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Service

Payment Businesses in Japan
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Rakuten Payment Network Members

e Lo 2 M

Direct contracts with 1.2 million locations in Japan

Rakuten
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Network offers ability to provide payment and marketing solutions

Definition of locations:

r a 4 )

B Locations with merchant contracts for Rakuten Card, Rakuten Edy, Rakuten Point Card, and/or Rakuten Pay
B Stores using multiple service contracts are counted as one

B Rakuten Pay, Rakuten Point Card, Rakuten Edy as of Jun/e 2018, Rakuten Card as of July 2018
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Shape of Cashless Society



Lots of media exposure about “Cashless society”
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Situation in the world



In EU, interchange fee for card-based payment transaction
has started to be regulated by law to max 0.3% in 2015.

#A Home > The Alpha Newsroom > New European Interchange Fee Rules ...

Newsroom Categories

© Industry Blog
© Company News
© Press Releases
© Events

Subscribe




What happened as its result

n Merchant

’ @ Lower fee

@ Lower profitability

@ Cut loyalty program
Consumer 3 Depress cashback Bank (Credit card issuer)

® Charge card fees
3 Enhance profitable REVO payment 9



Controversial discussion “Which 1is

better?”
POINT VS

Rakuten decided to choose “POINT” in 2002

because POINT has 7 advanced features than cash
discount.
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NOO U A WIN =

/ advanced features of POINT program

. Marketing impact

. Flexibility

. Visualization

. Differentiation

. Lead marketing

. Retention

. Deep understanding of customers
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Understanding our customers,

we can hold well-though-out OMOTENASHI marketing.
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1/3 of Japanese consuming market transaction is covered
by POINT related payment.

Japan is the most POINT penetrated country.
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Utilizing POINT program, we can realize well-though-out
OMOTENASHI marketing in cashless society.
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Consuming
Expanding POINT reward Need to secure
a certain level of fee.

r \ Need to create

healthy circulation.

OMOTENASHI Customer
marketing understanding
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Support for Local & Small size merchants
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Empowerment with Price-slashing & High Quality service

B 67“3 > I< (: i{."l-f\ *VISA/MASTER/JCB/DISCOVER/Diners/AMEX
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We must achieve the following situation as shown;

Merchant transaction fee < cost of cash

l

Merchant transaction fee > benefit of cashless






