 083 0973

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank l 15




Consumer Loans 2

Consumer Loans Outstanding (Average Rate) Personal Loans Outstanding (Average Rate)

End of Sept 08

Super

100% = ¥244.8bn (7.8%)

Home Loans

¥821.7bn (3.8%)

Personal
¥244.8bn

(7.8%)

Home Loans
¥729.4bn (3.4%)

O other
Card Loan Balance
' Secured Loan Balance

181.2

100% = ¥1,796bn (4.1%) ﬁ

16.

(Average interest rate in parentheses)

Secured
Personal
Loans
¥169.1bn
(5.1%)

210.6

66.8|

138.

Commitment line
for Personal card
loans balance

¥72.0bn (14.2%)

\

230.4 2448

Others
¥3.7bn
(6.2%)

(¥bn)

71 .oI 72-°|

155.

169.

05/9
©2008 SURUGA bank, Ltd. All rights reserved.

06/9

07/9

08/9
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Mortgage Loans

Distribution of Mortgage Loan Rates (Cumulative)

1 Under 3%

1 3% range

4% range = 5% or higher

36.0% = 35.4% 34.0% .
36.6% 33.6%
45.4% 43.7% 42.1% 40.0% 37.4%
04/9 05/9 06/9 07/9 08/9

©2008 SURUGA bank, Ltd. All rights reserved.

Geographical Distribution of Loans Outstanding

Kanagawa

Other

26.
0.8 32.0% |
36.2%
40.1% 43 19
31.3%
29.0%
27.2%
25.6% 54 go
\ \
\ \
39.0% .
36.4%  34.29 31.9% 29.3Y%
L 2.4 ) 2.2 ) 24%( i |
04/9 05/9 06/9 07/9 08/9

SURUGADbank | 17




Delinquency and Loss Rates on Consumer Loans

—& Yield —@— Delinquency —#- Loss —& Yield —@— Delinquency —#- Loss
Rate Rate Rate Rate
7.67%  1.89%  T87% 593k 750y
o T8 TON 77 19
361% 3-62%

04/9 05/9 06/9 07/9 08/9 04/9 05/9 06/9 07/9 08/9

Delinquency rate = At least 3 months overdue - Loan Balance

Loss rate = Default rate X (1 — recovery rate)
©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank I 18




Investment Fees and Balance ( Retail)

Commissions from Balance of Investment Products (Retail)
Mutual Funds and Insurance Products

(¥bn)
[[] Personal Pension Funds ¥ million Personal Pension Funds
[ Fire Insurance 2,01 7 ( ) Mutual Funds 335.8 338.1
Mutual Fund Sales Commissions JGBs in Custody
Mutual Fund Fees Foreign Currency Deposits 0 )
[ Single Premium Life Insurance [ Single Premium Life Insurance 14 .49, 14.4% [14.3%
] Medical/Cancer Insurance =l Ratio of Investment Products
1,594 815 8.6% 125.8 148.1
1,356 1,365
631 5.39 100.5
89
969 631 524
108 75.2
581 72 106.9 1533 .9,
T4 147 208 104.1
46.7
504 520 35.6 .
T 196 26 18.8 ' 4.4 44 5.6
04/9 05/9 06/9 07/9 08/9 04;9 05/9 06/.9 07;9 08;9

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank l 19




Expenses and Overhead Ratio (OHR)

(¥bn)

[1Gross Operating Income
1 Personnel Expenses

Nonpersonnel Expenses
0 Taxes

-6-OHR

04/9 05/9

©2008 SURUGA bank, Ltd. All rights reserved.

(Reasons for Rise in
Expenses for equipment and
consumables )

-Japan Post related costs
-New branch openings
(Sapporo, Sendai, Fukuoka)

SURUGAbank | 20




Nonperforming Loans Based on Financial
Reconstruction Act

(¥bn)
. Credit Credit Balance > Total
LGN Balance 0] Retail vs oG] Collateral+ Collateral EUEIEL- 'Protec:
Category Sept 08 Total Corporate Total  ( rantee tee  tion Ratio
Bankrupt or Retail 10.3 0.57% 6.2 4.8 1.4] 60.61% 4.0 100% 100%
De Facto 15.9] 0.67%
Bankrupt Corporate 5.5 1.00% 4.4 24 1.9] 79.52% 1.1 100% 100%
Retail 4.7 0.26% 25 1.6 0.9] 54.51% 1.4| 68.25%| 85.55%
Doubtful 31.6] 1.34%
Corporate 26.9 4.88% 16.3 7.6 8.6|] 60.50% 9.5] 89.61%| 95.89%
Special Retail 7.0 0.39% 5.5 5.1 0.4) 78.72% 0.4] 27.87%| 84.65%
. 31.7] 1.35%
Attention Coporate|  24.7|  4.47%| 10.3 10.2] 0.1| 41.88%| 5.6| 39.66%| 64.93%
Retail 22.1 1.23% 14.4 11.5 2.8] 65.06% 59| 77.18%] 92.03%
Total 79.3] 3.37%
Corporate 57.2 10.37% 31.0 20.3 10.7| 54.30%| 16.3| 62.63%| 82.92%
Retail | 1,779.1| 98.76% Total Coverage |85.46%
Normal 2,273.7|96.62%
Corporate 494.5 89.63%
Protection Ratio: Coverage by collateral and guarantees
Total Credit Retail 1,801.2 100% Reserve Ratio: Reserves for unsecured claims
Bal 2,353.0| 100% Total Coverage Ratio: Total coverage by collateral,
Slane Corporate 551.8 100% guarantee and reserves.

% NOTE:The guarantee is not provided by us. We do not extend the guarantee by paying fee to external entity,
but the third party, who serves as the joint guarantor to the borrower, extends the guarantee.

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank [ 21




Nonperforming Loan Ratio and Credit Costs

Nonperforming Loan Ratio

—&— Nonperforming Loan Ratio
—A— Nonperforming Loan Ratio (After deducting reserves)

== Nonperforming Loan Ratio
(After deducting collateral, guarantees, and reserves)

1.36%
1% .
0.07% 0.52% 0.49%
04/9 | 05/9 | 06/9 | 07/9 | 08/9 |

©2008 SURUGA bank, Ltd. All rights reserved.

Credit Costs

[Half Year])

[1  Core Net Operating Income
Real Credit Costs (Credit costs — Collection of claims written off)

Real Credit Cost Ratio
(Real Credit Costs/Avg Loans Outstanding) (%)

(¥bn)

21.0
18.3 18.4
16.9
15.3
6.5 6.7
0.64 | 0.64
: L0.1 1, 0,2
[—— L — *__I;z— |_— Ijn_
04/9 05/9 06/9 07/9 08/9
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Bond Portfolio

JJGB ' Foreign Corporate [ Municipal (¥bn)

—l- Average years to maturity

402.2 410.1 399.1 [Corporate Bonds]
23.3 31.6 Public Corporation  ¥5.6bn
39.8 Bank Debentures ¥6.8bn
15.1 17.1 Industrial Bonds ~ ¥5.2bn
20.5 20.3 17.7
18.5
Broken out: Foreign Yen-
075 denominated bonds ¥17.4bn
343.1 /.011 d [Collateral Bonds)
0.64 JGB ¥13.5bn
| 341.0 8920 Foreign Securities Firms ¥1.4bn
— Domestic Listed Co’s ¥2 4bn
Composition Composition Composition
Short 56.8% Short 57.1% Short 55.6%
Variable 40.8% Variable 40.7% Variable 41.9%
Mid-Long 2.3% Mid-Long 21% Mid-Long 2.3%
L | | 1 1 | 1 1 | )
06/9 07/9 08/9

©2008 SURUGA bank, Ltd. All rights reserved. SURUGA bank l 23



Amount of Risk

(¥bn)

Tier |

Buffer|70.5
(Equivalent to 4.1%
Of risk assets)

))

About 74% of

109.1 Allocated
Capital
221 Utilized
”. 81.0
74.7

12.3 I

12.2
Source for Capital Amount of Risk
Allocation Allocated September
as of 08/3 FYO8H1 2008

©2008 SURUGA bank, Ltd. All rights reserved.

Deferred tax assets ¥23.6bn

Tier | ratio 9.32%

(after deducting deferred tax assets)

J
Target 10% range

Earthquake risk
about ¥50bn
(Suruga estimates)

Credit Risk J

Market Risk

Operational
Risk

Interest rate
shock range +/-200 bp
|

r.iterest rate ¥7 1bn
risk amount

Outlier ratio 3.6%

1. Confidence level 99% (common)
2. Holding period (business days)

= Credit risk 240 days
-Deposits & Loans, Bonds, etc.
Interest & price fluctuationrisk 60 days
(Trading account 10 days)
* Price fluctuation risk for equities 120 days
3. Operational risk

Basic methods
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Capital Adequacy Ratio

Tier | Capital & Deferred Tax Assets (¥bn)

[ Deferred Tax Assets

O Tier I
—9-Deferred Tax Assets / Tier |

1
159.0
143.8
132.5
25.6%
18i1%
0
11 /og
34.0
LT e | w2

04/9 05/9 06/9 07/9 08/9
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Capital Adequacy Ratio (¥bn)

Owned Capital (Domestic Standard / Nonconsolidated)

=&— Capital Adequacy (Intl / Consolidated) N N
=& Capital Adequacy (Domestic / Nonconsolidated) ew ew
=®— Tier | Ratio (Nonconsolidated) standard Stagdard
> 11.61%
11.60% 11.60% 11.28%

11.07%

10.29% 10.70%
10.55%
10.37%
184.7 194.1
9.14%
168.3
152.8
141.3
04/9 05/9 06/9 07/9 08/9
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FY2008 H1 Results & Full Year Forecast

(¥bn)

FY2008 First Half

Original
Forecast
(A)

Gross Operating 42.0

Income '
Operating 21.5

Expenses '
Net Operating 20.5

Income '

Core Net

Operating Income 20.5
Ordinary Income 17.5
Net Income 10.5
Real Credit Cost 3.0
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Results

(B)

37.5

21.1

17.3

18.4

12.9

1.7

2.8

FY2007 S
Versus Results Full Year
Forecast Forecast
(B-A)
-4.4 79.6 85.0
-0.3 39.8 42.0
- 3.1 41.6 43.0
-2.0 41.2 43.0
-4.5 32.6 37.0
-2.7 17.8 22.0
-0.2 3.8 6.0
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Corporate Social Responsibility at Suruga

CSR of the Future

Suruga’s philosophy is to help our customers make their dreams come true on a timeline that works for them.
By providing value to our customers we meet our stakeholders’ expectations and fulfill social responsibilities.

4 N

/ CSR of the Future /

Value-Creation CSR Value-based

Communication

O Proper Management Beyond Compliance

CSR I Value-Creation CSR O Solid Trust from Stakeholders

Start line ' O Establish Differences in the Marketplace
O Transparent and Convincing Management

Essential CSR 4

Essential CSR Functional Communication

“CSR Essential to Doing Business in a Society”

O Bare Minimum of Needs from Society
O Reduce negative risks

Environmental Economic

: Activities : Activities
oexistence Fairness—_______Balance

Social
Activities

o

Environmental Efforts

Activities to preserve the environment.
Developing environmentally friendly financial products.

O ISO 14001 activities in Suruga’s Nagaizumi HQ

O Carbon-offset Mortgage loans

O Fundraising for Fujisan Network via Internet banking
O Participation in Team Minus 6% ... and more
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Growth Within Our Corporate Philosophy

Define growth as greater exchange Define growth as making our mission more achievable.
of value with all stakeholders. As a Life & Business Concierge, help make our customers’
dreams come true on a timeline that works for them.

Shareholders

Effective

system for

managing

capital
Employees (}:{) Suruga QZ:) Customers Suruga Growth
Direct participation Group Support Group
system for playing system for
arole in society and ﬁCh"?V'ng >
. appiness
realizing oneself
Other

Stakeholders

e Culture-orien Respect culture. Leverage the strengths of that culture to
Rooted in culture of land where established ~ realize growth for Suruga.
P People-based Achieve growth through management centered not on
Centered around its people corporate theory but on the logic of its people.
# Social-perspective ~ Always mindful of its role as a social institution.
Seeks improved sociality Achieves ends by means above the social code.
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For further details regarding the above, please contact

IR & PR Office,
Suruga Bank Ltd.

Tel: +81-3-3279-5536
e-mail: irkoho@surugabank.co.jp

The foregoing material contains statements regarding future business performance. These
statements are not intended as guarantees of any specific future performance, which is subject
to a variety of risks and uncertainties. Actual future business results may differ from the targets
contained in the present material, due to changes in the external business environment.




