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Good afternoon, everyone. I would like to extend my sincere appreciation to all of you, including those 

joining us online, for your continued support. Thank you for taking the time out of your busy schedules 

to attend today’s meeting. I am also grateful for the many one-on-one interactions I have had with you 

on a regular basis. 

Today, I have been allocated 30 minutes. Please note that I will need to leave after this period due to 

other commitments. During this time, Chairman Uda will provide a presentation on the theme of 

"Governance to Value," and Mr. Igawa will speak regarding our system initiatives. We welcome your 

candid feedback and encourage you to ask any questions you may have. Thank you for your active 

participation. 

As you may have already reviewed the materials provided, I will keep my remarks brief and focus on 

sharing my thoughts and key points on the current financial results as CEO. I will be happy to address 

your questions following my comments. 
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First, on October 1, the company name was changed to CCI Group. This change does not significantly 
alter the business strategy, but it demonstrates a strong commitment to pursuing new strategies. 
Branding and the mentality of both internal and external stakeholders are now more important. While 
the banking DNA remains valuable, the company recognized that a shift in mentality is necessary for 
new business areas, which led to the bold decision to change the name. The company recognizes that 
adopting the new brand will take time and intends to implement a detailed strategy. 
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Regarding financial results, the situation is common across the banking sector. This upward revision 

was mainly due to a single interest rate increase (rather than the two that were initially expected), and 

the company's low loan-to-deposit ratio, which kept deposit interest expenses in check. Additionally, 

market operations performed well. As a result, the dividend was revised upward to 23 yen, in line with 

the company's policy to maintain a 40% payout ratio. 
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Regarding Hokkoku Bank, there have long been two main issues.  
The first was non-performing loans. In the past, we consistently carried out substantial processing of 
these bad debts. Currently, the amount has settled in the range of 2 to 3 billion yen, and the impact of 
the earthquake has also been resolved, so we believe the bank has entered a stable phase.  
The second issue was system investment. As for the system investments made under the accounting 
of Hokuriku Bank, preparations for the next phase have been completed, and we evaluate these 
initiatives as a strategic success. As a result, we recognize that the concerns regarding Hokuriku Bank 
have been largely resolved. 
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The sensitivity of loan interest rates is also entering its final stage as the shift from short-term prime 

rates to market-linked rates progresses. Regarding housing loans, although there have been concerns 

about the prevalence of fixed interest rates, most contracts are for less than two years, and with interest 

rate renewals advancing, we believe the risk is minimal. 
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Regarding new businesses, we are focusing on three areas: consulting, cashless payments, and 

investment management. 

In consulting, we expect to finish the fiscal year as planned. Going forward, we are looking to deploy 

additional strategies and frameworks, which hold the potential for significant growth in the second half 

and in the coming fiscal years. 

In the cashless domain, as indicated by the increase in transaction volume, we expect results to be on 

track. However, at the current pace, we cannot expect much after ten years. Therefore, we have two 

pillars for growth. The first pillar is stablecoins. Recently, JPYC has been attracting attention, but since 

last April, we have implemented stablecoins (more precisely, tokenized deposits), and nearly 30,000 

users are currently active. We aim to expand this to a scale of 100,000 users as soon as possible and 

will promote it in various ways. The second pillar is the launch of a fully digital debit card, which we are 

rolling out in the Hokuriku region and, in collaboration with Infcurion, Inc., which was recently listed, we 

are also advancing resales to other industries. 

As for investment management, we have achieved our target balance and expect to realize profits 

through exits going forward. By next spring, we hope to present concrete projects and results. For this 

fiscal year, we expect to finish with earnings of around 300 million to 500 million yen as planned. From 

next fiscal year onward, we are confident that exits will allow us to record profits.  
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Recently, there have been news reports about the Financial Services Agency supporting system 

collaboration without bank reorganizations. Mr. Igawa will provide more details on this later, but for now, 

we are utilizing a system developed in-house, with assets held by our consulting company, CC 

Innovation, and used by Hokkoku Bank. This system is comprehensive, including not only the core 

banking system but also subsystems. We are rolling out resale strategies for these systems and are 

engaging in discussions with financial institutions whose strategies are aligned to some extent. 

Stablecoins and our system strategy are currently hot topics, and CCI Group is focusing on expanding 

new business fields in addition to growing our banking sector. By 2032, we aim to achieve a 50:50 

business composition between these areas. 

As CEO, while bearing governance responsibility for all subsidiaries, I am especially committed to 

expanding business in new fields. That concludes my comments. Thank you very much. 
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Hello everyone. I believe this may be the first time many of you are meeting me. My name is Uda, the 

outside director and chairperson of the board at CCI Group.  

You may wonder why I serve as chairperson. Having an outside director in this role is extremely 

important from a governance perspective. Previously, I served as chairperson of the board at Ebara 

Corporation for about eleven years, during which time the company underwent significant changes. 

Through that experience, I came to recognize just how vital the chairperson’s role is in governance. 

It has been about two years since I joined CCI Group as an outside director, and I have now taken on 

the chairperson’s position. I see this as a central role in governance and a challenge that must be 

approached with sincerity.  

In many companies, the board of directors is viewed as a higher authority over executive management, 

and the board is often seen simply as a venue for approving decisions made by the executives. In 

many cases, outside directors are appointed in a formalistic way, and substantial discussions about 

long-term perspectives or major strategic directions—which should really be the focus—do not actually 

take place. However, when an outside director serves as chairperson, the board members (including 

the representative director, internal directors, and outside directors) can engage on an equal footing, 

fostering healthy tension. Because I seek opinions frankly and without bias, internal directors also 

participate earnestly in discussions. 

With this kind of structure, the board of directors is able to fulfill its true role, allowing the company to 

break free from superficial governance. Regardless of what the Corporate Governance Code states, 

ticking boxes does not ensure genuine governance. I would like investors to pay attention to these 

aspects when evaluating the company. 
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Since last year, I have included a message as chairperson in the integrated report, and I have 

continued this practice this year. In the 2024 report, I mentioned the innovative organizational culture of 

CCI Group. For a regional bank, such a culture is rare, and I feel there is a strong drive to create new 

things. The atmosphere is reminiscent of an IT venture company, with no paper on desks and people 

greeting the president casually and with smiles, without formalities. I believe this culture is extremely 

important.  

I have written about what should be done to maintain and sustain this culture over the medium to long 

term. As I mentioned earlier, fostering healthy tension between the executive team and the board of 

directors is difficult to achieve when the organization is internally focused. Regarding the dissemination 

of understanding about the role of the board within the organization, when I serve as chairperson, I 

seek everyone’s opinions on an equal footing. We also take the effectiveness evaluation seriously, 

conducting surveys and individual interviews over about three months. These provide valuable insights 

for next year’s board operations, which we actively utilize.  

Ultimately, the role of the outside director and the chairperson is to support execution and continuously 

and sustainably enhance corporate value. I have included the progress being made on these fronts. In 

the 2025 report, I mention that we will focus on the following three areas:  

1. Linking the achievements to the two-brand strategy 

2. Formulating a succession plan as part of corporate continuity and developing the next generation 

of leaders 

3. Strengthening organizational execution capabilities  
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Although we have made various efforts in governance so far, through these initiatives, we will support 

the executive team and aim to enhance corporate value. 
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While it is common to depict the board of directors as being above the executive body, I have 

intentionally used this diagram to convey that the board is not positioned above the executive team. 
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When it comes to the substance of the board of directors, setting the agenda is extremely important. In 

other words, those responsible must also take ownership of what topics will be discussed at board 

meetings. Before each meeting, I confirm with the executive team what discussions will take place and 

then proceed to the board meeting. For matters of governance and management strategy, we devote 

considerable time and, in some cases, advance the discussion offline. 
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I believe that one of the board of directors’ most important missions is to continuously deliver   I 

 roup’s spirit of innovation, willingness to take on new challenges, and culture unbound by convention 

as a source of value to others. We will continue to focus on realizing “ overnance to Value (  to V),” 

which means transforming governance reforms into value creation. 

In closing, I am convinced that governance reform is the most effective means for improving 

performance and preventing scandals. Having a sound and healthy top management is the key to 

maintaining the integrity of the entire organization. Communication with all of you is also a very 

important element in value creation. 

This concludes my explanation regarding governance. If you have any questions, please feel free to 

ask. 
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Hello everyone. My name Igawa from the CCI Group, and I appreciate the opportunity to speak with 

you today. I will be explaining our system strategy, future plans, and especially the outlook for external 

sales of our systems. 
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First, let me briefly explain our initiatives to date.  

We aim for sustainable growth and enhanced competitiveness, we began in-house system 

development around 20 years ago. In the early 2000s, our efforts focused on improving operational 

efficiency and productivity. Around 2007, we accelerated in-house system development and promoted 

digital transformation (DX) by leveraging digital technologies. 

In 2015, we transitioned our core banking system to an open platform, adopted a cloud-first policy, and 

have continued to upgrade our systems.  

In 2019, we established a system development company within our group to strengthen our in-house 

development framework and build a mechanism to maximize synergy across the group. Our in-house 

developments include internet banking for corporate and individual customers, ATM, and systems for 

card issuance and merchant operations. Additionally, we have built a digital regional currency service 

(regional stablecoin) together with partner companies. Currently, we are advancing a project to renew 

the core banking system, which is the backbone of our bank. 
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Today, I will explain our external sales business centered around this core banking system. First, let me 

briefly describe the current state of core banking systems at regional banks. Many regional banks 

currently use packaged solutions provided by major IT vendors such as NTT Data, IBM Japan, and 

Hitachi, outsourcing the joint use, development, and operation of these systems. Fujitsu has announced 

its withdrawal from the regional bank system business by 2030. Among other IT vendors, it has also 

become increasingly common for banks to switch to different vendors through mergers and 

integrations. 
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However, with this type of IT vendor-dependent system, there are issues such as limited development 

flexibility, difficulty in utilizing the latest AI technologies due to systems built with the outdated COBOL 

programming language, and persistently high costs paid to IT vendors. We ourselves once faced 

similar challenges, and to overcome them, we have advanced in-house development and system 

modernization. 
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Now, regarding whether there is a market for external sales of systems under these circumstances, we 

believe there is ample opportunity. The core banking system we are currently developing was originally 

intended for our own use, but we have received feedback from other financial institutions saying, "If it is 

modernized, highly available, and affordable, we would consider adopting it." For this reason, although 

the system was initially developed for our own use, we have decided to build and expand a new 

business model in which we sell these systems and record revenue from such sales. 
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There is no competitiveness in adopting the same concept as IT vendors. Our strength lies in 

developing systems for our own use, based on our management strategy. What differentiates us from 

major IT vendors is our ability to sell these systems to financial institutions that share our values, and to 

flexibly combine in-house developed subsystems according to strategy. However, we do not target 

every financial institution; instead, we focus on those that share or aspire to our values. For these 

financial institutions, we believe our system will become a viable option for system renewal. 

In August, the CCI Group announced the availability of this system, offering it from 600 million yen 

including initial fees and usage charges. We have received inquiries from multiple financial institutions 

who appreciate its problem-solving capabilities and potential for cost reduction. Furthermore, at last 

month’s financial institution event ( I   xhibition hosted by  ikkin),  suemura gave a presentation and 

we set up a booth, which led to additional inquiries from several financial institutions. As other 

institutions have also expressed interest and are moving towards implementation, we believe there is a 

high likelihood of adoption. 

Additionally, the Financial Services Agency announced the establishment of a new subsidy program in 

this fiscal year’s " egional  inancial  trengthening  lan," to encourage system integration among small 

and medium-sized financial institutions. Previously, such subsidies were only available for management 

integration or mergers, but now they will be provided even without reorganization. We see this as a 

tailwind for our strategy. 
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As for the schedule going forward, the core banking system renewal project is proceeding as planned, 

with the online area scheduled to go live in January 2027 and the batch area in January 2028. First, we 

will ensure stable operation at Hokkoku Bank, and then fully launch sales to other banks. The initial 

implementing banks are expected to begin after 2029, with consulting services provided alongside 

implementation, keeping customization to a minimum. Second and third user banks are also expected 

to follow a similar schedule. 

On the system cost front, there are no major changes from the plan announced at the beginning of the 

fiscal year. We will make concentrated investments up to March 2029, and after completing large-scale 

projects (from fiscal 2029 onward), we expect to reduce more than 100 development personnel through 

the use of cloud and AI, thereby achieving cost reductions. 
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 he new core banking system has been named “ ank Will.” We will combine this core system with 

other in-house developed systems and offer them in line with each client’s strategy.  ur system 

strategy is not just about improving efficiency or reducing costs—it serves as a growth engine for rapid 

execution of management strategies, strengthening competitiveness, and creating new business 

opportunities. While continuing to modernize our systems and reduce costs, we will establish a new 

revenue model through external sales and aim for growth by maximizing the strengths of our group. 

That concludes my explanation of our system strategy and external sales business. We will continue to 

evolve and expand our initiatives to achieve sustainable competitive advantage, growth, and realization 

of our system strategy. We sincerely appreciate your continued support. Thank you very much. 
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