Based on our aspirations to “enrich clients

Strength

Largest client base across Japan’s securities sector
Sophisticated consulting capabilities and supporting platforms
Ability to offer products and services by leveraging Nomura’s comprehensive strengths

Challenges

Diversification of challenges and concerns related to clients’ total balance sheet
Uncertain market environment
Changes in social structure due to the declining birthrate and aging population, growing
requirements towards asset or business succession
Transformation of the economy, society, and daily life brought about by digitalization
Changes in behaviors and services in response to COVID-19

Actions

Training Sales Partners* whom clients completely trust
Deployment of Sales Partner* who possess knowledge and expertise tailored to client
requirements
Approach to client’s total balance sheet
Expanding contact points with clients and improving level of satisfaction
Building stable earnings structure by increasing recurring revenues and further expanding
products and services
Deployment of Sales Partners* (Heartful Partners) for elderly clients
Enhancing content targeted at younger generations (websites, seminars, apps, etc.)
Deepening the use of digital tools and data

by responding to their asset concerns”, the
Retail Division provides a variety of financial
services to individuals and corporate clients
in Japan through head office, its branches,
contact centers and online platform. Alongside
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traditional investment products such as stocks
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and bonds, based on client requirements,
financial assets or life stages, we offer detailed
consulting services such as inheritance, real
estate, business succession, fund-raising, and
corporate finance advisory.

Retail Divis ion
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Retail Division

FY2020/21
/ March 2021

KPIs/KGI Progress

Review of Fiscal Year Ended March 2021
By reviewing channel formation and making
greater use of digital technology, Retail
Division has built a hybrid sales structure
that combines in-person interviews with
non-face-to-face tools such as telephone,
e-mail or online conferencing systems. In
the fiscal year ended March 2021, despite
the impact of the coronavirus pandemic
on our sales activities, we continued our
efforts in providing high-quality services,
by diversifying our approach to clients.
As market conditions recovered, investor
confidence improved and stock transactions
and investment trust purchases increased,
resulting in a 10% increase in revenue to
¥368.8 billion and an 87% increase in pretax net income to ¥92.3 billion.
We are also working to improve our key
performance indicators (KPI). The balance
of Retail client assets under custody at the
end of March 2021 reached a record high
of ¥126.6 trillion, partly supported by the net
inflows of cash and securities of 900 billion
and market appreciation. Revenues from
consulting services such as insurance, real
estate, business succession and inheritance
were ¥13.4 billion, and the number of client
accounts who purchased a product more
than once a year (number of active clients)
was 1.019 million.

*We call our sales representatives “Partners” because we want to be the most trusted financial service group for clients

Business Performance (billions of yen)
Net revenue
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Key performance indicators (KPIs)

Income before income taxes

Key goal indicator (KGI)

FY2022/23
/ March 2023

Target

Consulting related revenue

¥13.4 billion

¥27.8 billion

Recurring revenue assets

¥18.2 trillion

¥21 trillion

Active clients

1.019 million

1.47 million

¥0.9 trillion

¥2.4 trillion

¥92.3 billion

¥110 billion

Net inflows of cash and securities
511.9

Actual

Income before income taxes
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Create a high value-added
advisory model

Enhance productivity of
existing businesses
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We will leverage the expertise of the
CIO Group* to provide new asset
management services. In addition, by
utilizing Nomura Navigation, partners
will be able to provide highly specialized
information suitable for client.

We will deepen the use of digital tools
and data while further expanding our
products and services offering. By
combining the best of face-to-face
and non-face-to-face channels, we will
provide timely advice and consulting
that clients require, ensuring a
comfortable client experience.
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Expand business through
collaboration with regional
financial institutions

03

In addition to our ongoing strategy
to strengthen alliances with regional
banks, by collaborating with a variety
of business partners, we will also take
on the challenge of expanding new
businesses. For example, we plan
to create an independent operating
business that does not mediate financial
products, to offer consultations, and
we also plan to build a financial product
intermediation platform.
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*The CIO (Chief Investment Office) Group was established in July 2020 with the aim of establishing a high value-added advisory system
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