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 Thank you for taking time out of your busy schedules today to attend our 
presentation on interim results for FY2019.

 Today, after explaining certain key points regarding our interim results, I would like 
to provide an update on the progress we have made on our 5-Year Business Plan 
announced in May of this year.

 Please turn to page 6.
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 Allow me to begin with a summary of our interim results for FY2019.
 Consolidated Net Business Profits, an indicator of the performance of our core 

business operations, were JPY 340.8B (including Net Gains (Losses) related to ETFs 
and others), an increase of JPY 9.9B YoY, due to factors including strong 
performance in Customer Groups, primarily for operations outside Japan, and a 
reduction in expenses through structural reform initiatives. This represents a progress 
rate of 56% towards our fiscal year target of JPY 600B.

 While gains from reversals outside Japan were recorded, credit costs were incurred 
mainly in the retail banking segment in Japan.

 The result is within the estimates in our plan, even though credit costs were recorded 
partly due to the lack of large reversals like last fiscal year. We will continue to 
monitor credit costs closely.

 Net Gains (Losses) related to Stocks (excluding Net Gains (Losses) related to ETFs 
and others) came to JPY 55.3B due to a reduction in cross-shareholdings and other 
factors. Results did not reach the level of the same period last fiscal year due in part 
to the lack of gains on large sales of cross-shareholdings such as those recorded last 
fiscal year.

 As a result, Net Income Attributable to FG was JPY 287.6B, and although this is a 
reduction of JPY 71.6B YoY, it represents a progress rate of 61% towards our fiscal 
year target of JPY 470B, showing steady progress.

 Our CET1 Capital Ratio is 10.93% (excluding Net Unrealized Gains on Other 
Securities) under current Basel requirements. Or, 8.6% on a Basel III fully effective 
basis. In both cases, our ratio sufficiently exceeds the regulatory required level.

 Next I would like to provide an overview of results by in-house company. Please 
proceed to page 7.
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 This page shows the financial results for each in-house company.
 For the Retail & Business Banking Company, asset management business for 

individual customers faced a difficult environment. However, we were able to make up 
for this not only through a reduction of amortization costs resulting from the one-time 
losses recorded last fiscal year, but also structural reform initiatives and other efforts, 
leading to a reduction in expenses. As a result, Net Business Profits were largely 
unchanged YoY.

 For the Corporate & Institutional Company, profits were negatively affected by the 
lack of large-scale dividends which were recorded last fiscal year as well as the start 
of the amortization of the new core banking system, and other factors. However, 
through concentrated efforts in highly profitable areas such as acquisition finance, on 
balance Net Business Profits were largely unchanged YoY.

 For the Global Corporate Company, there was strong performance in areas such as 
lending and DCM (Mizuho Securities), resulting in a significant increase in profits YoY 
and contributing to enhanced earnings for the Mizuho group as a whole.

 The total Net Business Profits for the four in-house companies which compose our 
Customer Groups (RBC, CIC, GCC, AMC) came to JPY 217.9B, which is higher than 
the level achieved prior to the introduction of negative interest rates.

 Please continue to the next page.
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 This page provides a comparison between in-house company results and targets for 
H1.

 In summary, all of the in-house companies except RBC have made relatively strong 
progress towards Gross Profits targets, and all in-house companies have exceeded 
their targets in terms of reducing expenses. As for Net Business Profits, all in-house 
companies except AMC exceeded their targets.

 In particular, the banking section of GMC significantly exceeded targets, due in part to 
Net Gains (Losses) related to Bonds in light of lowering US interest rates, despite a 
reduction in Net Gains (Losses) related to ETFs which had been stronger in the 
previous year.

 In the sales & trading section, performance was in line with targets, led by results in 
domestic and international bond trading.

 Next I would like to explain our revised earnings plan for FY2019. Please proceed to 
page 29.
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 Based on the strong progress made towards the Consolidated Net Business Profits 
target set at the start of the fiscal year, we upwardly revised our fiscal year target by 
JPY 20B, up to JPY 620B.

 As a cautionary measure, we did not revise our Credit-related Costs target (remaining 
at JPY -60B).

 On the other hand, we downwardly revised our target for Net Gains (Losses) related 
to Stocks (excluding Net Gains (Losses) related to ETFs and others) by JPY 20B, 
down to JPY 140B.

 Although we are mostly on track towards our fiscal target for the reduction in book 
value of cross-shareholdings, due to losses recorded on few number of stocks in H1 
and the uncertain economic outlook going forward, the potential for declining stock 
prices and other factors pose a certain degree of downside risk which we have taken 
into consideration.

 Following these revisions, our estimates for Net Income Attributable to FG for FY2019 
remain the same at JPY 470B.

 The next page has revised earnings plans for each in-house company for your 
reference.

 Please proceed to page 32.
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 Now I would like to provide an update regarding our progress on our 5-Year Business 
Plan which started from this fiscal year.

 Looking back on the first half, in July we completed the migration to our new core 
banking system, advanced structural reforms, and made other efforts to strengthen 
our stable revenue base and cultivate new partnerships with our customers as a 
means of building firm foundations for the next generation of financial services.

 These efforts are beginning to bear fruit and our interim results are one sign of that.
 Next allow me to go over our key financials.
 Please have a look at page 33. 
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 First of all, our Consolidated ROE for FY2019 H1 is 7.4% when calculated by 
annualizing our H1 Net Income Attributable to FG. However, when calculated using 
our FY2019 target of JPY 470B, it is 6.2%, meaning that we must continue to work 
towards enhancing our earnings power and capital efficiency in order to achieve our 
target range of around 7 to 8%.

 Our Consolidated Net Business Profits are as I previously explained.
 Our CET1 capital ratio (excluding Net Unrealized Gains (Losses) on Other Securities) 

has increased to 8.6% on a Basel III fully effective basis. I will explain our capital 
strategy in more detail in a moment.

 In FY2019 H1 we reduced cross-shareholdings by JPY 37.6B on a book value basis. 
When compared to our target of a JPY 300B reduction by the end of March 2022, this 
represents only a 13% progress rate, but when including future sales already agreed 
upon, we are mostly on track towards our fiscal year target for reduction in book value, 
and therefore will continue to work towards achieving our targets.

 Please turn to page 34.
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 Next, let’s review the progress on our fundamental structural reforms.
 Following the completion of the migration to our new core banking system in July of 

this year, we accelerated structural reforms and are making steady progress, on track 
towards our targets in each area of reduction—staff, locations in Japan, and 
expenses.

 In regards to staff, while we are continuing any necessary new hiring, we will aim to 
reduce our total workforce by 8,000 people by FY2021 (compared to our workforce as 
of the end of FY2017) and we are on track to reduce our workforce by around 3,000 
people in FY2019.

 Our target is to reduce the number of locations in Japan by 100 locations by FY2021 
and we are on track to eliminate 38 locations by the end of FY2019.

 As for expenses, our target is to reduce expenses (excluding amortization of the new 
core banking system) by JPY 120B by FY2021, and we are on track to reduce 
expenses by JPY 59B by the end of FY2019, even when excluding the effects of 
expense reduction due to a stronger yen.

 Next please turn to page 35.
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 Now I would like to explain our Consolidated Net Business Profits in more detail.
 This page divides our revenue structure into “stable revenue”, which is shown at the 

bottom of the page, and above that is the relatively higher volatility “upside revenue” 
and “banking account revenue”.

 In FY2019 H1 we saw an improvement in Net Business Profits due to an increase in 
certain revenue areas such as corporate solutions, settlements, and foreign exchange, 
in addition to a steady reduction in expenses and increases in stable revenue. This 
was able to supplement the reduction in Gross Profits from asset management 
business for individual customers, dividends from stocks, and other such areas.

 Please turn to page 36.
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 Next I will explain our reductions in expenses.
 In FY2019 H1 we reduced expenses by addressing structural issues, including 

reducing the number of personnel, structural reforms to IT systems, and 
unconsolidation of Trust & Custody Services Bank (TCSB). This enables us to absorb 
increases in expenses from investment in focus areas, such as the amortization of the 
new core banking system, and other factors in order to make steady progress in 
reducing expenses as a whole.

 In H2 we expect some factors leading to expense increases such as the full effects of 
the amortization of the new core banking system. However, going forward we will 
accelerate structural reforms while amply investing in focus areas which will lead to 
growth and aiming to implement flexible expense management in each segment of 
our business portfolio.

 Next I will introduce our capital strategy. Please turn to page 37.
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 Our CET1 capital ratio is 8.6% on a Basel III fully effective basis as of the end of 
September 2019. This is indicated by the orange dot on the right-hand graph.

 By continuing to strengthen our capital base and the hedging effects indicated by 
the arrows on the graph, we are increasing our capital to ensure we can maintain 
the regulatory required level even in times of stress.

 Going forward we will continue to work to raise our capital level in order to achieve 
our growth strategy and transition to a capital utilization phase in order to enhance 
returns to shareholders at an early stage.

 As shown on the bottom left of the page, our estimate for Cash Dividend per Share 
of Common Stock remain unchanged from JPY 7.50 annually, and we have decided 
on an Interim Cash Dividend of JPY 3.75. 

 Next, allow me to provide an update on the progress of our business structure 
reforms.

 Please continue to page 38.
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 Through business structure reforms we are seeking to build new forms of 
partnership with our customers in order to respond to structural shifts in customer 
needs. In order to achieve this, we will draw on Mizuho’s strengths as well as 
external resources as needed with the aim of creating new value in adjacent 
business areas surrounding finance, including in areas where finance and non-
finance blend together.

 The following pages contain an explanation of our current efforts in this area.
 Please turn to page 39.
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 We are implementing a number of initiatives to support individuals and business 
owners in this age of longevity. Our fundamental approach is to go beyond the 
boundaries of finance and provide new value incorporating non-financial services in 
order to respond to customers’ needs at each life stage, including asset formation and 
succession needs, and helping to alleviate worries about old age.

 In terms of asset formation support, the main pillars of our strategy from H1 are 
promoting goals-based consulting and long-term, continued, diversified investment. 
We conducted training for all relationship managers to enhance their ability to make 
proposals regarding these areas.

 More time is required to stabilize our fees revenue, but as shown on this page we are 
seeing steady growth in the number of sales of asset formation products such as the 
“Innovative Future” series have proven highly popular with customers by meeting their 
needs.

 As for services to support customers in old age as shown in the upper right hand 
corner of the page, our Personalized Trust combines our trust functions and lifestyle 
support services such as caregiving through collaboration with partners in non-finance 
fields. This product meets the needs of our customers and in the two years since we 
began offering it the trust has reached JPY 55B and its growth rate is two times that of 
typical products.

 We have also started offering a Dementia Support Trust which provides useful 
features unavailable in the typical products offered by other companies.

 We are steadily expanding our asset and business succession business by identifying 
clients with potential needs and proposing solutions as an integrated financial 
services group. 

 Please continue to the next page.

39



 Next I would like to introduce the ways that we are supporting connected lifestyles.
 Our cashless payments initiatives shown on the left prioritize user experience and, as 

these services are linked to users’ bank accounts, their appeal is derived in part from 
the safety and security that only banks can offer in addition to convenience. We offer 
Mizuho Wallet, a contactless payments service, and J-Coin Pay, a QR-code based 
payments service.

 For J-Coin Pay, last month we signed up a major drug store chain, as a participating 
merchant, and this month we signed up a major household appliance chain. From 
next month J-Coin Pay will also be accepted at major convenience store chains and 
other locations. Going forward we will implement well-timed mass media promotion 
and various special offers in order to accelerate the attraction of new participating 
merchants and users.

 Additionally, in December we will launch J-Coin Biz, a service for businesses which 
enables employees to settle expenses using J-Coin. In December we will start rolling 
out this service within Mizuho and approaching participating financial institutions. 
Then from next year we will proactively promote this service to our corporate clients.

 As for our AI-based credit scoring business outlined on the right, we are offering 
J.Score in partnership with Softbank and Line Credit in partnership with Line.

 J.Score supports customers to invest in their futures such as providing funds for 
studying abroad or enrolling in courses to acquire professional qualifications. Line 
Credit makes it easy for customers to take out a loan to cover sudden expenses with 
the aim of providing small luxuries for every-day life. Each of these services target a 
specific area of demand and are an attempt to integrate the customer base and data 
of our business partners with Mizuho’s credit screening expertise and financial 
services.

 These initiatives hold great potential in light of the ability to target Mizuho’s 24 million 
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individual customers, Softbank’s 42 million mobile users, and Line’s 82 million social 
media users. We also plan to use these initiatives to build the foundations for an 
expansion into the data business.
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 Next let’s look at how Mizuho is a strategic partner for business development.
 We are aiming to utilize part of the capital freed up from the reduction of cross-

shareholdings towards investment, lending, leasing, and other means of sharing 
business risk with clients.

 On the bottom left of this page there is an example of a project led by a large housing 
manufacturer which we are supporting. It aims to attract hotel developers to rural 
regions of Japan in order to revitalize these areas.

 Mizuho Bank and Mizuho Leasing will work in partnership to provide equity capital 
and share business risk with our clients. Additionally, Mizuho Securities will act as a 
financial advisor and Mizuho Trust & Banking will be entrusted with trust beneficiary 
rights, therefore enabling us to support these initiatives as an integrated financial 
group.

 On the upper right-hand side of the page there are some examples of our support for 
innovative start-up companies. We are drawing on our strengths, such as our industry 
insight and customer base, in order to support clients’ growth strategies from both a 
financial and non-financial angle.

 M’s Salon not only provides networking opportunities for startups but also business 
partnerships, matching for raising capital, management advice from mentors, and 
other forms of growth support. Currently there are around 2,800 members. Also, we 
are rolling out a similar program in the Greater Bay Area surrounding Hong Kong.

 On the bottom right of the page is our framework for providing equity capital to pre-
IPO startups in later growth stages and supporting them to address their challenges.

 Through a partnership with Signifiant, who provide hands-on support and know-how, 
we are expanding the financial and non-financial services we offer with the aim of 
capturing additional financial business with these companies in the future through 
opportunities such as an IPO or M&A.
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 Please turn to the next page.
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 Now let's look at our operations outside Japan. As shown on the left, we have 
received a number of prestigious industry awards for our transaction banking 
business in Asia. For example, we have been selected from among top tier banks and 
recognized under Global Trade Review’s "Leaders in Trade" as the best bank in East 
Asia & the Pacific for three years in a row.

 We were recognized for our dedicated service in connection to our transaction 
banking products, including ECA finance and supply chain finance solutions.

 On the right is an overview of our US and European capital markets business. We 
have a strong presence in US capital markets due to our robust customer base and 
long-standing integrated banking-securities model which have enabled us to rank 3rd 
among non-US financial institutions in IG corporate bond and loan league tables. We 
will aim to make Mizuho a more top-tier market player by strengthening our ability to 
provide solutions to meet the needs depending on the sector’s characteristics and 
thorough cross-selling. in the global economy, in terms of non-investment grade 
corporates, we must be more selective than before in identifying risk and enforce 
forward-looking indicator management and 

 In consideration of the increasing uncertainty credit management.
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 Next I will cover our markets business.
 As shown on the left, in our sales & trading business we are focused on strengthening 

derivatives business.
 Previously, we have expanded our business primarily through cash business in the 

secondary market. However, in recent years we have entered the profit-making phase 
in our derivatives business by (1) strengthening our products lineup, (2) enhancing 
integrated banking and securities operations, (3) increasing client-facing flow trading 
through stronger connection with the primary market.

 As for our banking business indicated on the right side of the page, previously we 
have overly prioritized realized gains at times, but from this fiscal year we are shifting 
our operations to focus on achieving a balance between realized gains and 
unrealized gains/losses by enhancing portfolio management. Through these efforts 
we will work to enhance our ability to take on risk so that we would have a way to 
supplement client-based revenue if needed.

 Next I would like to explain our corporate foundations reforms, so if you could please 
turn to page 44.
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 In order to respond to changes in society, as part of our corporate foundations 
reforms we are aiming to transform our approach to business operations in the four 
priority areas shown here. By increasing our creativity and productivity, we can also 
enhance the services we offer customers.
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 One of our initiatives in this area is our new HR strategy.
 In light of changes in the needs of customers and society as a whole, as well as 

changes in employees’ mindsets and values regarding work, from this fiscal year we 
have formulated a new HR strategy focused on maximizing employees’ universally 
recognized value, and are rolling out a number of initiatives under this strategy.

 We plan to make specific revisions to our HR system and are negotiating these 
changes with the employee union where necessary.

 As shown on the left side of this page, we will establish a framework to enable more 
diverse career paths in order to enable employees to develop the necessary expertise 
to thrive as we transition to the next generation of financial services. This will include 
(1) expanding opportunities to take on new challenges both within and outside the 
company, including concurrent assignments, part-time work, and internal job postings, 
(2) consolidating generalist and specialist job tracks under a shared, group-wide HR 
platform and continuing to utilize the expertise of post-retirement employees.

 And as noted on the right side of the page, we will transition to a system where 
compensation is aligned to the exercise of expertise. We will incentivize employees 
who make an effort to enhance their expertise through flexible compensation based 
on one’s mission and performance rather than one’s post and seniority.

 By making these revisions to our HR system, we aim to ensure that we at Mizuho 
have expertise suited to the next generation of financial services and that morale is 
high and all members of the organization are fully motivated to draw on this expertise.

 Please continue to the next page.
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 Now I would like to take a moment to discuss our next-generation core banking 
system, MINORI. We completed the migration to the new system in July of this year.

 On the left side of the page is a conceptualization of the IT system of Japanese 
megabanks from around the 1980s, a 3rd generation online system with a complex 
tight-coupling structure. We have upgraded to a new, cutting-edge, loose-coupling 
style system ahead of the other Japanese banks.

 By upgrading to a simple and easy-to-maintain IT system, not only has security and 
stability significantly improved, but we can enhance the speed of system development 
in regards to new products going forward with much lower development costs.

 Additionally, this system makes it easy to connect with fintech firms and cloud 
providers using an external API, which is essential in order to provide customers with 
high value-added services. Our external API is already being used by 9 companies for 
13 different services.

 Also, this new, cutting-edge IT system will enable us to accelerate operational 
streamlining and will support the transition to next-generation branches which will 
lead to expanded business going forward. More details are provided on the next page.
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 This page shows a conceptualization of our next-generation branches.
 Until now, the primary role of our branches has been as a place for “making payments 

and conducting various financial procedures”, but in light of how easily and quickly 
these processes can now be completed online or on mobile devices, we will transform 
our branches into consulting spaces.

 “Operational streamlining” and “strengthening branch sales” will be key to achieving 
these goals. Please see the next page for details.



 Firstly let’s look at our plans for streamlining operations. With the completion of the 
migration to the new core banking system, we can now begin the full-scale 
implementation of reductions to branch operational workloads.

 Specifically, from FY2019 H2 we will expand the number of branches where 
operations will be consolidated to the operations center with the aim of centralizing all 
such branch operations by FY2023.

 Additionally, as branch tablets will be connected with the new core banking system 
using an internal API, information input by customers can be directly sent to the core 
banking system, which will reduce branch operations. This is an initiative which we 
are able to implement ahead of other Japanese banks thanks to the unique features 
of MINORI.

 From next fiscal year we will use the internal API connection at all branches to enable 
eight routine operations that require a high workload to be completed via tablet, 
including opening new accounts and bank transfers. Also, by FY2022 we will aim to 
add another 13 routine operations including applications for consumer loans.

 Through this significant reduction in workload we can shift personnel to the front office 
and strengthen our development of sales personnel, thereby enhancing our sales 
capacity. Next fiscal year we plan to shift around 1,100 people to the front office.

 One of our strengths is the ability to provide one-stop banking, trust banking, and 
securities services and by FY2020 we plan to roll out these services via remote 
connection to all branches in order to strengthen face-to-face consulting. 

(Final comment is on page 65)
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 I would like to close today with one final comment.
 From this fiscal year we are fully implementing three types of structural reforms in line 

with the 5-Year Business Plan we announced in May of this year: (1) business 
structure reforms aimed at creating new value in adjacent fields surrounding finance, 
(2) finance structure reforms aimed at building a stable revenue structure and robust 
finance base, and (3) corporate foundations reforms to support the next generation of 
financial services.

 In July we completed the migration to our new, cutting-edge core banking system. 
This system forms a foundation to support the expansion of business going forward 
by enabling us to streamline operations and transition to next-generation branches.

 Also, we announced a new HR strategy and, through specific revisions to our HR 
system, we are rolling out initiatives aimed at encouraging employees to take on new 
challenges and enabling them to develop expertise suited to the next generation of 
financial services.

 In terms of financial results, we are beginning to see positive effects, including Net 
Business Profits for Customer Groups exceeding the level from before the 
introduction of negative interest rates.

 In each of these respects, we are on track to achieve our targets, and in this second 
half we have started the full-scale implementation of structural reforms aimed at 
reducing the number of branches and personnel from next fiscal year and beyond. All 
of our executives and employees will make every effort to meet the expectations of 
investors.

 Lastly, I would like to express my appreciation for your continued understanding and 
support.
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