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Becoming a country with advanced depopulation

Becoming aitrue aging society

The Japanese population is declining following a peak in 2004

Number of households will increase until 2015, then decrease
thereafter.

Absolute number of the elderly is
high in urban areas.

Higher aging rate in rural areas.

Weakening of Japanese economic strength
within the world economy.

Breaking away form the global standard
Rising economic status of newly developing countries due to the insistence on progress
Deteriorating Japanese competitiveness in the global market inside Japan and the industry

< Delay in globalization

Necessity of a shift/in strategies; foreseeing
changes in the'social structure
Opening the country up as it was opened in the
Meiji Restoration and after the war

. . . . . Establishment of a de facto global standard free from
Practice self-organized action based on independent ideas » : . .
the narrow traditional viewpoints in the industry
Globalization from local regions Attracting human resources Globalization of
9 with high skill and knowledge domestic-oriented industries

Aiming to jump-start the Japanese economy and revitalize the entire country

Source :NRI
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Unstoppable = Never-ending growth strategies

Future
core business

,/"'Hidden assets "‘\.

Cnensd e

Advancement of the core business
is the key factor for the sustainability of companies.

Prediction of environmental changes

Redefinition of the ideal situation

Evaluation of the capability

Changes in the
manageme
environment

Current core
- business

Changes in
population
dynamics

Increase the probability of
success for the next core
business and produce future
growth for the company

Peripheral support

Non-core business .
for core business

Undeveloped
peripheral domain

Global power shift

Redefinition of the core
business in accordance with
the requirements of the era

. Changes in society
Changes in

competitive
environment

SURUGA bank

Source: Unstoppable (Core Business Evolution Theory) (DIAMOND Inc.)
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Future-Oriented Strategic Thinking supporting SURUGA

SURUGA takes hold of trends in advance and creates a new era

~smmmmmn  Customer knowledge |n— ‘-l Expansion of new customer base |-
Establish system infrastructure, first among others, Provision of financial OEM
that allow the accumulation and sharing of databases as an enabler company
CRM Automated Comprehensive PP 5548817
screening system credit system —

» o
MAP-C ~ PASsystem  MCIF sS OCN }So-nel' G-Coint

Establish an organically
‘—l Unique products & services |- linked value chain Various customer contact points Ik

Market-creating product development
through unique marketing

Establish a network, first among others,
with a view to nationwide expansion

d-labo = Bio-security deposit VISA debit Improvementof |nternet Bank Access center
ATM network
VISA free payment Specialized mortgage In-store branch Access vehicle

loans for women
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Providing SURUGA's unique values by utilizing market property

Fully exercising the know-how accumulated through SURUGA'’s specialized retailing strategies.

Internet banking

Services provided through
direct channels including the
Internet and call centers

Extensive business

Major markets

Community banking

24,000 Japan Post
Holdings Co., Ltd: bases
spreading throughout
Japan

Agency business

m Core business
Q.
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SURUGA'’s intangible

. S
assets that realize val

comprehensive area

strategies

SURUGA bank

o)
Philosophy

Retailing
culture

Direct banking
operation

itv- Speed &
i SyStem Communlty flexibility at a level that
infrastructure based oy
platform customer

outstrips our

base competition
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Network Extension Strategy Taking into Account a Wider-Area
Local Government System

A wider-area local government system — 7 meanings and purposes

1. Help the nation to revitalize

2. Break down the centralized administrative framework

3. Eliminate bureaucracy

4. Make Japan a country where individuals feel safe and secure, and a country that helps people to create
lives worth living

5. Create many bases for international cities and bases for exchange in an era of globalization

6. Create regional uniqueness, regional distinction, and a bright future for Japan

7. Reduce budget deficits

A wider-area local government system — 4 principles

. Enhancement of Establishment of
Promotion of Thorough national & citizen a network-type
competition customer creed participation organization

Source: Chikishudo-gata Doshusei [A wider-area local government system that promotes
regional sovereignty] Katsuhiko Eguchi(PHP Shinsho)

O Each region will have uniqueness in the retail business market in the future.

O By developing products and services that reflect qualitative and quantitative information on
regional characteristics more than ever before from the viewpoint of financial marketing, further
market creation becomes possible.

©2008 SURUGA bank, Ltd. All Rights Reserved.




On May 30th, 2008, the Sapporo branch office and Dream Plaza Sapporo opened in Sapporo, Hokkaido

Expansion of new areas for the mortgage loan business

SURUGA’s business designs are : :
Expand to the Tokyo developed to the next stage. Expanding to

Deliver SURUGA’ s
services throughout
Japan, wherever

Sapporo

metropolitan area

Enter into distinctive areas & needs exist.
Skills and know-how accumulated potential markets

| | through specialized strategies in ome the pla

retail in the Tokyo metropolitan Actively take in
| | eliCel qualitative information i se

Provision of products and services ‘ ‘ 3 3

that are clearly differentiated from Possible to establish a product rease custo
| | those of other companies design & sales system suitable

for each region
Open in the Nissei Sapporo Building

Market environment in Sapporo  [[ELIEEREI e Growth points of Sapporo
Official Website

O The nationwide brand power of Hokkaido and Sapporo

O More than 1/3 of the population in Hokkaido is concentrated in Sapporo.
Blessed with beautiful nature, climate, and culture

O Attraction as a city increased due to redevelopment plans for Sapporo area

FY 2007
*Population 1,897,000 (Approx. 34% of population in Hokkaido)

*Households 874,000
*Labor population 840,000

* Annual housing starts 20,000 (41,941 in Hokkaido)
-Ratio of apartments to households O Perked up by the construction of intelligent buildings and condominiums for
17.22% in 2006—17.48% in 2007 1 sale
£ L
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SURUGA's Personal Loan Product Concept

Points in the development process for personal loan products =Marketing X Risk management

Marketing viewpoint Risk management viewpoint

/3'\ Past experience can /\
g. Market-development type products be a significant driver for Benchmark for predicting the potential >
g, that fit the social environment. product development in the of bad debt and delinquency 5
Qo personal loan field ]
4 Network that makes it possible to Screening for profitability model 'g
'5‘_ respond to various needs and segments in accordance with risk b
P4 Automated o
g Ability to propose plans, and communication T — Monitoring system that enables g.
g based on the viewpoint of customers 513 segments price resetting §
(7} | '_G‘
g Product provision by CRM system Establishment of a delinquent %
®© || | detailed segmentation —— management and collection system =
g_ Delivery channels o
e Qualitative & quantitative database + : Establishment of a portfolio ?,'
\"g/ PDCA process management system \‘3'/

SURUGA'’s DNA supporting the personal loan product development process

pecialized strategies in
etailing for over 20 years

SURUGA bank ©2008 SURUGA bank, Ltd, All Rights Reserved.




Consumer Loan Market and Advanced Risk Analysis

Suruga’s Model

Percentage
of labor
force
| |
| |
| |
| employee 28.2% :
| |
| S 316% | !
| employee I
| |
I 100~199 9.0% |
I employees I
I 200~299 0 !
: employees ~ 4-3% I
|
| o s |
I Over 300 12.9% I
| employees |
L i i e e e o aa
Source: Statistics Bureau,
MIAC Company Statistics
Survey

Huge potential
after market is
carefully analyzed

About 87% of all
labor force

Large market
potential

Limited market
of large firm
employees

About 13% of all
labor force

Target by ordinary
financial institutions
(Over-competitive
market)

Risk analysis and customized models input by

detailed customer segment

-

12 Groups

eHium Categ
Large Category 59 Groups

broadcast/telecoms/news media

newspaper*telecommunications- cell-phone etc.

marriage counselor*nursing service*career matching etc.

[e.g ] temp agency/agent service

Society related service [information/research/reporting  |advertisement*think—tank*information processing service etc.

picture/design/decoration illustrator+ copywriter* designer etc.

specialized service/consultant |accountant-lawyer- FP management consultant etc.

‘@ Accumulating data in the credit system g

Loan products Models

1. Classic Model
2. Wide Model
3. Premium Model

4. Business owner Model 7. Doctor Model, etc.
5. Lady’s Model
6. Senior Model

— Based UW

SURUGA bank

Credit Screening
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Products focusing on sense of values & lifestyles

Develop and provide products and services that help customers
realize the lifestyles they desire and the dreams they have based on a new sense of values
without being tied to the traditional thinking and viewpoints of the financial industry.

'Young women/ Mature women
/Housewives

Seniors living a conservative
life and not using their
own assets

Throwaway society only
desiring temporary comfort

Diversification of lifestyles
and working styles

JO puaa]

both on and off the job

Have a desire to enjoy
the second stage of life

Society considering the environment
and being responsible for
the next generation

Understand individual needs and provide a detailed response to each customer’s desires and values

Support women’s success upport the realization of dreams
in the second stage of life

Support the realization of
a sustainable society

Home Loan

Support women actively moving
forward from the standpoint of their

swealp Jo uonezijearayy | ., BId dY} ' 'fjeuompes)

Buiioddns 1oy sjoo]
1
10npo.d JaA0 89IAI8S uo siseydwa
ue Uo paskeq SaoIAIaS pue sjonpold

livestyle and medical care

Dream Style 20—

Dream Life Series for the realization of
dreams in the second stage of life

DREAM Life

ENES A FOABY ERRY BEU— LS54T -2 U=

Support the second stage of lives from
the standpoint of asset management

and utilization

Mortgage Loans
with Carbon Offset
Japan'’s first environmentally
conscious mortgage loan
Support for the realization of a sustainable
society and the dream of having a home

SURUGA bank

<
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Product Line-up for Agent/Intermediary Business

Special products for Japan Post Bank

Produce and provide products meet customers’
lifestyle and living needs

Philosophy of Japan Post Bank

“We will be the stabilizir 10 realize
force in Japan” goals

Philosophy of SURUGA bank
“Helping to give shape

and a timeframe for
customers' dream%

Home loan Products

provides Mortgage Loans to support
individual dreams

—+5-
R—L0O— %"’ﬁ ’é?

The stage where your housing dream starts moving forward.

1124

utilizes its product development ability
accumulated through strategies products customized for Japan Post Bank

specializing in retailing over the years

For small business owners S
For individuals

supporting parents

For career women
For active mature individuals

Personal loan Products

Loan products closely aligned to
day-to-day life to help individual
customers realize their dreams and goals

h—kO-—-v L TC’ <

Start preparing for your dreams.

Preparation, a card loan, helps you
prepare to make your dreams come true.

Jy—n-> SHPLER

Dream Track heading to your goals

Plans to accommodate individual goals  [Specific purpose loans]

Plans to help you care for your family [Parent support loans]

SURUGA bank
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strategic Business Gorporation with Japan Post Bank Co., Ltd.

Starting Monday, May 12, 2008, SURUGA will introduce consumer loans (mortgage loans, credit card loans,
and a wide variety of specific-purpose loans) at 50 Japan Post Bank branch offices in 3 major urban areas.

Sales branch office structure (initial plan) FY 2008 Numerical goals

Mortgage Loan

Branches Amount of Face to face sales to real
Outbound estate companies
(233branches) contracted loans
Setting up loan illi n - inati
210 billion ye Inbound Lr;rsnt;;?gipsuplggtlon through
= Sales support : :
Branches handlin Branches not handling ersonnel Dispatching personnel to
: d 3 P == Suruga bank | Japan Post Bank as sales
consumer loans consumer loans 60+ & team leaders
{50 branches) {183 branches)
n Personal Loan
> O X
(1] Number of In-store sales at branches
» Outbound i
= contracted loans Handling the products
Q
- 27,000 Indirect application through
c
3 Inbound campaigns, etc
¢ O O
¥Excluding certain branches Sales support
personnel Dispatching sales support
%Scheduled to install advertising === Suruga bank | personnel to branch handling
at neighboring post offices. 30+« consumer loans

SU RUGA bank ©2008 SURUGA bank, Ltd. All rights reserved.




Establish Process Platiorm Company

Establishment of [ Financial Unbundling Model J

The outsourced company assumes the role of platform for backyard operations for customer loans carried out in cooperation with
Japan Post Banks and SURUGA.

~ The outsourced company establishes an effective operation line and systems to promote the reduction of cost and administrative load for the front line.~

The Efficient Operation System

Outsourced Company Outline

BT SDP Center Ltd.
Harumi, Tokyo

2 Billion Yen
Japan Post Bank 45%

Suruga Bank 45%

Business Contents

Operations for entry & ancillary
operations for document creation

Functioning as a hub
for business processes

Functioning as a hub
for business processes

Handling inquiries, etc.

Outsourced call center operations
Handling inquiries from customers

Application
i i Product I
Handlmg Inqmres intr;ZUl::fion Datalentiyg :fop::ggsre Credit control
y 4 Contact with Screening i . ’
Receipt of customa s Approval Collection
Marketing applications g document
compilation
/’I_\ /'—\\ /'—\\ r'_\\ r'_\\
,Receiptofs ,~ NI N N \
Japan /Applications”, ’ Nt \ s \ o Foll 3
Ly 1 (face-to-fac 1 1 | Closi 1 Follow up
Post Bank 1 e, 1 1y osing 1, 3 1
Dy =g ¥ /non 1\ 1\ 1\ , service
fage-to-facey) S SN A vd
\~_¢/ ~ s_’/ \\~_¢, \\~_¢/ \\~_¢/
______________________________________ -
ﬂV
,z’_‘\\\ ,/'—\\\ lz’—\\\ /r’_'\\\ ,r’—\\\
4 /7 4 4 /7 |
Outsourced y ina \ ¢ k k k 4 \
IS0 iProcessing i Data | | Document ' | Follow up L
compa 'applications, ! processing, ' ,; ' processing, ' service /'l
\ \ \ \ \
/ > // > /, > /, ) /, > /,
\\~_¢’ \\-_f’ \\-_f’ \\-_f’ \\-_f’ P
_______________________________________ |
/’——\\\ /’——\\\ /’——\\\ /’——\\\ /’——\\\ |/|
V4 F V4 l / V4
SURUGA / Recglpt.of v o, vy, vy, ‘ \
| Application ' | ‘i : ‘g . Followup !
4 y’ Pp S
b i (non 1y 1, Screening 1, i : ]
an 1\ i\ 1\ . service
face-to-facgy N ,/ . / \ // . ,/
\\~ ’/ \\~ ’/ \\~ ’/ \\~ ’/ \\~ //
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Interest Margins (Overall)

Net interest margin Loan-deposit margin

- SURUGA (after deduction from expense ratio)
—4— Average All Regional Banks

0.99%

1.19%

0.85% 107% 1.10% —& SURUGA
' —4— Average All Regional Banks
(07/9)
049% 049% 04T% (4m 0424 1.93% 1.92% 1.95%
: 1.77%
1.64%

04/3 05/3 06/3 07/3 08/3

Average balance and

yield of outstanding loans

(billion yen)
Average balance of outstanding loans

—-Yield on outstanding loans 2,207.9

0.82% 0.80%
2,151.6

0.71%

(07/9)

0.66% 0.65%
2.084.2 A

2,048.1
2,032 .1 3.75¢
3.35% 3.1k
17% __— L | | | L |
' ' 04/3 05/3 06/3 07/3 08/3

04/3 05/3 06/3 07/3 08/3

Loan-deposit margin

(Yield on outstanding loans - Yield on deposits)

-#- SURUGA

&~ Average All Regional Banks
309y 331% 3:38%

301% 3.12%

(07/9)

205% 2019
v 201h g1y 185% 185%

04/3 05/3 06/3 07/3 08/3

Average balance and
yield on deposits

(billion yen)
1 Average balance of deposits 2 7 4

—o— Yield on deposits

2,714.5
2,692.9
2,673.6
2,663.7
0906%

0.199

0.07% 0 05% 0.0

04/3 05/3 06/3 07/3 08/3

(include negotiable certificates of deposit)

SURUGA bank

©2008 SURUGA bank, Ltd. All Rights Reserved.
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Yield.~Margins (Domestic)

Yield*Expense ratio Loan-deposit //Net interest margin
el | 6 an—de po sit Margin (Suruga)
== Yield on outstanding loans 3 6 5% e===|_oan—de po sit Margin (All Re gional Banks)

Expense ratio

1.84%  1.88% 1.86%  1:99%

Yield on deposits 1.77%
3 241 3.35% »— = —i—
3.17% 3.19% .
. 0.85% (Reference)
. (] 0 (07.79)
1. 40% - 0.84% 0754 072 0215
04/3 05/3 06/3 07/3 08/3
el Nct interest margin(Suruga)
el Net interest margin(All Ragional Banks)
1.22%

1.11%

1.04%

0.29% 081
{Reference)
(07.79)
0.46%  0.45% 0.43%  0.42% 041%
= e = — ||
04/3 05/3 06/3 07/3 08/3 04/3 05/3 06/3 07/3 08/3

SURUGA bank ©2008 SURUGA bank, Ltd. All Rights Reserved.



Gross Operating and Yen loan-deposit income

O Record income highs (billion yen) (billion yen)

Income from mortgage loan sales
Other operating income (except income from mortgage loan sales)

t
Net fees and commissions
CONet interest income @®

68.2 68.0 1.0
08 5.5 |
‘0.7'/ 5-0
331 23]
2.5
70.
67.2
60.4 63.9
-
04/3 05/3 06/3 07/3

SURUGA bank



Core Net Operating and Net Income

(billion yen) (billion yen)
~Record income highs 5 years consecutive~ O Record income highS

<E»

(382 17.8

11l

I R R w7 RV i 04/3 05/3 06/3 07/3 08/3

SU RUGA bank ©2008 SURUGA bank, Ltd, All Rights Reserved.



strong Focus on Retail

[J Personal loans (billion yen) LI New consumer loans second half
Mortgage loans New consumer loans first half
B Consumer loan ratio 1 ’7468 241 8
1,668.6 228.2 228.1
15799 2204 :
/£ 23 213.9
1.472. 221.
1,377.8 196.
116.4 154 21.3
113. 112.4
117.5, 106.
111. 100. 107.9
L [ I T I S —
04/3 05/3 06/3 07/3 08/3 04/3 05/3 06/3 07/3 08/3

SURUGA bank ©2008 SURUGA bank, Ltd, All Rights Reserved.



Focus on More Profitabie Products

As of Mar 31, 2008 — s
{hita - Billién ver 100%=239.3 billion yen(7.9%)

(average rate)

Unsecured
Super home loan card loans
819.3(3.8%) Secured 71.9 (14.1%)

persoﬁal loans

Unsecured loans
1 634 (5.1%) " on deed

3.9 5%

Mortgage loans

[J Unsecured loans on deed 2393
g  Secured personal lomns 221.1 (billion yen)
688.1 (4% s 22
169.0 “sof | 71°
j 62.5
53.2
100%=1,746.8 billion yen (4.2%) voaol fazd 163
108.
- L L

05/3 06/3 07/3 0843
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Mortgage Loans

Distribution of practical rates Mortgage loan balance
for mortgage loans (cumulative) by geographical area

E 3(5):2 s; Eing:eerrao‘yfbased on the actual number of cases) (%) Greater Tokyo area Kanagawa
[14.0% to under 4.5% | | Shizuoka | Other (%)
3.5% to under 4.0%
[13.0% to under 3.5%
2.5% to under 3.0% 0.4 0.5
[02.0% to under 2.5% 0 3 45 47
O Under 2.0% 44
B, 3 24.2
—4-2 19.3 22.6 29.7 340
0.4 16.6 : 38.7
T 40 149 41.5
12.3
23.0 22.5
N X 12 32.4
) 30.1
28.3
13.3 12.7 12.0 11.8 26.4 1947
14.0 T~
T~
\ |
26.3 25.4
300 28.0 23.9 -
) 37.7 35 4
| | . i 32.9 30.6
16.3 r 15 .4 14.7 13.6 12.4
L ggl a1 20— 1 93 1227 , _ 29 — 25— 23— 20— 29
04/3 05/3 06/ 07/3 08/3 04/3 05/3 06/3 07/3 08/3
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Delinquency and
Loss Rates on Consumer Loans

Mortgage Loans Personal loans

—-A— Yield

—& Yield —&— Delinquency rate

—8— Delinquency rate —— Loss rate

—— Loss rate 7.88% . %
7_Wo 7,81% 781% 7.20%

3.65%

3.48Y%
sas%  3.09% 3-12% o7 O81% 0.7

0
0.43% ./‘\\ 0.98% 1 o5

0.29% 0.32% M . —.
0.58%  0.54% 0.60%\\.
0.22%

0.35%  0.33%
0.21% g.20% 0.21% ' '

0.17%  0.19%
04/3 05/3 06/3 07/3 08/3 04/3 05/3 06/3 07/3 08/3
Delinquency rate = amount 3 months or more overdue / average amount of loan Loss rate = default ratio %X (1 - recovery rate)

SURUGA bank ©2008 SURUGA bank, Ltd, All Rights Reserved.




Balance breakdown of
investment products

Commission from mutual funds and
insurance products

_ (billion yen) (million yen)
Personal pension funds 331. 3 1 Fee for Personal pension
Mutual funds i OF .o
. ee for Fire insurance
JGBs in custudy
Foreign currency deposits 299 2 Sales commission for Mutual funds A74
O Single premium life insurance 14.1% Fee for Mutual funds : 44 3’
Ratio of investment products 13.1% ] [0 Fee for Single premium life insurance
Balance of investment products . n N4
[Balance of personal assets under management 1 3 53 D, vi 1
(Including personal deposits) 21 9 110.9 1 v21 3 1 ,346
10,1% 361
055 Ak 152
4.3%
615 135.3 136.5 1,460 1,190 & 1,195 880
;3;1.35 86.7 . 1 !
| 46.5 EoS
! 1,033
30.2 ks 40 1 46.6 49.6 296 380 e 137
15.2 i 38 162
L 57 I 71 45009 A 25 23| L 112 225 IS~ - rg3 i . | 6‘! |
04/3 05/3 06/3 07./3 08./3 04/3 05/3 06/3 07/3 08/3

"SURUGA bank
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et {hfrlrehrrrfs]rfp'8,,l,,]rl,eslre,'ree (ff,f’rsl]re,™ ]’ l]s’fplrer,rflrerle’™s ]t \{PpPere l’f oe’f,]rr e
(billion yen)

79.6

[J Gross operating
income

[ Personnel expenses
0 Non—personnel expense

O Taxes
=% OHR

68.2 68.0

Expenses

OHR = L
Gross operating income

©2008 SURUGA bank, Ltd. All Rights Reserved.
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Debtor i U3

classification
balance

Credit Proportion

Consumer/
Corporate

Proportion

Total
collateral
and
guarantees

Collateral * NOTE

Guarantees Coverage

(billion yen)

Total
coverage
ratio

Reserved
. Reserve .
ratio ratio

Claims against
bankrupt and Consumer 8.4 0.48% 57.35% 100%
substantially 13.8 | 0.59%
bankrupt Corporate 54 0.90% 4.0 24 1.6 | 75.73% 1.3 | 100% | 100%
obligors
Claims with Consumer 48 0.27% 2.8 1.8 0.9 | 60.15% 1.2 | 65.37% | 86.20%
collection 1.41%
risk Corporate| 28.4 4.77% 16.7 8.1 8.6 1 5881%| 10.1 | 86.51% | 94.44%
Claims for Consumer 6.6 0.38% 4.4 3.9 0.4 | 66.54% 0.3 | 17.08% | 72.25%
special 1.37%
attention Corporate| 256 4.30% 105 104 0.1 | 41.05% 6.8 | 45.53% | 67.89%
Consumer| 19.9 1.13% 12.1 9.4 2.7 1 61.09% 5.2 | 67.62% | 87.40%
Sub-total | 794 | 3.38%
Corporate| 595 9.99% 313 | 209 104 1 52.69%, 18.3 | 65.13% | 83.50%
Normal Consumer( 1,731.6) 98.86% Total coverage ratio 84.48%
Gisata 2,268.11 96.61%
Corporate| 536.5 | 90.00% Coverage ratio : Covered by collateral and
guarantees
Consumer|1,751.5 100% Reserved ratio : Reserved for unsecured portion
Total .347.6/ 100% Total coverage  : Govered by collateral, guarantees
Corporate | 596.1 100% ratio 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.

SURUGA bank
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Bad-loan Ratio.~ Credit costs status

—&®— Ratio of disclosed assets

(billion yen)
—#— Ratio of disclosed assets after deduction from reserves o
Ratio of disclosed assets after deduction from reserves, t Core net operating income
collateral and guarantees Actual credit costs(credit costs—collection of claims written off)

== Actual credit costs ratio (actual credit costs/loan average balance)

41.2
38.2

: 31.3
6.82% 6.42% 30.2
' 1347 |25 f28

1.63% 1.51%

N 0.55%  0.52% 06.6; (;6-1% 0.61% 2.0
: 524 - : .0 B g 1138

0.25% lo/17

07/3 08/3

L 1 1 1 1 ] |L |
04/03 05/03 06/3 07/3 08/3 04/3 05/3 06/3

SURUGA bank ©2008 SURUGA bank, Ltd, All Rights Reserved.



bill
1JGBs Foreign bonds =1 Corporate bonds [0 Regional government bonds onyen
—— Average life (Year)
446.3 _
21.3
13.5
395.6 390.4 395.0
: 19.9 32.8
11.0 273
16.1 i
231 17.3
18.2 17.3
344.9 19.8
378.7 20.3
336.0
316.5
3249
0.74 o 0.66 0.71 0.68
._ u
. —& bl —u
Composition Composition Composition Composition Composition
Short  50.1% Short 52.1% Short 56.5% Short 53.6% Short 55.3%
Variable 41.2% Variable 42.3% Variable 41.0% Variable 43.8% Variable 42.3%
| Mid-Long 8.6% | Mid-Long 5.5% | Mid-Long 2.4% | Mid-Long 2.5% | Mid-Long 2.3%
04/3 05/3 06/3 07/3 08/3
SURUGA bank 92008 SURUGA bank, Ltd. Al rights reserved. a3




Status of Risk Amount

Integrated Risk Management

Outlier Ratio

(billion yen)

Buffer 1. Confidence level 99% (common) At the end of
(Unallocated March, 2008

Capital) 2, Holdir.lg.period (business days)
/ * Credit risk 240 days
= 68.3 - Deposits and loans, bonds, etc.

. Interest & price fluctuation risk 60 days
. 1(9:Eq:';alin;t° ) (Trading tallied is 10 days) Interest Rate
.1% of Risk’/Asset * Price fluctuation risk for equities 120 days
4 N Shock +200 bp
3. Operational risk Ranas
175.7 k Basic methods
741 Lo
- Credit Risk Interest 10 5
Rate Risk

billion yen

Amount
Market Risk

: . 0
/—[Operational Risk] Outlier Ratio 5.5%
11.8 I 11.8 l

o
As of the end of Second Half, March, 2008
September, 2007 2007 Risk Amount

Sources for Allocation Allocated Capital

: SU RUGA bank ©2008 SURUGA bank, Ltd. All rights reserved.



Deferred tax assets / Tier | ratio Capital adequacy ratio

(billion yen)

(billion yen)
Amount of owned Capital (non-consolidated) (%)
—&— BIS standard(consolidated)
S _I?.efer;ed tax assets = Domestic standard(non—consolidated)
e . . —®— Tier I ratio(non—consolidated)
——Deferred tax assets / Tier I ratio 1 88 9
179.6 [New standard] :
167.0 175.8
150.2
128.6
B 137.4
«
29. 1%
11.34
10.96
10.42
9.93
314 1.6% 9.46
T 8.85
16.1
L[] —~
04/3 05/3 06/3 07/3 08/3 04/3

05/3 06/3 07/3 08/3

SU RUGA bank ©2008 SURUGA bank, Ltd. All rights reserved.




FY2007 Resuits and FY2008 Forecast

(billion yen)

FY2006
Results
(A)

Gross operating income

Gos

Operating expenses

37.7

Net operating income

Core net operating income

Ordinary profit

Net income

Actual credit cost

ROE(%) (net income basis) 1 337
EPS(Yen) 76.31
Dividends(Yen) 11.0

FY2007 T FY2008
Results Decrease
(B) (B Forecast
+2.7 85. 0
39.8 +2.1 42. 0
Ca16) +4.4 "43.0
C412) +30 430
(326 +2.2 .~ 37.0;
178 A2.2 220:
38 A1.7 6.0
1069 A268 12. 10
67.94 A8.37 83. 58
13.0 +2.0 13. 0

D Record income highs




Future CSR

CSR - essential for business operations :
in the social infrastructure Value-creation type CSR
“Communication based on function” “Communication based on sense of value”

*Beyond law-abiding and
clean management

. . . . -Establishing distinction in *Management improving unlimited
Reduction of minus risks the market transparency and satisfaction

. Mlnlmum requ"'ements from SOClety 'TtUStlng relatlonShlp with stakeholders

— ==

With the corporate principle of helping give shape and a timeframe to customers’ dreams,
SURUGA continues to respond to the stakeholder expectation that we fulfill our social responsibility
through the provision of customer values and help for the realization of customers’ dream

7

Approaches to environmental issues / / Support for the realization of customer’s dreams /

SURUGA works on the development of
environmentally-friendly financial products

sz | COJ grace) Dream Laboratory (d-labo) - | DREAM

h k o - AL e Siestlng _ (Support the realization of
and environmental conservation activities BshictinFoAT ki3 customers’ future from their dreams dreams for soccer)
FRHBIET
2
OI1S014001 activities at the | [y Providing seminars to help customers Help customers to realize soccer dreams
Suruga-Daira headquarters B = seek and grasp their dreams as a bank in Shizuoka, the soccer kingdom

O Mortgage loans with carbon offset
O Collect contributions for the Fujisan

. AT
Network through Internet banking FrEA w7 2008
O Participate in Team Minus 6% OSAKA

activities, etc.

JU—FE YRS EAIHT [ U SR UH—F
EMRER

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




Implementing an optimal exchange of value with stakeholders
hareholder

SURUGA is growing by
improving the exchange of

value with stakeholders in a
well-balanced approach.

Growing

dS a company

ith a missior

Improving mission goals with
a strong emphasis on society
= Enhancing social value

Management

Heloi t . _ f t C Cul _q d Supporting culture

elping to ¢ meframe to ulture—oriente nationally and regionally
Y. : onmerge for
business and life. ~ Focusing on
P | People-based human capital

i ; Social-perspective ABTIG D GG
PRI social contributions

C P S management

Other
takeholders

SU RUGA bank ©2008 SURUGA bank, Ltd. All rights reserved.




IR information distributed by CD-ROM before it is

now available in audio, video and PDF formats
through SURUGA Bank website.

L

= e

o P L A N
S S

i S N T T W W 1 4

N

-
é’ﬂ;ﬁg SURUGAbank

» Suruga's mission
Tha Team of Challengers
e |
Presentation to investors !
on fiscal year ended March 31, 2008

SURUGA bank

Highlights Message from CED  Special Talks Quest for Aim 15 [The 3rd Management Plan] Toward Realization of the Quest for Aim 15

Click on the menu buttons above.

sdilal

http://www.surugabank.co.jp/surugabank/common/english/ir_annual.html



For further details regarding the above, please contact

IR & PR Office,
Suruga Bank Ltd.

Tel: +81-3-3279-5536
e-mail: ir.koho@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.




