
 I’m Kihara. Thank you all for being here today.
 Let me begin by showing you page 2.



 Today, I am sure that you have already seen the figures and other 
details, so I would like to give a brief summary of the interim financial 
results and then explain the achievements and challenges of the 5-
Year Business Plan.

 We have one year left in our 5-Year Business Plan, and I would like to 
talk about what I am thinking about as Mizuho for the future. Then I will 
talk about the capital policy.





 Now, please see page 4.
 As you see, Consolidated Net Business Profits and net gains or losses 

related to ETFs and others in H1 were JPY449.4 billion, down JPY10.8 
billion YoY, and progress against the plan was 52%. The banking in 
GMC was extremely weak because of the market environment, but we 
managed to make up for it in other areas, resulting in a JPY10 billion 
decrease YoY.

 Net income decreased JPY51.6 billion YoY due to the absence of tax 
benefits and other factors compared to last year. It was JPY333.9 
billion, and achieved  almost 60% progress towards the FY22 Plan.

 CET1 capital ratio on a Basel 3 finalization basis excluding Net 
Unrealized Gains and losses on the securities fell slightly to 9.2%, as 
the weaker yen increases earnings, but on the other hand increases 
risk-weighted assets.

 As for the dividend, since the beginning of the fiscal year, we 
announced that we would raise the dividend when the probability of 
the target of JPY540 billion increased, and we believe that there is a 
reasonable probability, so we have raised the dividend by JPY5 
compared to the forecast to JPY85 per share.



 Page 5 shows our net business profit composition as stable revenue, 
upside revenue and banking

 Banking in GMC  decreased JPY63 billion YoY.
 Upside revenue decreased JPY18 billion YoY despite some positive 

effects including foreign exchange effects, mainly because the 
domestic and international capital market business was very weak and 
the domestic asset management business was quite difficult due to 
weak stock prices.

 Stable revenue increased JPY67 billion YoY, including JPY41 billion in 
foreign exchange effects. Net Interest Income from the balance of 
deposits and loans rose significantly due to higher foreign currency 
interest rates, mainly overseas, and the transaction banking business 
also saw a commensurate increase in deposits for settlement and FX 
business.



 Page 6, is FY22 outlook.
 We said JPY860 billion at the beginning of the fiscal year, and our 

outlook is JPY860 billion again this time.
 While there are FX effects and other, as I have already explained 

several times, the banking in GMC is now basically in neutral position. 
We believe that this situation should continue for the time being, so we 
are not expecting any more revenue here, and therefore,  JPY59 
billion decrease YoY is expected.

 On the other hand, stable revenue is expected to increase JPY80 
billion, including JPY14 billion from the impact of foreign exchange, 
compared to the Plan.

 On the other hand, the upside revenue  is expected to decrease 
JPY21 billion from the Initial Plan. Capital markets are gradually 
returning or coming out somewhat, and real estate business is also 
recovering somewhat, but unfortunately, it will be below the plan.

 However, after taking all these factors into account, we are projecting 
JPY860 billion, remaining the same level of the Initial Plan.





 Now, on page 8, I would like to briefly take a quick look back at what 
we have accomplished so far.

 Consolidated Net Business Profits and net gains or losses related to 
ETFs and others are forecast to be JPY860 billion. Although there 
were some special factors, it was JPY408.3 billion in FY2018. We also 
believe that the risk return or cost return has improved to a reasonable 
level. The expense ratio has also been declining as a result of cost 
optimization efforts.

 Consolidated ROE is still below the level we need to reach, but the 
forecast for FY22 is 6.4%, which is a reasonable improvement. 
However, we believe there is still a lot of work to be done, and I will 
explain the concept of our business portfolio later.

 CET1 capital ratio on a Basel III finalization basis excluding Net 
Unrealized Gains and losses on the securities shows that we have 
reached the lower end of the 9-10% range and it was at 9.2%.

 We are planning to sell JPY450 billion of cross-shareholdings over the 
next five years, and the total amount up to H1 was JPY334.9 billion. 
We have received a variety of opinions about the cross-shareholdings, 
and we would like to create a plan to expedite this in the future.



 Now, please see page 9.
 As you know, we have been focusing on asset management and 

pursuing global equity strategy. As of the end of September 2022, the 
stock investment balance was JPY5.8 trillion, an increase of JPY1.7 
trillion from the end of 2019.

 Basically, it's not a turnover trade, and the average holding period of 
our investment trust customers is 5.6 years, while the industry average 
is 4.3 years, so I think we are getting pretty close to developing an 
asset management business that meets the needs of our clients.

 We will explain on alliances with a separate paper later.
 In value co-creation, we are taking risks together to co-create value 

with our customers when they change their business structure, and 
while we drop cross-shareholdings, we are taking mezzanine, 
preferred, subordinated, and other such items, and its balance is 1.5 
times higher than at the end of March 2019.



 In addition, in the global business area, we have made considerable 
efforts to improve profitability, and when the 5-Year Business Plan was 
created in FY2019, our predecessor Tatsufumi Sakai made a strong 
appeal for improving profitability. The result is that we have been 
steadily working to improve profitability year after year.

 In this context, we have developed our CIB business model and have 
expanded DCM, ECM, M&A, and other business activities, mainly in the 
US. At the same time, the CIB model is based on integrated primary 
and secondary operations, and we have expanded our secondary 
business, which has resulted in a 1.8-fold increase in Gross Profits in 
the US and 1.5-fold globally, compared to FY18.

 Sustainability and Digital Transformation, corporate culture and human 
resources will be explained later.



 Please open page 10, alliance.
 We have received many questions such as the progress of the alliance 

with SoftBank, and about what is happening in other countries.
 PayPay Securities, which is an online securities company that works 

with SoftBank, has 7 million users who utilize points. We are trying to 
increase the number of users of the actual investment of cash, 
although I cannot disclose this number now. I think we are overall 
coming along well, although we are a little behind.

 PayPay Asset Management is not rated as they are just getting started.
 LINE Credit is doing quite well, with a balance of about JPY50 billion, 

as shown in the appendix. We are combining analysis using LINE's 
behavioral history with credit information, and we are doing quite well 
here.

 The LINE Bank is rated as “slightly behind”. I think we will have to 
rethink the schedule a bit. After all, it is something that has a large 
social impact, so we need to make sure it is done in a safe, secure, 
and reliable manner. To conduct tests and others more thoroughly, we 
are currently discussing with LINE to revise the schedule.



 J.Score, unfortunately, has quite a few issues to scale, and we are 
currently reviewing and discussing with SoftBank about its future 
development, including a review.

 J-Coin is not an alliance. We have to admit that things are not going as 
expected. On the other hand, we are gradually getting various people 
to use this infrastructure, which we will explain later.

 Outside Japan, MoMo and Tonik are steadily increasing the number of 
users, and although we have not yet seen them turn profitable, the 
increase in the number of users is in line with our initial projections.

 Then, on the right, Rakuten Securities. You have asked many questions 
about what this intention is. As I mentioned in my explanation of the 
financial results, I believe that there are two sides to this story: short-
term and medium- and long-term. In the short term, we can sell our 
products on Rakuten Securities' platform. Rakuten Securities is 
currently using IFA to serve the growing number of high-net-worth 
individuals, and by having them use our platform at the same time, we 
will be able to expand our asset management business to Rakuten
Securities' clients.

 However, I believe that after 10 or 20 years from here, inheritances will 
occur, and the issue is where the inheritance funds will go. At that time, 
if they do not necessarily stay at Mizuho Securities, it would be 
necessary to have many channels for future customers. That was the 
purpose of SoftBank as well, and now, if you look at Rakuten Securities, 
the majority of its customers are in their 30s to 50s. When these people 
reach their 50s and 70s in 10 to 20 years' time, the number of people 
with financial assets of JPY100 million or more is increasing.

 Therefore, we can provide asset management consulting services to 
these people from a medium- to long-term perspective. We are doing 
this from that perspective.



 This is regarding sustainable society.
 We are doing a lot of things. Transition finance will become 

mainstream in the future, and for this reason, we need to have a set of 
criteria in place, so we are creating criteria to evaluate transition 
strategies and make them easier to implement.

 Then I explained to you at the beginning of the year that we have 
established a transition investing facility. We expect to have  JPY50 
billion for this, and we have received more than 170 inquiries, and we 
will be approving five to six cases and conducting demonstration 
experiments with our customers.

 Regarding human rights and diversity, we have revised our Human 
Rights Policy and issued  Human Rights Report as the first Japanese 
fiscal institution.

 Then I think diversity is extremely important. This diversity is not only 
limited to women, but we are also trying to create female management 
leaders, and we are now introducing female mentoring of  Board 
members.



 This is about J-Coin, or Mizuho-DL Financial Technology (FT) and 
Mizuho Research & Technologies (RT).

 Financial Technology has more data-driven technology. RT has more 
focus on IT implementation, consulting and research. The consulting 
part includes what we call environmental consulting, and by combining 
these three strengths, this fiscal year, for example, we are planning to 
work together on turning Hachijojima into a Smart Island, and we are 
also working with Panasonic, for example, to use the J-Coin function 
for their EV stations and chargers.



 Please see page 13.
 This page is indicated as for reference, but actually this is more what I 

wanted to explain. As you can see in HR below, mainly focusing on the 
RBC, we have a certification system in place to create experts who 
can discuss sustainability issues with SME customers. We have about 
1,000 such people under this system.

 Also, as I mentioned RT earlier, we have 130 consultants in the 
environment and energy field, and these people are now working at full 
speed on various consulting projects.

 Then in FT, data analysts are PhDs and Masters, and there are 100 of 
these people now. They are extremely unique. Little by little, the seeds 
of new businesses are being born. This has nothing to do with finance 
at all, though.

 In that context, our current sustainability transformation and /digital 
transformation status, or rather, how far we have come, is shown on 
the top side.

 In Scope 3, we have set a target for the electric power sector. We are 
now planning to make an announcement on the target for on oil and 
gas sector in the near future.

 We maintain a reasonably high position both in domestically and 
globally.



 We are also working on new initiatives, and recently, Maruha Nichiro 
has originated a Blue Bond.

 We are also working on a variety of sustainability-related financing 
projects for SMEs.

 On the right, digital transformation, I am sure you are asking how the 
alliance with Google is going. Our main goal with Google is to use our 
data to develop personalized marketing in the retail world. We will 
probably be able to produce a prototype by the end of H1 of 2023.

 On the right side, you can see digital merchandise coupon to revitalize 
local economies, local currencies, or digital transformation support to 
municipalities, which we are doing while using the J-Coin platform.





 I think the environment surrounding us is changing drastically. There is 
a major game change, not only the relation between the US and China, 
but also the relation in various places has similary situation such as 
the situation in Russia/Ukraine. As a result, energy and food prices 
have skyrocketed, while awareness of sustainability has increased.

 In this context, I believe that awareness of economic security is 
becoming very high. Recently, a new company was launched to 
revitalize domestic semiconductors, and I think such a thing must be 
part of that line of thinking.

 As written below, it is often said as lost two or three decades in Japan, 
but it is a great opportunity for Japan to revive itself and regain its 
luster once more. Then we have a really great opportunity to do that 
while introducing world power to Japan. We are in a phase where if we 
can't do this here, we probably won't be able to do it again. Also, I think 
we are at a point where we really need to take global sustainability 
seriously.



 Under such circumstances, in Mizuho's five-year business plan, our 
system has unfortunately caused you a great deal of concern, but I 
believe that the Company has made much progress in terms of 
business. As we are now able to make money globally, I believe it is 
extremely important for us to support Japan firmly as a bank rooted in 
Japan while earning globally.

 In that sense, from that perspective, we will have to create a new 
growth strategy and corporate philosophy once again based on the 
current environment.



 Please see page 16.
 When we think about our Corporate Identity and our growth strategy, 

we need to rethink what our DNA is.
 Our DNA originally brought the three financial groups together. As you 

can see in part of our Corporate Identity here, we pursue “to bring 
fruitfulness,” by reading ahead of one’s time from a fair and open 
standpoint. Pursuing fruitfulness, we are trying to contribute to society 
after all. What the people of former Dai-Ichi Bank, Eiichi Shibusawa, 
the Yasuda Zaibatsu, Zenjiro Yasuda, or the Industrial Bank of Japan, 
Toyotaro Yuki and Sohei Nakayama and others, thought was to create 
Japanese industry. This is our DNA. This is what we need to recognize 
once more.

 The name Mizuho also means “a bountiful harvest of rice” and 
symbolizes Japan. In that sense, we are naturally a global bank, but 
we must not abandon Japan. In this context, we are thinking about 
“What Mizuho wants to be" 10 years from now.

 We do not intend to make major changes in our Corporate Identity, etc., 
but we would like to reaffirm our current DNA and redefine what we will 
do and what we want to be for the next 10 to 20 years as our purpose.



 In addition, while taking into account “What Mizuho wants to be" 10 
years from now, it is necessary to review the business portfolio, 
reallocate resources, and think about what areas to focus on in the 
short term, three or five years from now.



 See page 17. This is our business portfolio.
 This slide is a little deformed, and to be more precise, of course we are 

looking at it a little more segmented. The vertical axis is the risk-return 
and the horizontal axis is the growth potential. I still think we have to 
aim to move the business toward this upper right corner. As business 
moving toward the upper right, we are going to realize our DNA once 
more.

 And we think we need to change the bottom left corner. First, for mass 
individual retail customers and mass SMEs, we should still use digital 
thoroughly. We must do this.
On the other hand, mortgages, which we also get a lot of talk about, 
has high profitability because of the existing balance, but the new ones 
have obviously low profitability. We need to change this to a slightly 
more passive approach.
Then, cross-shareholdings must also be thoroughly reduced.

 Then European business is stated below of this slide. There are quite 
a few loans but we're not getting much in the way of returns. We will 
recycle them. However, Europe is advanced in terms of sustainability. 
Since we need to have a relationship with them, we will focus on the 
perspective of sustainability in Europe.

 Regarding the upper right corner, asset building in Japan must be 
done properly.



 Innovation will be the lifeblood of Japan in the future for SMEs, so we 
need to make sure to identify and support them with business 
succession, technologies and products that can be marketed overseas, 
and so on.
Then, large companies are a matter of course.

 As for the global non-Japanese clients, in a sense, we will focus on 
North America and Asia. In Europe, we will do well in the area of 
sustainability while de-empowering ourselves.

 As a result, we would like to take our risk-return a little higher. 
Incidentally, this risk-return range is about up to 20% of net business 
profits ROE. 20% is the maximum. The bottom is 10% or below. As we 
move up the bottom, we will be able to increase revenues.



 Page 18 is our inorganic growth strategy, and this is what we can think 
of, not necessarily limited to this. First, in the area of asset formation, 
we will enhance our capability of alternatives investments. We need to 
add the investment banking functions well for this purpose. This is 
structuring, so that would be necessary.

 In the middle, you see global, sustainability and innovation. The 
internal and external CIBs will be thoroughly pursued. In terms of 
innovation, we will naturally work with innovative companies in Japan, 
and we would like to continue contributing to the growth of Asia.

 Also, regarding digital transformation, there will naturally be 
collaboration with people who can increase capabilities of our digital 
transformation and sustainability transformation proposals.

 It is also extremely important to create innovation from within, and 
Mizuho has been a little behind in this area. CDIO Umemiya is 
currently studying how to set up innovation and what kind of 
organizational structure would be best. It's pretty much ready, and 
we're in a position to do it.

 We are also planning to establish a new dedicated investment vehicle 
licensed under the Banking Act, which we will soon create and launch.



 Page 19, I will not go into too much detail here.
 The focus areas I just mentioned are asset management/business 

succession, sustainability and innovation, and global/CIB, and we will 
allocate our management resources there. There are still many details 
to be worked out. But the direction would be like this.



 Please see page 20, for channel strategy.
 In this 5-Year Business Plan, we originally mentioned various things 

such as improving convenience, but I still believe that convenience in 
the channel area has been behind the schedule and much more room 
to improve.  We need to expedite this place once more. There are 
services that customers need to visit the bank for, and the bank still 
have to provide a lot of hand-holding to their customers, or a lot of time 
and effort are taken.

 Online service for both individuals and companies should be reviewed 
well one more time to make them more convenient. In addition, we are 
now able to do a lot of things with in-store tablets, and we will expand 
this even further. Commoditized services can be done without having 
customers visit the bank anymore. On the other hand, customers visit 
the bank for a consultation. It probably has to be done in this way.

 As you can see above, we would like to invest a total of about JPY100 
billion over multiple years. This is both in investment for running the 
bank and changing the bank, and we are thinking of JPY40 billion for 
renewal and JPY60 billion for new investment.



 Please move on to page 21
 To reform the corporate culture is the number one priority. As CEO, I 

believe the most important things are strategy, corporate values and 
corporate culture. I have written a lot here about how I have also 
deepened communication with employees in various ways. I hope you 
will read this later.



 Please refer to page 22. There has been a considerable increase in 
the number of spontaneous proposals from employees recently. Since 
April, an employee-driven WG has been set up. About 140 employees 
raised their hands and wanted to set it up. We received the proposal at 
the end of September.

 I will introduce two of them today. First, not limited to this, but the 
management also thought that the Corporate Identity should be 
reconstructed once more. Our employees are also expressing the 
opinion that we need to recognize Mizuho's DNA once again.

 As for culture, we still need to do this on a permanent basis, so we 
have now established a Chief Culture Officer to revitalize 
communication. We appointed Ms. Natsumi Akita, who came from 
Adobe in May, to help us improve our culture by including outside 
knowledge.



 Page 23 shows CANADE, which also appears in the newspaper from 
time to time. We want to change the way human resources are 
organized. We have named this "CANADE" in the sense that 
employees and the Company work in harmony in order to change 
human resources in such a way that every employee can work in 
“being yourselves”.

 The full transition is in FY2024. Please look at the stripes in the 
FY2024 section. We would like to unify the personnel systems of the 
five companies FG, BK, TB, SC and RT. We would also like to address 
the career design of each employee so that they can work “by being 
themselves,” and also to decide on compensation based on role-based 
pay.





 Last, the capital policy is on page 25.
 Now, CET1 capital ratio on a Basel 3 finalization basis excluding Net 

Unrealized Gains and losses on the securities is at 9.2%, we have 
reached the lower end of  9-10% % range that we originally targeted. 
Considering the stress tests based on various environments, we are 
capable of providing sufficient financing function.

 On the other hand, we would like to strike a balance between 
investment in growth and shareholder returns in the future.

 In terms of investment for growth, human capital is becoming 
extremely important, so we must invest in human resources, and we 
would like to invest in areas where we can further deepen existing 
areas that contribute to growth, or create new business areas.

 Also, we would like to increase the dividend for the second 
consecutive year.



 The next page shows the shareholder return policy, which remains 
unchanged. Our principal approach is to pay progressive dividends, 
and we will execute flexible and intermittent share buybacks. We will 
work in such a spirit.



 I am sure you have already seen page 27. Progress of the business 
improvement plan. If you have any questions, we will be happy to 
answer them later. 

 Just to make sure, please skip to pages 52 and 53, because I believe 
that the environment will be very difficult in the future.



















































 The current status of our overseas loan portfolio is shown on page 52 
for China, and on page 53 for the Americas, including LBO.

 In China, there is very little real estate, and then the percentage and 
size of LBO overseas is only 4%, so basically it is a very conservative 
portfolio. However, we have given instructions that we will watch this 
area closely, as many things may happen in the future.



 Finally, please skip to page 83.





























































 This is the verification of the significance of cross-shareholdings, which 
you have been very interested in.

 There were many people who said that we did not disclose any 
information even after verifying the significance of our holdings, but 
this time, in addition to showing how we are doing, we are also 
showing the relationship between risk and return.

 Below profitability standard is 40%. We have calculated the risk/return 
in our formula and still believe that there are quite a few that do not 
meet 8%. This continues to be a difficult negotiation.

 However, I believe that management must be fully aware of the 
situation, and if it is possible to raise profitability, we will raise them, 
and if not, we will reduce them. As a reminder to myself, I am showing 
this here.

 That is all I have to say. Thank you very much. 






