
Nagai: We reported a significant gain in revenues and income during the year 

ended March 2013. Net revenue increased 18% year on year to ¥1,813.6 billion, 

pretax income jumped 180% to ¥237.7 billion, and net income grew by 9.3 times 

to ¥107.2 billion. At both the pretax and net income levels we had our best year 

since the year ended March 2007, positioning us well as we work towards 

achieving our target of earnings per share of ¥50 by March 2016.

While our performance partly reflects the benefits gained from the market 

rally in Japan on the back of Abenomics, we are also starting to see results flow 

through from the initiatives we took last year. Specifically, Retail continued to 

develop its consulting based sales approach and Wholesale reduced costs in 

order to improve profitability.

Yoshikawa: Last summer, one of the biggest challenges we faced was to return 

our international Wholesale operations to profit. To address this, we have been 

rebuilding our business and we saw a huge improvement in performance. 

Wholesale reported pretax income of ¥71.7 billion in FY2012/13 versus a pretax 

loss of ¥37.7 billion in the previous year.

How were the operating environment and the firm’s 
performance in FY2012/13?Q1
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We are working to lower our breakeven point. Last September, we 

announced a $1 billion cost reduction program, which was 78% complete as of 

the end of March 2013 with one year to go until the target completion date. As 

part of this program, the migration of our Execution Services businesses in 

EMEA, the Americas, and Asia ex-Japan to Instinet is progressing as scheduled. 

In addition, we have right-sized our international operations, particularly in 

EMEA, and reduced risk weighted assets in light of Basel 3 and other regulatory 

reforms.

Nagai: We boast an extensive client franchise in Japan, a country known for its 

deep pool of financial assets. We have also built up a solid retail channel across 

Japan. Our business model combines our strengths by integrating the 

management of our Retail and Wholesale businesses. We are independent firm. 

And we are headquartered in Asia, the world’s fastest growing region. These 

attributes are our unique strategic strengths. 

We believe that the regulatory reforms faced by global financial institutions 

could prove to be relatively positive for Nomura. We expect to see European 

financial institutions refocus on their home markets and indeed this trend is 

already starting to take hold. This presents us with business opportunities that we 

aim to capture with a focus on our core businesses. As the only Japanese financial 

institution with a truly global platform, we are leveraging our deep product 

expertise and extensive network to deliver high value-added financial services to 

our clients as Asia’s global investment bank.

Yoshikawa: We have shifted from a global full coverage, full service structure to 

a more sharpened strategy. We now focus on businesses where we can leverage 

our strengths to add value for our clients.

We don’t expect to monetize our Asian business immediately. That said, we 

are prioritizing market share growth in the region by positioning Asia including 

Japan as our home market and pursuing cross-border opportunities between the 

East and West. We are working to improve profitability in EMEA by realigning our 

What is your vision for future growth?Q2

How does your international strategy fit in with your vision for 
the firm?Q3
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business to reflect the operating environment. In the US, which has the world’s 

largest fee pool, we are investing selectively in areas such as Fixed Income sales, 

while focusing on businesses where we have a competitive advantage, such as 

Securitized Products and Credit.

As Mr. Nagai mentioned, some of our competitors are scaling back their 

operations and returning to their home markets in the wake of the European 

debt crisis. This is opening up room for us to expand our Fixed Income and  

cross-border businesses.

Nagai: We first looked at what had to change and what should remain the same. 

We then communicated that to our people. We realized that we shouldn’t change 

our corporate philosophy or the principles of conduct that underpin the way 

Nomura people work. However, based on our underlying philosophy of placing 

our clients at the center of everything we do, we felt that we should reaffirm with 

everyone the importance of being client focused, an attribute that has defined 

Nomura since our earliest days.

On the other hand, we recognized the need to change the mindset of 

individuals in the firm. In relation to the insider trading incidents last year, we were 

criticized for allowing a culture to develop in which people thought they could do 

anything as long as they stayed within the letter of the law. In other words, people 

didn’t take the time to consider the spirit or purpose of the applicable laws and 

regulations. This highlighted the need to make sure each person in the firm thinks 

long and hard about all the consequences of their actions before making 

decisions. In addition to such reforms, the efforts of each division have allowed us 

to capture the benefits of the market rally in Japan and deliver solid financial 

results by living up to the trust placed in us by our clients.  

Nagai: Our clients’ needs are extremely diverse, yet closely linked. In spite of this, 

when looking for solutions for their clients, our people only turned to their own 

business line. As such, I felt we weren’t fully leveraging our competitive strengths. 

And this held us back from improving client satisfaction levels. 

What steps have you taken to rebuild the firm from the 
ground up?Q4

How are you revamping the organization and HR systems 
in order to improve client satisfaction?Q5
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Our people come from diverse backgrounds in terms of their work 

experience, gender, and nationality. It is important that we make the most of this 

diversity to ensure we place our clients at the center of everything we do. 

Therefore, we revised our HR systems recently to make it easier for people to 

move across divisions. By creating an environment where people can share their 

diverse skills, experience, and knowledge, we can create new value which will 

ultimately enhance client satisfaction.

Yoshikawa: Earlier this year our Retail business announced the results of a client 

satisfaction survey. Wholesale is also working to ensure our clients turn to Nomura as 

a trusted partner. We remain focused on improving our league table standings, market 

share, and financial performance, all of which are evidence of client satisfaction. 

Nagai: Our business can’t grow without strong local economies in the communities 

in which we operate. It is very important for us to help energize local economies. In 

Japan, we put our financial expertise to work to support new agricultural businesses 

and environmental and energy-related businesses. We also work closely with 

industry and academia to encourage the development of new industries. 

From a long-term perspective, we play an important role in using the capital 

markets to finance the development of social infrastructure in Asia and other 

emerging markets. Asia is expected to account for more than half of the 

world’s GDP by 2050. But that will require $8 trillion in infrastructure investment. 

To raise this money, Asia will have to further develop its primary and secondary 

capital markets.

We have a long history of providing financial education programs aimed at 

creating sound capital markets by educating future generations. Since 1995, our 

branch managers and other employees have lectured at over 100 universities across 

Japan. We also conduct classes for elementary and junior high school students and 

we are a long-standing sponsor of the Nikkei Stock League Contest, which 

encourages students from junior high through to university to learn about investing.

These activities allow us to use our expertise to contribute to sustainable 

growth. We aim to grow together with local communities in order to meet the 

expectations of all our stakeholders.

How is Nomura contributing to sustainable development?Q6
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