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◼ Expanded eligible collateral assets to better serve diverse client needs

◼ Refining the advertising strategy successfully stimulated Nomura Web Loan demand

Review of Progress toward Our 2030 Vision

1. Nomura Trust and Banking          2.      Nomura Bank Luxembourg 3． Wealth Management 

◼ To achieve our strategic aim of strengthening banking as the “fourth pillar” of our business, we launched a new division

◼ We steadily expanded our core business while making strategic investments in medium- to long-term growth
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Income before income taxes (billions of Yen) Recent initiatives and results

Breakdown of Net revenue (billions of Yen)

Expansion of the loan business1

Loans 

Outstanding
0.8 trillion yen 1.2 trillion yen

Investment Trust 

balance (NTB1)
32 trillion yen 43 trillion yen

Assets under 

administration 

(NBL2)
49.5 billion USD 64.6 billion USD

FY25/26 MarFY22/23 Mar

FY25/26 MarFY22/23 Mar

◼ In addition to favorable market conditions, strong performance continued as capital 

inflows into private assets—one of our key strengths—remained steady

◼ Funds also continued to flow into trust services for financial institutions

Increase in trust assets2

◼ The completion of the core banking system upgrade at NTB removed the 1 million 

account limit and reinforced banking services

◼ Strengthened client information sharing with the WM3 Division to enable more consistent 

service delivery, subject to compliance with applicable laws and regulations

Progress on business infrastructure3
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Leveraging Nomura Group’s comprehensive strengths to deliver more advanced, 

holistic wealth management services

The Importance of the Banking Business

1. Source: Bank of Japan

◼ As securities investment expands in Japan, a country striving to become a leading asset management center, demand for 

more sophisticated wealth management is increasing

◼ Leveraging the Nomura Group’s comprehensive strengths, we deliver “true wealth management” and contribute to enriching 

society

2

Domestic Environment

Signs of change in household finances as Japan works to become

 a leading asset management center1 Adaptation to changes in wealth management is essential

(trillions of yen)

20%

◼ Inflation and rising 

interest rates for the 

first time in 30 years

◼ Sophisticated wealth 

management, 

including cash and 

deposits, is now 

essential

Household financial asset allocation: Japan & U.S. (2025)

Expanding and advancing involvement in clients’ overall balance sheets

Clients

Cash and Deposits

Securities and Insurance

Real Estate, etc.

Loans

Client net assets

Demonstrating the ideal form of comprehensive wealth management and 

contributing to greater prosperity

Individual 

prosperity

Societal 

prosperity

Positive cycle 

of growth and 

distribution



Toward Delivering True Wealth Management Services

◼ Rather than operating merely as a supplier, we create and customize services based on client needs

◼ By expanding our optimal service lineup, we help our clients achieve their envisioned future while maximizing the business 

3

Service 

direction

◼ Addressing client needs that can be met with general-

purpose services
◼ Business with a wide range of clients on a broad, shallow 

basis

Strengths ◼ An efficient approach for a customer base in the tens of millions

Constraints
◼ Limited client experience value; there is a ceiling on 

expanding the business scale per client

Service 

direction

◼ If there are no services that meet client needs, we will create 
new ones

◼ Develop deep business relationships with each client

Strengths

◼ Maximizing business per client by enhancing the client 
experience

◼ Attracting new clients with similar needs

Constraints

◼ Requires highly capable sales professionals who can 
accurately identify client needs, along with a strong 
development team possessing extensive knowledge and 
deep expertise

◼ An approach that creates products and services based on client needs and strengthens 

the product lineup

Client-centricSupplier-centric

Client

-selected

Financing using 

foreign stocks

as collateral

Product and service lineup

Existing 

lineup

Client

Needs

Publicly offered 

private asset fund
Wrap-Trust

Expansion of eligible 

collateral for Web 

Loans

Product Lineup

Publicly offered

Investment Trusts

Discretionary 

Investments
Insurance...

Newly Created

Portfolio

Optimization

Discretionary
Investments 

+
Estate planning

 services

Clients sharing 

the same needs

◼ An approach of preparing a versatile product lineup in advance to meet client needs
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Further Expansion Potential in the Banking Division

-Banking Business-

0
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野村 対面証券他社 ネット証券他社

◼ As market conditions have changed, demand has broadened, and the use of securities-backed 

loans has grown dramatically

◼ Despite our overwhelming client base in the securities business, banking services are currently 

provided to only around 10% of clients, leaving substantial room for expansion compared with 

competitors

1. Prepared by the Company based on publicly disclosed data from each company (as of March 31, 2026)

◼ Given the Group’s vast client base, there is significant room for expansion of banking services

◼ By capturing client needs that are expanding amid changing market conditions, we will further accelerate the growth of our 

loan business

4

Room for growth in bank accounts compared to competitors Room for expansion in banking services

Approx.

10%

Approx. 

60%

Approx. 

50%

Growing demand for loans amid changing market conditions

Strengths of Nomura’s loan services

Wide range of eligible collateral

Ratio of bank 

accounts to 

securities 

accounts

Comparison of 

bank account 

numbers with 

competitors 
Domestic Stocks

Domestic ETFs

Domestic REITs

Domestic Bonds

Foreign Bonds

Foreign Equities

Overseas ETFs

Investment Trusts

Discretionary 

Investments

Eligible asset 

scope among 

domestic 

companies

Expanding the 

scope by 

leveraging 

Nomura’s 

expertise

The Group’s overwhelming Wealth Management 

client assets1

(trillions of yen)

Nomura Web Loan 

Balance*

Growing demand for 

financing while 

continuing asset 

building and investment 

management

Expansion of asset building 

through Japan’s transition 

to being a leading asset 

management center

Other in-person 

brokerages

(millions of accounts)

Nomura Other online 

brokerages

* FY22/23 1Q = 100



◼ As part of the national policy to establish Japan as a major center for asset 

management, investment trusts are experiencing rapid growth as a key product 

for asset building and wealth management

Investment 

instruction 

Further Expansion Potential in the Banking Division

-Trust and Agency Business-

1. IM: Investment Management 2.      BK: Banking            3.      Source: Bank of Japan

◼ Expect stable growth linked to balances supported by the expanding investment trust market as a core product for 

household asset management
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Role as a custodian in the investment trust business Room for business expansion
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Sales companies

Clients (Investors)

◼ Trust fees rise in line with the growth of customer assets
◼ A recurring business model that aligns with clients and steadily grows revenue

Distributions, 

redemption, and 

cancellation proceeds

Purchase proceeds

Distributions, 

redemptions, and

 cancellation proceeds

Purchase proceeds

Market

Investment Trusts

Asset 

management 

company

Trust bank

NTB/NBL

Custody, 

Accounting, and 

Management of 

trust assets

Investment

Investment

returns

Expanding investment in individual investment trust assets3

Strengths of Nomura’s trust and agency business

Balance of publicly offered private asset 

investment trusts

Sales company 

(WM)

Even for highly complex products, we 

provide products that clients can fully 

understand through careful explanations

Asset management company 

(IM1)

Extensive investment expertise and a 

proven track record in structuring diverse 

funds as one of Japan’s leading asset 

management companies

Trust bank 

(BK2)

Provide customized solutions for complex 

products and schemes, leveraging 

accumulated expertise

(trillions of yen)

(billions of yen)

Household investment trust assets (left axis)

Share of investment trusts in household financial assets (right axis)
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Share new client needs 

identified through 

business operations

Develop client-oriented 

products and 

 strengthen the product 

lineup

◼ We have established a client-centric structure, enabling us 

to identify  client  needs more precisely across Nomura 

Group

Prospect for 2030

1. Private Wealth Management (PWM) 2. Wealth Management (WM) 3. Digital Customer Service (DCS)

◼ Strengthen collaboration with the Wealth Management Division to deepen understanding of client needs

◼ Deliver high-value wealth management services unique to Nomura and achieve stable revenue expansion

6

KGI

Directions for Group Collaboration to Achieve KGI/KPI

KPI

Loans Outstanding Investment Trust balance (NTB) Asset under administration (NBL)Income before income taxes

14 billion yen 

⇒ 50 billion yen

1.2 trillion yen 

⇒ 2.8 trillion yen

43 trillion yen 

⇒ 70 trillion yen

64.6 billion USD

⇒ 89.6 billion USD

Wealth Management Division Banking Division

Client base

Wealth Management 

Division structure

High net worth

 (Individuals/

Corporations)

Mass affluent

Mass retail

PWM1

WM2

Net & Call

Workplace

Corporate 

Service

DCS3

Banking Trust & Agency

Expand banking-related 

products that align with 

clients needs

Develop trust-related 

products suited to 

individualized needs

NTB NTB NBL

◼ Leverage NTB and NBL expertise to develop customized 

products based on client needs shared by the WM

◼ Align with the WM strategy and direction to create synergies

(upward revision)
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◼ Expanding the balance sheet creates the capacity to develop new products
◼ This also contributes to lower funding costs and increased interest income

◼ Achieve a significant expansion in the number of clients we can reach with our 

banking services

◼ Using deposits, a familiar product, as a starting point, we will accelerate account 

and deposit acquisition among WM clients

A Leap forward for the Banking Division through Deposit Sweep

1. Nomura Securities (NSC)

◼ We launched the deposit sweep service named “Anshin sweep” in April 2026 for establishing client touchpoints with WM 

clients

◼ With this launch, we aim to expand the banking client base and significant business growth

7

Positioning of the deposit sweep Expanding the client base through the deposit sweep

Transformation of client touchpoints through deposit sweep

Expand the Banking Division’s services to the Group clients

MRF Sweep Deposit Sweep

Securities Trading Securities Trading

NTB Ordinary deposit 

account 

Loans
Time 

deposits

Money 

transfers

NSC

Client cash balance

Sweep

NSC1

Client cash 

balance

Sweep

MRF

Increase in the number of accounts

Deposit acquisition

(millions of accounts)

(trillions of yen)

0.66 

2.00 

0.00

0.50

1.00

1.50

2.00

FY19/20FY20/21FY21/22FY22/23FY23/24FY24/25FY25/26 FY30/31



FY26/27 FY27/28 FY28/29 FY29/30 FY30/31

Revenue Cost

Upfront Investment to Execute Growth Strategies

◼ The Banking Division will make proactive upfront investments to strengthen its infrastructure and drive medium- to long-

term business growth

8

Approach to investment for business expansion Major upfront investments

Expand Capacity to Support Client base 

Growth

◼ Build scalable system infrastructure to support 

significant service expansion

◼ Prepare data infrastructure with a view toward UI 

integration with Nomura Securities services

Investments

In IT    

FY26/27~

Projected P&L for 2030

Dramatically expand 

revenue with the 

established infrastructure

Execute strategic investments 

to establish the foundation for 

the division’s full-scale 

business expansion

Deposit Sweep

FY26/27~

Core Banking 

System 

Upgrade

FY25/26:

Completed

Establish pathways to expand the Client 

base

◼ Position it as a core business strategy to expand 

touchpoints with Wealth Management clients

◼ Expand the business by leveraging a client base 

that has grown non-linearly

Strengthen IT infrastructure to 

Sustain our Growth

◼ Strengthen IT infrastructure and promote the 

standardization and digitization of various 

operations to support future business expansion 

◼ Enhance the client experience to improve client  

satisfaction



◼ This document is produced by Nomura Holdings, Inc. (“Nomura”). 

◼ Nothing in this document shall be considered as an offer to sell or solicitation of an offer to buy any security, commodity or other instrument, 

including securities issued by Nomura or any affiliate thereof. Offers to sell, sales, solicitations to buy, or purchases of any securities issued by 

Nomura or any affiliate thereof may only be made or entered into pursuant to appropriate offering materials or a prospectus prepared and 

distributed according to the laws, regulations, rules and market practices of the jurisdictions in which such offers or sales may be made.

◼ The information and opinions contained in this document have been obtained from sources believed to be reliable, but no representations or 

warranty, express or implied, are made that such information is accurate or complete and no responsibility or liability can be accepted by Nomura 

for errors or omissions or for any losses arising from the use of this information.

◼ To customers who have an account with Nomura Securities but have not yet opened an account with Nomura Trust and Banking:

Nomura Securities may provide you with information regarding banking agency services based on your transaction information and other relevant 

details.

Additionally, when you open an account with Nomura Trust and Banking, we will obtain your consent regarding the handling of your information 

(including without limitation information related to the bank agency services), within Nomura Securities and between Nomura Securities and 

Nomura Trust and Banking.

Please note that Nomura Trust and Banking is a bank licensed by the Financial Services Agency of Japan pursuant to the Banking Act of Japan. 

The services referred to in this document are primarily provided in Japanese.

◼ All rights regarding this document are reserved by Nomura unless otherwise indicated. No part of this document shall be reproduced, stored in a 

retrieval system or transmitted in any form or by any means, electronic, mechanical, photocopying, recording or otherwise, without the prior written 

permission of Nomura.

◼ This document contains statements that may constitute, and from time to time our management may make “forward-looking statements” within the 

meaning of the safe harbor provisions of The Private Securities Litigation Reform Act of 1995. Any such statements must be read in the context of 

the offering materials pursuant to which any securities may be offered or sold in the United States. These forward-looking statements are not 

historical facts but instead represent only our belief regarding future events, many of which, by their nature, are inherently uncertain and outside our 

control. Actual results and financial condition may differ, possibly materially, from what is indicated in those forward-looking statements. You should 

not place undue reliance on any forward-looking statement and should consider all of the following uncertainties and risk factors, as well as those 

more fully discussed under Nomura’s most recent Annual Report on Form 20-F and other reports filed with the U.S. Securities and Exchange 

Commission (“SEC”) that are available on Nomura’s website (https://www.nomura.com) and on the SEC‘s website (https://www.sec.gov); Important 

risk factors that could cause actual results to differ from those in specific forward-looking statements include, without limitation, economic and 

market conditions, political events and investor sentiments, liquidity of secondary markets, level and volatility of interest rates, currency exchange 

rates, security valuations, competitive conditions and size, and the number and timing of transactions. 

◼ Forward-looking statements speak only as of the date they are made, and Nomura undertakes no obligation to update any forward-looking 

statement to reflect the impact of circumstances or events that arise after the date the forward-looking statement was made.

◼ The consolidated financial information in this document is unaudited.

Disclaimer
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