Good morning everyone.
Thank you very much for your interest in us and your ongoing support.
First, I have some good news that I would like to share with you.
As shown on the right-bottom of the slide, we won the 2019 Award for Excellence in
Corporate Disclosure in the banking industry from the Securities Analysts Association of
Japan, as well as the 2019 Best IR Award from the Japan Investor Relations Association.
It is the second time for SMFG to win either award. However, for me personally, this is the
first time to win both of the awards since I became CFO in 2015.
I believe Investor Relations activities are not only about disclosing meaningful information to
investors and analysts, but also about giving me the opportunity to obtain insights from the
investors community to enhance the corporate value of SMFG through interactive and
constructive communication.
That is why I consider Investor Relations activities as one of the most important missions
both as CFO and now as CEO. I am very proud of winning these two awards.
Of course, we could not have won them without your continuous support. We will do our best
to further enhance our disclosure.
Please turn to page 3.
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This is today's agenda.
First, I will summarize our financial results of 1H, FY3/20 and talk about the revision of the
earnings target of FY3/20.
Next, I will talk about the progress of the Medium-Term Management Plan and
strategic initiatives, followed by ESG, capital policy, and the corporate culture reform that
I have been working on since I became CEO.
Please turn to page 5.
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This is the income statement summary for 1H, FY3/20.
Profit attributable to owners of parent reached 62% of the full-year target.
Consolidated net business profit was ¥554.6 billion. Performance of the retail, wholesale,
and international business units was sluggish due to the market conditions, while the Global
Markets Business Unit showed strong performance recording gains on sales of bonds with
the decline of overseas interest rates.
On the other hand, profit attributable to owners of parent was ¥432.0 billion, due to lower
than expected credit costs and higher than expected gains on sales of strategic
shareholdings.
Please turn to page 7.
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Here is the financial target for FY3/20.
The target of consolidated net business profit was revised downward to ¥1,135 billion, lower
by ¥45 billion than the original target.
At the beginning of this fiscal year, we anticipated that the market environment would
gradually recover after the significant downturn in 2H FY3/19.
Therefore, we set the target of net business profit at ¥640 billion in 2H, ¥100 billion higher
than the 1H.
However, top-line revenues in 1H was sluggish mainly because the retail, wholesale, and
the international business units suffered from weak market conditions including yen
appreciation, slow growth in the Nikkei stock market, and the trade war between the U.S.
and China.
I have been saying from the beginning of the year that we will flexibly respond to the change
of business environment.
We now believe the business environment will continue to be unclear and that is why we
revised the target of consolidated net business profit.
Roughly saying, the downward revision includes profit reduction of ¥250 billion from the
wealth management business and ¥200 billion from yen appreciation.
However, the revised target is still slightly higher than the results of FY3/19 after excluding
the impact of group reorganization.
On the other hand, the target of profit attributable to owners of parent is unchanged at ¥700
billion. This is mainly due to expected increase of gains on sales of strategic shareholdings.
Next, I would like to talk about the progress of the Medium-Term Management Plan and
strategic initiatives. Please turn to page 19.
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This is the progress of the Medium-Term Management Plan.
ROE and CET1 ratio are on good track to meet the target as shown on the bottom.
On the other hand, OHR was 62.1% in 1H mainly due to lower than expected top-line
revenues.
From the next page, I will explain each initiative in detail.
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First, let me talk about transformation of business and asset portfolio.
The left shows our progress for group reorganization. Through these transactions, we have
been able to optimize the group structure and improve asset and capital efficiency.
In addition, we categorized our business portfolio into four quadrants, based on our
competitive advantage and business growth potential.
The right shows examples of initiatives in line with this classification.
For example, mortgage loans categorized as “Enhance" has low potential of growth because
of competition, while we have competitive advantage. Therefore, we are trying to manage
this business as efficient as possible.
In order to approach good customers efficiently, we are promoting online application while
reducing the number of branches where applications are accepted.
Asset management is an example of “Build", which we are trying to build up because we
don't have the competitive advantage despite its high growth potential.
After strengthening our domestic base, we announced in August the acquisition of TT
International, a U.K.-based firm with strengths in Asia and emerging countries. This is our
first step to operate the asset management business overseas.
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Here is a summary of our cost control measures.
We already achieved an annual reduction of ¥46.5 billion in 1H, FY3/20 through the key
initiatives we have been working on and expect to exceed the three-year target of ¥50 billion
in FY3/20.
In terms of personnel, we expect to reduce about 4,300 of headcount domestically during
the three years.
The top right shows the transition of OHR. OHR in 1H, FY3/20 was higher than that in
FY3/19 due to the downturn in top-line revenues.
You may be concerned that I am not interested in cost control because our OHR rose right
after I took over as CEO from Mr. Kunibe. However, this is not true.
Since when I was CFO, I believed that cost control is essential to maintain efficiency, one of
our core strengths.
As shown on the bottom right, consolidated expenses is expected to decline over the three
years, due to the transformation of business portfolio including group reorganization as well
as the cost reduction initiatives.
Nevertheless, as the business environment remains challenging for us, we will continue
fundamental reforms of cost structure even in the next Medium-Term Management Plan.
I would like to introduce these specific initiatives in May 2020 when we announce our new
Medium-Term Management Plan.
.
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This slide explains our cashless payment strategy.
Our strategy is to shift the huge cash payment market of ¥130 trillion to cashless payment as
being the leading company in the Japanese cashless payment market.
For merchants, we will promote a shift to cashless payment by providing payment
infrastructures such as “stera" and "Custella," which will be explained later.
For end-users, we will improve convenience of customers by renewing mobile apps and
adding touch function on credit cards.

22

Today, I will briefly introduce the new services we have recently announced.
First is our next-generation payment platform, “stera."
In Japan, payment centers, networks, and acquirers are operated by different companies.
The payment system is also separated between real and online stores. This has been an
obstacle for merchants to implement cashless payment.
“stera" is a new payment platform developed jointly by GMO-PG, Visa, and SMCC. It
provides a one-stop solution combining payment systems of real and online stores, and also
integrates the payment center and network. Another point is that “stera" can be used for all
types of cashless payment methods.
As a result, merchants can unitarily manage a variety of payment methods for both real and
online stores. In addition, a single payment terminal can accept any type of cashless
payment.
We are aiming to increase our acquiring volume from ¥10 trillion to ¥30 trillion over the next
five to ten years by leveraging stera's advanced services, in-house payment platform, and
cost-competitiveness leveraged by economies of scale.
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Next is “Custella”, a data analysis support service. “Custella” comes from “customer” and
“intelligence.”
Companies have been accumulating various types of data as we enter into an information
society. Now, utilization of data is becoming the key to strengthen competitiveness for
companies.
On the other hand, there are many companies that don't know how to use their data
effectively or don't have enough data to analyze.
"Custella" is a tool for aggregating and visualizing SMCC's data from a variety of
perspectives, such as customer attributes and purchasing behaviors.
This is the first service in Japan to analyze customers' behavior from cashless data.
There are two types of services as shown on the right : "Custella Insight," a standard service
and "Custella Analytics," a custom-made service.
Together with “Custella,” SMCC will help clients to resolve various marketing issues
leveraging SMCC's expertise.
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Next, I will explain each business unit, focusing on its main initiatives.
Please turn to page 27.
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First is the retail business unit.
In the retail business, we expect that competition and fee decline will continue mainly due to
new market entrants. Therefore, I believe it will be difficult to increase top-line revenues in a
significant way in this business.
That is why we are now trying to lower the break-even point.
The left shows the progress of branch reorganization. We have completed the
transformation of 333 branches as of the end of September 2019.
We expect to complete transforming all 430 branches by March 2020 as planned.
Cost reduction from branch organization reached ¥14.5 billion annually. Cumulative net cost
reduction after investment cost also turned positive.
In addition, we started sharing off-branch ATM network with MUFG bank in September.
Cost reduction is expected by eliminating duplicated locations close to each other.
We will consider expanding this collaboration to in-branch network and other banks.
The right shows the wealth management business. While the business struggled profit-wise,
the balance of fee-based AUM has been steadily increasing.
We are aiming to break out from a business model that relies on sales commissions by
further increasing fee-based AUM.
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Next is the consumer finance business.
As I explained in May, being an industry-leader with advanced know-how, the consumer
finance business maintains a highly profitable business model even in a low interest rate
environment and its earnings contribution to the retail business unit is quite high.
The right shows the card loan balance on a group basis. It has been steadily increasing by
meeting healthy borrowing needs from individuals.
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Next, I would like to talk about the wholesale business unit.
The left shows the breakdown of profit structure for the wholesale business. Income on
loans shown at the bottom increased YOY for the first time in 10 years.
This was achieved because on top of the loan balance steadily increasing, the decline of
loan spread had been slowing down. We have been focusing on raising profitability of loans
by increasing high value-added loans with higher spreads.
In addition, as shown on the top-right, loan spread on new loans exceeded overall loan
spread in 1H, FY3/20.
Going back to the left, non-interest income declined in 1H, FY3/20 due to the severe market
conditions. However, in recent years, we have been growing businesses that do not rely on
assets, such as FX and money transfer transactions.
We are also trying to enhance businesses that solve clients' management issues as shown
on the bottom-right.
Now, loan spread decline is bottoming out. I believe that we will be able to further increase
the profitability of the wholesale business that has ROE of more than 11% by further
increasing non-interest income.

30

We are collaborating with external partners in building B2B digital platforms to respond to
clients' needs and management issues.
The right shows the initiatives that we recently announced.
"Biz-Create" is an on-line business matching service.
"SMBC CLOUDSIGN, Inc." provides e-contract services on a cloud server by collaborating
with Bengo4.com,Inc.
We also built with Komatsu and INCJ, "LAND DATA BANK“, a financial platform that
supports small and medium-sized businesses in the construction industry.
As shown in the circle on the left, we will work to increase the number of users and expand
our data holdings by improving the convenience of our platform through the collaboration
with partners to build a digital eco-system.
Please turn to page 33.
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Next is the international business unit.
As shown in the pie chart, we are improving our asset efficiency with disciplined operations.
In terms of cross-selling, SMBC Nikko has been increasing the number of ABR transactions
and that has led to the increase of gross profit.
The bottom-right shows products that we hold strength, which increased YOY as a total.
This is because profit from aircraft leasing increased, while middle LBO decreased due to
our cautious approach to an overheating market.
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Next is our Asian strategy.
The left shows our core client strategy, of which profit continues to increase. Our presence in
Asia has been steadily growing.
Our multi-franchise strategy is shown on the right.
BTPN and SMBC Indonesia merged in February, to establish a full-line commercial bank
covering both individual and corporate customers.
However, the merger does not mark an end to our strategy, which is to establish the second
SMBC group in Indonesia.
We are aiming to become one of the top-tier financial institutions in the country not only by
expanding the commercial banking business but also by offering comprehensive financial
services including securities, leasing, and auto financing.
At the same time, we will consider expanding the Multi-Franchise strategy to new target
countries, such as Vietnam, the Philippines, and India.
Please turn to page 36.
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Last is the global markets business unit.
The left shows profit of S&T business, which increased slightly YOY. This is because
performance of SMBC Nikko rebounded in 1H, FY3/20 while struggling last year mainly due
to low market volatility.
I believe S&T has high growth potential. We will pursue further growth by building up system
infrastructure and functions toward this business.
The right shows foreign currency funding, which is one of our key management issues. We
will continue to raise our funding capabilities by pursuing stability and lowering costs.
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Next, I will talk about ESG.
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Interest in environmental and social issues, as well as the realization of a sustainable
society by solving these issues, is growing rapidly. I have realized this through dialogue with
our stakeholders.
Climate change, aging society, and poverty. These various "issues" will become obvious
"problems" in ten years.
We should seriously engage in these issues because they could bring huge impact on our
business and also because it is our responsibility as being a part of society.
"We grow and prosper together with our customers, by providing services of greater value to
them;" this is one of our group missions. It means that we have social responsibility as a
global financial institution to realize sustainable growth of ourselves by contributing to the
development of our customers and the society.
The slide shows various initiatives we have implemented to fulfill these responsibilities.
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First is "Environment." We are proactively working to reduce environmental impacts through
our business: promoting project finance for renewable energy.
The bottom-left shows our initiatives toward TCFD recommendations. We became the first
global financial group that calculate and disclose the financial impact of climate-related risks
in April 2019.
The right is "Society."
As an initiative towards the next generation, we are supporting SMEs in introducing cashless
payment systems by promoting "Square", a very simple payment terminal that can be
connected to smartphones and tablets.
Since April, we started leveraging the SMBC branch network to promote Square and have
received many positive feedbacks.
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Next, I would like to talk about "Governance."
We have been enhancing effectiveness of the Board of Directors since SMFG shifted to a
Company with Three Committees in 2017. The number of directors was reduced from 17 to
15. As a result, almost half of the Board of Directors are now outside directors.
Due to these changes, I feel that the Board of Directors meetings are having more intensive
discussions. For example, meetings only attended by outside directors are held more often
with themes which outside directors set themselves.
I believe, however, there is no perfect form for corporate governance. We will continue
working toward enhancement of corporate governance.
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Next, I will talk about our capital policy. Please turn to page 45.
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This slide illustrates our capital position.
As I explained in May, the CET1 ratio on the Post Basel III reforms basis reached our target
of 10% at the end of FY3/19, one year ahead of schedule. We were able to maintain this
level at the end of September 2019.
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Our Basic Capital Policy has not changed.
We will achieve a healthy balance among securing financial soundness, enhancing
shareholder returns, and investing for growth.
Dividends are our principal approach to shareholder returns, and on top of that we will also
proceed with share buybacks on a flexible basis.
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Next is shareholder returns.
For dividends, FY3/20 target is the same ¥180 per share as the previous year despite a
declined forecast in profit attributable to owners of parent.
¥100 billion of share buyback, which we announced in May was completed in August. All
shares repurchased were cancelled.
Please turn to page 50.
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This slide shows our strategic shareholdings.
The reduction amount of 1H, FY3/20 was ¥44 billion and totaled ¥404 billion from
September 2015.
On top of that, we have ¥85 billion worth of consent gained from clients to sell bringing the
total to ¥489 billion.
We are showing good progress to achieve the reduction target of ¥500 billion.
However, this is not our ultimate goal.
In order to reduce the impact of stock price risks on capital, and in light of the intent of the
revision of the Corporate Governance Code, we will continue to work to reduce these risks.
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Finally, I would like to talk about what I am doing in order to inspire employees' challenging
sprits. This is one of the initiatives I have been working on since appointed as Group CEO.
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Three key priorities that I showed in May are "bold transformation," "continuous Innovation,"
and "maximize group strengths.“
I believe it is essential to change our corporate culture in order to realize these priorities.
Therefore, I am encouraging employees to take on new challenges with flexible and open
mindset and holding a variety of meetings to think about new businesses. Budget and
personnel are allocated to interesting ideas on the spot.
I think of myself as a "CEO producer." Eight new companies, including the three companies
shown on the bottom-left, have been recently established.
CEO of SMBC CLOUDSIGN, Inc. is in the 30s. This is the youngest CEO in SMBC Group,
which is inspiring young and mid-career employees.
As atmosphere in the office also helps changing employees' mindset, I am promoting work
style reform (e.g. remote work, flextime) and free dress code.
Furthermore, personnel system at SMBC is being revised in January so that each employee
can choose her/his own work style.
I believe that financial institutions will become more information/data-oriented as IT
technology develops.
Now is the time for us to give up our "financial-oriented" mindset. We should find new ways
to create new values.
One of the important missions for me will be to continue to inspire employees' challenging
sprits and make SMBC Group a company with an open mindset.
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For the second half, we will work on finishing the current Medium-Term Management Plan
and start working on new initiatives to achieve sustainable growth eyeing the next plan.
I sincerely ask for your continued support and understanding. Thank you.
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