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To create a local community better suited

|| Looking back at the previous Mid-term Plan ) 20 hringing each persan's hape to life

Major Achievements of Management Goals

{billion yen)
m [| Continue to evolve closely with our customers 1615
o -
@ o 1527 156.0 156.7
o Make proposals based on Virtual residential loan contract :
? individual life plans signing
E Gross
= Enhance Corporate Solutions ~ Establish new Area Sales divisions E"“:r'u":tss
Continue to create new value for our customers’ futures
g 81.9 86.0 345 82.5
& .
% Expand app/portal features Expand cashless operations
E Establishment of Chibagin Market -
o Co,, Lid. Establishment of On Ad Co_, Ltd
w | Strengthen our Alliance Strategy
=
% TSUBASA Alliance Chiba-Musashino Alliance
- Expand shaning of IT systams, including Expand collaboration including cashless T = - 1
Q smarphone app operations with franchisz locations. 20 20‘;3 2021!3 2022;3 20 23;3
5 Chiba-Yokohama Partnership ) ) (disclosed)
W Strengthen collsboration, including customer Alliance with Sony Bank
t Expected
i KPIs for FY2022 Progress [Ji st
m Achieve sustainable management Profit attributable to owners of parent 60.0 billion yen  60.0 billion yen (diszios=d 11:2022)
=
% Consolidated ROE Around 6.5% 6.35% (disclosed 11/2022)
Promotion of sustainable finance  Enhance carbon-neuiral inifiatives )
E Non-consolidated OHR. Lower 50% range 49.0% (disslosed 1172022}
% Expand climate-related disclosures  Development of DX personnel Net business income per employee: 19.0 million yen (disclosed 11/2022)
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Yonemoto: Hello everyone. I'm Tsutomu Yonemoto, President of the Bank. | will now give an overview of the
15th Mid-term Plan and our approach to the plan.

Please turn to page three. This is a summary of the previous mid-term plan.

In the previous Mid-term Plan, we promoted a wide range of initiatives based on four basic policies designed
to improve the customer experience. In particular, we have undergone a major transformation over the past
three years regarding DX which included improving the functionality of our app and corporate portal in
addition to advancing out cashless business and establishing new businesses, such as Chibagin Market Co.,
Ltd. and On Ad Co., Ltd.

Within the alliance strategy, one of the Bank's key strategies, we were also able to raise the top and bottom
line results by further evolving our cooperative framework with our partner banks.

In addition, we have launched a new alliance initiative with Sony Bank.

As a result of the concerted efforts of all of our executives and employees to promote these initiatives, profit
attributable to owners of parent, consolidated ROE, and non-consolidated OHR are all expected to achieve
the targets established in the previous mid-term plan.
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Why does the Bank Group

Individual (consumer) exist in society?
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Changing values : .
Emerging regional
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s ®  Anew capitalism
% B |mpact of CBDC implementation
B Softening of regulations i ifinatinn of naade T e e
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Please turn to page four. This page explains our current understanding of the business environment.

The COVID-19 pandemic began at the start of our previous Mid-term Plan, and people's values and behavioral
patterns have changed dramatically during this period. As a result of deregulation in the banking industry, it
is now possible for us to enter into a variety of business areas that are not traditionally considered "banking."

What do our day-to-day activities ultimately produce? What does the Chiba Bank Group want to be for all
those involved with our bank? To demonstrate this, we have decided to establish a corporate Purpose and
Vision.



To create a local community better suited

|| Defining our Purpose and Vision to bringing each person’s hope to life

Purpose To create a local community better suited to bringing each person’s hope to life

The Bank Group exists to create “societal value” by contributing to the resolution of regional issues in addition to providing

“functional value” to financial institutions.

In a constantly changing world, Chiba Bank aims to be “a place where our stakeholders’ hopes can come to life” within the region.

i Contribute to the resolution of regional
societal issues

Broaden horizons as a company i Support for prosperous lifestyles liROffer an empsthoticsst of values
m + SOCiIEta| — Sustainable growth
— Each person’s hope | Prosperous lifestyles
Employees Self-actualization
*Regional societal issues: a wide range of issues ing the inability of the local ity, such as COVID-189, digitalization, SDGs, regional revitalization
Vision An Engagement Bank Group that works closely with the community

“Engagement Bank Group”
A Bank Group that seeks to keep growing together along with the entire region by providing value through deep connections with all of its stakeholders
including customers, shareholders, and employees
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Please turn to page five.

The Chiba Bank’s purpose is to create a local community better suited to bringing each person’s hope to life.
As part of this purpose, the Chiba Bank Group will broaden its corporate perspective and provide social value
in addition to functional value centered on financial services. Contributing to solving social issues in the
community and supporting affluent lifestyles will ultimately enhance the Bank's corporate value. This will lead
to a transformation of the local community into a place where the wishes of all stakeholders, including
customers, employees, and investors, are met.

In order to achieve this purpose, we have established a corporate Vision designed to express what kind of
entity the Bank should aim to be. We have chosen to define ourselves as "An Engagement Bank Group that
works closely with the community." And in order to embody our purpose, it is of utmost importance to have
a deep understanding of our customers, a strong, trusted relationship with our employees achieved by
providing them with rewarding work and growth opportunities, and a connection with our shareholders
achieved through sharing our growth strategy as a company. The word "engagement" reflects our desire to
become a banking group that continues to grow by valuing the connection we have with each of our
stakeholders.
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|| Delivering Societal Value to our Stakeholders to bringing cach person’s hope to life

Building a bigger fanbase by increasing the corporate value of the Bank Group as a direct result of
addressing societal issues within the region and bringing each of our stakeholders’ hopes to life

Societal Issues e : > - .
Societal Changes Chibagin Group Solutions Addressing the Regions Societal Issues

Population decline Financial
{ services Coerat I ‘1
) ) : —d orations, '] ‘, t
Aging population : = local LU l

' Cll ©°™™" Sustainabl t

i 0 ustainable corporate - pe cruitment \ Offer an

\ n growth in the region 7

Response to DX r— - ® empathetic set of
(%]
- < values
+ % Prosperous lifestyles = Build a fanbase
Response to GX - Non-financial o /
i services =}
. I i o :
Diversification of values | () Retail
: I = I d
; : 1 . . Increase
Changing behavioral N @ Higher income  Consumer spending ¢
patterns Q .

=
3
- Job satisfaction/compensation

Increase Corporate Value

Investors Dividends
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Please turn to page six. This section provides an overview of how the Bank will provide social value as part of
its Purpose.

The Group will contribute to solving various social issues that include a declining population, low birthrate,
aging population, DX, and GX through the provision of financial and non-financial services. This will result in
sustainable growth of companies and the creation of jobs for corporations, regions, and municipalities in the
region, as well as the higher incomes and increased consumption of retail customers, which in turn will
support more affluent lifestyles.

Contributing to the resolution of social issues will, in turn, generate revenue for the Group, improve corporate
value, increase employee satisfaction and compensation, and enable us to share returns with our
shareholders.

In this way, “delivering social value” can be expressed as providing a set of values that can be empathized
with by bringing the hopes of all our stakeholders to life, or in other words, increasing the number of the
Bank’s fans.
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II Overview of the 15t Mid-term Plan to bringing each person’s hope to life
Title The 15" Mid-term Plan Engagement Bank Group - Phase 1-
(Plan Period: April 2023 ~ March 2026)

I Operational Guideline: Evolution of the customer-focused business model l

m Practice “Sustainable Management” by providing societal value to the community

W I. Creating the optimal customer experience To create a local community
g Deliver personalized proposals utilizing a wide range of data. better suited to bringing
o Provide in-person, remote, and digital channels most-suited to the each person’s hope to life
] customer. P pe
=]
=3 II. Enhancing the quality of existing business Ill. Providing new value
o
[ Further increase the quality of solutions designed Provide new-found value to customers by

to address customer issues. entering into new business areas.

ol Bank Group
Development

m Expansion of “Value Creation Bases”

Goals for FY2030
GX Alliances Human Capital Group Governance

saseq

DX
Consolidated ROE

8%
Profit attributable to owners of parent Tier 1 common equity capital ratio* ' 2
Consolidated ROE 75.0 billion yen 10.5% ~ 11.5% Profit attributable to
Above 7%

owners of parent

Consolidated net business income Consolidated OHR 100 billion yen
120.0 billion yen 45%

*Basel 1l full implementation finalization basis

(excluding valuation differences on securities)
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Next, | will discuss the new Mid-term Plan.

Please turn to page eight. Here you will see an overview of the 15th Mid-term Plan, “Engagement Bank Group
Phase 1.”

The mid-term plan is positioned as a strategy to achieve our corporate Purpose and Vision over the next three
years. The new Mid-term Plan establishes the evolution of the customer-focused business model as its
operational guideline and sets three basic policies: creating the optimal customer experience, enhancing the
quality of existing business, and providing new value.

In addition, we have identified five bases for value creation that support those policies and issues we will focus
on: DX, GX, alliances, human capital, and group governance.

In addition, we have set five management KPIs: consolidated ROE of above 7%, profit attributable to owners
of parent of 75 billion yen, consolidated net business income 0f120 billion yen, a consolidated Tier 1 common
equity capital ratio between 10.5% to 11.5%, and a consolidated OHR of around 45%. Beyond that, we are
also aiming to achieve profit attributable to owners of parent of 100 billion yen and a consolidated ROE of
around 8% in FY2030.
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Achieve targets through growth strategy and structural reform

m Fortify existing business by utilizing digital conveniencel/in-person expertise and make forays into new business areas, including non-financial services |

Resource allocation

[ Expand channels J Impreve services [

Reallocated personnel: 370 th_rnugh growth
People HR development: 280 etc. Enhance organization of investments
Head Office experts

Enhanced call center Raise the bar of branch / \
Things » New branch roposal capabili \ /

openings/operations review  etc.

Evolution of our customer-focused business model
(For more details, see P17~)

through one-to-one marketing
* Increase loans (6% outside prefecture, 3% prefectural growth areas)
* Increase fee income (pursue convenience and expertise)

Increase gross profit per customer/company ‘

Expand service lineup }

Use the profits to — -
Strategic investments: 16.0 bil. yen Strengthen monetization of existing business and plant

% c invest in further f
Money \/ New policy expenses: 14.0 bil. yen Creation of new business growth the seeds for more new business

—_

S::fi:':.al Governance reform to maximally develop the potential of each business area and improve the Group’s organizational capabilities |

Business Coordination Division Group Strategy Division Digital Strategy Division
ma"g;?;:’:f:f(’;ime Create strategies for ?rhnauzf;‘;\é?i::tl ?je Develop the potential Vertical integration of Data analysis
sales divisions each sales area AR of Group companies digital operations HR development
Sales representative Consolidated
behavioral management of Productivity reform
management reform Group risk, etc.
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Please turn to page nine.

Our goal is to achieve the targets in the new Mid-term plan by promoting both growth strategies and
structural reform.

The first step of our growth strategy is to invest resources in infrastructure. In addition to enhancing our digital
platform that includes our Bank app and corporate portal, we will strive to enhance virtual channels as well
as well as in-person channels that serve as points of contact with customers by opening new branches and
reviewing branch functionality.

Together with investments in infrastructure, we will enhance the quality and quantity of our expert personnel
dedicated to solving customer issues. We will secure said personnel through employee reassignment and mid-
career hiring with a focus on human resource development in order to establish a system capable of providing
diverse solutions to customer issues as well as strengthen the proposal and solution capabilities of our Head
Office and sales branch staff.

Resources will also be invested in new businesses. These new initiatives include our cashless business,
Chibagin Market, and a real estate fund.

In addition, we will strategically invest human, material, and financial resources into creating profitable
initiatives including advertising, BaaS, and other businesses that banks have not traditionally been involved
in, as well as establishing a new company as a means to entering the electric power business. Our goal is to
create a virtuous cycle of growth by investing further resources based on the profits generated by these efforts.

In addition, we will strengthen our organizational structure by newly establishing a Group Strategy Division,
Business Coordination division, and Digital Strategy Division as part of the structural reforms designed to
support these initiatives.
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to bringing cach person’s hape to life

|| The 15t Mid-term Plan Earnings Targets

Contributions to net income from new business and DX, in addition to existing business

Non:congolldated Change in profit attributable to owners of parent / ROE
(Billion yen)

[roe [ rvam | s | v ]
Gross business profit 156.7  194.0 37.3 ShATeNGIaoE
9
Net interest income 1359 1476 117 capital basis sl [ 1000 ommeie
Net fees and commissions i’ 27.9 40.0 g 12.0 TSE standard SEk) g i New business / DX
Other gross business profit 71 6.3 13.5 : _(b;o:y;u_ ____________ 7—5.?0— g \L i —
Bond-related gains/losses 13.2 2:1 15.3 i == - a
-13. : ; H z
. ! 60.0 - :
G&A expenses (-) 825 88.0 5.4 | i
Business profit 741 106.0 31.8 : —= P N
1
1
1

1
Core bus!ness income . 87.3 103.9 16.5 FY2022 Y2025 ! FY2030
sf’fr“-:.:"“’bsm on the cancelation 81.9 100.4 18.5 4 (drsclosed) (plan) ! (plan) , .
ncrease o
Net business income 76.7 105.8 29.0 i
h ! +5.0 billion yen
= 1 Rebound of losses from
Extraordinary profit/loss 3.2 -4.2 -7.4 ! salesrelatedtobond | Opher (estimated total for FY2025)
r r i — il
Stock-related gains/losses 7.5 50 25 L__foplacoment+125 1 4135
= | | % Net fees Dif. between consolidated
Ordinary profit : 80.0 ] 101.6 . 21.6 and commissions G&A and non-consolidated
Net income 570" 715 145 Nt 2l expenses =09
i e Stock-related
Credit-related expenses (-) 2.5 8.0 5.4 g cgff g;n:;:ses Rensire) 75.0
(bill n) -25 ,zvé Taxes
Consolidated ey i
60.0
Consolidated net business income 83.7 120.0 36.2 ! = =
Profit attributable to owners of parent 60.0 75.0 15.0 " Fr2o022 FY2025
(discl.) (plan)
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Please turn to page 10, which shows our earnings targets.

For FY2025, the final year of the Mid-term Plan, our goal is to increase gross business profit by 37.3 billion yen
compared to the previous year to 194 billion yen, G&A expenses by 5.4 billion yen to 88 billion yen, and profit
attributable to owners of parent by 15 billion yen to 75 billion yen.

As shown in the upper right-hand graph, our aim is to achieve profit attributable to owners of parent of 100
billion yen for FY2030 by accelerating the contribution of new businesses, including digital businesses, to our
earnings , while further refining our existing business.

Interest rate assumptions for this plan are shown on the next page. We have factored in the changes to the
Bank of Japan’s monetary policy regarding the YCC framework as of up to last December and assumed that
yen interest rates will remain relatively unchanged during the mid-term plan period. If the Bank of Japan were
to remove its YCC policy and lift negative interest rates, we anticipate a positive effect of about 5 billion yen
on profit attributable to owners of parent.
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lI Net Interest Income @ | to bringing cach person’s hope to life
Planned increase in net interest income by expanding our ever-strong interest on loans despite declining BOJ special interest rates

Yen net interest income gains/losses
Yen-denominated loans
(Billion yen) | Change | Unsecured net interest income factors

Net interest income 135.9 147.6 1.7 Corporate Residential .
Yen-denominated 1303  140.2 9.8 +04 gl T 140.2 Change | Volume | Yield
Interest on loans 99.6 112.6 12.9 BOJ, etc. tciots fctors
Loan and bills discounted 100.0 112.9 12.9 -29 Corporate +10.1 +74 427
Corporate loans 52.9 63.0 10.1
Residential loans 36.6 376 1.0 L 0] +35 24
Unsecured loans 9.5 11.2 1.7 Uoookey M7 19 02
Deposits (incl. NCDs) (-) 0.3 0.2 0.0
Interest and dividends on securities 26.4 25.7 -0.6 Total +12.9 +12.9 m
Bonds 2.8 3.8 1.0 s 32026
Stock dividends 10.0 9.9 -0.1 (discl.) (plan)
Investment trusts 125 11.0 -1.4
Gains on cancellations 54 3.5 -1.8 Interest rate forecast (FY2025 average)
Other (market operations, etc.) 4.2 1.8 -2.3
500 ccon 13 09 04
BOJ special interest 2.0 0.0 -2.0 oN 0.05% e 3.12%
Foreign currency-denominated "~ E5 1 74" 1.8
} ) 2-year government bond yield 0.05% U.S. 2-year treasury yield 3.05%
Hetinereet Income: (el gainsion 130.5 144.0 13.5 10-year government bond yield 0.50% U.S. 5-year treasury yield 3.22%

the cancellation of trusts)
Gains on the cancellation of trusts 54 3.5 -1.8 TIBOR 3M 0.07% U.S. 10-year treasury yield 3.31%

Flat yen interest rates
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Please turn to page 11.

Net interest income is projected to be 147.6 billion yen, an increase of 11.7 billion yen compared to FY2022.
Corporate loans, which are expected to see rising lending rates, will be a significant driver of increased net
interest income. In addition, the Bank will also see increased net interest income from residential loans and
unsecured loans by compensating for lower yields with higher volume.
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Estimating an upward trend of corporate loan yields and an overall tapering-off of yen-denoi

To create a local community better suited
to bringing each person’s hope to life

Yen-denominated loan average balancel/yield

*Excluding treasury loans

-3b|
fod

-2bp Taper-off
0.96% +0bp
9
DO e — i &
0.88% 0.88%
12,706.8
(Billion yen)
11,306.0
10,893.1
‘ 10,438.2
9,936. |
9.5453‘ ‘
— el | =
| | I | :
FY2018  FY2019  FY2020  FY2021  FY2022 FY2025
(estimate) (plan)
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Please refer to page 12 to see our loan balance and yield trend estimates.

minated loan yields

Yen-denominated loan balancelyield

0.81%
0.78%
0.74% Increase
+4bp
(Bil|:a)n 8100.0
ve 7,156.0
59721 |
Annual =
rate” +6. |
/".1&1/\)_\/\
R Bl el

FY2019 FY2022 FY2025
(estimate) (plan)

Residential

Unsecured
1.05% —
o
Q.33 0.89% 504%  4.95% (Epmmae
(Billion Slow pace of JET-TTY basis
yen) 4,310.0 decline yen) ¥ -8bp
39121 -6bp
36323 |
Annual +25% ] @
rate” Tl
+3.4&
m
FY2019  FY2022 | FY2025 FY2019  FY2022  FY2025
(estimate) (plan)

(estimate) (plan)

* Growth rate (annual rate) is the annualized average growth rate over three years
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|| Net fees and Commissions

40.0 billion yen planned in net fees and commissions through expanded corporate solutions, recovery of investment trusts and personal annuities
Met fees and commissions
FY2025 New services, other
Cashlzs +28
(Billion v en) o TErT 0.0

Net fees and commissions 279 400 120 Coporste 50
<Main breakdowr= Sale of financial _+2.0 e gua?zr::l:rtfreu:st.s‘letc.
Investrrent trusts and personal annuities| 6.7 106 3.7 Progs =0
Imvestrent trusts 3.2 5.1 1.9 27.9 - P ———
Annuities and whole |ife insurance [ 1.6 18 [].1] o
Levelpremium life insurance 1.1 21 0.9 :
Finandial ingtrurment internediary 04 08 0.3 S e =
Corporate soutions 1“4 175 30 el —
[Finance 12 134 21 Fra0z .
(dizcd) )
|Mor-finance [ 31 40 0.4
e e e s
Cashless operations* 1.8 58 4.0 {Billion
Barik franchise operations [ 0.2 11 0.8 yen)
Visa debit card [ 0.7 13 0.6
HCE cperstions-=ited™ (not including incresss) 0.0 19 1.9 =
New business 0.0 05 05 =
New and updated fees 0.0 14 14 . 28
Exchangeelated [ 124 129 04 s g
Loan-elated fees [ 121 141 -20) oz v i 51 ’m‘ 52
g pe split agrearment Fra01e T Fi2010 | FYzoz | 20283 FY2016  FY2010  FY2022  FY2028
{@sc)  (plan) (discl}  {plan)
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Please skip a page and turn to page 13.

Net fees and commissions are projected to increase by 12 billion yen to 40 billion yen. We are planning for a
recovery in the sluggish income from investment trusts and personal annuities as a result of additional
functionality for our new proposal tool and app. Corporate solutions-related income, which has been steadily
increasing, is also expected to grow in both the financial and non-financial segments.

In addition, income from our cashless operations, which has not grown as much as anticipated in the previous
mid-term plan due to the COVID-19 pandemic, is expected to increase by 4 billion yen as a result of various
initiatives, such as the reorganization of the Group’s card business in October of this year.

10
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to bringing each person’s hope to life

|| G&A / Credit-related Expenses

Further decrease OHR through top-line expansion despite Credit-related expenses expected to remain at prior levels,

increased expenses due to strategic investments excluding “precautionary provisions”
"
(Bilion yen) ;o Anual ! (Bilfon yen)
wage i 1 i =) . ! .
GBA(-) 825 880 55/  increase 0 . Creditrelated expenses (-) 25 80 55
$ o =213 1 Net provisions to general allowance for
: 40.0! Joanosses () 2.6 0.2 238
Personnel (-) 39.3 40.0 0.7 393 =Y
{ ' Change to Other ! Disposal of non-performing loans (-) 5.1 7.8 27
Non-personnel (-) 371 41.3 42y personnel 02 1 [ ——— 8.3 9.6 13
\ structure 1
Taxes (-) 6.1 6.7 06 2.8 : |New downgrades (-) 8.0 9.5 1.5
\ FY2022 FY2025 ! |Existing non-performing loans (-) 0.8 0.7 -0.1
\ FY. ! ! 7 :
ef.] Cons. G&A K = 3 discl. !
[ERRELS GERE el 2 ‘\( iscl) (pler) : |Collections, etc. 0.4 1.2 0.8
i e e - - - -
OHR (cons.)* 48.4% 45% i Recoveries of written-off claims 32 1.8 -1.4
" C Net credit cost ratio (-) 2bp Sbp -
Major factors behind increased expenses Change / ratio New non-performing loans
‘ - 9
| Bear fund/bonus increase Netcredit| 8 (bp)
| Hiring, salary structure review pos'l?' 88.0 - 6 5 10.9 (Billion yen)
+5.. Excl
New banknote, etc. Cost reduction e © 6 ™\ 2 - L 87 9.5
+2.0 24 - . 8.0
pe’fg’;"e' Bilionyen) 9.5 104 ¢ 6.5
: . 8.0
82.5 - Digital infrastructure S 71
expenses
nos(22] [s2) 25 [22]
FY2022 FY2025 FY2019 FY2020 FY2021 FY202: FY2025 FY2019 FY2020 i FY2021 ; FY2022 2026/3
(discl.) (plan) (discl.) (plan) (discl.) (plan)
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Please turn to page 14.

G&A expenses are planned to increase by 5.5 billion yen to 88 billion yen. Personnel expenses are expected
to increase by 1.3 billion yen due to planned across-the-board wage hikes and bonus increases in addition to
regular salary increases which we have implemented thus far. Total expenditures are expected to increase by
700 million yen when excluding decreases arising from changes in the personnel structure and other factor.
Our policy is to review personnel expenses on an ongoing basis while taking into account the economic
environment and social conditions.

We also expect a 5.2 billion yen increase in expenses due to new initiatives including digital infrastructure
development and expanded human investment. However, we expect our OHR to decline further as a result
of increasing our top line result beyond the increase in expenses.

As for credit-related expenses, our net credit cost ratio, excluding the preventative allocations to loss reserves
that we have made annually the past few years, has maintained an average of five basis points and is expected
to remain at that same level.

11



. Tc local ity b ited
Il capital Strategy / Investment Plan L A S Bt foith B B

Maintain CET1 ratio* at 10.5%~11.5% and aim to increase dividend ratio

Capital management viewpoint Target CET1 ratio* R
g Melrtain proper
capital adequacy

Net

income e
o Additional Increase ROE
Inorganic e =  shareholder return
Around investment  aceot 11.5% Increase RORA
11.5% accumulatio) -
Sharsholder Target Appropriate : =
Growth return range level i
investments
- 10.5% * Increase net fees and commissions
T [ Capital + Invest in high RORA assets, restrict low RORA assets
Sing - accumulation

T X__F

FY2022 estimate Term-end Strategic investments / IT investment promotion
Shareholder return policy Unit: billion yen Previous | Current | New | Change

54.0 Flexibly perform share buy- A OREH 9 0 4.0
512 40g g 486 50.6 backs within the required capital % 0.0 40 4.0 6
; - range Strategic 7.8 7.5 16.0 +8.5
- (Dividend ratio: over 35% i (15.0) | (13.0) | (16.0) | (+3.0)
- [Long—term goal: 40% ] m 71 6.2 1.4 a2
34.0 - (11.5) (10.0) (11.4) (+1.4)
245 28 Building/office 0.7 1.2 46 +34
194 208 229 220 o0 equipment G5 | 80) | @6) | (+16)
— ” 15 15 16 18 5 15 Maintenanceflegal | 10.4 85 18.0 +95
13 n compliance (15.0) | (120) | (18.0) | (+6.0)
2H =
n 13 New Head Office | 207 | 142 142
n 6 a B I e 8 o N @0.0) | (153) | — | (153)
it | B B = = = I N indicates planned value
FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 R
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Please turn to page 15.

With regard to capital strategy, our basic policy is to control our capital adequacy by maintaining our CET1
ratio within the target range of 10.5% to 11.5% on a Basel Il full implementation finalization basis excluding
valuation difference on securities. We will first use the equity capital accumulated through quarterly profit to
invest in growth, secure equity capital commensurate with our growth investments, maintain an appropriate
capital adequacy level, and then deliberate on returning any surplus to our shareholders.

We plan to achieve a dividend ratio of more than 35% while aiming for 40% over the long term. If normal risk-
weighted assets are accumulated, total return is expected to be about 50%. Our strategy is to increase our
ROE by improving RORA while maintaining an appropriate level of capital adequacy.
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Il operational Guidelines (evolution of the custor

To create a local community better suited

to bringing cach person’s hope to life

Issues in our existing business model and changing customer needs

@ Proposals to address emerging

1 Product-f d |
® Product-focused proposals FEsHs

3 Commodification of financial
services

@ Changing values and behavioral
patterns

v v

v

v

Evolution of our customer-focused business model = “Changing our perspective” on delivering products and services

Proposals that anticipate customer
needs and stand upstream of
commercial distribution

Expand cross-use through optimal
personalized proposals

Expand non-financial services
based on customer needs

Establish optimal contact points
for customer convenience

i One-to-One Marketing . ; . [ nperson |
Expand Increase Regional trading companies m— e i
s im for the expertise of a consuiting firm
cross-use m Engagement Elicit needs = = s
Housing concierge ‘4 [Retail] Comprehensive financial planning
freseesnmsans sy i@ [Corporate] Assisting managers
Well-timed product prop suited to :Reoommendationé Household info Automobile concierge
2 { i Transaction Remote
H i data o
Lifestage-based proposals | Advance credit | Benavioral Advertising Hybrid channel that
Asset  Residential Education Lovees : data combines the convenience
Cashless . 2nagement loans loans Energy-generation of digital and added-value
5 N of in-person
& 8 @ Emegng nests, Digital marketin
= g < Digital
Business stage-based proposals \ 0 \ Residential loans Aim for the convenience of a digital bank

Starting < Business .

capital Advisory restructuring IPO support m Auto-loans i D e mim . | ~_ Increase connectivity

s - o ¥ | Other new businesses 1 %) Become a well-liked and easy-to-
.75} L% uﬁﬂj """""""""" recommend bank
[ =

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved.
Next, | will discuss the basic policies of the new mid-term plan. Please turn to page 17.

The operational guideline of the new mid-term plan, the "evolution of the customer-focused business model,"
is designed to change our perspective on providing products and services through the achievement of four
specific goals.

The first is to offer the most appropriate proposal for each individual, rather than selling products for the
convenience of the Bank. The second is proposals that stand upstream of commercial distribution. Until now,
most of our services have been delivered at the point when customers contact us when they have specific
needs, such as buying a house or a car. By enhancing the use of transaction and behavioral data, we will be
able to offer one-to-one marketing to each customer and further expand the scope of our proposals by
addressing latent needs that customers are not yet aware of. The third is differentiation of services through
expansion of our non-financial businesses, such as regional trading companies and advertising businesses.
Fourth, we will develop in-person, remote, and digital channels to create optimal touch points with customers.

Through these initiatives, we will be able to achieve optimal proposals tailored to each and every customer
and company at just the right time.
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To create a local community better suited

to bringing cach person’s hope to life

Il Basic Policy Overview @: Retail Customer Jour

Provide value that closely matches the lifestyle of each customer through “in-person, remote, and digital” channels
Customer Consult on a wide Desire to recommend Keep choosing
Va'"Be fol: the Digital-use, contact data storage Personalized and efficient proposal activity Revenue
an

Housing concierge ‘ Consulting proposals ‘ l Product groups
Automobile concierge Insurance proposal advisors Investment trusts Policy T
= = Private Banking Insurance g
- Remote financial consultations - - "
Policy I
Connect anytime, anywhere - - ; 5 Private trusts YL
¥ % Residential loan experts Residential loans Policy I
- J
|Branches/Offices | Web meetings Chibagin ti L loans
= — — R ‘ Offer value [
Relationship Manager (RM) External cooperation (tax, real estate, efc ) <

Convenlent and easy-to- Understanding my Easy to consult Starting to like 1 want to use Chiba
Customer Uss financial sayices family and | anytime, anywhere Chiba Bank Bank even more

Experience [l P
jconvenience| N 3 Economic security Fulfilling life
E— p— Refeflvlng aelpful Prosperous old agel|  RAINY<ay

—— nformation

Money
management

Housing .
informatign | Financial oracy

Tax payments

Money transfers. App Useful in d:
Trustsfloans CF/EC site personalized proposals
(regional trading

oomniss)

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved.
Please turn to page 18. This is the customer journey we hope to achieve through the mid-term plan.

From left to right, it represents the anticipated customer experience and the shifting attitudes that customers
can have towards the Bank.

We will be able to increase daily retail financial transactions by providing convenient services through our app.
By utilizing the various data accumulated as a result of these transactions, we can provide tailored information
and services to our customers and build relationships that make them feel like Chiba Bank knows them well.

By building these relationships, we will have solid opportunities and points of contact through which to make
proposals upstream of commercial distribution for life and other events. This will allow us to deliver high-
quality proposals either in-person or virtually, thereby increasing customer engagement and increasing the
number of Bank fans.

The customer journey will be enriched through the provision of accurately personalized proposals based on
customers’ life stages, wide-ranging approaches that reach customers before their needs become apparent
through one-to-one marketing, and a broad expansion of services, including non-financial services, that are
especially connected to our customers’ daily lives. These efforts will allow us to build a relationship with our
customers that lets them feel as though they can rely on Chiba Bank for all their needs.
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Il Basic Policy Overview @: Corporate Custome

Provide convenient services and useful information

rougt

To create a local community bc(‘tcr suited
to bringing cach person’s hope to life

e corporate portal

’

contribute to resolving management issues of business operators as a partner to management teams

Customer Become a customer
status

Connect with every business
owner including non-borrowers

Consult on a wide Desire to recommend Keep choosing
range of issues become a fan Chiba Bank
ValuBeaf:; the Digital-use, contact data storage Resolve issues by collaborating with experts at the Head Office

Revenue

Project finance Business-succession consulting Policy I
Non-recourse loans ICT consulting 7
Sustainable finance Business restructuring support Policy I

LBO

Decarbonization support

Customer

experience

Equity loan / capital investment

Business matching

Policy I

Real estate funds

Advertising

i Group
“, i:; companies

Convenient and easy-to-use
financial services

Convenient and
efficient

[financial ransactions|

Helpful non-financial services for
company management

Personalize

cumaGn -

Provide business information

h __ Offices
Easy to consult
anytime, anywhere

P N

Issues based on business stage

General

Planning HR

Chiba Bank is reliable for
business management

ﬁecamonilalio;ml SDGs

curing a
DX " fabor force

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved.

Please turn to page 19.

When in doubt, first
call Chiba Bank

Offer value

vy 22 o

affairs. ~
iaalr?:gsment Cashless Sales  Accounting [T -
Capital
management —— . .
o Corporate Subsidy diagnostic services c 0o g iamiies
Online investment — 5orta) Helpta T services Toriio as a partner to management teams
Document L orrowers” | -
exchange 7/ 7z

Here you can see the corporate customer journey. Our goal is to increase the number of the Bank’s fans.

In dealing with corporations, the digital setting of the corporate portal is extremely important. We will utilize
digital means to efficiently approach customers whose financing is dissolving, net-deposit customers, and
other customers whom we have not been able to reach adequately in the past. We will contribute to solving
management issues based on each business stage by providing specialized solutions as a partner to

management teams.
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To create a local commumrv bc(‘tcr suited

Il Basic Policy I: Enhance One-to-One Marketing e ettt s o

Utilize data to make proposals that that address each customers’ issues in order to build a fanbase
[ d

Proposals that stand upstream of

commercial distribution 5 * Testamentary
Retirement frusts
. . « In-vivo gifts
Collect data from a 'é"‘l’lm‘:e cu:tomer (ejn:_;agement R .t::m.:::f ’
___wide range of sources QIeCl even morecata +8choal ioan il ”‘
+ Insurance review -
28 App Corp Forel . - Residential loan ,X ’,’
Marriage/children I — ,/ ’,
) - Life insurance . Nondife ,,‘ g ’/’
X . - Asset insurance s -~
ATM Client liaison « Payroll deposits Tanagement x ,’ ’ B
Py - Credit card ’ 27 T T
l ¥ l + Open account * Card loan II ,’ ,I, ,/”1'
BANK * Debit card +Utifty paymeant V4 ,’ ,’ ,/’ o
v y\ 1 ’I // P 4 s ,/’ Further enhancement of proposal lineup
\\ 2 7 ’,’ ’/' _ through non-financial services
- S -
. “  Deliverlife plan toeach 2,
Anticipate customer needs and IR <
2 S through their optimal channels House ar Bndal Travel
life plans through data analysis / i = —
- oigial JJ e [ oeon| Q W (i
\ A \d
I I ‘% ~ /, ‘ Chlbagn Market

Green energy Nursing End-of-life
— B PS .
Desirable products and services
A =
Examine household budget and life plan I

Financial literacy / asset management
information

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved. m
Please turn to page 20.

Basic Policy | outlines our one-to-one marketing strategy. By analyzing data collected through various
customer contact points, we can anticipate our customers' needs and life plans while making proposals that
stand upstream of commercial distribution.

We will expand in-person, remote, and digital proposal channels while aiming to improve customer
engagement by enhancing our non-financial services to meet the needs of each individual customer in a broad
range of areas.

This series of proposals and feedback from customers will be accumulated as data and used to further
enhance the accuracy of our one-to-one marketing.
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Il Basic Policy II: Retail Business @

Optimal asset management proposals that combine in-person and digital channels

To create a local community bc(‘tcr suited

to bringing cach person’s hope to life

Optimize proposals at each stage: Review = Loan execution = Repayment

m Highly-convenient digital contact points (mainly asset accumulation)

Offer each financial service through the app/online

"

Asset management portal site

Enhance contact points

Financial literacy/
n— Financial column
Digital

Life plan
Bank simulation

Elicit

Diagnose management styles|
Management simulations

I/
Data utilization
N

(@ Highly professional in-person proposals (mainly affluent customers)

e

Comprehensive
financial
consulting

On Ad J

ZJ?P-

App investment trusts

Offer highly-
convenient
transaction
channels

Specialize in understanding needs,
propose solutions to issues in tandem with teams of experts

~

Promote use of NISA anding base

oooo

New proposal tool
Ny b

Enhance portfolio proposals

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved.

by exp

Paperless contracts
[
Create time for proposals il

]

Neutral advice

Enhance residential loan business
Initiative policies

A

g_ Approach before

g considering borrowing

z Increase number of

= pre-screened applications

8

§ Increase rate of final-
screening applications

Q

4

£ Flexibly set conditions based

E on needs

Expand/launch transactions
beyond residential loans

Unsecured Increase app
loans loan balances

m
2
Fl
£
3
o
8

<

Please turn to page 21. Here we describe Basic Policy Il, retail business.

Concrete measures

§ Chibagn Market
Deliver proposals from upstream of
commercial distribution through
consulting services

Improve relationship realtors
(Share development info, support special projects)

Enhance internet housing loan center
(Volume strategy, expand target area)

Review screening criteria
(Upper income limit, ease requirements for those raising
children)

Establish new guarantee fee categories

Financial products

Cross-use of insurance, investments, cards, etc.
SP! to demand for

Non-financial products
Sale of housing-related products

Targeted promotion

We will build the best customer contact points for the sale of financial products by providing a combination
of digital and in-person contact points. We will offer a full range of financial services online, including our app,
and will expand our relationship-manager-type in-person sales activities, allowing us to further specialize in
getting to know our customers and understanding their needs.

We will optimize our residential loan proposals at every stage of the customer's deliberation, loan execution,
and loan repayment in order to maximize the number of pre-applications and the rate of full-conversion. In
addition, we will continue to enhance our in-app unsecured loans.
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To create a local community better suited

lI Basic POliCy 11: Retail Business ® | to bringing cach person’s hope to life

Further expansion of trust/inheritance business opportunities in view of an aging Prefecture Further enhance cashless base as a means toward building a regional ecosystem

S e O I L LA Lo s E L R B (Created by Chibagin Research Institute) Whole-Group targets Future expansion
3 ’ 1989 2029
(thousand people) lesults Estimate 1,878 5
. 1,809 Card franchises/balance
Yeary

1734 1 M
1
353 balance Card issuing
4415 (billion yen) Bachine Coupons

1,605

1,338 304.0

e l’ranchises %
2025 2030 2035 2040 2045 . 33 (thousands)

FY2019 FY2022 FY2025 Receive/use Bank points

stimat
Expand trust/inheritance operations Develop non-financial services (sslimate) (plan)
Cardholders/balance

Develop new products/ Renovations  Two-family homes 555.4 Yearly Cooperaté oh expense
improve existing products 187.3 s i system
v |I Lateral Nursing homes ~ Travel products 15 .5—4—-_—‘/. (billion yen)
develop
ment Funeral/headstones Cardhold - e
Gain the trust of our customers and 548 e . a[t';ms:mise)rs £
understand other financial assets . " UFy2019 | FY2022 | FY2025 Increassd seclsity

pr— Expand business matching N (estimate) (plan) /

Dig deep %
' Use of Chibagin Market Improve system by reorganizing group operations
=LA Inheritance trust trends (FY2021 data) W After 10/2023

utilizing held assets

Investment Strengthen - .
products collaboration - Elderly population |Number of notarized Chiba Bank
On Ad (65 and over) wills Retain card guarantee operations,
Insurance Japan 36.72 million 106,000 gin transfer JCB Card-related operatons| Chibagin
JCB Card JCB Card
Sale of real HIokeRiNo, Chiba  177milion(4.77%) (estimate) 5,057
s Madoguchi . fsssons] Chibegin
S _
Syt popieton ets o G Fraecire” | 793 carried o by the Bank in FY2021 ‘ DC Card Card
s L= eTnatie e pacine
-~
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Please turn to page 22.

We will continue to expand trust and inheritance transactions by strengthening proposals tailored to needs,
enhancing held asset proposals, and expanding horizontally into non-financial services. In addition, we will
further improve our cashless operations by reorganizing our Group companies.

By incorporating the operations related to Chibagin JCB cardholders into the main bank, it will become
possible to perform analysis’ by combining profits from customer purchases and bank data. By improving the
accuracy of predictions of consumer behavior, etc., we will be able to achieve more effective one-to-one
marketing and provide recommendations to customers and support businesses by referring customers.
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To create a local community better suited

|| Basic Policy: Corporate Business to bringing each person’s hope to life

Provide convenient services and useful information through the corporate portal, contribute to solving corporate management issues as a partner to management

Form strong customer connections through digital and in-person channels Provide solutions to a wide range of management issues
Highly-convenient digital contact points BIS management support P/L management support

Higher sales

Digital channel that serves as a hub for each * Reduction of fixed assets 2 + Expand sales routes (via Chibagin Market EC site)
service that connects business operators and banks + Expand/rebuild production bases « Support for efficient collection of proceeds
. - Support for new product development

Use of idle assets

Indispensable basic infrastructure Liabilities/net worth et
. s s : Cost optimization
for business activity - Rationalize payment operations m "
- Stable capital funding *Optimize production costs
gy Basic financial and communication functions - Diversification of funding methods + Advertising, PR supporte—
ey !Eﬂ = —— - Personnel introduction service
Chibagin Business information Digital services + Optimize expense payments
; > N i
Business Portal m Strengthen customer connections 50 No
" i i Support for formulating various business plans
A late ti tion dat: cludi ther banks.
. Accumuiate lransaction;da(a induding other banks) } (Capital investment, SDGs strategy, DX, HR development, etc.)

1 Connect to the portal anytime ' .
In-person, specialized proposals

¥ ; S Building an advanced proposal system
m Provide the expertise of a consulting firm

+ Understanding business partners’ conditions in

« Improve inter-division collaboration o8 changi
Business Coordination Division (new) - Consider solutions in tandem with sales divisions
+ Strengthen Group-wide proposals
G“’“p SiEleyvDIVBlonaw) - Collaboration with Alliance banks

- - . + Enhance overseas network « Expand business alliances that contribute to
Focus on financial business  Expand non-financial business customer support

.l
' Close support for essential management issues

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved. n
Page 23 talks about our corporate business.

We will strengthen our corporate portal to make it a basic infrastructure indispensable to normal business
activity, thereby enhancing contact with all types of customers, including those who make net deposits. We
will also provide more specialized in-person services by building a unit with consulting-firm-like expertise
located in the Head Office.

As a partner to management teams, we will provide a wide range of solutions for each item in a company's
balance sheet and P&L in order to help resolve various management issues related to their business activities.
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Il Basic Policy Il: New Business @

To create a local community better suited

to bringing cach person’s hape to life

Grow towards the next stage for the new businesses developed in the previous Mid-term Plan

Chibagin Market

“Trigger regional revitalization” within Chiba

STEP 1 Creation/cultivation of Ongoing Branding
Local new prod Iservices P!
Production "‘ E- @
/7 =
Establishment of new business model that stands
upstream of commercial distribution
{; CHIBA BANK
Uncover hidden needs il
STEP 2 Adelthonthe ﬁ Chibagn Market
Life A utilization/personalization
Events ’ ﬁ '...‘
4@ cHiBA BANK
House purchase
Ria—lt9 ﬁ consulting service ﬁ Chibagin Leasing

4 crisaank [ Chibagn Market

Support consumption activity of new lifestyles and
“Connect to life”

STEP 3 -
ting e Ry ey
{HEaI /UG I Ed ucation}
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Foodiretailers!

onAd J / Neutrality "\ Contribute to asset
ono N formattl)o::‘;mu%//
AvrE U - PRSEERS

L=

P-9
Completed
online

High-level solutions via real estate funds

. Specialized |
advice

What is “financial wellness”?

Financial wellness refers not only to physical and
mental health, but is a state of being wherein a
person can fully meet curent and ongoing
financial obligations, can feel secure in their

/ financial future, and is able to make choices
- 4 that allow them to enjoy life.

Overview @ ~CRE strategy~
Property purchase
(Liquidation/lease-back): O Raise growth Compress
Ny anial interest-
- B bearing debt
Real estate held by borrowers. Sale price
Overview 2 ~Development support~
Support Stabilize
+ + 4 4 7
* e Provide support Q i large-scale real estate
o° s investment ownership
Developed/efectively used by business partners Secure/supplement funding capacity

Page 24 explains more about our new business initiatives.

We will strengthen our existing business areas, such as Chibagin Market, On Ad, and real estate funds, and

take them to the next stage.

For Chibagin Market, we will consider providing concierge services in step two and services linked to daily life

in step three.

For On Ad, we will contribute to strengthening financial wellness initiatives taking place in society by providing

neutral financial services.

In our real estate fund business, we will enhance the sophistication of our solutions by establishing a system
that can meet the real estate liquidation needs of our customers.
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Il Basic Policy Iil: New Business @

To create a local community better suited

to bringing cach person’s hape to life

Continue to enter new business areas in addition to advertising and energy production and expand non-financial services/diversify revenue

Advertising \

Advertising agencies

Advertising consulting support for business issues
related to customer attraction and name recognition

BANK Issues
mn Consulting CA
E — | |

Advertising medium
P overtising medium N

Use bank and other company channels to increase
opportunities to broadcast highly-reliable ads
[ ]

[ 1
Broadcast ads
B O] =
N\ J
Accumulate know-how through

- management of events for job candidates
and local governments

v

Begin considering commercialization with

{§ CHIBA BANK

Provide financial
and other
functions

App
Advertising
Cashless

Point base

Business operators

Cashless Platform

Provide payment services to Business
reduce cash-handling operator
operations and streamline customers

administrative operations

P 01

Loans
Provide auto- and card loans

Energy production

Power generation
management
Operation/management of power plants
Sale of energy

Sell and generate energy in-house

Other
Consulting service
Environmental value referral

business partners
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Please turn to page 25.

Anti-money laundering

Chibagin Sophisticated and efficient
Group ALM operations
Sharing/development of know-how
Energy based on regulatory standards
LIS Communalization
Regional Consu:i_er (uture busme§s .
customars consolidation (outsourcing) using

joint systems

We will enter into new advertising and energy businesses.

We will use our advertising business to promote the creation of a regional ecosystem that connects local
businesses with consumers inside and outside the region as a way to revitalize the local economy. In April, the
Bank will begin test sales of an advertising media business that will broadcast advertisements through the

Bank's app and ATMs.

We are also aiming to enter the energy business, specifically energy generation management and energy sales.
We will build a model of local production for local consumption by connecting electric power retailers, which

includes the Group, with local customers.

In addition to the BaaS, metaverse, and anti-money-laundering businesses currently under consideration, we
will continue to enter new business areas to enhance our non-financial services and diversify earnings.

Now, | would like to show you a five-minute concept movie about the future of these services.

[Video]

Thank you for watching. The Bank will pursue this mid-term plan with the aim of becoming a bank that is
connected to the lives of its customers not only through financial services but also non-financial services.
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3 To create a local community bc(‘tcr suited
lI Base I: DX Strategy | to bringing each person’s hope to life

Evolution of our customer-focused business model

ﬁ Creating the optimal EE
customer experience |

Retail Customer Needs Evelution °f the customer- focused Corporate Customer N

Personalization Strategy O Regional Ecosystem Strategy

Regional

Corporale portal suppliers. @
| =l..... aw e (]
a—— AT, Seal-less .m . P — Advertising
Develop digital Develop infrastructure for .
infrastructure to more efficient banking z"’fm“ °p§'a"°"‘z$"°“9" Digital support forneeds  Digital support for sales
connect to customers operations pEtonmzanc ncw iology;

Digital marketing to improve strategic outcomes

Accelerate strategy through human resources development

Copyright © 2023 The Chiba Bank, Ltd. All Rights Reserved.
| would like to explain our value creation bases. Please turn to page 27.

Mrs. Awaji, the group CDTO, will explain more about our DX initiatives later, so | will not go into details. That
being said, we have positioned the enhancement of Dx as our most important strategy.

22



To create a local community better suited

to bringing each person’s hape to life

Contribute to the sustainable development of the entire Chiba prefecture through regional decarbonization

i Chibagin Groﬂp Carbon Neutrality

Become carbon neutral by March, 2031

9 s

Expand use of ZEB/energy-saving
renewable energy branches

e

' .
w0,
(O () >
= s
ion of ion of of solar
LED lights hybrid vehicles power generators
Support for customers’ decarbonization
Support for SDGs Management
® Incorporate ESG issues into business evaluations
ﬁl m Business succession consulting
Carbon-neutrality consulting
Corporate g Greenhouse gas : t support
c ®  m Solar power generator installation support
@
ﬂ W Sustainable housing support discount
Retail B Discount SDGs loans
Customers
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Please turn to page 28.

*Scope 14 2 emissions of the Bank

Establishment of Himawari
Green Energy Co., Ltd.

v

Develop model for local
generation and consumption of
renewable energy

Collaboration with local
governments

B Comprehensive SDGs
partnership agreements

® Increase number of
companies registered as
Chiba SDGs Partners

® Support for areas
advancing decarbonization

® Promotion of Chiba SDGs
Utilization of network

Sustainable financing targets
(amount achieved since April, 2019)

) > | arge
’ ¥2tri

—

Target
¥1.2tn.

L |

3/2026

¥0.8 tri.

9/2022 3/2031

Environmental finance

r— argef
Target [¥1tri
o Y06t
¥03ti. | i

9/2022  3/2026  3/2031

Contribute to the sustainable
development of Chiba prefecture
through ongoing decarbonization

initiatives throughout the region

March, 2031

Chibagin Group
becomes carbon neutral

2050
Sustainable development of
Chiba prefecture

Entire prefecture becomes

carbon neutral

We will promote both the Group's decarbonization and support for local customers' decarbonization as part
of our GX initiatives. We will strengthen our efforts to lead the region toward achieving carbon neutrality by
aiming for carbon neutrality in the Group by FY2030 and in Chiba Prefecture as a whole by FY2050.



|| Base llI: Alliances

Evolution of our Alliance Strategy

To create a local community better suited
to bringing cach person’s hope to life

TSUBASA Alliance
(/ i “TAlliance that spans
N/ 25 &2

N
B Large-scale collaboration between the Q
top regional banks in each area
W 96 trillion yen in total assets (3/2022)
® 27 million retail customers/
2.2 million corporate customers,
rivaling the megabanks

oswhom

Platform for each alliance measure to further / ’r

deepen collaboration «‘ CHUGOKU BANK k" ;‘

Strengthen collaboration with other ~—
banks/industries P = K~

se P
Expand alliance and strengthen e 7
collaboration with other banks/industries

VY
Top-line growth

--l"
X X

Larger presence

< NV\ance Strategy to the
oV

(S
27 (@
z
. A
& North Pacific Bank

~/ DAISHI HOKUETSU BANK

. THE TOH(\) BANK,LTD.
G GunmalBank

I CHIBA BANK

BANK QF THE RYUKYUS

-T\HEIYU BANK, LTD. t‘ MUSASHINOBANK
\_’/

‘. Bankof Yokohama

Reduced costs
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Please refer to page 29.

Chiba-Musashino Alliance

m\UJANCE A new model for regional
bank alliances

N TREn T TR

A new form of regional banking

® Accelerate communalization of each area
W Expand presence in the Tokyo Metropolitan area

Total Total
¥14.3bil. - ¥15.0bil.

Phase 1 results
(Launch~3/2021)

Chiba-Yokohama Partnership

Collaboration between top
‘ , Fmmn/-+7-2>7  regional banks with Tokyo as
the base of operations
Development of know-how between
top regional banks
B Expand Tokyo market-share through a partnership that
capitalizes on economies of scale
m Offer high value-added financial services

Phase 2 plan
(412021~3/2026)

5-year
plan total ======
. ¥21.8 bil. ¥ 20.0 bil.
. ¥16.6 bil.
¥15pi. ¥84bil. (as of 3/2024)

20203 20213  2022/3  2022/9 2026/3

Alliances are the Bank's greatest differentiation strategy, and we will continue to take these collaborations to

the next level.

The TSUBASA alliance aims to enhance the platform of each measure and improve cooperation with other

banks.

The Chiba-Musashino Alliance will accelerate collaboration and communization of all areas as a Tokyo

metropolitan-area alliance.

The Chiba-Yokohama Partnership is focused on developing the expertise among top regional banks.
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|| Base lll: Collaboration with Other Industries

To create a local community better suited
to bringing cach person’s hope to life

Improve ability to provide value as an organization through collaborations with a wide-range of other industries

Sony Bank

Deep, develop

Mutual provision of digital technology, products, and services

Utilize new digital technologies

@ criaank €® % SonyBank

Aim to improve convenience of digital channels
by officially implementing “Mado”, a digital presentation system

Mutual provision of products and services that make up each bank’s strengths
Foreign currency Asset management, trusts,

3 i 4 Cashless operations
services inheritance =

Joint-research on the use of technology

Joint-research regarding use of the blockchain
Security-tokenization and cross-selling of Bank bonds

Joint-research on the DX of housing loans
Improve Al credit check models

Joint-research on the development of a sustainable society
Mutual introduction of crowd-funding for socially significant initiatives
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Please turn to page 30.

Strive to provide new value by collaborating with a wide-range
—\,\icgmmﬁom,mmlowgoms
Collaborations with
business operators
Change Inc.

DX promotion, DX support for
local governments

Weathernews Inc.
Collaboration on climate change
information disclosures
WealthNavi Inc.

Introduction of robot asset
management advisor

N

Seek new partners from the perspective of capital
use collaboration

Collaborations with local governments
and public organizations

Local prefectural governments
Regional revitalization
collaborations

Zeroboard Inc.
Support for customer
decarbonization initiatives

National Institutes for Quantum
Science and Technology
Research commercialization support

Chiba City, Chiba Prefecture / Ministry of Land,
Infrastructure, Transport and Tourism, Kanto Regional
Development Bureau

Create foot traffic using road space

Last year, we formed a partnership with Sony Bank, a member of the Sony Group. We will utilize our alliance
with Sony Bank to further evolve our digital strategy and create new value by leveraging each other's areas of

expertise.

We will continue to actively collaborate with other industries as a strategy designed to achieve a greater

sophistication of the Bank Group's services.
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to bringing cach person’s hope to life

Positioning “human capital” as the Bank’s most important management resource
and developing an HR policy designed to train the personnel necessary to achieve our Purpose

Human Resources Development Policy
(working towards our corporate Purpose)

“Become someone who keeps fighting for the customer”. Think things through, utilize your own strengths, and gain more supporters

New Mid-term Plan Human Resources Strategy
memeem———
Number of trainees

0 % H Previous Mid-term Current Mid-term
Wwhere people grow personnel engagement ; Plan result Plan target

®
'S'I‘rz:’:fg; 1) Career development | @ Job satisfaction d Gro:xp Humar'rtlesources
9 agemen POFHOO 148  +132 280
Sustainable growth for \BIovS porsonal GIOWLY,
; job satisfaction, and treatment
the local community Goals of employees

Customers Employees ! Corporate sales 50
Provide societal value Retail sales 50

Development of a “Chiba Bank Group 4 Creation of an “Organization with high

e n , Diverse-range of experts Bringene) o ¢ DX personriel 60
hopes o life hopes to life Head Office personnel . 90
{i CHIBA BANK Corporate solutions, Credit Unit,
Market, Planning, etc. J
Management team 30
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Please turn to page 31.

Our human resource development policy has been established as a basic policy designed to train the human
resources necessary in order to achieve our corporate Purpose.

We will position human capital as our most important management resource in our human resources strategy

and build an optimal human resource portfolio. Mr. Makinose, the Group CHRO, will explain more about this
later, so | will not go into details.
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To create a local community bcrtcr suited
II Group Governance to bringing each person’s hope to life

Refine traditional business at existing group companies while expanding into new business areas

Expand Group Business Enhance Group Management Structure
/_\ Newly-established
Expand into “Group Strategy Division”

traditioﬁgtligﬁsi ness X new business areas Oversee all aspects of Group Promote unified Group management
C°"s'deo'|ﬁ§rp'fﬂlﬂ§?2:es with companies, including sales and equivalent t(srt:riuréct)lljt:gng company

management
Consulting/Solutions GrouP _St_rategy
Division
Chibagin Leasing ) ( Chlbagln Capital Chibagin Research Institute [ :
hbaginiCArees Setvice [Management Group]  [Business Promotion Group)
Retail auto-leasing Buy-out funds Chibagin JCB Card
Consolidate risk management, Consolidate
Chibagin Chiba Servicer ] Chibagin DC Card management resource allocation, planning/promotion of each
and policy melasures, etc. Grouplcompany
r 1
Asset Management Branch/facility management, etc. ! X =
( Chibagin it J [ Chibagin Asset t] Sobu ) . @) Q 2 %
Risk management T = S o
a 5 e o}
Special Subsidial 5 g‘ 5 E
©
Chibagin Computer Service Ta&l Innovation Center ( Chibagin Heartful ) Lesotie : g 5 ? 8
= I B -
New Business Areas Policy measures, etc. = = § %
\ )

Inside the Group Outside the Group \ Unified management of
( Chibagin Market | ) Group personnel
" Newanti y i

[ Himawari Green Energy ] | .- and further consideration Unified Group recruiting Fluid transfer of personnel
A of new businesses
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Please turn to page 32.

We will continue to expand our Group business into new business areas in addition to refining existing
businesses at existing group companies.

We will establish a Group Strategy Division to oversee all aspects of business execution as a banking group,
including the sales operations and administration of Group companies, to achieve unified Group management

equivalent to a holding company structure.

We will accelerate group-wide HR operations and start group-wide batch recruitment. We will also actively
exchange personnel with Group companies and to increase the number of career paths for young employees
to expand the scope of their activities from the Bank to group companies and from group companies to the

Bank.

That concludes my presentation. Thank you for your attention.
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