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Host：I would like to explain the background of Mr. Shibata, President and Representative Director, who will be in 

charge of today's presentation. 

Yoichi Shibata, President and Representative Director of Premier Group Co. After graduating from university, Mr. 

Shibata joined a trading company and then moved to a consumer credit company, APLUS Co. Ltd., a consumer credit 

company. There, he was engaged in auto credit and finance business for about 20 years. 

After that, I moved to Gulliver International, a major used car sales company, which is now IDOM Inc. 

In 2007, he established a subsidiary company, Premium Co., Ltd., utilizing his knowledge of finance and automobiles. 

He continues to lead our group as a Founder. 

In today's presentation, Mr. Shibata will give you a basic explanation of the company as well as our future growth 

strategy. 

We will now begin the presentation.  

  

Shibata：Hello, everyone. I am Shibata from Premium Group. Thank you very much for attending our presentation 

today in the heat of the day. 

The purpose of today's briefing is to provide an opportunity for newcomers to learn more about our group's business 

and growth strategy. We were listed on the stock exchange in 2017, and it has now been about three years since then. 

We announced our mid-term management plan in the spring of this year, and since then our stock price has been 

growing steadily, almost tripling compared to our initial listing price. 

However, our company is still not well known, so we would like to provide an opportunity for newcomers to learn more 

about our group's business and growth strategy. 
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We are guided by two management principles. This is the mission that we created when we founded our company in 

2007.  We believe that the purpose of our existence is to contribute to society by providing the best finance and 

services, and to help build a prosperous society. 

The other is that people are a very important requirement for running a company. Of course, we are also promoting 

DX, but we believe that people is important, so we need to develop human resources who are not just capable of 

achieving business results, but who are also capable of leading a full life. I founded this company with the hope of 

producing these kinds of human resources. 
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In 2007, we established G-ONE Credit Service Co., Ltd. as a financial subsidiary of Gulliver International Co., Ltd. 

(IDOM Inc. today). 

In 2010, after spinning off from Gulliver International, we joined the SBI Group. In the three years since then, we have 

changed funds twice, and in 2017, we were listed on the First Section of the Tokyo Stock Exchange. 

The most important key to our business is to be independent. I will talk about this later in the "Our Strengths" section. 

We aim to be an independent company first and foremost, and we think this is a very important point. 

We would like to take advantage of business opportunities as an independent company, not as a member of some 

large group. I believe this is the way for us to survive. 

We were listed on the Second Section of the Tokyo Stock Exchange about 11 years after our establishment, and then 

listed on the First Section a year later. We have been notified that we meet all the requirements for the Prime Market 

in the primary requirements for the TSE market change. We would like to be listed on the Prime Market from April 

next year.  
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Our business is divided into three main segments. (credit finance business, automobile  warranty business, and the 

auto mobility services business) These three businesses are our three main businesses. 

Our business started from credit finance business, so we started out as a so-called credit company. We have also 

been engaged in automobile warranty business since our establishment. We have been focusing on these two 

businesses. 

In order to expand our business further, we started the auto mobility services business, which will bring synergy to 

both credit finance business and automobile warranty business.  

At present, credit finance business accounts for about 67% of our portfolio. Automobile warranty business accounts 

for about 27%, and auto mobility business for a little over 10%.  
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Our group is divided into three groups of subsidiaries for each of the three businesses I mentioned earlier. 

The three main subsidiaries are credit finance business, automobile warranty business, and the auto mobility services 

business. 
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We have achieved stable and steady growth since our establishment. Auto mobility services business, which we started 

in earnest in the previous fiscal year, have achieved 270% year-on-year growth in operating revenue, despite the 

pandemic of COVED-19. Also, automobile warranty business was up about 110%. In the credit finance business, 

operating revenue was up about 124%. This is a significant increase, and we are determined to achieve double-digit 

growth in the future.  
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Operating revenue, ROE, and profit before tax have been rising steadily. 

I want you to see profit before tax of core business, it has increased for four consecutive fiscal years since our listing, 

and our pre-tax profits have also increased. 

In addition, ROE is also at a very high level, ranging from the 20% to 30%. 
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As for the quarterly growth, operating revenue will grow steadily over the quarter. Since our business is a stock based 

business model, the growth in the balance will bring operating revenue. 

The profit before tax of core business has a slight fluctuation, but this gray area shows the so-called one-off factors. 

For example, 600 million yen in the first quarter of FY22 was from the M&A of a servicer, CENTRAL SERVICER 

CORPORATION in April of last year.  
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The market we are targeting is a very large one. 

Auto mobility companies are customers of our business.  Auto mobility companies mean automobile dealers and 

automobile maintenance shops, which we started targeting last year in our auto mobility service business. We are 

expanding our business with these companies as our business partners. Data shows that there are more than 50,000 

automobile dealers and more than 90,000 automobile maintenance shops. 

This market contains automobile credit, used car sales, automobile leasing, and maintenance. It is said that the 

automobile market is a very mature market and will not grow significantly in the future, but it has a very large market, 

which I think is a characteristic of this market.  
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I would like to make a few comments on the impact of COVID-19 last year. 

The new car market last year was down 8.7% YoY. This means a very negative for new car. 

One of the positive factors is that the number of people using cars increased due to keeping distance. In addition, 

people move to the suburbs, so new demand has increased. 

However, shortage of semiconductors and shutdown of supply network is currently occurring. 

In addition, supply and demand for new car have been decreasing because of economic anxiety caused by the number 

of infections 

However, we believe that the production system will return once the semiconductor issue is resolved, and that supply 

and demand here will recover. 

The used car market, on the other hand, was 100% YoY, although the first quarter of last year was very badly affected, 

I think that the used car market in the second quarter and thereafter is relatively returning to the situation before 

COVID-19 pandemic. 

I think that the trend last year was that some of the people who would normally buy new cars shifted to used cars, as 

there was a huge shortage of new cars and used cars became very much in demand. 

On the other hand, the negative factor is that as the number of people buying new cars decreases, the number of 

people trading in their cars decreases. As a result, the number of used cars is decreasing.  Then the price of used 

cars has risen. 

In this sense, supply and demand have stabilized, but prices are still very high and there is a shortage of inventory, so 

I think that the used car industry has become a market in which the major players are very dominant. 

However, if you ask me whether small and medium-sized used car dealers were greatly impacted, losing sales and an 

increase in bankruptcies, I would say not. Those who had relatively high inventories were able to dispose of them at 

high prices, so even without retail sales, profits were extremely high in some cases. I believe that new car dealers have 

been losing customers to the large used car businesses. 

As soon as the production system returns to normal, prices in the used car market will stabilize, but I think there is a 

possibility that the need for used cars will rise in the future because of the reassessment of used cars that increase 
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during the COVID-19. 

Talking about our finance credit business, total volume of new loans full-year was down 6.2% YoY.  It is the first time 

since foundation that we fell below the previous year's level. If the used car market was almost at 100 the previous 

year, we would have had to keep more than 100% of total volume of new loans. I think we lost some share last year. 

However, we definitely believed that the market would be recovered, so we were not involved in excessive competition 

last year. So, we were more focused on profit because we had no idea what would happen by COVID-19 in April and 

May of last year. 

However, thanks to the recovery of the market, we were able to recover in FY21 3Q and 4Q. We will again be able to 

achieve a large double-digit increase from this fiscal year. We believe that we will be able to return to the growth path 

we were on beforeCOVID-19 and continue to expand our market share from FY21 3Q.  
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I will talk about summary of each business. 

First, about credit finance business, this business, that is about 70% of our business, and we specialize in auto credit 

for used cars, not new cars. About 15% of our business is new cars, but most of our target customers are used car 

dealers. We provide loans for cars that are bought and sold by used car dealers. 

New car dealers, such as Toyota Corolla and Nissan Prince, are bound by the manufacturer's finance system, so third 

party credit sales companies such as ours, which do not have any capital affiliation, cannot enter the market. 

As I said, there are about 50,000 of used car dealers, and we make contracts with them so that they can use our credit 

and auto loans when they sell their cars. This is how we conduct our business. 

There are two major features of our credit business. 

 One is what we are doing with the funds. We make 150 to 200 billion in new loans a year, but how do we finance 

these new loans? 150 to 200 billion is a lot of money to raise from banks. The bank holds these assets and we 

guarantee them. So we are not raising any funds. Therefore, the assets do not appear on our balance sheet. The bank 

holds the assets. However, we bear all the risk of the receivables. 

Therefore, we receive a guarantee fee from the bank that is commensurate with the risk. So, in the unlikely event that 

the loan is overdue, we will pay for it in a lump sum. We are able to procure funds by signing guarantee contracts with 

our partner banks, and roughly 90% of the funds are procured through this method. The remaining 10% is raised 

directly from the bank and used for financing. 

The other thing is our company insures all of loans with an insurance company. A percentage of that credit will default. 

They become delinquent. However, our company insures all of these loans with an insurance company. We have 

insurance for all of our receivables in bulk. Therefore, to put it another way, we do not have any allowance for bad 

debts. We pay for it with insurance premiums. Therefore, in the event of delinquency, we receive the full amount of the 

delinquency from the insurance company. 

Therefore, the company is relatively stable. In the case of financial companies, depending on the economic climate of 

the time, they suddenly announce that they are going to make a huge provision for bad debts this fiscal year. As I 

mentioned in my career, I was at APLUS, and when they suddenly announced their financial results, they said that 
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they would increase the allowance for doubtful accounts because of the increase in delinquencies. 

In our case, we pay insurance premiums every month according to the balance, so the impact on the PL of the 

equivalent of the allowance for doubtful accounts is very small, even if the delinquency suddenly increases. 

However, if the number of delinquencies increases, the insurance premiums will increase, so the payment of insurance 

premiums will eventually increase. However, we do not suddenly increase the allowance for doubtful accounts and it 

makes you to understand our financial results easy. 

As you can see here, we only have a little over 10% of the market. 90% of the market is still occupied by our competitors. 

In that sense, there is still a lot of untapped territory for us in this area. This is a market where there is still plenty of 

room for us to grow. 
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This is a comparison between us and our competitors, who account for the remaining 90% of the market share. 

One of our competitive advantages is our organizational structure. All other companies are bank-affiliated companies. 

These bank-affiliated companies are also subsidiaries and affiliates of the bank, so naturally it has strong fund-raising 

power. On the other hand, we are the only independent company. Our strength is that we can do anything that an 

independent company can do. No other company can imitate our auto-mobility service business. This is not only 

because of our know-how, but also because of the Banking Business Act. If you are a banking company, you are bound 

by the Banking Business Act, so you cannot develop service products. This is a major advantage for us. 

 Among them, we are unique in that we specialize in auto credit. In the case of other companies, at most 50% of their 

portfolio is auto credit and the rest is non-auto credit products. 

We are not only able to generate revenue from auto credit, but also from the auto market such as automobile warranty 

and auto mobility. Other companies can't do that, so they can't focus only on auto credit and have to generate revenue 

from other sources as well. I think this is the big difference.  
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The automobile market has been very flat, as it is said to be a mature market. There is talk of a shift away from cars, 

but it is not a major decline. As you can see here, the number of vehicles has remained almost flat. 

On the contrary, the amount is increasing. This is because with the development of advanced technology, cars with 

very diverse features are now available compared to 10 years ago, so the price of cars is increasing. 

Not so long ago, you could buy a mini car for about 1 million yen, but now you have to pay 2 million yen to buy one. I 

think this is a very good example of the fact that mini cars, whose prices have doubled, are selling the best. Looking 

at this data, I think you can get a sense of the rising prices of cars. 

Regarding the market environment, there are currently only three listed companies, including us, that deal in auto 

credit. For the past 25 years, we are the only company that has survived as a new entrant. 

This auto credit industry is very fortunate to have a large market but few competitive players. Furthermore, I feel that 

the lack of new entrants into the market is also a major characteristic of this market.  
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Our sales system consists of real sales and telephone sales. Recently, we have made progress in DX, and we are 

aiming for a hybrid sales system in parallel with real sales. 

We support auto mobility businesses nationwide with a hybrid system of sales and marketing by firmly placing sales 

personnel in 26 locations nationwide. 

Recruitment is also growing steadily every year. Currently, we have 81 sales staff, of which more than half are new 

graduates. After joining the company, they receive training and are on their own in about three months. We are unique 

in that it is not necessary to build up special skills in the hiring and training process. 

In addition, we have a four-day-a-week sales system, with one day spent at the office or home working at a desk, and 

we encourage sales methods that include not only in-person visits, but also phone calls and online meetings. 

In addition to these efforts, we are in a situation where we are supporting our sales system by reinforcing each person's 

autonomy by going directly from their homes to their own areas. 

We increased our sales staff by 10 in the first half of the fiscal year, so we will have about 91 people in the second 

half. We would like to increase the number to 100 by the end of this fiscal year. The transaction volume per person 

has been increasing every year and is approaching about 200 million yen.  We are not trying to increase the number 

of people unnecessarily, but we are taking a method of allocating personnel while firmly improving efficiency. 
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The number of network stores in our credit card business is 24,000, growing by 10% every year. 

In addition, we will increase the number of members of our fee-based membership organization for automobile dealers, 

which was launched in the previous fiscal year, to 3,000 companies by 2025. We will offer a variety of special menus 

to members who pay an admission fee and monthly membership fee. 

As for the true purpose of this, most used car businesses are made up of small and medium-sized companies. Our 

business partners are also mainly small and medium-sized companies. While we do have business with some major 

retailers such as Gulliver, Big Motor, and NEXTAGE, we rarely do business with them due to profit considerations. 

Therefore, we would like to support small and medium-sized companies and grow together with them, and we would 

like to expand our business in various ways by organizing members of small and medium-sized companies, although 

it will be a paid service.  
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In the case of the credit finance business, there is risk, even if we hedge the risk with insurance. The higher the risk, 

the higher the insurance premiums will be and the more our profits will be squeezed, so we have to make sure that 

we keep delinquent loans under control. 

Currently, the ratio of delinquent loans to total loans and loans that are delinquent for three months or more is 0.91% 

of total loans. 

Although the delinquency rate is high at the time of establishment due to the immaturity of skills, the balance of 

delinquent loans is currently less than 1% as we have been able to gain a solid share of the market. In other words, 

more than 99% of our loans are in good standing. 

Events such as the Lehman Shock, the Great East Japan Earthquake, and now COVID-19 pandemic have not had a 

major impact on our business. The Lehman Shock may not be helpful for you since we have just been established. 

COVID-19 pandemic only caused a slight increase in the graph. In COVID-19 pandemic, there was a small increase 

in the percentage due to a slightly lower accumulation of new balances, but delinquent loans did not increase in 

COVID-19 pandemic. 

I think COVID-19 pandemic was very good not only for the consumer credit industry but also for the industry that 

handles receivables. I think it is very characteristic that repayments were not delayed to the extent that consumption 

of food, drink, travel, etc. was suppressed due to the long self-restraint caused by COVID-19 pandemic. 

The fact that we are not affected by major events can be attributed to a variety of reasons, but our receivables 

themselves are unique in that they are claims against individuals, and on a balance basis, they are small claims and 

short loans of about 1 million per case. 

In terms of cost, auto-credit requires a lot of man-hours for the initial credit, but not so much for the ongoing credit, 

so the cost of the ongoing credit can be saved. 

However, the balance of receivables is increasing, and even if the delinquency rate stays at the same 1%, the amount 

of delinquent receivables will increase, so we need to continue to build a solid debt collection system. Therefore, in 

April last year, we acquired a servicer company that handles medium- to long-term receivables. While sharing the 

know-how of our group, we are working on a group-wide strategy to improve our receivables. 
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You can see on the right page what kind of revenue structure we have in place. 

First of all, we pay our dealers up-front sales promotion fees from the interest rates we receive from our customers. 

The remainder is the NET interest rate. The bank's interest rate is deducted from this. That is our operating profit. 

We also pay the bank interest rates upfront. For example, even if the interest rate rises sharply, it is fixed here, so 

existing loans are not affected at all. 

From this, insurance against future bad debts is the premium, and the portion excluding this premium is our profit. It 

is a very simple profit structure. 

In the case of insurance, the higher the delinquency, the lower the interest rate, so it is important to keep delinquent 

receivables under control. 

In the case of insurance, the higher the delinquency, the lower the interest rate, so it is important to keep delinquent 

receivables under control. 

As for the method of recording revenue, as you can see on the slide, there is a staircase system, and the profit recorded 

this term includes the profit from four years ago. Therefore, the profits newly handled in this fiscal year can also be 

recorded as profits four years later, which is what we call stock business. Only those items for which payment is due 

are recorded as profit. 

We currently have a balance of nearly 300 billion yen, and we can book a profit on that balance every year at a mostly 

fixed interest rate. We currently have 25 billion yen in stock that can be booked as profit in the future. 

To put it bluntly, even if we were to quit the business, we would still be able to generate 25 billion yen in profit. I believe 

that this strength has been a major reason why we have been able to increase both sales and profits in COVID-19 

pandemic. 
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The second business, automobile warranty business. 

This is a business in which we replace or repair broken parts free of charge when the car breaks down. 

It is often mistaken for car insurance, but car insurance is for damage caused by a car accident such as a collision. 

Car insurance is for damages caused by car accidents such as collision. Our automobile warranty cannot be used for 

this. 

Our automobile warranty is for natural breakdowns, not caused by car accidents. For example, the engine suddenly 

stops running, the power windows do not open, or the sliding doors do not open. In such cases, if you have our warranty, 

we can fix it for free. 

This is also a system where network stores and our company make a contract and network stores sell automobile 

warranty when they sell the car. 

The scheme is almost the same as that of credit finance business, so the same sales people handle credit finance 

business. I believe that these two businesses have a high degree of operating synergy, and proportionally, profitability 

is also very high. 

There is still a very small market for automobile warranties in Japan. Japan has always been a new car country, so 

there is a strong perception that cars come with a warranty. New cars come with a three-year manufacturer's warranty. 

Customers who buy used cars also think that the used car has a warranty in the first place, and if it breaks down, they 

will fix it, but basically there is no warranty for a used car that is three years old. 

In some cases, car dealerships offer their own warranty. Whether this is for three months or six months, and to what 

extent, is not set in stone and varies. 

As a third party guarantee company, we have firmly established our position in the market and have clarified the 

contents of our guarantee products. Our market share as a third party guarantee company itself is about 70%, but the 

overall potential market is still large. Rather than trying to increase our share of the third-party guarantee market, we 

believe that our major challenge in the future will be how to increase our share of the 90% potential market. 
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Regarding the advantages of using an automobile warranty, an automobile warranty allows car dealers to sell online 

and in remote areas. Selling online means that you are not selling to your neighbors, which makes it impossible for 

the dealership to provide a warranty. 

This can be done if they use our warranty, which provides nationwide repair services. The merit of introducing our 

warranty is that it allows dealers to expand their core business and broaden their customer base. 

Another advantage is that we pay promotional expenses just like in credit finance business. Since the Internet has 

made it easier to compare car prices, dealers can no longer make a large profit on the price of a vehicle. 

The business would then need to make incidental profit. We believe that the advantage of the dealership is where the 

sales promotion cost comes in through the use of an automobile warranty. 

There are also advantages for customers. We offer a full warranty anywhere in the country, and you can also join our 

24/7 road service for free. 

In addition, we have a system in place to ensure that even if the business you buy a used car from goes out of business 

or bankrupt, we can still maintain it if you take out our warranty. We believe that this is a great benefit to our customers. 

Since we have already signed a total of one million warranty contracts, we have big data on which parts of cars are 

likely to break down. We think that this data can be utilized for future business. 

Some of our products are offered on a house bland basis, while others are offered on an OEM basis through 

partnerships. For example, we offer the Car Sensor After-Sales Guarantee through a business and capital alliance with 

Recruit, one of our shareholders. 

About 200 medium-sized network stores are guaranteed by us on an OEM basis. 
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In addition to our overwhelming 70% share of the third-party warranty industry, we have a nationwide network of 

approximately 2,400 general maintenance shops. This gives us a competitive advantage over our competitors in terms 

of profitability, as we are able to reduce the cost of repairs by using our network to perform repairs when breakdowns 

occur. 

As I will explain later in the auto mobility business, we also have a parts trading company under our group, and we 

provide parts for repairs. We believe that our strength is that we can keep costs low and provide repair services 

anywhere in Japan. 
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For automobile warranties, the warranty period is averaging two to three years. Since the profit is based on the warranty 

period, this is also a stock business. 

Our accounting is characterized by the fact that we have a stock of nearly 30 billion yen in total, including nearly 5 

billion yen in the failure guarantee business and nearly 25 billion yen in the finance business.  
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The third business, the auto mobility service business. 

The Auto Mobility Service Business consists of parts sales, software sales, wholesale vehicle sales, and the operation 

of our own maintenance facility. We started the business in earnest last year and our revenue is still just under 2 billion 

yen, but we hope to grow it significantly in the future. 

At present, we have a network of about 2,700 maintenance shops, but just like network stores of car dealer, we would 

like to promote the organization of paid members, and by 2025, we would like to have a membership organization 

called FIXMAN Club with 1,500 companies. 
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This is the direction the auto mobility service business is aiming for in the future. The services in blue are the product 

lines we are currently developing. In the future, we would like to expand our business by offering a variety of products 

not only to auto mobility service providers but also to general consumers. 

  

We have started testing our "Choi Car" subs, which we started in June, at FIXMAN, our own factory in Sapporo. We 

started the subs at less than 20,000 yen per month including voluntary insurance, which is the lowest price in the 

industry. 

We will be providing subs to the FIXMAN Club network of 1,500 companies. 
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Our three businesses, credit finance business, automobile warranty business, and the auto mobility service business, 

are all connected. Our strategy is to promote cross-selling and enhance inter-group synergies while utilizing the 

mobility network to create new businesses and control costs. 
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Regarding overseas expansion, we have a 25% stake in a finance company in Thailand. This company is called ECL, 

a listed company that deals with used car auto loans in Thailand. We have a 25% stake in this company and have 

dispatched our own executives. We have also established a guarantee company in Thailand called "Premium Service 

Thailand". 

The situation in Thailand has been very severe by COVID-19 pandemic since last year, but the volume of business is 

increasing because there is a need for guarantees. 

In addition, ECL took an impairment loss of about 900 million yen in the previous two fiscal years, and COVID-19 

pandemic caused a significant drop in sales. ECL's share price has doubled since that time, and its performance has 

been very stable, and we expect its performance to improve in the future. In the case of Thailand, we believe that we 

have escaped COVID-19 pandemic.  
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We are also developing automobile warranty companies in Indonesia and the Philippines. In Indonesia, we are 

operating an automobile warranty company in a joint venture with Sumitomo Corporation and the Sinarmas Group, a 

local conglomerate. Currently, due to the spread of COVID-19 infection in Indonesia, both of our dispatched staff have 

been sent back to Japan, but the market is very large and we believe that we can expect more success in the future. 

We have also established a joint venture with Mitsui & Co. in the Philippines this year. We expect to start the business 

this fall. 

 

A parts company that we merged with last year has a maintenance factory in Tanzania and is selling parts for Japanese 

cars under the Premium Parts brand. We also have a FIXMAN brand maintenance facility in Tanzania, and we would 

like to use Tanzania as a base to expand into Africa, where the need for Japanese cars is very high. 



 29 / 37 

 

 

 

This is about our future growth strategy. 

Since our founding, we have been a credit company. Today, we are not only a credit company, but we also want to be 

an auto mobility company that does business with auto mobility companies. 

Therefore, our business strategy is to firmly expand the auto mobility service market by cultivating the market for 

automobile warranty while strengthening our finance business. 

Our financial strategy is to raise our ROE to the 30% range and increase our profits to achieve a market capitalization 

of 200 billion by 2025.  
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In Japan, many people still believe that a new car is more reliable. We believe that the main cause of anxiety that 

individual customers have about used cars is worry about breakdowns and lack of information about after-sales service. 

In addition, the mobility business consists mainly of small and medium-sized companies. However, I believe that we 

are in an environment where small and medium-sized companies will not be able to compete as the major players 

expand their power in the future. 

Right now, the major used car dealers are publicly announcing that they are going to increase the number of large 

display lots. I believe that this is the same environment in which small and medium-sized businesses in local shopping 

areas are becoming unviable. 

In addition, the shift to EVs is accelerating at a rapid pace, riding on the wave of Europe's plan to reduce the number 

of gasoline-powered cars to zero by 2035. This makes it tough for small and medium-sized companies to survive in 

terms of funding and human resources. 

When we thought about where we should stand in light of these current issues and future prospects, we decided that 

we could strengthen our competitiveness for sustainable growth by providing reliable used cars and after-sales service, 

as well as by supporting the management of small and medium-sized companies  
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We believe that our platformer strategy can solve a variety of problems by acting as a platformer that connects 

customers with small and medium-sized auto mobility businesses 

Until now, we have only been connected with used car dealers and have had no relationship with customers. From 

now on, however, we would like to stand between customers and auto mobility businesses, and provide a variety of 

services as a platformer.  
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In order to achieve this, we will need a DX strategy, and we are putting together a project team of business and internal 

staff to promote DX to FY24. 

We will invest 500 million yen to 1 billion yen every year in DX projects, including a project for the website for end 

users and auto mobility companies, a project for mobility providers, and an internal business reform project. All of 

these costs have been factored into our mid-term management plan. 

In the future, we would like to connect to new businesses such as CASE, MaaS, EV, and so on. By this time, we will 

have a network of 3,000 used car dealers and 1,500 maintenance shops, for a total of 4,500 paying members. I believe 

that we are the only company in Japan that has built such a large network. 

We would like to make use of this network to promote our business in the future.  
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We are very conscious about contributing to the environment, decarbonization, and ESG. Originally, our business itself 

dealt with used cars, which contributed to a recycling-oriented society, and we have been promoting the 4R business: 

reduce, recycle, reuse, and repair. 

For example, for parts used in automobile warranty repairs, we use mainly recycled parts instead of new parts as much 

as possible. This is our contribution to decarbonization. 

We also want to respond to changes in the external environment, such as the spread of EVs in the future. Having a 

network of 4,500 companies in the future means that we can have that many stations. For example, we are planning 

to install solar panels on the roofs of all network members and install EV chargers. We would like to strengthen our 

environmental efforts and contribute to decarbonization through our business. 
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Regarding the management outlook, we are aiming for operating income of 41.9 billion yen and income before income 

taxes of 10 billion yen in FY25. We will steadily achieve our mid-term management plan by increasing both sales and 

profits every fiscal year. 
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In terms of capital policy, from the perspective of financial soundness, I would like to set a guideline of 10% for the 

equity ratio, and keep the ROE in the 30% range. 

With regard to shareholder returns, we announced a dividend of 45 yen for the previous fiscal year and 50 yen for the 

current fiscal year, and we intend to steadily and stably increase dividends each fiscal year. 
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Finally, a summary. We will structure our organization and business as an auto mobility company. One of our greatest 

strengths is our consumer finance business, where we can generate stable profits with little competition. 

The auto mobility business network will have a paid membership network of nearly 5,000 companies by 2025, and the 

platform will be complete. In addition, we will promote cyclical services and DX promotion. We would like to challenge 

the selection of DX stocks. 

We will then devote ourselves to the new market, the prime market. 

 

Due to the time constraint, I am sorry for the hasty explanation. 

Thank you very much for your attention. 
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＜Disclaimer＞ 

IR information in this material is for providing financial data and economic condition of Premium Group Co., 

Ltd.(hereinafter “Company”). However, his information should not announce and guarantee its contents. 

 

Statements contained herein that relate to the future operating performance and strategy of the Company are forward-

looking statements. Forward-looking statements are based on judgments made by the Companyʼs management based 

on information that is available to it as of the date those statements were made.  

Forward-looking statements involve inherent known and unknown risks, uncertainties and contingencies. Many of 

these risks and uncertainties relate to factors such as future market conditions, currency fluctuations, the behavior of 

other market participants, the exchange rate, tax system and so on. Therefore, it is possible that business performance 

will change and the Company is not responsible for loss resulted from this change. 

 

The Company puts information in this material with meticulous care. However, the Company is not responsible for any 

information errors, manipulations by outsider computer system errors, and so on. 

 

Copyrighted materials in this are under copyright protection. It is prohibited to reproduce, reorganize, translate, 

distribute or exhibit this material. 

 

This material is not for the purpose of investment invitation. Any investment decision with respect to the shares of 

common stock of the Company should not be based on this material fully but be made solely. 


