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Further reinforcement of competitive advantages I‘I
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(Note) Peer companies’ figure: the Nikkan Kogyo Shimbun dated Apr. 30, 04. *SMBC’s managerial accounting basis (Sum of the profits of SMBC and Daiwa SMBC) 4



Further reinforcement of competitive advantages Iﬂl

Financial consulting business for individuals SMEG
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Expansion

of marketing channels & Customer base

Marketing channels for SMEs

AMFG

Corporate Business Offices
for SMEs

opened in FY03

+5

Corporate Sales Offices

+8 8 +31

SME channels: 164

Business Support Offices
& sub-offices

} 04/3 opened in FY03 04/3 opened in FY03 } 04/3
76 80

Client
segments

Upper Middle Lower Middle

Small

Channels

 ExtemalHR

SME channels: 164

. Corporate Business
Of{lggs Business Offices S;g;p(())][faitees Support Offices
for SMEs 8 & sub-offices
76 80

Corporate Business

Product Departments (Investment Banking Unit etc.)

Business offices and Product Departments both commit to profit target:

“Double-front system”

*Business Support Offices: Mainly deal with Business Select Loan. Number of channels in the figures is as of March 2004.



Expansion of marketing channels & customer base
Marketing channels for individuals

AMFG

SMBC Consulting Plaza (# of channels) Loan Plaza (# of channels)

03/3A } 04/3A } 04/8A 06/3P 03/3A 04/3A
0 §

40 100 75 109

(Note) New marketing channels specialized in — Increase sales staff in FY04

consulting for individuals

Client Private banking Asset

segments

(including company owners) segment

segment management Asset building segment Mass segment

: Financial Loan “Money-Life” Consultant &

Private banker ’
consultant planner Low-counter teller
Consulting Plaza
Channels : Loan Plaza g

. . Block Station 6

Private Banking
Dept. 36 109 Branch 435

“One’s
Direct”
& ATM

**Low-counter teller” Is a teller who serves customers at low counters in branches to provide more personal services.
Number of channels in the figures is as of March 2004.



Establishment of new business model
Consumer finance: Further risk-taking SRtEd

i Core business in Core business in
Corporate 2I|ent | | Individual client segments
SEgments corporate business market consumer business market
Financial consulting Private banking
business

“Asset management”
(150 thousand clients)

Investment banking
business

“Upper-middle”
“Middle”
“Lower-middle”

“Asset building”

(8 million clients)

New type
unsecured loans

Select Loan”
Further risk-taking

Established strategic business by introducing new type unsecured loans to small corporate segment

I Consumer finance

“Mass”
(18 million clients)

» Started to establish new revenue base by further risk-taking in mass segment




Establishment of new business model
Consumer finance: Creation of new business markets

Create new business markets by thoroughly utilizing SMBC’s business franchise

4 Size of existing market: JPY 35 trillion (Fyo2)
Customer base

New
markets

Business infrastructure




Establishment of new business model
Consumer finance: Overview of strategic alliance with Promise SRtEd

Capital Alliance

M Capital investment: (% of outstanding shares)
15% (done) = 20%* (plan)

Business Alliance

M Provide loan products through SMBC'’s marketing
channels

M Establish a new JV (SMBC Consumer Finance Co., Ltd.**)

B Marketing, credit monitoring, and collection provided by
Promise

M Jointly develop loan products for small corporations

B Business alliance between SMFG's subsidiaries &
affiliates and Promise

* Plans to acquire additional Promise shares in appropriate ways, up to 20% of total outstanding shares. **Tentative name 10



Establishment of new business model
Consumer finance: Loan business model by alliance with Promise SRtEd

SMBC'’s business franchise + Promise’s expertise

} Target loan balance of approx. 500 billion yen* after 3 years

erestiate ) ) ) o
g

8% - ~ 15% goh- /
SMBC marketing channels
= Install loan processing machines developed by Promise ———— Y04
SMBC Consumer - )@ Approx. 100
[ swecJy SvECComumer | promise | SR

/

. <<Cascade Method>> <<Cascade Method>> FYO05:

_ Expand
Marketing Promise’s expertise in marketing sequentially

Promise’s expertise in
credit monitoring and collection

Guarantee
Collection
Credit monitoring

after 3 years

* Jointly by SMFG and Promise. ** Tentative name. 11



Further strengthening of group synergies

SMEG

l‘ S MF G SURITOMO MITHU FINANCIAL GROUP

Daiwa Securities SMBC
Sumitomo Mitsui Card

Daiwa SB Investments

dnoio sauuhdés %Mgeq

SMFG Corporate

i Goldman
Recovery Servicer Saehs

SMBC Consumer Finance
(tentative name)

Promote collaboration among group companies Promote strategic alliarice

12



Proposal for integration with UFJ Group

AMFG

Strategic significance

B Dominant revenue base and business franchise through the integration

- Realize dominant market share & competitiveness in the strategic businesses

Impact on further value creation J

To reinforce revenue base through the Most profitable bank
dominant market share in Japan with
in the focused high-growth banking profit

business areas reaching ¥2 tn and
net income reaching
¥1tn

To steadily realize rationalization
effects (¥200bn) at an early date

Integration ratio = 1:1

EPS accretion

. 4

Further value creation
for SMFG shareholders

13



Proposal for integration with UFJ Group
Outline SMEG

Basic Concepts of the Integration

Integration with spirit of Smooth and speedy Emphasis on economic Equal and fair
equals integration rationales human resources policy

Reinforcement of Establishment of tripolar
the focused franchise in Tokyo, Tokali,
business areas Osaka metropolitan districts

Collaboration with a top
tier trust bank*

Integration ratio, Capital enhancement

M Integration ratio UFJLJ SMFG [0 1 sharel] 1share
- ¥200bn average annual pre-tax benefit from rationalization
B Capital enhancement to UFJ by 04/9

- Willing to provide capital even if capital requirement reaches ¥700bn
- Able to maintain adequate capital ratio without capital raising

*  Assuming that the trust business of UFJ Trust Bank be integrated to Sumitomo Trust & Banking 14



Closing

SMEG

Strategic businesses

New type unsecured loans to SMEs

Investment banking business

Financial consulting for individuals

Consumer finance

Business Franchise

Customer base
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Appendices

AMFG

Proposal for Integration with UFJ Group
> Rationalization effect of overlapping operation
> Breakdown of rationalization effect

> Source of top-line synergy

16



(Appendix) Proposal for Integration with UFJ Group
Rationalization effect of overlapping operation SMEG

B ¥200bn average annual pre-tax benefit from rationalization

B Track record of achieving cost reduction from the integration of
former Sakura and former Sumitomo

- Reduced expenses from ¥700.1bn in FY2000 to ¥584.0bn in FY2003 (-17%)

Systems Integration

Branch Integration Workforce Integration 10thers
Approx. ¥60bn Approx. ¥90bn Approx. ¥50bn
m Natural attrition plus W Experience of systems
restraining recruiting | integration of

former Sakura and

UF SMFG i
B Reallocation of human former Sumitomo

resources from overlapping
functions to strategic business
areas

366 branches 435 branches

B Approx. 200 overlapping branches

Notes: As of March 2004. 17



(Appendix) Proposal for Integration with UFJ Group
Breakdown of rationalization effect

AMFG

Branch Integration

Approx. ¥60bn

O

ITR.T
366 branches

SMFQG
435 branches

W Approx. 200 overlapping
branches

Tokyo: 100 branches
Osaka: 80 branches
Other areas: 20 branches
B Expenses:
¥0.3 bn reduction per branch

+

200 branches x (-¥0.3 bn)
= -Approx. ¥60 bn

Workforce Integration

Approx. ¥90bn

W Natural attrition plus restraining
recruiting

-Approx. 8,500 workforce

(Total workforce after integration:
Approx. 40,000)

B Reallocation of human
resources
(Overlapping functions —
Strategic business areas)

Reallocation to Business for

SMEs, financial consulting
business for individuals

==

Effect of cost reduction in personnel
expenses for Approx. 8,500 workforce

-Approx. ¥90 bn

Systems Integration & Others

Approx. ¥50bn

B Achievement of systems
integration of former Sakura
and former Sumitomo

Rationalization effect: -25%
Approx. ¥60 bn x 2 X (-25%)

(Annual system-related
expenses...Estimated)
= -Approx. ¥30 bn

W Others: -Approx. ¥20 bn

(-¥30 bn) + (-¥20 bn)
= -Approx. ¥50 bn

18



(Appendix) Proposal for Integration with UFJ group

Source of top-line synergy

AMFG

Overwhelming business franchise in number of Corporate customers, new type unsecured

loans to SMES, sales of investment trusts & pension-type insurances, and mortgage loans

Financial Consulting for Individuals

Bal f A | Sales of Bal f

rgcmome IR R Pedenbee o

to SMEs Trusts Insurances Loans*

177,000 ¥733.7bn ¥1.9tn ¥380bn ¥12.7tn

abAFL

147,000 ¥200.0bn ¥0.7tn ¥110bn ¥9.7tn

MO 104,000 ¥180.0bn ¥0.7tn ¥200bn ¥7.9tn

‘ 324,000 ¥933.7bn ¥2.6tn ¥490bn ¥22.4tn
251,000 ¥380.0bn ¥1.4tn ¥310bn ¥17.6tn

Source: Company estimate based on IR presentation material ~ * Sum of subsidiary banks’ figures.
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AMFG

*Special Note Reqgarding Forward-Looking Statements

«Information on this material contains forward-looking statements that are subject to various known and unknown risks, uncertainties and other factors that
could cause the actual results to differ materially from those contained in or suggested by any forward-looking statement. SMFG cannot promise that its
assumptions, expectations, projections, anticipated estimates or other information expressed in these forward-looking statement will turn out to be correct.
Potential risks and uncertainties which may affect such projections include, but are not limited to, those which explicitly provided herein. Factors that could
cause actual results to differ materially include, but are not limited to: (1) the businesses of SMFG and UFJ may not be integrated successfully or such
integration may be more difficult, time-consuming or costly than expected; (2) expected combination benefits from the SMFG/UFJ transaction may not be fully
realized or realized within the expected time frame; (3) revenues following the SMFG/UFJ transaction may be lower than expected; (4) operating costs,
customer loss and business disruption may be greater than expected following the SMFG/UFJ transaction; (5) the regulatory approvals required for the
SMFG/UFJ transaction may not be obtained on the proposed terms or on the anticipated schedule; (6) the effects of legislative and regulatory changes on the
banking industry; (7) future levels of non-performing loans; (8) technological changes; (9) Japanese and global economies; (10) changes in labor, programming,
equipment and capital costs or availability; (11) changes in interest rate; and (12) general business and economic conditions. SMFG does not undertake any
duty to update any forward-looking statements.

*When reviewing this information please note that the information was created as of the date listed, reflected views as of that date, should be considered in the
context of the circumstances prevailing at that time and has not been updated since that date. SMFG assumes no obligation to update the information therein
to reflect developments which may have occurred after the date of this information




