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Medium-Term Management Plan (FY2020-2022)

We have aligned the three-year period of our Medium-Term Management Plan—which commenced
in FY2020—as a time to reinforce our business platform with the aim of achieving continuous and
stable growth of SuMi TRUST Group.

We intend to take the business model transformation that we have thus far pursued to the next
level, and as we bear in mind our reason for existence ("Purpose"”), we will tackle social issues faced
by all economic entities, whether they be individuals, corporations, or investors, in an effort to real-
ize sustainable and stable growth for the Group.

Reason for existence (“Purpose”)

Creating new value with the power of trusts and

let prosperous future for clients and society bloom

Vision

Autonomous improvement
in ROE leveraging our
business model’s strengths

Development of Sustainable and
a sustainable society stable growth of the Group

/@\ Asset administration suited for
Japan'’s aging society and
Individual asset formation of individuals

Themes to
be addressed
proactively as
social issues

il

Investor

Al

Corporate

Sustainable growth of the Japanese Diverse range of investment
opportunities and development

of the investment chain

economy and corporations

(addressing both financial and
non-financial issues)

Basic policies

Under our Medium-Term Management Plan that commenced in FY2020, we aim to bolster our initiatives on further

improving the sustainable and stable growth by anchoring the management of the Group to three basic policies.

Balanced creation of both social value and economic value

- .

Generating positive impacts geared towards solving social issues

- .

Three basic policies

(1) Strengthening our business portfolio

(reinforcing foundation for sustainable and stable growth)

[ Strengthen the business foundation [ Establish new growth areas

e Commitment towards solving clients’ issues * Innovation through crossing and merging of different
® Expansion of client base business domains
e Strengthen our solution offering capability suited to

current social issues

Promote strategic resource mix

* Expenses control/reduction, pursue efficiency through utilization of capital
* Optimal allocation of management resources

(2) Capital strategy (Efficient use of the balance sheet and capital)

- Balanced capital adequacy Bolster shareholder return
Improve balance sheet efficiency and efficiency through dividends

(3) Sophistication of business operational quality
(ability to create new businesses and improve existing businesses)

Nurture human resources
capable of creating
added value

Service quality that Strengthen group Prudent
maximizes client value governance risk management

Unified and integrated operation of materiality management and business strategies

(sophistication of management systems = improved functionality of value creation process)
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Medium-Term Management Plan (FY2020-2022)

Numerical targets and main KPIs

Target at
FY2020 result FY2021 result Soosneerent
Management Plan
Net business
profit ¥294.7 on ¥346.06n ¥290.00n
Net income ¥142.1 bn ¥169.06n ¥190.00n
OHR
(Overhead ratio) 601 % Lower 60% range
Common Equity
Tier 1 capital 9.4% 9.9 Mid-1 0% range
ratio *'
Ret
€ ‘:Irn on 541 % } } Around 7%
equity
Fee income
ratio 529% Upper 50% range
Dividend
fviden q 395% Around 40%
payout ratio
Client base Target at
FY2020 result FY2021 result o?n'azg?f:;?::;
Management Plan
Individuals 270,000 280,000 290,000
Corporations 620 companies 690 companies

*1 Based on finalized Basel Il standards
*2 How our clients view SuMi TRUST Group

Current FY2022

forecast

Lower 60% range

Lower 1 0% range

Around 7%

Mid—50% range

Around 40%

Current FY2022
target

290,000

690 companies

Medium- to
long-term target

Upper 50%
range

P ———

Stably maintain
in 10% range

—

Around 9%

A

Stably maintain
above 60%

Medium- to
long-term target

P ——————

To increase the number
of clients with whom we
have a strong relationship,
as a result of which the
client chooses us as their
“Best Partner”*? over the
long term, as a precursor,
to increase the number of
"Pre-Best Partner” client
base






