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Digital Strategy 

Main Q&A 

 

Q H�What are your plans for monetizing cashless settlement?  

A H�First, we intend to secure a stable revenue stream by making our platform available to 

users. Second, we will capture ever more commissions by increasing the number of 

merchants using our services. We will also consider utilizing data gleaned via the 

platform to develop data businesses. In short, we are not positioning ourselves as simple 

contact points with customers. Rather, we are pursuing various possibilities to secure 

profit. 
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A H�Model-based screening system for the con
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under way on various fronts at our overseas partner banks. The pace at which progress 

has been made in these initiatives has been faster than expected. We will  disclose the 

status of progress periodically on such occasions as financial results announcements. 

However, we forecast that initiatives in new business fields, including the establishment 

of � Ńew Payment Network�  ́and the �³coin� ,́ require longer time spans before they begin 

positively affecting profit. 

 

Q H�I would like to hear more about the IT investment strategy discussed on page 32 of the 

presentation material. Please identify the differences between the strategic investment 

scheduled in the current MTBP and that executed under the previous one. Also, how do 

you verify the effects of investment?  

A H�The IT investment budget for the current MTBP is 1.4 times more than that of the last 

MTBP and represents an increase of nearly ¥300 billion. In particular, the volume of 

digitalization and other forward-
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A H�As far as data gleaned via banking is concerned, we expect that current regulations on the 

utilization of this data will be relaxed and intend to pay close attention to future legal 
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Wallet. Once QR code is proven success, it may help us enjoy significant growth.  

 

Q H�I 


