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Transformation of the Global Markets Franchise 

Pre-Tax Trend ($bn) 

FY 10/11 FY 11/12 FY 12/13 FY 13/14 FY 14/15

Stable, high quality revenues generating significant profits 

Drivers 

Management 
Actions 

Market & 
Industry 
Context 

 GM ‘Root and Branch’ integration 

 Expansion of international client 
franchise 

 Lower break-even point through cost 
discipline 

 Decisive action to address business 
performance 

+ Nikkei 225 up sharply since Jan 2013 

+ QE initially supportive of flow business 

↔ USDJPY from 90 to 120 

↔ Regulatory pressures, though Nomura 
less affected than peers 

─ Industry fee pools down 35% since 2009 

─ Bouts of severe volatility and market 
dislocation 

6.0 5.8 6.7 6.5 6.2 Revenues 
($bn1) 

504 457 560 650 683 (JPY bn) 

1. Revenues in USD calculated as JPY monthly revenues converted to USD at monthly USDJPY average exchange rate 
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Journey To-Date & the Road Ahead 

 ~35% Fee Pool compression 
 Selective retrenchment by peers 
 ‘Wave 1’ regulation – Basel 2.5/3, 

Dodd-Frank, Volcker 

Market Share: 3.6% 
Gaining share with 

priority clients 
Moody’s upgrade 

Market Share: 3.4% 
 Increasing access to 

international clients 

Market Share: 4.3% 
Delivering on Group 

financial and 
strategic targets 

FY 08/09 

FY 11/12 

Building Relevance 
 International expansion 
 Growth across products 
 Broadening client base 

 Global Markets integration 
 Competing in areas of strength 
 Targeted client strategy 
 Robust discipline on expenses, 

resources, risk 
 Turnaround in International 

profitability 

Consolidation & Profitability 
 Ongoing business 

optimization 
 Monetizing ratings 

upgrade, cross-sell 
 Staying ahead of 

market structure 
change 

 International business 
to drive pre-tax uplift 

Balanced Growth 

FY 14/15 

FY 19/20 

Market share <1% 
Minimal international 

client base 
Lehman acquisition 

(EMEA & APAC) 

 Cyclical correction, moderate 
growth in fee pools expected; wide 
range of potential outcomes  

 ‘Wave 2’ regulation – Leverage 
Ratio, Basel 3.5, MiFID II 

Market Context Market Outlook 

Note: Market shares calculated as: Nomura revenues as a % of industry revenues estimated by Coalition (on a Calendar Year basis) 
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FY 14/15 FY 19/20

Delivering Sustainable International Profitability 

Global Markets Pre-Tax Income Projection 

Indexed to 100 for FY2014/15 Global Markets PTI 
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Divisional & 
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regional Monetizing 
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Drivers of International Pre-Tax 

G
ro

w
th

 
St

ra
te

gi
es

 
Ef

fic
ie

nc
y 

Im
pr

ov
em

en
t 

Monetizing Moody’s Upgrade 
 Derivatives with Real Money accounts 
 Increased business with Central Banks and 

Sovereign Wealth Funds 
 Structured products with Banks / Private 

Banks  

Organic Client Growth 
 Aligning ourselves to industry fee pools of 

greatest opportunity 
 Deepening relationships with clients that 

most value our capabilities 

Business Optimization 
 Turnaround in International Equities 
 Focusing financial resources to areas with 

highest risk-adjusted returns 
 Front-to-Back Optimization 

Cross-Divisional & Cross-Regional Growth 
 Growth in Origination through collaboration 

between GM and IBD 
 Developing alternative revenue streams e.g. 

Fund structures with Asset Management 
 Connecting  clients with the East- West 

revenue opportunity 

1 

2 

3 

4 
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Organic Growth: Clients At the Heart of Our Business 1 

Client Ecosystem: Build the infrastructure to deliver on the needs and value of our clients 

 
 

Japan 86%  94% 

US 1%    35% 

EMEA 2%  30% 

AEJ 5%     24% 
        

Fixed Income1 

% Access to Client Base  ‘08–14 

 
 

TSE 7%  11% 

NYSE 0%    4% 

LSE 0%  6% 

HKSE 1%     3% 
        

Equities2 

% Exchange Volume ‘08–’14 

2008+ 
Establish relevance and access to an  

international client base 

Align all our capabilities to best serve our chosen client base 

Superleagues 

Regional Diamonds 

5-10% 

Rest of Clients 

>90% 

2012+ 
Focus on those clients that most value our 

capabilities 

~20% 

~60% 

<1% ~20% 

% of clients % of client  
revenues 

1. Source: Greenwich Associates 
2. Japan (TSE), US (NYSE, NASDAQ, others), Europe (LSE), AeJ (HKSE)   
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Monetizing Moody’s Upgrade 2 
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Achieved uplift  
by May 2015 

Targeted quarterly 
run-rate 

Client Revenue Uplift from Moody’s Rating Upgrade Focus Areas for Monetisation 

Real  Money Accounts 
 Expanding our swaps and derivatives business with top-tier 

asset managers 
 Significant momentum in onboarding target accounts and 

executing first trades 

Central Banks & Sovereign Wealth Funds 

 Increased business with central banks and flagship public 
clients as we now meet their minimum rating criteria 

 Swaps and repos key areas of opportunity 

Structured Products 
 Delivering customized hedges and solutions for Banks and 

Corporates 
 Access to a larger universe of investors for distribution of 

structured products including Nomura notes 

Mid-Tier Financial Institutions 
 Servicing rising demand for liability-driven solutions 
 A number of Asian and European banks agreeing to extend 

credit lines for longer durations to Nomura 

$m 
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Cross-Divisional Collaboration: Unlocking Future Potential   

Global Industry Fee Pools1 : Cross-Divisional Opportunity Nomura Global Markets Cross-Divisional Initiatives 

3 

Asset/ Wealth
Management

Global
Markets

Investment
Banking

Total Fee Pool
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t  Product development collaboration with Asset 

Management Division to service fast rising 
investor demand for alternatives and solutions 

 Developing fund product based recurring revenue 
streams as the GM business model evolves 

 Targeting increased share of origination revenues 

 Joint planning and tracking for Global Finance2 

 Aligning senior relationships and priority client 
coverage e.g. joint Financial Institutions Group 
(FIG) initiative in Europe 
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M
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t  Servicing the shifting and increasingly 

international portfolio preferences of clients on 
Nomura’s Retail platform  

 Participating in the rising demand for GM 
products by Private Wealth managers in Asia 

~20% of Global 
Markets Fee Pool 

~15% of Global 
Markets  Fee Pool 

1. Nomura estimates based on Oliver Wyman, Coalition, BCG 
2. Global Finance is a joint-venture collaboration between Global Markets & Investment Banking divisions 
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Cross-Regional Sales by Salesforce 

Growing our Cross-Regional Business 

US Sales Cross-Sell 

EMEA Sales Cross-Sell 

Asia Sales Cross-Sell 

Japan  Sales Cross-Sell 

FY 13/14  
FY 14/15 

Source: Nomura estimates based on Oliver Wyman 
Notes:  Excludes Instinet 

+27% 

+13% 

+9% 

+7% 

Internationalisation of portfolios 
in Japan Connecting East and West 

3 

38% increase since FY2012/13 

Trans – Atlantic East-West 

Cross-Regional  
Fee Pools 
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Business Optimization: Strategic Expense Management 4 

FY 11/12 FY 14/15Global Markets Integration 

‘Root and Branch’ integration of the Global 
Fixed Income and Equities businesses  

Combined Execution Services Platform 

Integration of Instinet and Nomura Cash 
Equities business 

Business Portfolio  

Right sizing each business for its medium 
term revenue potential 

Front-to-Back Optimization  
Driving saves and simplification across 
Front Office, Middle Office and Back Office 

Ongoing Tactical Actions 
Self-funding business investments; 
calibration of pay for performance 

Driving the break-even point 
lower through significant 
expense reduction….. 

…including rigorous control 
on headcount and 
compensation…. 

…while stabilising revenues 
through increased 
productivity 

-15% 

-18% 

+20% 

Total 
Expenses 

Personnel
Expenses 

Productivity 
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Business Optimization: Decisive Action to Address 
Business Performance 

  

4 

Significant Pre-Tax Uplift Achieved Through Business Portfolio Optimization 

12% 

31% 

2% 

55% 

Franchise 
Businesses 

Growth 
Businesses 

Turnaround 
Businesses 

Exits 

 Japan Equities 
 EMEA Rates 
 US Securitized Products 

 Global FX G10 
 Global Emerging Markets 
 EMEA Securitized Products 

 Equities (ex-Japan) 
 US Credit 

 EMEA Commodities 

 EMEA Equity Prop Unit 

0% 

+78% 

-4% 

-100% 

FY11/12 FY14/15 

2011/12 Revenue Profile Performance Uplift  

Revenues Pre-Tax Uplift  
Example  

Businesses 

+21% 

+3.6x 

FY19/20 

100%  
Saved 

+35% 

+25% 

59% 
 Saved 

Profitable 

+25% 
+50% 

+25% 

FY11/12 FY14/15 FY19/20 
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FY 12/13 FY 14/15 FY 19/20

Business Optimization: Increasing Resource Efficiency 4 

-16% 

Balance 
Sheet 

Improving returns while reducing resource usage and maintaining a high quality, liquid balance sheet 

+27 
bps 

FY 11/12 FY 14/15 FY 19/20

Balance Sheet and Revenue Return on Balance Sheet Risk Weighted Assets (RWAs) and Revenue Return on RWAs 

+25 
bps 

-23% 

+~100 
bps 

+~60 
bps 

Return on 
Balance 
Sheet 

Return on 
RWAs 

Risk-
Weighted 

Assets 
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MOVE 
Index 

VIX Index 

Business Optimization: Robust Risk & Control 

Nomura Global Markets Value at Risk Trend and Risk Episodes 

1. From Q1 CY 2013 to Q4 CY 2014 
2. Source: Bloomberg 

Fed 
Tapering  

Fears 

EM  
Sell-
off 

October US  
Treasury  

Dislocation 

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 

Nomura 
VaR Usage1 
 

FY2013/14 FY2014/15 
Volatility 
Measures2 

Q4 

FY 2012/13 

4 

-53% 

68% 70% 44% 67% 77% 61% 65% 122% 72% 

25% 127% 62% 50% 37% 26% 28% 83% 41% 
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 Pre-Tax Margin and 
Contribution Margin at sub-
product level 

 Quality of Sales metrics 

 Personnel Expenses/ 
Revenues 

 Personnel Expenses/ Head 

 Value at Risk; Stressed Value 
at Risk 

 Nomura Economic Capital 

 Counterparty Risk, Country 
Risk, Wrong Way Risk 

 Illiquid Assets Exposure 

 Balance Sheet; Risk-Weighted 
Assets; Leverage Exposure 

 Unsecured Funding, Funding 
at Risk 

 Pre-Tax Return on Equity 

 Revenue Return on Assets 
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Conclusions 

Significant transformation achieved: 3rd consecutive year of profitability, based on 
stable, high quality revenues, a significantly lower break-even point, improved 
productivity and a more focused international footprint 

Well-positioned for medium term upside: tailwinds from the internationalization of Japan 
real-money portfolios, continued deepening of capital markets across Asia, a shifting 
global Macro environment, and further upside from cost optimization (e.g. ‘Front-to-
Back’ Optimization) opportunities 

Execution on strategic agenda: ‘Root & Branch’ Global Markets integration, client 
centricity, focus on Asian cross-regional flows, rigorous discipline on expenses, 
financial resources and risk, underpinned by solid infrastructure & controls 
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Disclaimer 

 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. 

 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 (http://www.nomura.com) and on the SEC‘s website (http://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. 
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Nomura Holdings, Inc. 
www.nomura.com 
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