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Forward-looking Statements

This presentation contains statements that constitute forward-looking statements within the meaning of the United States Private Securities Litigation Reform Act of 1995, including
estimates, forecasts, targets and plans. Such forward-looking statements do not represent any guarantee by management of future performance.

In many cases, but not all, we use such words as “aim,” “anticipate,” “believe,” “endeavor,” “estimate,” “expect,” “intend,” “may,” “plan,” “probability,” “project,” “risk,” “seek,” “should,”
“strive,” “target” and similar expressions in relation to us or our management to identify forward-looking statements. You can also identify forward-looking statements by discussions
of strategy, plans or intentions. These statements reflect our current views with respect to future events and are subject to risks, uncertainties and assumptions.

We may not be successful in implementing our business strategies, and management may fail to achieve its targets, for a wide range of possible reasons, including, without
limitation: incurrence of significant credit-related costs; declines in the value of our securities portfolio; changes in interest rates; foreign currency fluctuations; decrease in the market
liquidity of our assets; revised assumptions or other changes related to our pension plans; a decline in our deferred tax assets; the effect of financial transactions entered into for
hedging and other similar purposes; failure to maintain required capital adequacy ratio levels; downgrades in our credit ratings; our ability to avoid reputational harm; our ability to
implement our Medium-term Business Plan, realize the synergy effects of "One MIZUHO," and implement other strategic initiatives and measures effectively; the effectiveness of our
operational, legal and other risk management policies; the effect of changes in general economic conditions in Japan and elsewhere; and changes to applicable laws and regulations.
Further information regarding factors that could affect our financial condition and results of operations is included in “ltem 3.D. Key Information—Risk Factors” and “ltem 5. Operating
and Financial Review and Prospects” in our most recent Form 20-F filed with the U.S. Securities and Exchange Commission (“SEC”) and our report on Form 6-K furnished to the
SEC on January 13, 2017, both of which are available in the Financial Information section of our web page at www.mizuho-fg.com/index.html and also at the SEC’s web site at
WWW.Sec.gov.

We do not intend to update our forward-looking statements. We are under no obligation, and disclaim any obligation, to update or alter our forward-looking statements, whether as a
result of new information, future events or otherwise, except as may be required by the rules of the Tokyo Stock Exchange.

» o« » » o« ” o« ” o« » o« ” o«

Unless otherwise specified, the financial figures used in this presentation are based on Japanese GAAP
This presentation does not constitute a solicitation of an offer for acquisition or an offer for sale of any securities

Definitions
FG: Mizuho Financial Group, Inc. BK: Mizuho Bank, Ltd.
TB: Mizuho Trust & Banking Co., Ltd. SC: Mizuho Securities Co., Ltd.
RBC: Retail & Business Banking Company CIC: Corporate & Institutional Company
GCC: Global Corporate Company GMC: Global Markets Company

AMC: Asset Management Company

Consolidated Net Business Profits = Consolidated Gross Profits - G&A Expenses (excl. Non-Recurring Losses) + Equity in income from investments in Affiliates and
certain other consolidation adjustments
Net Income Attributable to FG: Profit Attributable to Owners of Parent

2 Banks: Aggregate figures for BK and TB on a non-consolidated basis
(Figures of BK up to 1Q FY2013 are simple aggregate figures of Mizuho Bank and Mizuho Corporate Bank before the merger in Jul. 2013)

Group aggregated: Aggregate figures for BK, TB, SC, Asset Management One and other major subsidiaries on a non-consolidated basis
Company managerial basis: Managerial figure of the respective in-house company (managerial figures based on results of former business units up to FY2015)
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2016 Thorough Reform - Can Mizuho become stronger? -

» Complete implementation of in-house company system

» Reformation of cost structure

A discontinuous approach to cost structure, reformation of business process

» Clarification of business portfolio

Clarify areas of streamline, and invest resources in focus areas

» Fundamental Reformation of HR management

End the points-off evaluation system and the seniority system,

and eliminate “failure to act” behaviors

MIZWHO




Effects of In-house company system

» Clarification of profit responsibility
» Employ strategies between banking, trust and securities

» Speed up decision making

(Points to address: Strengthening company functions together
with the reformation of head office)

Has profitability improved?

— Shift from streamline to focus areas
— Reformation of cost structure

MIZWHO




Clarification of business portfolio

» Progress of methods
1. Product analysis (Qualitative+Quantitative)
2. Customer segment analysis (Qualitative+Quantitative)
3. Mapping 1 and 2 - Verifying correlation

= Reflectin FY17 Business Plan

» More clarification required

— Responding to the challenging business environment

— Manage energy to create new business (ex. digital innovation)

MIZWHO




Fundamental Reformation of HR and expenses

» Mid-term Reformation Program aiming the next 10 years

Business process after transition to the Next-Generation IT Systems,
personnel structure

Business process making use of ICT, personnel structure

Reform of branches (organization-personnel, operations, face-to-face
channel/digital channel etc.)

Long-term IT investment

Long-term personnel plan, personnel system, etc.

» Schedule

MIZWHO

Discussion of each topic by BOD from summer onwards and actual
basic plan in autumn

Start implementation from FY18 business plan, aim for realization in
next mid-term business plan



Challenges for FY2017

1. Strengthening profitability

Achievement of mid-term business plan results, effects of in-house company

system, growth strategy (investment in growth through strengthening business
portfolio)

2. Reformation of Cost Structure

Operational Excellence

Formulate plan for Fundamental Reformation of HR and expenses
3. Continue accelerating HR reformation

4. Revision of performance evaluation

<C> of PDCA (based on improvement of management accounting)
MIZWHO




Initiatives towards strengthening governance

» Evaluation of BOD effectiveness (self-evaluation, third party

evaluation)
- Off-site meeting. Increasing visits to front-line

- Enhance quality of BOD
» Engaging with investors

—  On authority to determine dividends

What is Mizuho’s Vision?

MIZWHO




I The Retail and Business Banking Company

1. FY2016 Review and the FY2017 Management Policy
2. Results of the “One Mizuho” Strategy
3. Revisiting Branch Strategy

4. Mizuho’s Retail Business Model

MIZWHO
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FY2016 Review and the FY2017 Management Policy

Mizuho is a financial services consulting group that combines banking (BK), trust banking (TB), and securities

Basic .
. (SC) services.
Policy . - . . , PR .
We are committed to providing tailored solutions to meet out customers’ needs by maintaining a customer-focused perspective.
We are taking steps to further enhance our retail business as a leader in providing banking, trust Net Business Profits Group aggregate, after HO expenses
banking, and securities services. FY2016 results recalculated based on FY2017 management account rules
Start FY16 FY17- JPY 13bn JPY 47bn
= Non-Interest

Began sharing customer Further enhanced the retail Income etc., 58% ) [ 62%

information and products business model for BK, TB, and Interest Income o 8% Approx.

between MB, TB, and SC scC ] 95%

Expenses 42% 38%
* Released ban of introductions « Exchanged employees  Optimize distribution of employees, —
among financial institutions between entities costs, and assets among sub —o— Non-Interest . App';”-
(the former Financial - Responsible for bottom-line segments . . Income Ratio -720 S7% -710 60%
Instruments and Exchange profits » Regional strategies and digital —— Expense Ratio
Act i i
) nnovation FY16 results FY17 plan
FY1 6 ReVieW a n d FY1 7 B u Si ness POI icy KPI Rounded numbers, group aggregate, based on internal management
. Balance of Managed Investment Products  Inflow of client assets at each
FY2016 Review and Number of Users Py Securities Company
. . . . . . . tn
Despite the harsh business climate including factors such as negative interest _m‘f\zzgf:ém 73 37 ( ) FY15
rates, we made some progress related to increasing profits from non-interest Product 30 ®FY16
income Balance 1.5
. (JPY tn)

o— Investment
Management 947

1.0
FY2017 Policy Venege 05
In order to achieve our new medium-term business plan, we are promoting a Users (10k 00 B _
fundamental structural reform to enhance the unification of BK, TB, and SC, users) —_— Mizuho SMBC Daiwa Nomura
and complete our retail business model. 183 163 AT -0.5 Nikko

Enhance strategy to unify BK, TB, SC IPO-related Business

An important
0 mNo. of deals where SC2was the bookrunner
year fOI" maklng ‘No. of deals where Mizuho became the

Support growth strategies for small to medium progress towards Stock Transfer Agent?
enterprises

Shift from savings to investing and asset building

31

Important Tasks

: 16
Review sales channels and find new business our business 9 14
gpportunitics model reform 5 6 - .
.
MIZU‘IO 1. Created using each company'’s financial results Fy13 FY14 FY15 FY16.
2. Created using CAPITAL EYE based on large financial institutions. Excludes REITs and global offerings. 11

3. Created using disclosed materials from each company. Excludes REITs, ETF, and global offerings.



One Mizuho Strategy (1) Shift from Savings to Investment and Asset Building

Reviewing FY16 FY17 Business Policy

It was a difficult year due to the market environment, but we saw To improve our consulting services, we will leverage the strengths
positive effects from our strategy of providing consulting services of BK, TB, and SC entities and improve our initiatives geared
by unifying BK, TB, and SC. towards clients who are new to investing.
Synergies between Banking and Securities Entities Consulting Services Leveraging BK, TB, and SC Entities
- We are differentiating ourselves from other large independent securities companies by - Improve collaboration between entities by exchanging employees.
increasing collaboration between our banking and securities entities. - Continue to promote the “client-first” initiative.

- Meanwhile, there is a lot of opportunity to encourage clients to make investments with the
large amount of accumulated bank deposits.

Inflow of CIient’_s Assets! rounded fig_ures. Individuals _ “

(JPY bn) Mizuho SMBC Nikko Nomura Daiwa
FY15-16 Total FY15-16 Total FY15-16 Total FY15-16 Total " -
JPY 3,011.9Bn JPY 2,458.8tn -JPY 257.8bn JPY 962.2bn Expert consulting by leveraging BK, TB, and SC
Inheritance; _E“"‘:!“'age Propose asset
400 Core Senior Clients’ BISTRON (050009 ' RECSETRY management
Clients needs clients services
200 I Employee Employee
I I Exchange Exchange
Shift Shift Shift
0 l ll . I Focus — Focus Focus |
1Q2Q3Q4Q1Q2Q3Q4Q 1Q2Q3Q4Q1Q2Q3Q4Q 1Q2Q 102030401020 M40 | | | |
FY15 FY16 FY15 FY16 FY15 FY16
-200
Ge_neral Collab. Collab.
Clients

Asset Building Initiatives
rounded figures, T 1 | I

-Wi i 2 nc .
Group-wide Clients 2 | . iy o Collaboration between BK and SC g5 1ovee Exchange
(1000 rounded figures and Optimization
clent) 181 BK C0|_'e c"ent83 *Parenthesis indicate the TB Employees BK Employees SC Emplovees
152 ~580k clients/JPY18tn increase of employees YoY POy P oy
Collaboration with SC FY16 +29 +81
121 ~130k clients/JPY 7tn 56 Employees 164
+ i +
supportin
. FY17e (+27) UPporting % (+83)
No collab. with sc‘ individua
~460k clients/JPY 12tn +76 clients +246
FY18e (+20) % (+82)
Deposits onl i
~290kpclients/ JPY%, Use a one-to-one marketing approach
to meet individual client needs
FY15 FY16 FY17e and prioritize what is best for the client.
MIZU-IO 1. Created using financial results from each entity; 2. Clients who own a certain amount of financial assets; 12

3. The number of clients who do business with multiple entities, among clients who own a certain amount of financial assets



One Mizuho Strategy (2) Supporting Corporate Client’s Growth Strategies/Area One Mizuho Project

Providing Solutions in Line with Corporation Growth Phases Area One Mizuho Project

Support growth strategies using BK, TB, and SC expertise Becoming an invaluable partner to our customers, the economy, and society
Establishment and Growth Phase | Maturity and Transition Phases

- .
native companies Business ' A No.1 Business Results
SFllJJEZIsy 0 gﬂeerr;gee; M/ Business Matching
Mizuho gL M Salon Financial | pent securtizaton Regional contribution by Meeting customer needs by
Growth ‘f;g Large Strategy | Real Estate Finance - ’ of :
Support £E Corporation — Mizuho’s entities leveraging BK, TB, and SC
Fund No. 2 88 Matching Capital EO ~ L
JPY10bn Mentoring Policy | pfFunds Strengthening the Mizuho
“ brand and establishing a solid

profit base in different regions \

J

; -
Relatives | = [ Transfer Shares | . afgﬁgor Development of Reg'ronal Societies
Non business
- Relatives M&A IPO succession MIZUhO n dlffel'ent
: eglons
Provide other services and products from BK, TB, and SC using succession consulting as a starting point @ M6f the E nomy
Loans | | Real Estate | IPO/Investments Plans
. . for each
Shift Resources to Specific Segments and TB/SC regional are
Parenthesis
increase of PO/IPO
s Uppgr-Middle $r:$|oyees _corporate Implement a system to manage ROE by area
8 FY16 +21 HEmploygesm +7 Implement benchmarks to monitor regional area strategies
= +61 supporting 17 for each entity.
w FY1 7 p|an (+40) cor_porate (+1 0)
clients .. . . e s .o ..
53 v27 -Maximize profits by identifying specific area characteristics.
FYigplan | (qf) e j—) 7,

MIZU'IO *Teikoku Data Bank “2016 Japanese CEO Analysis” 13
—



Revisiting Branch Strategies

Hub-and-Spoke Model on a Banking, Trust and Securities Integrated Basis x Harmonized Omni-channel

Integrate approx. 800 BK/TB/SC branches* into approx. 120 areas and

establish a “hub-and-spoke” model

“Market-driven” branch
network allowing flexible

Area One Mizuho

=
N
c
(

Joint Offices

Region-based approac

Only Mega Bank

Network covering all Prefectures in
Japan
Contribution to Regional
Revitalization

OHIZIW

Spoke Branch Spoke Branch

One to One Marketing

Branch operation staff will focus more on customer

relationship management
- Acceleration through the transition to the Next-Generation

IT Systems

changes

Area Core

Provide full banking, trust
and securities, as well as
wholesale and retail
services through face-to
face channel

Less HRs
Spoke Branch i \yeight

Focus on
consulting services

“One-stop service of banking, trust
and securities at all branches”
by using digital channel*

*e.g. video conference systems
Regional branches will
collaborate with local
financial institutions

Promote differentiation strategies utilizing Fin-Tech

r

Banking, trust and securities integrated
consulting service

Strengthen Non-interest Income in asset

management and inheritance businesses

[ Comfort ] [ Certainty ][ Specialty ]J
B

Transaction data FinTec

collection and
customer
presentation support

Find new target
customers

-

Operational efficiency utilizing

technology
Improve both productivity and customer

satisfaction by enhancing remote channel

Digital

Channel

[ Convenience ] [Innovativeness] [ Safety ]

\_

Improve Customer Service and Reduce Costs

MIZWHO
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Mizuho’s Retail Business Model

- We will improve our retail business model for BK, TB, and SC through reorganization based on our company system.
- We will fine-tune our strategy in light of future environmental changes and then implement this strategy within the entities.

Strategy Unifying BK, TB, and SC The Future of Mizuho’s Retail Business

Innovative collaboration model Use technology to improve customer convenience
and create new business

Start of Japan'’s first Al Credit Score/Lending Business

Company system

iy 4J.Score MIZWHO SoftBank

Plans to begin service in September 2017

Focus and

steamline ﬂ Receive loans using smartphone application

Confirm personalized loan conditions at any time

Balancing manpower,
goods, and capital

E Improve credit score by providing additional

<L
Corporate , I .
Q Account reviows and D joon wilhout
Online account ever leaving
I el I @ LT Review sales channel strategy .
resources, costs, and RWA Shift employees to handle more complex
operations
Structural reform across BK, TB, and SC based on Improve consulting services
sub-segment customer needs and the progression of technology through optimizing efficiency
It will be a challenge End Result: One to One consulting
to quickly implement this strategy using the expertise of BK, TB, and SC

MIZWHO 15




I Corporate & Institutional Company

MIZWHO
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. FY2016 Review and the FY2017 Management Policy

Response to the Impact of Negative Interest Rates

Initiatives for Business Model Transformation

Selection & Concentration and Initiatives for Operational Excellence
Initiatives to Reduce Cross-Shareholding

FY2017 Key Strategies and the Prospects for the FY2018 Plan

16



FY2016 Review and the FY2017 Management Policy

FY201 6 reVieW and the FY201 7 management pOIicy Net BUSiness PrOfits FY2016 results recalculated based onegt\;;%??g::ﬁ:;eeri:ﬁ{ ;'(S:(‘:Sgte:usl::
. Record profits were achieved in FY2016. Non-interest income
FY2016 Review also increased significantly.
B Both top- and bottom-line profits achieved the plan. (JPY bn) 240 Proportion of non-
- The impact of negative interest rates was offset by e Offset 218
non-interest income, primarily large-amount M&A 37
deals, leading to a year-on-year profit increase. f
Decline in large-
B Cross-shareholding has been steadily decreasing. amount deals,
- Areduction plan until the end of FY2016 was reduction of
achieved ahead of schedule. dividend
income, etc.
B Further reinforcement of SC and TB businesses that =NON-
serve as drivers for increasing top-line profits interest Interest
B Efficient use of asset capital
FY2016 results FY2017 plan

KPI

FY2017 Policy
Establish a management base that enables the

“establishment of an overwhelming advantage in the DCM ! 1t v | 1st
corporate and institutional sector” (Domestic slraight bonds)
: - o . _ECM 2 ad || 4 | J 3rd
- Clarify areas for streamlining and efficiency-increasing (Total equity underwriing worldwide )
. . 3
and flexibly allocate n_1anagement resources in focus _ d'Y'&-A, . 1st Ykde' 1st
areas based on a business portfolio analysis. (Domestic and foreignino. of deals)
-  Strengthen asset control with a focus on large-amount M&A 3 5th Yike' 5th
(Domestic and foreign/amount)

borrowers.

1. Underwriting amount basis, condition determination date basis, aggregate of wholesale commercial bills, electric company bonds, and bonds for individual investors (excluding bank bonds and self-
MIZU—]O offerings) (Source: Prepared by MHSC based on the data of I-N Information Systems)
2. Domestic/foreign equity underwriting amount basis, condition determination date basis (Source: Prepared by MHSC based on the data of Thomson Reuters and I-N Information Systems) 17
3. Including announced deals related to Japanese companies and deals in which the nationality of the parent company is Japan, excluding real estate deals (Source: Thomson Reuters)




Response to the Impact of Negative Interest Rates

Mizuho successfully offset the impact of negative interest rates through “flexible strategy development” adapting to environmental changes.

Excerpt from 2016 Mizuho IR Day CIC explanatory materials

Impact of negative interest rates on customer B/S and Mizuho’s

sales approaches
Assets

Deterioration of
operations

=> Shareholder returns
and investment incentives
will be sought

Due to drop in investors’
expected yields, the price
of rental real estate may
increase

Drop in valuation due to
share price decline

Cash and deposits,
etc.

Investment securities

|
\

— s s s s sss ss ssmincssese BB Osdmiue o

Net defined benefit

liabilities

Real estate

Net assets

Total

* Projected Benefit Obligation

Assumed impact on
customers

Decline in procurement
interest rates

Deterioration of
operations due to the
decline in interest rates

Increase in PBOs and
the deterioration of
operations due to the
decline in discount rates

Decrease in net assets
due to the fluctuationin
the stock, currency, and
other markets

MIZWHO
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NMiajor cuiresponuimg
strategy

Sales approach

Review of fund Asset rebalancing

(eSS BK-TB-SC/borderless
methods
— s . -

Asset rebalancing
BK-TB-SC/borderless
Shareholder

3 returns considering BK-TB-SC/borderless
the Corporate

2 Active investment

Governance Code

Partnership and
Review of pension collaboration

strategies BK-TB-SC/borderless
Considering BK-TB-SC/borderless

5 measuresto
increase net assets

r Habilittts = =— =— =

Borrowings and
corporate bonds

comprehensive income

einp
interest rate
=> Good opportunity for

procurement of long-term
funds

the discount rate increase,
decrease in pension
assets due to
deterioration of operations
=> Concern about an
increase in liabilities

Decrease in netassets
due to yen appreciation,
stock price decrease, and
increase in net defined

benefit liabilities

of other

Specific initiatives/measures

*Hybrid finance
= Ultra-long-term corporate |

T1T- - —

*M&As, group reorganization
*Real estate acquisition,
capital/IT investment

=Stock buybacks, recaps
= Considering stock-based
compensation

* Reviewing financial products
= Changing the pension
scheme (introducing a third
corporate pension/DC)
=Selling assets (real estate,
securities)

=Selling non-core businesses
(carve-outs)

* Prepared by CIC based on open information, interview, etc.

Hybrid finance of business corporations

Leading market expansion as the top runner since initial days

(JPY bn) Balance of major banks® Recent trends
1000 —= - "
- 'é";znl:(hg / » Increasing recognition as a
BankB . /’ strategic financial product
750 == g ek, fononite > Increasing demand for

underwriting among
institutional investors

500
In FY2016, the market rapidly
250 expanded and the balance
increased by approx. JPY
p 1.4tn.
0 i - Mizuho's increase: Approx.

Mar. 2007 Mar. 2015 Mar. 2016 Mar. 2017

JPY 160bn
Subordinated bond financing by leading insurance

MHSC was Involved in major bond-issuing in FY2016 as the lead manager.

Customer Form of bond-issuing Total Status
amount
Privately placed domestic Lead
SO subordinated bond R 0 manager
Privately placed domestic Lead
Company B subordinated bond JPY 100bn manager
Company C USD-baseq publicly offered USD 2.500mm Active book
subordinated bond runner
Privately placed domestic Lead
Company D subordinated bond JPY 200bn manager
v Lead
Company E Life insurance company bond JPY 100bn

manager




Initiatives for Business Model Transformation

With the introduction of the company structure, initiatives for business model transformation were accelerated.

- Examples of value chain business deals

Cross-border M&As

Real estate business

» Company F’s acquisition of an overseas company in the same
industry (realized five years after starting consideration)

» Collaboration and continuous discussion on growth strategy between
Company F’s business division and BK’s Industry Research
Department, resulting in an origination led by Mizuho

» Company G’s asset portfolio review generated various businesses for
BK, TB, and SC.

» Mizuho demonstrated group-wide collaborative strength, including
Company I's sale to REIT.

Business strategy
discussion

Cross-border
M&A (Japanese=>Europe)

Currency hedges

Distribution to

Company G
Asset portfolio
review

Company H
bridge loans

Syndicate loan
arrangement

Real estate
business

Underwriting in
sale to REIT

Company | l

Permanent loans

investors
MHTB
Bridge loans Support for sale MHTB
Permanent loans Intermediary
business FA
MIZU‘IO 1. Financial advisor 2. Post-merger Integration 19
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Selection & Concentration and Initiatives for Operational Excellence

Selection and concentration through business portfolio analysis

CIC’s Operational Excellence

_ Customer B Product ___JI™ cccw —

Average growth rate

High (Analysis illustration) High‘r
A I ~ Focus areas
o
c
©
5 @
S -
® $
[ —
E ©
- =
9 /

» <

Profit potential High Low

Customer Resource Focus and streamlining in business fields
segment allocation

Low Profit growth rate High

Focus areas .
LR A Areas for streamlining and
A FocusT efficiency-increasing
ECM
M&A .
DCM Cross-shareholding
B Maintain —
e':faatle PPPFF;Il Low-profitability deals
C Select 1]
Overseas Sales Operationa
D Increase transaction structure | structure
efficiency|

MIZWHO

1. Public Private Partnership, Private Finance Initiative 2. Robotic Process Automation

Enhancement of the “ability to execute” to
implement strategies

definition

Results of a work-style questionnaire survey

&

eport
oduction

Work-style reforms and operational efficiency-

raising by BK’s RM departments

Customer
service
50%

Typical requests:

- Paperless/electronic documentation
- Sophistication of middle-office
operations

*Integration of overlapping operations
*Increase of information vendors
*Support for the preparation of
presentation materials
*Sophistication of deal management
*Reduction of meetings

operation
time

Preparation
of ringi

* Respondents: Approx. 500 employees of
BK’s domestic RM departments (deputy/joint
general managers and below)

Office duties
50%

Direction of initiatives

1. Increase business efficiency/speed.

- Systematize operations and conduct behavior analyses
using big data
2. Increase the efficiency and productivity of middle-
office operations.

- Promote outsourcing and utilize RPAZ and other
technologies

cC
=7
N
®
(=g
@
o
S
5
o
o
Q
<

3. Comprehend the actual conditions of FG companies. 20




Initiatives to Reduce Cross-Shareholding

As a result of top management-level negotiations, the externally announced plan was achieved ahead of schedule.

1,2

Progress of the book-value reduction plan

Customer reactions and sale examples

» The CIC is in charge of approx. 90% of FG’s total book value.

» The reduction target until FY2016 was achieved ahead of
schedule by around JPY 25bn.

» Mizuho steadily reduces the book value as one of its important
management issues.

1,962.9 I

JPY bn)
y (

b -275.3 = CIC

1,847.1 . IR ,

\ 1 | FY2015to FY2016 |

i Reduction target:

1,687.5 ! JPY 250bn |

1

Reduction of
JPY 550bn

Mar-15

MIZWHO

Mar-16

Mar-17

Mar-19

1. Shares listed on the Japanese stock markets, acquisition cost basis
2. The CIC book values after the end of March 2017 reflect the transfer to the RBC.

» The flow of corporate governance reinforcement is steadily
penetrating, and manager sentiment for cross-shareholding is
changing.

» Meanwhile, this theme is directly linked to customer capital
policies, making it difficult to obtain approval for sale. Careful
and patient negotiations at the management level are required.

Percentage of FY2016 cross-shareholding sales by method :

V)
15% 10% Block trading, stock buyback,

application for TOBs, and a share-
offering account for a major part

20%

Selling approaches were
selected according to
customer intentions through
discussions on future
shareholder/capital policies.

55%

Sale in the maket
= Block trading
Stock buyback/TOB/share offering

= Other
Examples of sales
Pl Blocktrading | "*ERRRRNEIS
Company K Share offering > Rebuildsi:lrﬂ ‘s:tl'llﬁzeholder
v || Stock buyback | UiiAng suples funds anc

3. Prepared by the Corporate & Institutional Coordination Department based on the market value when
MHBK sold publicly traded shares in FY2016 21



FY2017 Key Strategies and the Prospects for the FY2018 Plan

Establishing a sector-based global sales structure

Roadmap to achieve the FY2018 plan®

Capture the dynamism of global industry activities on a top-down basis.

Overseas

™T!

Healthcare

Consumer
goods

Sector-based:
)i coverage

CFA?2

Client
relationship
managers

Sector-based IB collaboration

Advisory

Acquisition finance

Industry
Research
Dept., etc.

Enhancement relationship status

. Top-down promotion led by executive
Promotion structure .
officers

Initiatives for asset control

CFAS?3
(IB coverage)

Client
relationship
managers, etc.

Implement asset control considering asset efficiency.

Establish a reduction framework through liquidation, etc., considering the

impact of regulations.

(RWA) (JPY Tn)

Decrease in cross-
shareholdings

Decrease in low-
profitability transactions

Increase in high-
profitability assets

1.0

End of Mar. 2017 4
MIZWHO

End of Mar. 2018 4

1.Technology, Media and Telecommunications

Impact of regulations

Reduction through
liquidation, etc.

[

Structural
establishment

]

Top-line profit and non-interest income are increasing on a long-term
basis. Particularly, FY2016 growth was outstanding, considering

environmental factors such as negative interest rates.

125

120

115

110

105

100

95

90

85

» FY2017 top-line profit is expected to decrease year-on-

» Bottom-line profit and ROE plans are also achievable by
reducing cross-shareholdings, in addition to initiatives

Management account (group aggregate, including Japanese companies outside Japan)

development line

Gross profit ,
1 .
----- Non-interest income in Japan ;  Medium-term
- /1 management plan
I, \\
/ \
K ‘| Bankruptcy of
K Lehman Brothers
I, \
] \
) \
A
‘ -
\ I, \\
\\ / Ny
\ ! -l -
W/ Negative
interest rates
FY2004 FY2008 FY2013

Two-bank structure (the former Mizuho

Corporate Bank)

FY2016 FY2017 FY2018

Company
structure

year due to a decrease in large-amount deals and
dividend income. However, the FY2018 plan is

achievable.

for Operational Excellence and asset control.

2. Corporate Finance Advisory 3. Corporate Finance Advisory and Solutions 4. Management accounting managerial figures within the company
5. FY2004—-FY2012: Former Mizuho Corporate Bank; FY2013—FY2015: total of the former Corporate Banking Unit (Large Corporations); FY2016: results on a management-accounting basis



Global Corporate Company
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MIZWHO

FY2016 Review and the FY2017 Management Policy

Key Strategy 1: Restructuring the Business Portfolio

Key Strategy 2: Cross-sales (1) Securities Products

Key Strategy 2: Cross-sales (2) Transaction Banking

Key Strategy 3: Strengthening the Business and Management Base
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FY2016 Review and the FY2017 Management Policy

Approx.
+11%!1

Expenses

FY201 6 ReVieW and FY201 7 POIicy Net BUSiness PrOfits Group aggregate, after HO expenses
(JPY bn) FY2016 results recalculated based on FY2017 management account rules
115 123
> In the first year of the medium-term business plan, started
reshuffling business portfolio and categorizing assets in terms
of profitability
» Securities business achieved good performance due to the
expansion of the customer base and increased market Net Business
presence of Mizuho, which resulted from the strong US Profits
economy and robust bond markets anticipating interest rate
hikes
» Enhanced business infrastructure of transaction banking @
FY2016 Approx. FY2017
» Need to accelerate shift to high-profitability assets and Results +99%,1 Plan
maximize asset efficiency through cross-sales with securities
and transaction banking products, given the tighter KPI
restrictions on RWA and non-JPY liquidity

» In order to sustain growth amid the difficult environment,

we will continue to make efforts to enhance cost control, Change from
pursue operational excellence, secure non-JPY liquidity, etc., FY151t0o FY16 |EEEERCEREL)
which are essential for strengthening our business and Non-interest Income o o
management base outside Japan'2 -3.8% + 30%
1. Restructuring business portfolio US DCM League Table™ 9th Top 10
2. Promoting products cross-sales

3. Strengthening business and management base Non-JPY Deposits™ +18% +10%

MIZU_]O 1. Excluding the effect of foreign exchange fluctuations 2. Excluding commitment fees and guarantee fees, etc.
3. Source: Dealogic. US investment-grade bonds worth USD 250mm or more 4. Non-JPY customer deposits, change from FY15 estimates 24



Key Strategy 1: Restructuring the Business Portfolio

Shift to High Profitability Assets

B Downsize low-profitability assets and low-liquidity assets,
such as super long-term debts

Focus Strategy for NJP Business

B Achieve high profitability by exploring business
opportunities beyond lending, such as DCM, ECM and

B Shift assets to Global 300 and other high-profitability M&A
segments
FY2016 Results Global 300 Profitability*
RWA Rounded figures, GCC management basis RORA .
Low-profitability High-profitability eoe %
Super 30 "
- [
- JPY 300bn + JPY 380bn | Super 50 | 3.11% 3.12% 3.04%
- JPY 130bn + JPY 85bn
Project FY14 FY15 FY16
- JPY 100bn + JPY 50bn
Net Business Profits 1.234

(USD mm)

FY2017 Plan

Rounded figures, GCC management basis

High-profitability
Assets

Low-profitability
Assets

RWA
Global 300
- JPY 12000 YO |
apanese -O- Securities-related
- JPY 130bn + JPY 70bn
Project

MIZWHO

FY14

FY15

*GCC management basis. Global 300 figures for FY2016. Super 50 figures for FY2014 and FY2015 (excluding Super 30 figures)

FY16
25



Key Strategy 2: Cross-sell (1) Securities Products

Securities Products

B Enhance sector-based approach leveraging Corporate Finance Advisory and Solutions (CFAS) team in the Americas, EMEA
and Asia, addressing customer needs in terms of both business and financial strategies

B Maintain and further improve presence in DCM in the Americas, especially in USD-denominated bonds, leveraging it as we
seek to strengthen DCM business in Europe, and accommodate the DCM needs in developing Asian capital markets

Role in Major M&A Deals in 2016 US Investment-grade Bonds Ranking Investment-grade Bond Ranking

: (Rank)
Industry | size” | Mizuho Rank : SENE i
y Status Bookrunner (%) =0-Americas
=0—-EMEA
™T Bookrunner 1 (2) BoA Merrill Lynch 11.6 )
=0-Asia (ex. Japan)
2 Industrial Bookrunner 2 (1) JPMorgan 10.4
3 Consumer Bookrunner 3 (4) Citi 8.6
4 ChemcChina Industrial 44 - 4 (3) Goldman Sachs 73
5 (5) Wells Fargo Securities 6.8
SoftBank Bookrunner 6 (6) Morgan Stanley 6.7
7 (8) Barclays 6.3
(7) Deutsche Bank 6.2
9 21stCenturyFox  TMT 15 - ]
9 (9) Mizuho 4.8
10 Analog Devices Industrial 14 -
10 (12) MUFG 3.6 FY10 FY11 FY12 FY13 FY14 FY15 FY16
*USD bn
Source: Prepared by GCC based on data from Thomson One (January- Source: Prepared by GCC based on data from Dealogic Source: Created by GCC based on data from Dealogic.
December 2016, data as of December 31, 2016). Top-10 deals involving (April 2016-March 2017). Bookrunner basis. Bookrunner basis. Bonds worth USD 250 million or more, excluding off-
financing. Bonds worth USD 250mm or more, excluding off-shore issuance. shore issuance (ex-Japan for Asia). USD bonds for the Americas and
Asia, USD, EUR and GBP bonds for EMEA.
MIZWHO
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Key Strategy 2: Cross-sell (2) Transaction Banking

Transaction Banking

B Strengthen transaction banking by reinforcing products, sales teams and marketing approaches

B Capture Asia-bound trade flows of US or European multinational companies and transaction banking needs of local
companies in Asia

Developing Global Transaction Banking(GTB) Network (HQ: Singapore)

Enhance products by developing forex Assign treasury and trade finance experts CEUIEUELLE ne_eds Ui
o . . through collaboration between
and supply chain finance platforms in each location .
products specialists and local RMs
Headcount

50 (rounded
40 GTB figures)
GTB 10 50
(London) GTB GTB (NewYork)
(China) j (Tokyo)

Example: NJP company in Taiwan Global 300

. 110 GTB 20 Improved Forex Risk Management and Operations
Forex Transaction Volume (Singapore) GTB : for the Entire Group
(Hong Kong
(HQ) v’ Evaluated forex risk on a group-wide basis through risk
(USD bn, rounded figures) consulting
>00 v’ After providing solutions for improved group-wide forex risk
400 management and operations, Mizuho became the
company’s main bank for forex transactions

Forex Forex
NJP mJP risk risk
JP » HQin _ Distributors
Supplier Taiwan (worldwide)
- - ~>

FY2015 FY2016 Risk Control Streamllne Risk Control
operations

MIZWHO 27




Key Strategy 3: Strengthening the Business and Management Base

Strengthening Cost Control

Promoting Operational Excellence

B Mitigate cost increase due to business expansion seen in
past years, through fundamental cost control

B Although costs for responding to tightening regulations are
inevitable, rework on the cost structure cutting into
ordinary costs is needed

Fundamental Cost Control

(Conceptual illustration)

Improve cost
structure
» Consolidate
corporate functions,
centralize back-office
operations
» Joint purchase ... etc.

Enhance cost
control

* Minimize headcount
increase

» Control non-
personnel costs, etc.

FY2017
Growth Rate

+9%*

+3%, excl.
regulatory costs

FY12-16 Ave.

Growth Rate * Excl. the effect of
0, foreign exchange
+1 4 A’ fluctuations

Integrating Administrative Functions
across Entities

Integrating management in US through newly established BHC @
» Planning to integrate management in London and Hong Kong as well

Y

Consolidating/Relocating Back Offices

Y

Considering consolidating or relocating back-office functions
» Streamlining operations, utilizing new technology

Improve Business Processes through
Implementation of the New System

» Cross-regional sharing of information, knowledge and ideas
across different regions through intranet system

» Replacing paper-based operations with digitalized workflows @

Securing Non—-JPY Liquidity

B Attracting deposits outside Japan as reliable source of
non-JPY liquidity amid rising funding costs

Non-JPY Loan and Deposit Balance Outside Japan -2
(USD mm)

= | oan Deposit —O—Deposit-Loan Ratio

200

150

100

50

Mar. 14

Mar. 15 Mar. 16 Mar. 17

1. BK including MHBK subsidiaries in China, US, Netherlands and Indonesia. GCC management basis.
2. Including deposits of central banks, etc. 28



I Global Markets Company

1. FY2016 Review and the FY2017 Management Policy
Governance structure in the GMC

FY2017 key strategies (Sales & Trading)

FY2017 key strategies (ALM & Investments)

a ~ 0 b

Enhancing Mizuho’s presence in the global financial market

MIZWHO
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FY2016 Review and the FY2017 Management Policy

FY2016 Overview & FY2017 Operation Policies Net Business Profits Group aggregate, afer HO expenses

) (JPY bn) FY2016 results recalculated based on FY2017 management account rules
FY2016 Overview

B Earnings of Sales & Trading business exceeded the target 315
because of high performance of businesses with Japanese 219
customers, and high achievements in Securities business S&T

B ALM & Investments business also earned good return and kept
sound portfolio, mainly due to efficient operations based on ALM &
early warning control and portfolio diversification Investments

FY2017 Operation Policies Expenses

Achieve Mizuho’s market business model, “Mizuho Way”, FY20161 FY2018
by pursuing “Customer-Focused” Policy (Results) (Plan)

KPI

H Evolution of Sales & Trading business (JPY bn)

. 2
Sales & Trading related revenue
< [ Strengthening business with investors
400

+25%
350

H Cultivation of market professionals /

H Sophisticating portfolio management

92Uud||99x3
JeuonjesadQ

B Further utilization of advanced technologies

salbajeuyg Aay

300
Direction for Global Markets Company
Top-class Global Market Player in Asia 250
' FY15 FY16 FY18
MIZWHO 1. Excluding ETF (including ETF: JPY 342bn) 2. GMC management basis (Results) (Results) (Plan)

30




Governance structure in the Global Markets Company

Strength: Fully implement “One Responsibility” Policy among Banking, Securities
and Trust Functions under Head of Global Markets

Global Markets Company Strategy Meeting
| —— ® | Global Markets Company Strategy Meeting
[FG] Deputy Head of GMC [FG] Deputy Head of GMC [FG] Deputy Head of GMC
[BK] Co-Head of GM Division [BK] Co-Head of GM Division [TB] Head of GM Division

[FG] Executive Office in charge
of specific business

[SC] Head of GM Division

-
,62 Important issues are to be discussed at Global Markets Strategy Meeting
@)
= BK _ SC _ TB BK B BK B
e :
= Sales & Trading GM Meeting Monthly Scenario/Strategy Meeting ALM/Investment GM Meeting
< .
— O Market views O Positon Strategies
O Strategy per segment for each customer® O Market Scenarios O Portfolio Allocation
O Eé?lg%isr_;?ognogg?(or:‘raé‘té”(g"a;'r:’gs féﬂnin O Value at Risk and Position Limits O Market analysis
of new products T P 9 O Liquidity in the Money market
“One Responsibility”
Execution Execution
%”;" on company policy on company policy
>0
m . .
= Execution at each entity (BK, TB and SC)
<

MIZU‘IO * Only for customers who agreed on their personal information to be shared between BK & SC.
31




FY2017 Key Strategies (Sales & Trading)

Mizuho’s Strength Global derivatives business structures

Customers (investors etc.)
Retail

Non-
Japanese

Financial Mid/Small
InstitutionsJ [Large Casz [ Caps J [ CustomersJ

Fully Cooperate with Customer related Companies

[ ) 4 ] )
FX W Ferivativeﬂ F}ommoditﬂ ( Fixed W (Equities

8 Income

©

n 7 3
- Seeking integrated management

() based on “One Responsibility”

2 (Sales and Books in BK and SC)

3 x 4

= L J JU

Optimal Sales & Trading business structures
to meet each customer segment / individual

customer’s needs

Sophisticated ability to provide products &
solutions based on experience and expertise

MIZWHO

Virtually integrated management based on “One Responsibility”

B Adopted optimal Sales & Trading business structures
in each region to adjust to financial regulations and
respond to supervisory authorities’ requirements.

[ us ( Europe & UK A Asia

. AN J

\ J
Deepening integration between BK and SC

Integrated sales forces in BK and SC for financial institutions

Financial Institutions in Japan
(those agreed on their information to be shared between BK &SC)

| ki

J

Mizuho Mizuho
Bank Securities




FY2017 Key Strategies (ALM & Investments)

Mizuho’s Strength Portfolio Operation Policy

Optimizing allocation and risk by FY2016 From FY2017
diversifying portfolio, depending on market
environment and view Big changes in the market Highly uncertain
p X environment
Early Warning Control Negative . .-
L ) T e URSISI': t?afs Normalization of US
) + . Continuation of Rl el monetary policy
Prompt Decision Making = Stable and ngh
\ J Performance . ]
-+ Appropriate risk control Seek for the chance
r N depending on to rebuild
Diversification market condition fixed income portfolio
Asset class analysis at each 0 9
. Effective Portfolio i . i (%) ; (%)
Case: Risk adjustment in FY16 2_80Deve|°pme"t rates market in FY16 0.30
2 A Risk Max/Min position size to 2.60 i 0.20
3T isk_ FY16 average position I o : A
%2 | reduction 9 240 JGB 1hyr ytet . 0.10
- =. Non- 2.20 - H 0.00
% 2 JGB Japanese JaEpal:]i?se ey
o | | appropriate allocation Bonds quity 2.0 -0.10
S and diversification 1.80 9 -0.20
5 Optimized o Max [(125% 140% 120% )
. allocation and = 1.60 [ A UST 10yr yield -0.30
a2 risk depending | ~ O adjusting risk 1.40 ; (left-axis)—- -0.40
ge) on market | (Bloomberg) E
[ condition 1.20 1 ; -0.50
8 ¥ . S Min | 75%  50%  75% g & 8 s 8
Lower equity Higher equity Time axis a a b b a
price price

MIZU—IO* Risk based on bpvs for fixed income and outstanding for Japanese equity. 33




Enhancing Mizuho’s presence in the global financial market

First CVA office in Japan Expansion of share of electronic trades in EUR IG market

_ _ _ B Mizuho International (MHI), MHSC’s UK based affiliate,
B CVA (Credit Valuation Adjustment): _ constructed the electronic trade platform for corporate
Adjustment made to the value derivative transactions bonds

to reflect the change in counterparties’ credit risk
N o B MHI gained top-class market share in euro-denominated
W Critical for sound development of derivatives market, investment grade corporate bonds in 2016
thus the Basel Committee on Banking Supervision

required banks to sophisticate management of CVA .
GMC’s Operational Excellence

B Mizuho established the CVA office ahead of other I .
Japanese banks. As a frontrunner, we will continue to Case Unification of f%‘ﬁgsmer interface systems

contribute to sound development of derivatives market

B Amid increasing shares of electronic trades
f/>\ in the interest rate swap (IRS) market, MHSC unified
s several customer interface systems for IRS

B Brought further convenience to customers and made
operations more efficient because of better customer
interface and “automated quote feature” to make
execution of trade possible within tenths of a second

GMC is now accelerating Operational Excellence
through eliminating redundant operations, going
paperless in back office operations, etc.

34



I Asset Management Company

FY2016 Review and the FY2017 Management Policy
Growth strategy of Asset Management One
Achievement after launching Asset Management One

Revitalizing the flows of financial assets through DC plan

I

. Key Strategy

MIZWHO
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FY2016 Review and the FY2017 Management Policy

FY2016 review and FY2017 management policy Net business profit

Group aggregate, after HO expenses

FY2016 review

FY2016 results recalculated based on FY2017 management account rules

JPY 24bn

Integration of asset JPY 20bn — -
management function Launched Asset Management One Co., Ltd. \y rvestment
. . . ® i
Achieved planed net business profit 3 J Advisory
Revenue / AUM AUM: JPY 53tn A ‘
: o
Improved driving Build-up of g’ - |Investment
sEtfrfScc::’;[u?;?r?tTopdaunC%ion Rglier;?;f:ggrg;nt force of FD’ Compliance ‘ [rusts
AM business formation =
m
X
e
g
Medium and long term business environment B
— . = = & FY2016 (Results) FY2017 (Plan)
Declining birthrate and aging population KPI
+ Continuation of negative interest rate
Emphasis on _Sc';t;%lgrgferfgg:;gﬁi of public pensions and "Net inflow of Publicly Offered )
Investment Trusts3
Asset Management —Asset formation by individual self-help efforts R LTS
JPY 59tn
AUM
o JPY 53tn
FY2017 management policy
o 2T JPY 10tn
PRI Strengthen the foundation including 3 s
Top priority issue Op EX PMIZ on Asset Management One % % JPY 7tn
@ "é B - Net inflow
. Strengthen Focus on the Improve = Neyonow JPY 1.2tn
Key strategies product investment trusts profitability 2 3 :
capabilities business of pension sector % a — -
To a strong profit structure B | =
FY2016 (Results) FY2018 (Plan)
MIZU—IO 1. Fiduciary Duty: customer-oriented business 2. Post Merger Integration 3.Asset Management One 36
——



Growth strategy of Asset Management One

Enhance initiatives, primarily "products" and "channels”, in order to realize the
integration effect

Asset
Management B Contributing to customer’s asset formation by fulfilling the highest level of Fiduciary Duty

0 ne Vision

Human
Resources

B Jump up to globally Top 20 from No.1 in Asia in terms of AUM

B Focusing on three  m Using Group B Expanding RM B Introducing B Integrating
areas with sales channels activities to employment core systems
increasing customer overseas system which ranging from
needs B Strengthening institutional properly treats front to back
« High-value added sales channels investors through  highly specialized

active products outside the QFCI)IUE . Persotnne|t|n
. : rou collaboration investmen
Low cost/Allocation ~ 9"OUP s C,,

* Low liquidity assets

(Open Architecture)

Management Base

i . . . Adopting the system of
Inviting 3 independent outside directors “company with audit and supervisory committee”

MIZWHO
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Achievement after launching of Asset Management One

Asset Manegomont
Management JPY 53tn

Investment Investment

Trusts Advisory
JPY 14tn JPY 39tn

(As of Mar. 2017)

Providing asset management capabilities

Providing products making
full use of pension
management knowhow

Providing products that
contribute to medium and
long term asset formation

Know-how of
investment advisory X
business

Know-how of
Investment trusts
business

Providing new investment

Providing ETF with
reduced trust fee

[One ETF]

method by machine learning

Machine learning method utilization
type fund

(private placement investment trust)

FUES.

Actual returns and market data

v
OneETF/ .
Simulate numerous
MIZWHO virtual market conditions

B AUM ranking from GPIF

(JPY tn)

Asset Management One

2 Sumitomo Mitsui Trust Bank

B Awards from external institution
}U\i‘q’

=l ey
. RET Fund Award 5017

Achieved highest number of
R&l Fund Grand Award 2017

- Total of 14 funds including
2 Best Fund Awards

3 BlackRock Japan Co., Ltd. 12

(As of Mar. 2016)

Source: Prepared by AMC based on website
of Government Pension Investment Fund

(GPIF), Japan Achieved several other awards

from other organizations as well

Focusing on investment trusts business

H Largest number of distributors and sales staff

(no. of people)

|

Distributor Sales

Distributors Investment ———
bank/ i IRV ELCHREH | Supporting distributors/ 110
(bank/securities, etc.) Division providing sales materials
250 companies
P 190 people Marketing planning 25

B Training program "Seminar One*
Lineup of 96 seminars including human resources development

NGQEIVEGEN Economics, Finance, Sales knowledge

Skill Logical thinking, Leadership

Products

Features of individual products, etc.

Solve problems of
distributors =
(improving sales force)

Improve investor's
financial literacy

Increase in
= AUM

H Rolling out funds contributing to “Savings to asset formation”
(products for DC)
—"Tawara” Series: Low cost fund
—”Investment Sommelier”:
Fund pursing thorough diversification and long-term stable earnings, etc. 38




Revitalizing flow of financial assets through DC plan

Positioning of the DC plan - key to activate financial assets

Social environment

Tax-free long term
investment system

Macro environment/
Investment experience

Unsastainable

U.S.A. pension plan
(after 1980s) —Enforced Pension
reform

Continuous
improvement of
401k and IRA’

Continuous stock rise
— Successful
management experience

Japan
(present)

Declining birthrate
and aging population

Steady progress in DC
system maintenance

Repeated investment
failure experience in
deflation

*Individual Retirement Account

"
"

(Reference) Japan-US household
financial asset component ratio

("« Penetration of volunteer
asset formation

._* 401k/IRA lead activation

(%)

/"« DC will lead the activation
» Penetration of diversified
investment
10 years later

DC AUM (projection)

(_ [JPY 11tn|—[JPY 30tn]

52 . 30
Cash equivalent

m Risk assets
Insurance and pensions

Japan

<Mizuho> Initiatives - 1.1 million subscribers, top class number in the industry
(Corporate and individual-types, including investment instruction)

(As of Sept. 2016)
Source: Bank of Japan

Sales

Investment trusts lineup

Investment support tool

Corporate-type DC

Individual-type DC [{ Dl @

B Large corporations: DB / DC sales through
partnership between banking and trust banking

B SMEs: developed marketing plan jointly with
Sompo Japan

B Acquire subscribers by using bank channels
B Start tie-up with regional bank
B Lowest commission in the Industry

B Expand lineup according to customer needs (low risk balance fund, target year funds by risk tolerance, etc.)
_________________________________________________________ .I___|_________________________________________________________ -

B Navigate diversified investment with robot advisor "SMART FOLIO for DC"
_________________________________________________________ .I___l_________________________________________________________ -

Policy B Step-by-step policy suggestions for better investment environment
g
Expand future customer base along with investment base
MIZWHO
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Key Strategy

= A .
i ion of in- Operational Excellence
Improving — Selection and concentration of in-house p

; investment
investment capabilities | | gio yata / Efforts to utilize Al

®Promoting PMI of Asset Management One

Gatekeeni bilitias of MGAI! ®Delivering differentiated solutions in pension business
— Gate-Keeping capabpllites o

Utilizing functions which competitors don't possess . .
_ o Business Engine
of strategic subsidiaries| — Capabilities of running hedge funds
in MAI2 1 D | =
1. Mizuho Global Alternative Investments eve oplng
2. Mizuho Alternative Investments products

capabilities

Growth Driver Stable Revenue Base

Focusing on Improving the
investment trusts profitability of
business , . pension business

— Launching the Fiduciary Management
Service

— Effort to utilize Al

-

— UtiIiEing channels and know-how e;panded by

Distribution integration

| — Inputting resources to non-face-to-face channels
~w

- e

Strengthening
I.consulting Functions

Collaboration with other| — Taking in mid-to-long term asset formation
in-house companies needs of individual investors
— Taking in the needs of institutional investors that
are difficult to invest under low interest rate

: — Inputting management resource to
Defined "
corporate type/individual typeliDeCe),
and utilization of Robo-Advisor

| Contribution Plan

MIZWHO 40
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