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■■ Phase 4 Management Plan Grand DesignPhase 4 Management Plan Grand Design

Personal loans

Indemnity insurance
(Bancassurance)

Home loans

Asset management
support

Business
with SMEs

Network BusinessNetwork Business

Geographic ExpansionGeographic Expansion Distributor ModelDistributor Model

Suruga’s capabilities 
enable a 

comprehensive 
geographic strategy

Leverage market characteristics to create added value from the customer’s perspective
Maximize utilization of know-how developed through Suruga’s retail strategy

Japan Post Group’s
expansive network

Community BankCommunity Bank

Traditional full banking 
services in Shizuoka and 

Kanagawa

Direct channels via call 
centers and the Internet

Business in Tokyo and 
other major cities from 

Sapporo to Fukuoka

Marketing
Systems

Infrastructure
Nationwide
Customer

Base

Values:
Our

Philosophy
Retail

Culture

Overwhelming
Speed and
Flexibility

Strategic allocation of resources

Strategic allocation of resources

E
fficient/effective use of m

anagem
ent resources

Ｍａｊｏｒ ＭａｒｋｅｔｓＭａｊｏｒ Ｍａｒｋｅｔｓ Ｃｏｒｅ ＢｕｓｉｎｅｓｓｅｓＣｏｒｅ Ｂｕｓｉｎｅｓｓｅｓ
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■■ Further Growth Potential in the Retail MarketFurther Growth Potential in the Retail Market

Sources: Ministry of Finance Policy Research Institute and  Japan Cabinet OfficeSource: Bank of Japan

Surplus

Shortfall

0

Ten Billion Yen

Personal consumption as a % of GDP (rhs)

Corporate revenue
growth rates (lhs)

Funds Surplus/Shortfall by Sector Funds Surplus/Shortfall by Sector Corporate Revenue Growth and Personal ConsumptionCorporate Revenue Growth and Personal Consumption

Corporations went from shortfall to surplus.
Household surplus trending downward.

Corporate revenues facing tough headwinds.
Personal consumption rising as a % of GDP.

Corporations 
(excl financials)

Government 
(general)Households

2

FY1981 FY1988 FY1995 FY2002 FY2009
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■■ Future Direction of SurugaFuture Direction of Suruga’’s Retail Strategys Retail Strategy

3

Suruga evolved from a maverick into a market creator

Developed know-how over 20+ years in retail → Development of differentiated productsDevelopment of differentiated products
Moving forward, Suruga will continue to ““deliver the right product or service at the right price.deliver the right product or service at the right price.””

Late 80s to late 90s 2000 through 2009

Changed course
toward the

retail business

Changed courseChanged course
toward thetoward the

retail businessretail business

ChallengerChallengerChallenger

Major shift away
from being a

region-based bank

Major shift awayMajor shift away
from being afrom being a

regionregion--based bankbased bank

MaverickMaverickMaverick

Transformation into
a customer-oriented

business

Transformation intoTransformation into
a customera customer--orientedoriented

businessbusiness

CreatorCreatorCreator

Automated screening

Introduced CRM

Online banking

Automated screening

Introduced CRM

Online banking

Into Tokyo and major cities

Offered mortgages and
other unique products

Tie-up with Japan Post Bank

Into Tokyo and major cities

Offered mortgages and
other unique products

Tie-up with Japan Post Bank

Multidimensional
segment strategy

Deep understanding 
of the customer

Service with a personal touch

Multidimensional
segment strategy

Deep understanding 
of the customer

Service with a personal touch

2010 and forward
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Deepening customer data

Quality-oriented management mindset

Screening
and credit

data

■■ What CustomerWhat Customer--Oriented Means to SurugaOriented Means to Suruga

4

SchoolingSchooling

CareerCareer
AssetsAssets

Cash
flow

Cash
flowDreamDream

Life
events
Life

events

Household
family

Household
family

HobbiesHobbies

Customer

Demographics
and transaction

histories

Accumulate dataAccumulate data

Our access channels

Brick-and-
mortar

branches

Brick-and-
mortar

branches
Online

branches
Online

branches Call centersCall centers

Analyze and leverage
screening and credit

data from a credit
monitoring and sales

perspective

Analyze and leverage
demographics and transaction

data to create new markets
and segments.

ATMsATMsJapan Post
Bank

Japan Post
Bank

Information
marketing

Screening
marketing

Monetizing customer data

The essential significance of adding a customer-oriented perspective to retail financing lies in 
maximizing both customer value and bank offering value by integrating the collection, accumulation and 

analysis of customer information.

Build relationships suited
to customer needs

based on integrated
customer data

New profit opportunities
by targeting new markets

and segments
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■■ Environment for Banks and Management ChallengesEnvironment for Banks and Management Challenges

5

Times call for a diversea diverse business model that can stand up to a new market
environment and a management strategy based on differentiation.a management strategy based on differentiation.

Low birth rate
and shrinking

population

社会保障制度
の不安

Concerns about
fiscal bankruptcy

and tax hikes

Diversification
of lifestyles

Static
economy

Individuals looking for ways to live without
relying on the government or society

Moving toward an era of autonomy and self-reliance

Increased uncertainty about the outlook

Recovery, rebuilding, M&A and shift
overseas—these trends in full swing

Wholesale lending environmentWholesale lending environmentWholesale lending environment Consumer lending environmentConsumer lending environmentConsumer lending environment

Supply chain
disruptions

Declining
international

competitiveness

Rigid
industrial
structure

Concerns about
stable power

supply

Concerns about
securing

natural resources

Anxieties about
the social security

system

Corporations Individuals
Consumers
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■■ Bank Corporate Lending MarketBank Corporate Lending Market

6

Sourceｓ: Bank of Japan, RDB, Japan Bankers Association website

Consumer lending (lhs)

Corporate lending 
(rhs)

Ten Billion Yen Ten Billion Yen

Source: Bank of Japan

Bank lending balancesBank lending balances Corporate default rates and average lending ratesCorporate default rates and average lending rates

Reverse
spread

Consumer lending strong. Corporate lending struggling.Consumer lending strong. Corporate lending struggling. Difficult to secure spreads appropriate to credit costsDifficult to secure spreads appropriate to credit costs

Year/Month Year/Month

Lending rate – 3-month TIBOR

Corporate default rate

Corporate default rate X 50%
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Newly affluentNewly affluent

DoctorsDoctors

Kanagawa

■■ Strategic Portfolio Diversification at SurugaStrategic Portfolio Diversification at Suruga

7

20+ years in portfolio diversification by customer, geographical area and smaller loan sizes.

Loan portfolioLoan portfolio

March 1989 March 2011

Consumer loans ratio 
16.2% 

Consumer loans ratio
80.3%

Consumer loan balance
by geograhical area

Consumer loan balance
by customer segments

Home loans

Home loans

Personal loans

Personal loans

Corporate
and other loans

Corporate
and

other loans

Built a risk-resistant loan portfolio by pursuing a focus on retail business,
alliance strategies with other industries, and expansion into broader geographies.

Shizuoka

Major cities
nation wide

Smaller loans Geography Customer

Greater
Tokyo Area

SeniorSenior

WomenWomen

ExecutivesExecutives

ProfessionalsProfessionals

Diversification
of loan portfolio

ＳｔａｎｄａｒｄＳｔａｎｄａｒｄ
etc.etc.
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■■ A Unique Personal Loan Business Achievable by SurugaA Unique Personal Loan Business Achievable by Suruga
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A personal loan business unique to a bankunique to a bank that Suruga can deliver

Customer

Products Channels

Nonbank business model

Product-oriented business model in dire straits
due to Revised Moneylending Law

Personal
loan

Products Channels

Suruga business model

Deposits

Settlement
Mortgage

loans

Credit
cards

Small
loans

Customer

Personal
loan

Implement a business that sees the customer
in its entirety doing what only a bank can do.

Comprehensive view of demographics,
credit, and transaction histories

Fewer target customers
due to Moneylending Law revision

Depressed earnings
make it difficult

to secure customers
advertising to
the masses

Moneylending Law revision
driving reviews of
products but still

unable to differentiate

Tailor-made products
capable of supporting

customer needs

Broad reach
through diverse

channels

Single-source management and 
operation of customer demographics, 
credit info and transaction histories

Retain competitive edge as a difference
against other banks and companies

Insurance
Debit
cards
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■■ SurugaSuruga’’s Personal Loan Businesss Personal Loan Business

9

Relationship between customer
demographics and profitability

Relationship between customer
demographics and profitability

Suruga personal loan product familySuruga personal loan product family

Earnings per customer

Number of customers

C
ustom

er financial literacy

High

Low

Cash advance
cards

Segment Segment 
productsproducts

D
ebit card

Automatic
overdraft
service

C
ollateralized loans

Ａｍｏｕｎｔ
ｏｆ ｃｒｅｄｉｔ

C
ustom

er financial literacy

High

Low

LargeSmall

Business domain of nonbanks Areas that can be reached
in the future

Capable of supporting all customer personal loan needs
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■■ Uniqueness of Suruga in Personal Loan BusinessUniqueness of Suruga in Personal Loan Business

10

NonbankNonbank Ordinary
banks

Ordinary
banks SurugaSuruga Suruga’s marketing engine

×Marketing
process Databases

Test marketing

Product design

Measure potential
market size

Hypothesis/needs
scenario

Approach

Validate
hypothesis

Suruga’s personal loan business is different than others

Accept
application

Credit
screening

Credit
monitoring

Collection

Nonbank

Nonbank
（limited info）

Nonbank

Nonbank

Bank

O
utsource to

nonbanks
and others

A
ll covered by S

uruga

Sell single product
from a product-

oriented approach

Handle only
standardized

products

Tailor-made products
from a customer-
oriented approach

Info 
databases

Credit screening
databases

Basic
databases
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2 ,714 .5

2 ,780 .4
2 ,813 .3

2 ,944 .6

3 ,047 .1

07/3 08/3 09/3 10/3 11/3

2,151.6

2,207.9

2,284.0

2,361.3

2,408.6

07/3 08/3 09/3 10/3 11/3

0.19% 0.21%
0.34%0.36%

0.13%
3.51%

3.75%
3.31%

3.61%

3.26%

1.09%
1.05%

1.12%
1.19%

1.10%

0.44%
0.34%0.37%0.40%0.43%

07/3 08/3 09/3 10/3 11/3

3.12%3.09%
3.26%

3.38%3.31%

1.70%1.74%1.82%1.86%1.85%

07/3 08/3 09/3 10/3 11/3

1.92%

0.66%

1.95%

0.67%

（10/9）

07/3 08/3 09/3

（10/9）

11

0.63%

1.79%

■■ Yield / Margins Yield / Margins （（OverallOverall））

0.61%

1.68%

10/3

1.78%

0.58%

11/3

（10/9）

Net interest marginNet interest margin

Average balance and 
yield of outstanding loans

Average balance and 
yield of outstanding loans

Loan-deposit margin 
（after deduction from expense ratio)
Loan-deposit margin 

（after deduction from expense ratio)

Loan-deposit margin
（Yield on outstanding loans - Yield on deposits）

Loan-deposit margin
（Yield on outstanding loans - Yield on deposits）

Average balance  and
yield on deposits

Average balance  and
yield on deposits

Average All Regional Banks
SURUGA

Yield on outstanding loans

Average balance of 
outstanding loans

（billion yen）

SURUGA
Average All Regional Banks

Yield on deposits

Average balance
of deposits

（billion yen）

SURUGA
Average All Regional Banks
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■■ Yield / Margins Yield / Margins （（DomesticDomestic））

1.35%
1.40%

（10/9）

1.44%

（10/9）

12

1.38%

3.35%

3.65% 3.63%

3.39% 3.33%

1.32%

0.13%

0.29% 0.31%
0.21%

0.13%

07/3 08/3 09/3 10/3 11/3

1.86%
1.95%

1.87%
1.79%

1.87%

08/3 09/3 10/3 11/307/3

0.72% 0.72% 0.67% 0.63% 0.61%

08/3 09/3 10/3 11/307/3

3.22%
3.35% 3.32%

3.17% 3.20%

1.90% 1.90% 1.84% 1.76% 1.72%

Yield・Expense ratioYield・Expense ratio Loan-deposit margin
（after deduction from expense ratio)

Loan-deposit margin
（after deduction from expense ratio)

Loan-deposit margin
（Yield on outstanding loans - Yield on deposits）

Loan-deposit margin
（Yield on outstanding loans - Yield on deposits）

Yield on outstanding loans
Expense ratio

Yield on deposits

SURUGA
Average All Regional Banks

SURUGA
Average All Regional Banks
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38.2

41.2

36.5

33.1
35.8

20.0
17.8

10.6

14.0

2.1

64.7

76.9

68.6

79.6

70.6 70.1
70.6

77.8

73.5

77.1

13

■■ IncomeIncome
Core net operating income／ Net incomeCore net operating income／ Net income

１０/３０９/３０８/３０７/３ １１/３

Core net operating income Net incomeGross Operating IncomeYen loan-deposit income

１０/３０９/３０８/３０７/３ １１/３

Record High

Gross Operating Income / Yen loan-deposit incomeGross Operating Income / Yen loan-deposit income

（billion yen） （billion yen）
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A Cut in the  Operating
Expenses

＋1.0 FY2010 Results
ＲＯＥ：19.37％ Ｎｏ.1
ＯＨＲ：53.10％ Ｎｏ.3

FY2010 Results
ＲＯＥ：19.37％ Ｎｏ.1
ＯＨＲ：53.10％ Ｎｏ.3

〈〈compared with top10 regional bankscompared with top10 regional banks
about Core net operating incomeabout Core net operating income 〉〉

ＲＯＥ

Ｏ
Ｈ
Ｒ

２０１１/３２００１/３

３５.８

１２.０

Core net  operating income
＋２３.８

-10.0% 10.0%

-10.0%

5.0%

-30.0%

-20.0%

SURUGA

Yen loan-deposit 
income
＋31.2

（billion yen）

ROE / OHRROE / OHRthe amount of increase about 
Core net operating income

the amount of increase about 
Core net operating income

14

■■ GrowthGrowth of Core Business for the past decadeof Core Business for the past decade
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117 .5

124 .2

106 .7

121 .3

128 .0

147 .1

129 .4

125 .2

120 .1

143 .1

07/3 08/3 09/3 10/3 11/3

1 ,446 .9

221 .7

1 ,507 .4

239 .3

1 ,621 .4

248 .3

1 ,697 .7

259 .0

1 ,768 .3

263 .2

07/3 08/3 09/3 10/3 11/3

1,668.61,668.6

819

1,039

775

1,035

1,285
80.3%

74.2%
75.0%

78.3%

80.0%

1,746.81,746.8

+78.2
+78.2

228.228.00

+122.9
+122.9

+87.0
+87.0

241.241.771,869.71,869.7

275.1275.1

■■ Strong  Focus on RetailStrong  Focus on Retail

11,,956956..77 254254..66

+74.8
+74.8

22,,031031..55
263263..22

Consumer loan balance and ratioConsumer loan balance and ratio New  loan contractsNew  loan contracts

（billion yen） （billion yen）

Home loans

Personal loans

Consumer loan ratio

New consumer loans second half

New consumer loans first half Housing start  number (thousand )

15
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163 .4

71 .9

3 .9

173 .1

71 .8

3 .3

184 .4

71 .7

2 .7

191 .6

69 .3

2 .3

08/3 09/3 10/3 11/3

994.4 (3.3%)

773.9（3.3%）

■■ Focus on More Profitable ProductsFocus on More Profitable Products

263.2 (6.8%)
191.6（4.5%）

69.3(12.4%)

2.3（4.0%)

239.3 248.3
259.0 263.2

Consumer loansConsumer loans Personal loansPersonal loans
As of Mar. 31 , 2011
Units : billion yen

(average rate)

As of Mar. 31 , 2011
Units : billion yen

(average rate)

263.2 billion yen (6.8%)

New type of home loansNew type of home loans

Secured Secured 
personal loanspersonal loans

Personal loansPersonal loans

Home loans, etc.Home loans, etc.

Cash advance Cash advance 
cardscards

Unsecured loansUnsecured loans
on deedon deed

（billion yen）
Unsecured  loans on deed
Cash advance cards
Secured personal loans2,031.5 billion yen (3.7%)

Achievements of  Tie-up with Japan Post BankAchievements of  Tie-up with Japan Post Bank

３６１３２３
Personal loans

(thousand cases)

１９２.１６１.８１３０.３
Home loans
(billion yen)

TotalFY2010Results From May 
2008 to 2009

16
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41 .3% 34 .0%34.2%35 .5%38 .5%

38 .6%34 .5% 33.7% 40.3%35.5%

25.2%26.7%28.5%27.3%23 .8%

0.4% 0.5% 0.5%0.5%0 .5%

3.69%

3.90% 3.85%

3.67% 3.67%

10.7%8.7%5.9%2.9%2.0%

22.2%24.7%27.3%30.6%32 .9%

18.6%20.3%22.3%
24.7%26 .4%

48.5%46.3%44.5%41.8%38.7%

■■ Home LoansHome Loans

１０/３０９/３０８/３０７/３ １１/３ １０/３０９/３０８/３０７/３ １１/３

Distribution of practical rates 
for home loans (cumulative)

Distribution of practical rates 
for home loans (cumulative)

Mortgage loan balance 
by geographical area

Mortgage loan balance 
by geographical area

under3％ 3％level 4％level 5％ or higher Greater Tokyo area            Kanagawa 

Shizuokahome loans average placement rate（％）

17

Ｍａｊｏｒ cities nationwide
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3.33%3.32%3.33%3.34%
3.52%

0.22%
0.42%0.27%0.36%0.44%

0.55%0.52%0.64%0.65%0.49%0.41%

0.43%
0.23% 0.21% 0.21%

0.36%0.45%0.45%

0.29%

0.36%

7.45% 7.32% 7.21% 6.83% 6.84%

09/909/3 10/3 10/9 09/909/3 10/3 10/911/3 11/3

■■ Delinquency and Loss Rates on  Consumer LoansDelinquency and Loss Rates on  Consumer Loans

Home loansHome loans Personal loansPersonal loans

Loss rateYield Delinquency rate Loss rateYield Delinquency rate 

Delinquency rate = amount 3 months or more overdue / average amount of loan Loss rate = default ratio ×(1 - recovery rate)

18
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50.4 55.4 58.3 57.2 54.7

113.4

145.6 140.8 138.0139.3

115.6116.5135.4 136.6 100.2

Mutual funds

Insurance

Other（JGBs in custody & Foreign currency deposits）

13.1%
14.1%

12.9% 12.9% 12.4%

297

1,215 1,346

583

203

166 236128214
108

112

750
762

920

737
1,033

186

260

880
1,195299.2 304.1

331.3

1,284

314.5

3,444 3,473

1,929

1,201

19

308.3

07/3 08/3 09/3 10/3 11/3 07/3 08/3 09/3 10/3 11/3

■■ Fees incomeFees income
Balance breakdown of investment productsBalance breakdown of investment products Commission from mutual funds and 

insurance products
Commission from mutual funds and 

insurance products

Mutual fund sales commissions
Mutual fund fees

Personal pension plans

Other Insurance (Fire insurance & Single premium life 
insurance & protection insurance) 

(million yen）
(billion yen)

Ratio of investment products Balance of investment 
products

Balance of personal assets
under management

(Including personal deposits)
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76.9

79.6

70.1

77.8 77.1

07/3 08/3 09/3 10/3 11/3
2.2

22.0

13.5

2.3

23.5

14.0

2.3

24.7

14.4

2.3

24.0

15.0

2.4

23.2

15.2

49.1% 50.0%

59.2%
53.1%53.1%

37.7
39.8 41.5 41.4 40.9

■■ Expenses and OHR Expenses and OHR 

Gross operating income
Operating  expensesOHR =

Gross operating income

Personnel expenses

Expenses for equipment and 
consumables

Taxes

（billion yen）

ＯＨＲ

20
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100%505.4

100%2,039.7
100%2,545.2Total

89.46%452.2

98.82%2,015.8
96.96%2,468.0

Normal 
assets

90.40%80.42%20.950.99%8.019.127.110.53%53.2

91.36%75.19%6.265.21%2.213.215.51.17%23.9
3.03%77.1Sub-total

58.85%24.40%1.445.56%0.05.05.02.19%11.1

80.77%33.48%0.971.10%2.06.77.00.48%9.8
0.82%20.9

Claims for 
special 

attention

96.14%76.52%1.783.60%6.45.111.62.76%13.9

92.32%76.52%0.567.31%0.70.71.40.10%2.1
0.63%16.1

Claims with 
collection 

risk

100%100%17.736.98%1.58.910.45.57%28.1Corporate

100%100%4.759.92%1.35.77.10.58%11.8Consumer

1.57%40.0

Claims against
bankrupt and 
substantially

bankrupt 
obligors

Total Total 
coveragecoverage

ratioratio

Reserved Reserved 
ratioratioReserveReserveCoverageCoverage

ratioratio
Guarantees Guarantees 
＊＊NOTENOTECollateralCollateral

TotalTotal
collateral collateral 

andand
guaranteesguarantees

ProportionProportionConsumerConsumer //
CorporateCorporateProportionProportion

Mar. 1Mar. 111
Credit Credit 

balancebalance

Debtor Debtor 
classificationclassification

（billion yen）

Total  coverage ratioTotal  coverage ratio

Coverage ratio

Reserved ratio     
Total coverage
ratio

： Covered by collateral and 
guarantees

： Reserved for unsecured portion

： Covered by collateral, guarantees 
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.

Consumer

Consumer

Consumer

Consumer

Consumer

Corporate

Corporate

Corporate

Corporate

Corporate

■■ Breakdown of Problem Assets based on Breakdown of Problem Assets based on 
the Financial Rehabilitation Lawthe Financial Rehabilitation Law

21

90.70％
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3 .03%

2 .20%

2.93%
3 .38%

3 .95%

0 .28%
0 .55%

0 .29%
0.52% 0 .33%

1.96%1 .81%

2 .89%

2 .38%
2 .13%

07/3 08/3 09/3

35.8
33.1

36.5

41 .2
38 .2

27.7

10.7

6 .0
3.8

5.5

0.25%

1.15%

0 .45%
0.26%0 .17%

07/3 08/3 09/3 10/3 11/310/3 11/3

■■ BadBad--loan ratio / Credit costs statusloan ratio / Credit costs status

Bad‐loan ratioBad‐loan ratio Credit costs statusCredit costs status

Ratio of disclosed assets after deduction from reserves,
collateral and guarantees

Ratio of disclosed assets after deduction from reserves
Ratio of disclosed assets Core net operating income

Actual credit costs (credit costs-collection of claims written off)
Actual credit costs ratio 
(actual credit costs/loan average balance)

（billion yen）

22
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316 .5
324 .9

273 .1

319 .1
312 .4

20 .3
19 .8

18 .6

17 .9
11 .6

17 .3
17 .3

17 .0

10 .7
6 .5

27 .3
32 .8

43 .7

13 .5

9 .7

JGBs Foreign bonds Corporate bonds Regional government bonds

0.85
0.44

1.02

0 .680 .71

３９３９４４..８８
３８１３８１..４４

３５２３５２..４４
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2.3％Mid-Long
42.3％Variable

55.3％Short

JGBs’ Composition

2.5％Mid-Long
43.8％Variable

53.6％Short

JGBs’ Composition

2.7％Mid-Long
53.3％Variable

43.9％Short

JGBs’ Composition

7.3％Mid-Long
45.6％Variable

46.9％Short

JGBs’ Composition

5.4％Mid-Long
46.5％Variable

47.9％Short

JGBs’ Composition

３６１３６１..２２
３４０３４０..２２

07/3 08/3 09/3 10/3 11/3

Average remaining maturity (Year)
（billion yen）

■■ Bond PortfolioBond Portfolio



©2011  SURUGA bank, Ltd.  All rights reserved.

Ｔｉｅｒ Ⅰ

５２５２..６６

３．５３．５％％Outlier Ratio

６６．．９９

billion yenbillion yen

Interest Rate 

Risk Amount

±±２００ｂｐ２００ｂｐ
Interest Rate Shock 

range

As of the end of As of the end of 
March, 2011March, 2011

６７６７..７７

1８８.９

２２.０

３２.７

１３.０

１４.９

２５.４

１２.３
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■■ Status of Risk AmountStatus of Risk Amount

Integrated Risk ManagementIntegrated Risk Management

As of  the end of 
September, 2010 

Sources for Allocation

Second Half, 
2010

Allocated Capital

Credit RiskCredit Risk

Market RiskMarket Risk

Operational RiskOperational Risk

As of the end of 
March, 2011
Risk Amount

(billion yen）

1. Confidence level      99% (common)

2. Holding period   (business days)
・Credit risk 240 days
・Deposits and loans, bonds, etc.

Interest & price fluctuation risk 60 days
(Trading assets is 10 days)
・Price fluctuation risk for equities  120 days

3. Operational risk
Basic methods

Buffer Buffer 
(Unallocated Capital)(Unallocated Capital)

１２１１２１..２２

Outlier RatioOutlier Ratio
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167.0

179.6
185.8 186.8

182.6

07/3 08/3 09/3 10/3 11/3

16.1 21.7 25.6 19.8 26.7

9.6%

14.6%

10.6%
13.7%12.0%

11.01%
11.29%11.29%11.34%11.22%

11.18% 11.00% 10.57%10.96%10.66%

10.41%
10.60%10.42% 9.98%

10.13%

International standard capital adequacy ratio (consolidated)

Domestic standard capital adequacy ratio (Non-consolidated)

Domestic Tier I ratio (non-consolidated)

ＴｉｅｒⅠ

1st Repurchased1st Repurchased
( ( Feb 2009 to May 2009Feb 2009 to May 2009))

7.54 million shares7.54 million shares
66.0 billion yen.0 billion yen

2nd Repurchased2nd Repurchased
((Oct 2009 to Jun 2010Oct 2009 to Jun 2010))

99..8282 million sharesmillion shares
88..00 billion yenbillion yen

3rd Repurchased
（（JulJul 2010 to Oct 2010 2010 to Oct 2010 ))

33..9999 million sharesmillion shares
33..00 billion yenbillion yen

Total 1414..5555 million sharesmillion shares
1111..11 billion yenbillion yen

Deferred tax assets

Plan
(May 2011 to Sep 2011 (May 2011 to Sep 2011 ))

66..2020 million sharesmillion shares
44..00 billion yenbillion yen

RetiredRetired
(( Aug 2009Aug 2009))

▲▲66..8080 million sharesmillion shares
▲▲55..99 billion yenbillion yen

Capital Adequacy RatioCapital Adequacy Ratio

DTA / Tier I ratio
(billion yen)

Share Buybacks Share Buybacks 

25

■■ Capital LevelsCapital Levels

As of end- MarchMarch 2011: 8.7% Core Tier I ratio
Accounts for valuation losses on securities holdings, deferred tax 
assets, investments in common shares of financial institutions, 
software, etc.
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２７.７

２.１

１.０

３５.８

３３.０

４０.９

７７.１

１．１３

８．６３

１３.０

＋ １７.０

△ １１.９

△ ２０.２

＋ ２.７

△ ２.７

△ ０.５

△ ０.７

△ ６．５１

△ ４６．５３

０

１１.５

１３.５

２１.０

３７.５

３３.０

４１.５

７９.０

７．４１

５５．７１

１３.０

１０.７

１４.０

２１.２

３３.１

３５.７

４１.４

７７.８

７．６４

５５．１６

１３.０

■■ FY2010 Results and FY2011 ForecastFY2010 Results and FY2011 Forecast

DividendsDividends（（YenYen））

ＥＰＳ（ＥＰＳ（YenYen））

ＲＯＥ（％） （（net income basisnet income basis））

Actual credit costActual credit cost

Net incomeNet income

Ordinary profitOrdinary profit

Core net operating incomeCore net operating income

Net operating incomeNet operating income

Operating expensesOperating expenses

Gross operating incomeGross operating income

（billion yen）

FY２００９
Results
（Ａ）

FYFY２００２００９９
ResultsResults
（Ａ）（Ａ）

FY２０１０
Results
（Ｂ）

FYFY２０２０１０１０
ResultsResults
（Ｂ）（Ｂ）

Increase or 
Decrease
（Ｂ－Ａ）

Increase or Increase or 
DecreaseDecrease
（Ｂ－Ａ）（Ｂ－Ａ）

FY２０１１
Forecast
FYFY２０２０１１１１
ForecastForecast
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■■ Growth Within Our Corporate PhilosophyGrowth Within Our Corporate Philosophy
Growth as a Value Exchange System Growth as a Mission-Based Company

Shareholders

Other
Stakeholders

CustomersEmployees
Group

Effective system 
for managing 

capital

Support system 
for achieving 

happiness

Direct participation
system for playing
a role in society and
realizing oneself

Define growth as greater exchange 
of value with all stakeholders.

Growth MissionMission
Group

Define growth as making our mission more achievable. 
As a Life & Business Concierge, help make our customers’ dreams 

come true on a timeline that works for them.

Growth Originating in C・P・S

Management

Rooted in culture of land where established

Centered around its people

Seeks improved sociality

CCulture-oriented

PPeople-based

SSocial-perspective

Respect culture. Leverage the strengths of that culture to realize 
growth for Suruga.

Achieve growth through management centered not on corporate 
theory but on the logic of its people.

Always mindful of its role as a social institution. 
Achieves ends by means above the social code.

C

P

S

SurugaSuruga SurugaSuruga
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The individual, corporation and regions must take their own
initiative toward shifting to values that prioritize diversity highly.

■■ The Environment Surrounding JapanThe Environment Surrounding Japan

28

15 and younger:
smaller part of

population

65 and older:
larger part of
population

Worsening fiscal
situation

Declining international
competitiveness

Over compliance
to a uniform society

From supply-side
to demand-side

Racking brains over
how to respond to

economic and
social change

Rigid use of
human talent

Great value in being
different as part of its

true essence.

Demand for diversification
of unique cultures grounded

in the geographical area.

Trying on one’s own to change
into a mature and independent

individual.

Japan is at a crossroads. Can it recover its competitiveness?Japan is at a crossroads. Can it recover its competitiveness?

Japan facing a
grave challenge



For further details regarding the above, please contactFor further details regarding the above, please contact

IR Office, IR Office, 
Suruga Bank Ltd. Suruga Bank Ltd. 

Tel: +81Tel: +81--33--32793279--5536 5536 
ee--mail: ir.koho@surugabank.co.jp mail: ir.koho@surugabank.co.jp 

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


