Strengthening of Value
Creation Capabilities

Business for SMEs

Steadily Expanded our Loan Balance by Addressing Issues Customers are Facing in addition
to Taking Advantage of Tailwinds Arising from Changes in the Environment

Resona’s unique features

The customer base
and networks
centered onthe | X
two major
metropolitan areas

Customer-relations

Full-line trust capabilities backed

banking functions by our deep roots
in communities

We have seen the emergence of diverse funding demand due to
changes in the macro environment, including megatrends associ-
ated with SX and DX, the depreciation of the yen and surges in
resource prices, while the Bank of Japan pushes ahead with the
normalization of its monetary policy. Against this backdrop, our
lending business has never been more important than it is now in
terms of addressing issues customers are confronting and secur-
ing sustainable growth for the Resona Group.

Given these circumstances, our loan balance is expected to
expand due to the Group’s unique features, which are described
as follows.

First, the Group is equipped with a customer base centered on
two major metropolitan areas. These areas boast the nation’s larg-
est concentrations of population, economic might and industry, and
funding demand among local customers is only expected to grow.

Second, we are a commercial bank equipped with full-line trust
banking functions and, therefore, are capable of addressing the
issues our customers confront on a one-stop basis.

Third, our customer-relations capabilities backed by deep roots
in local communities enable each Group bank to offer diverse solu-
tions aligned with the characteristics of the regions and customers
they serve.

Trends in average balance of corporate loans

(Trillions of yen) +6.48%
0

-
'

+4.14% .27

+2.15%
Year-on-year +1.26%

External environment

Low birthrate and
aging society
‘ Business ‘

Climate change Macroeconomics

: Decarbonization
succession ecarbonizatio

Interest | |

rate ofthe yen

Inflation

hikes

‘ DX and productivity improvement ‘

In FY2023, the average balance of corporate loans grew 4.14%
year on year to ¥19.6 trillion. In addition, the year-end balance of
funds extended to support capital expenditure increased 5.9%.
Moreover, the annual volume of funds extended in retail transition
financing (RTF) (mpp. 42) almost doubled.

Over the three-year period from FY2021 to FY2023, the year-
on-year growth rate for the average balance of corporate loans
amounted to 1.26%, 2.15% and 4.14%, for each year respectively,
expanding at a remarkable pace. Striving to further accelerate this
pace, in FY2024 we plan to secure a year-on-year increase of
6.48% and thus raise this balance to ¥20.9 trillion. This will be quite
close to the ¥21.3 trillion target set for the final year of the MMP.

We will thus achieve § 3 T
“MMP targets and
more” even in a phase
of capital utilization by
raising the balance of
loans based on engage-
ment in customer dia-
logue and the provision
of diverse solutions.

Almost reach our MMP target at
the end of FY2024
21.3 Aim to achieve “MMP targets and
more” in terms of the loan balance

19.6
growth rate
18.8
18.4 - e " )
Utilize capital in organic growth fields
Fy2021 Fy2022 Fy2023 Fy2024 Fy2025
(Actual) (Actual) (Actual) (Planned) (Planned)

Year-end balance

of funds extended ys g5 wilion  ¥2.94 trilion | ¥3.12 trillion

to support capital o g o
expenditures’ (+1.2% year on year) (+3.1% year on year) | (+5.9% year on year)

Annual transaction  ¥0.84 trillion ¥1.01 trillion | ¥1.92 trillion

volume of RTF (+20.5% year on year) | (+89.4% year on year)

1 Total of Group banks
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Impact of customer dialogue /
Early assessment of needs
(e.g., preferences regarding

interest rates)

Value Creation Story Initiatives to Improve Corporate Value

International Business

Mechanisms Supporting Value Creation

Financial / Non-Financial Information
and Corporate Data

Help Customers Align with Changes in the Business Environment via
the Use of Our Overseas Network

® Overseas Resona Merchant Bank Asia

United States

China Construction Bank
Industrial and Commercial Bank of China
BANK OF COMMUNICATIONS

. Shanghai Representative Office
Shanghai — . s
Bank of East Asia L ]

The Resona Group maintains 10 overseas

bases in which its expatriates are stationed.

BMO Bank N.A. BANK OF CHINA

With this network focused on the entire
Asian region as well as the United States,
we accommodate a broad range of cus-

Shanghai Branch of Bank of Yokohama]

tomer needs for global expansion assis-

tance, fundraising and other undertakings.
In Indonesia, Bank Resona Perdania,
which boasts a business track record

. .
———
\l(\élss E:;\]E yenme e e Hong Kong Mega International Commercial Bank
State Bank of India E.SUN Commercial Bank
< Hong Kong Representative Office
.

Joint Stock Commercial
Thailand ® Bank for Investment and M

spanning more than 65 years, offers full-
line banking services, while the Singapore-

Development of Vietnam

@ Bangkok Representative Office

Bangkok Bank

.—{ Rizal Commercial Banking Corporation}

based Resona Merchant Bank Asia strives

(Resona Group employees
are stationed in Thailand)

Public Bank

BDO Unibank

@ Ho Chi Minh City Representative Office

to meet needs for fundraising, M&A and
other solutions among customers in
ASEAN nations, Hong Kong and India.

(Resona Group employees

Saigon Thuong Tin Commercial Joint Stock Bank}

We also extend support to customers

are stationed in Malaysia)

through representative offices and over-

‘——[ Resona Merchant Bank Asia ]

seas partner banks, and our plans call for

Indonesia

United Overseas Bank

J opening new representative offices in Hanoi

[ Resona Indonesia Finance ]—J l—[ Bank Resona Perdania}

representative offices Bank Resona Perdania
Resona Indonesia Finance

and Los Angeles by the end of 2024.

Going forward, we will upgrade our
structure for supporting customers by
upgrading our overseas network and
enhancing our capabilities to deliver inter-
national business solutions.

As of June 30, 2024

® Partner banks, etc.
Offices with Resona Group employees

Management Support Initiatives for SME Customers

The Resona Group provides management support for customers. To this end, the Group companies cooperate with
each other and collaborate with other financial institutions and external professionals to precisely address various
needs, aligning their services with the different growth phases of customers.

Support during the Startup and Growth Phases

When engaging with customers in the startup phase, we look at both
their financial status and potential for business growth, taking a proac-
tive approach when extending financing and operational support.
During the growth phase, we also provide a diverse array of loan prod-
ucts and various solutions, including business matching, global expan-
sion assistance and other support to advance their development.

Support during the Maturity and Transition Phases

We are capable of delivering a diverse range of solutions, includ-
ing those supporting business and asset succession as well as
human resource referrals and DX assistance, to enable customers
in the maturity and transition phases to move forward toward a
next stage. To this end, we start by closely understanding the
owner’s vision for the business and thoughts about succession.
We then identify optimal solutions and countermeasures.

Turnaround Support

We provide the support and expertise that a customer requires to turn their company around. This
ranges from restructuring the repayment terms of loans to overhauling management, revitalizing
businesses and restructuring operations.

Initiatives to Revitalize Communities

With a corporate mission that affirms our commitment to the fur-
ther development of regional communities, we energetically sup-
port the management of SME customers and the revitalization of
regional economies.

We also operate Business Plazas in five locations (Tokyo, Saitama,
Shiga, Osaka and Kobe). Collectively, these provide Group entities

with a universal platform that enables them to offer business
matching-related consultation. In addition to business matching
services between Resona Group customers, we offer a diverse
range of matching services involving local governments, venture
startups, and professional human resources to support custom-
ers’ business growth.

Resona Group Integrated Report 2024
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Strengthening of Value
Creation Capabilities

Business and Asset Succession

One-stop solutions that leverage our unique strength as
a commercial bank equipped with full-line trust banking capabilities

Amount of Time Needed to Complete the
Transition to Successors'

Trend in the Appointment of
Business Successors by Source?

Succession-Related Income

3 or more years 51.9%

2022

(Billions of yen) 33.0
2023

Taken over by a
family member

37.6% 33.1%

25.0 25.6

Internal promotion
26.9% 18.8% 11.2% 27.8%

33.3% | 355% !

M&A, etc. 18.6% 20.3% ))
Appointed
joe, 1192 3toSyeas 610 f0ormoe  Unclear extemalnavigual | 7-1% 7.2% FY2020 Fr2o23  ( Freozs
Ongoing manage- 3.4% 3.9% (Actual) (Actual) (Plan)

ment by the founder

In the succession business, the Resona Group aims to leverage its
unique strength and thereby contribute to the resolution of struc-
tural issues Japan is now confronting. For example, SMEs are an
essential component of Japan’s economy and society as they
account for approximately 99% of domestic corporations, with
their employees constituting approximately 70% of the total
Japanese workforce. For Japan to achieve further development
despite problems arising from its aging society and lower birthrate,
the smooth succession of businesses run and assets held by
SMEs and their owners is of critical importance.

In the aftermath of the COVID-19 pandemic, needs for
succession-related solutions have diversified more than ever due
mainly to the growing ratio of external individuals appointed as
successors, a change in the conventional trend toward maintaining
family-based ownership.

The Resona Group is capable of accommodating needs for
diverse solutions backed by its unique strength as a commercial bank
equipped with full-line trust banking functions. Although a healthy suc-
cession sometimes requires a long period of time, we can act as a
“running partner” for corporate and individual customers as our
position as a commercial bank gives us the ability to maintain long-
term transactions and serve their best interests by bringing togeth-
er our functions related to lending, settlement, business matching,

Loans M&A Asset management

1stop

asset formation support and real estate sales and purchases.

Succession-related income is defined as income from succes-
sion trusts, such as will trusts, as well as related M&A and the real
estate business. In FY2023, income from succession trusts, M&A
and the real estate business amounted to ¥6.5 billion (up ¥0.5 bil-
lion year on year), ¥4.0 bilion (up ¥0.4 billion year on year) and
¥15.0 billion (down ¥0.4 billion year on year), respectively, bringing
our total succession-related income to ¥25.6 billion (up ¥0.5 billion
year on year). We have thus seen steady growth in income, with
income from M&A hitting a record high. In this area, we are currently
striving to allocate management resources to reinforce our capabili-
ties to help resolve issues our customers and Japanese society as a
whole are confronting. Having set a target of achieving ¥33.0 billion
in annual succession-related income in the final year of the MMP,
we are rallying all the Group’s strengths to realize this target.

Real estate Trust

Wide customer base/Network/Succession-related human resources at the Resona Group®: Approx. 360

Boast particular strength in providing medium- to long-term assistance that transcends
the conventional scope of succession and acting as customers’ “running partner”

Open a P —————— "

transaction Develop a relationship,
via banking transactions, etc. -

Corporation Assist in business development

Act as a “running partner” for customers by

- leveraging ever stronger relationships with them

Assist in PMI* and other endeavors aimed at achieving further business expansion, etc.

1 The third edition of Business Succession Guidelines issued by the Small and Medium Enterprise Agency
2 Nationwide Trend Survey of the Ratio of Corporations Lacking Successors by TEIKOKU DATABANK (2023)
3 Resona Bank, Saitama Resona Bank, Kansai Mirai Bank, Minato Bank, Resona Research Institute, Resona Corporate Investment

4 Post-Merger Integration
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Value Creation Story

Cashless and DX Solutions

Initiatives to Improve Corporate Value | Mechanisms Supporting Value Creation

Financial / Non-Financial Information
and Corporate Data

Offering Convenience for Household Finances and Corporate Transactions

Cashless Ratio / Market-Size*
Corporate

Individual Settlement-Related Income
(Billions of yen) 75.4

COrporgte Resona Household
transactions finance
2016 2023 72.5

20.0% 39.3% Earnings @ Salary income
¥60 tn ¥126 tn Purchases m Consumption
Expenses Utility costs

. Data . FY2022 FY2023

Open : (Actual) (Actual)

Currently accounting for around 40% of total transactions, the
domestic cashless market has expanded rapidly in the wake of the
COVID-19 pandemic and continues to grow. At the same time, our
corporate customers are facing a variety of emerging issues relat-
ed to settlement, such as the need to digitize their operations on
the back of pressing labor shortages as well as to maintain compli-
ance with the revised Electronic Book Storage Act.

The Resona Group offers a diverse range of solutions to meet
needs for cashless and digitized payment to support day-to-day
household finance and corporate transactions, with the aim of
delivering new value to customers.

Our debit cards help corporate and individual customers go
cashless. As of March 31, 2024, the number of debit cards issued
totaled 3,180,000, an increase of 690,000 (28.0%) over the course
of the last three years. These cards are issued as standard with indi-
vidual deposit accounts while boasting strong affinity with the bank-
ing app, which has become the most frequently used transaction

channel. Because of these and other factors, debit cards are being
used by a growing number of customers in their day-to-day trans-
actions. Similarly, an increasing number of corporate customers
now opt to use debit cards in the course of expense settlement
and purchasing.

To expand the scope of solutions we can offer, we are also
engaged in co-creation involving external partners. In April 2024,
we released “Resona PayResort+,” a non-face-to-face settlement
service for corporate customers. This is the first service created
through the enhanced capital and business alliance with Digital
Garage, Inc. (DG). Employing cutting-edge technologies and
know-how afforded by DG, this one-stop service enables our cus-
tomers to utilize diverse settlement methods.

In the field of settlement, we will continue to address issues our
corporate and individual customers are facing even as we strive to
raise settlement-related income.

M Assist corporate and individual customers in their transition to cashless operations via the provision of debit cards

Debit Card Income

No. of debit cards issued Frequency of use (Bilions of yen) 5.9
Mar. 31, 2024 5.1
3,180,000 (+690,000 from Mar. 31, 2021) X Strong affinity with the app .
Standard with individual deposit accounts Premium cards with high added-value
Growing needs for corporate settlement (expenses and purchasing) FY2022 FY2023
(Actual) (Actual)

B Accommodate evolving needs for even more diverse settlement methods via external collaboration
Co-creation with DG (launched in Dec. 2023 under enhanced alliance)

Initial service
created under the
enhanced alliance:

Resona Holdings DG

Settlement know-how
and infrastructure
Digital marketing
Etc. Etc.

Customer base

Financial digital PF

Going
forward

* The Ministry of Economy, Trade and Industry

Non-face-to-face settlement service
Resona PayResort+ (Apr. 2024-)

Credit cards / Bank settlement /
Convenience stores
Customer “
EC website ID (QR code) / e-money / carrier settlement /
international settlement / deferred settlement, etc.

Further development of settlement and
financial businesses

Take on the challenge of developing a
next-generation fintech business

Resona Group Integrated Report 2024
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Strengthening of Value
Creation Capabilities

Asset Formation Support

Providing Retail Customers with Access to Professional Asset Management Know-How We Have
Accumulated through 60 Years of Corporate Pension Fund Management

The Resona Group feels that it is being called to assist as many
people as possible in their efforts to build assets and secure eco-
nomic preparedness in an era where people are living to 100 years
of age. Doing so is essential to helping customers and regional
societies enjoy a brighter future. Accordingly, we have positioned
asset formation support and corporate pension businesses as our
fields of focus as part of management strategies.

Furthermore, we aim to contribute to the development of the
entire investment chain. To this end, we are rallying the functions of
Group companies, including Resona Asset Management and each
Group bank, to provide customers with optimal asset building
solutions backed by the Group’s strength as a retail commercial
bank equipped with full-line trust banking capabilities. In addition,
Resona Bank has taken on the task of assisting corporate cus-
tomers in the management of their pension plans.

Specifically, Resona Asset Management provides retail custom-
ers with access to the asset management know-how nurtured
through more than 60 years of corporate pension asset manage-
ment, with the aim of extending optimal asset formation assistance
to each customer. With the recent trend in favor of a transition “from
savings to investment” as a tailwind, we plan to increase the balance
of AUM from the current ¥55 trillion to around ¥65 trillion in 2030.

Meanwhile, each Group bank offers long-term, stable and

A track record of
around 60 years in
asset management

Asset manager
Resona Asset Management

Deliver value via the

combined efforts of " Regona Bank  Saitama Resona Bank 16 milion individual customers
all Resona Group

dispersed asset management services to customers. These ser-
vices include “Resona Fund Wrap,” which strongly appeals to
bank customers as it offers stable asset management, lower nec-
essary costs, asset administration functions and other built-in fea-
tures. We also offer “Tsumitate Box,” a digital-driven service
through which we act as a “running partner” for customers, help-
ing them take the first step in asset management. Through these
and other initiatives, we plan to increase the balance of investment
trusts, the fund wrap, insurance and other products from ¥6.8 tril-
lion as of March 31, 2024 to ¥7.5 trilion by March 31, 2026.

In the field of corporate pensions, we will leverage our strength
as a retail commercial bank equipped with full-line trust banking
capabilities in order to provide one-stop solutions for issues retail
customers are now confronting based on meticulous consulting.
We will also enhance our structure for extending comprehensive
support to the business operators implementing corporate pension
plans and the employees enrolled in them with an eye to raising the
balance of corporate pension-related assets from ¥6.5 trillion as of
March 31, 2024 to around ¥10 trillion by March 31, 2033.

To realize “Retail No. 1” in the asset management field, we will
continue rallying the comprehensive capabilities offered by the full
lineup of Resona Group members.

Commercial bank x Trust bank Customer base

Kansai Mirai Bank Minato Bank 500,000 corporate customers

members
Balance of AUM'
2015 Strong appeal to bank customers Smartphone-based assistance to help
E ished Resona Asset M t 2030 => Resona Fund Wrap customers take the first step = Tsumitate Box*
2024 Aim for approx.
a - Discreti -
1962 1987 Approx. ¥65 trillion xrfgﬁﬁﬂfg&ﬁ Comvenient asset | | o Deliver app-based proposals on savings-type
Established Approx. ¥55 trillion® sionals executinga| administration costs ¥ investment and enable users to complete
the Asset ™ ¥3 trillion stable asset man- | functions purchases on smartphones
Management agement approach
Division

Number of staff in asset management-
related divisions (Mar. 31, 2024)
128 (approx. 65% of overall employees)

Human resource structure capable of
focusing on asset management

External evaluation® of our asset management capabilities

Eighth  Mercer Third
b ‘ MPA Awards

I{Q‘l 77 AR consecutive
R Pl At 2GS year

consecutive
year

R&! Fund Grand Prize  https://www.r-i.co.jp/investment/fund_award/index.html (Japanese only)
Mercer MPA (Japan) Award  https://www.mercer.co.jp/newsroom/mpa-awards.html (Japanese only)

Toward the smooth realization of investment chain functions

Promote the widespread practice of

} . Helping increase financial literac!
customer-oriented business conduct ping Y

Sustainable growth for Resona and

Facilitating stewardship activities . .
improvement in corporate value

Balance of Investment Trusts, Fund wrap, Insurance, etc.

(Trillions of yen) 7.5
6.8
6.1
D)
Mar. 31,2023 Mar. 31, 2024« Mar. 31, 2026
(Actual) (Actual) (plan)

Corporate pensions

Deliver value to individual customers
= Comprehensive advice on asset formation

Value delivered to corporate customers
= Consulting on pension plans

Balance of Corporate Pension-Related Assets

(Trillions of yen)

No. of enrollees: Approx. 1.2 million

10
5.6 6.5
)
Mar. 31,2023 Mar. 31, 2024 { Mar. 31, 2033
(Actual) (Actual) (target)

1 Including AUM held by Resona’s precursors: Daiwa Bank, Asahi Trust Bank, Daiwa Trust Bank and Resona Trust Bank
2 Sum of the balance of assets managed under discretionary investment contracts or investment trusts for which we act as an asset manager as of Mar. 31, 2024

3 Including products delivered by Resona Bank for corporate pension customers
4 Available at Resona Bank, Saitama Resona Bank and Kansai Mirai Bank
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‘ Value Creation Story

Housing Loans

Initiatives to Improve Corporate Value | Mechanisms Supporting Value Creation

Financial / Non-Financial Information
and Corporate Data

High-Quality and Profitable Portfolio

The environment surrounding the loan business is undergoing a
radical evolution due largely to the ongoing diversification of indi-
vidual customer lifestyles as well as recent moves toward the nor-
malization of Japan’s monetary policy. The Resona Group has a
tradition of strength in the housing loan business that it will contin-
ue to leverage as it maintains its focus on this field. Here, we
explain our stance on this priority business.

@ Progress in the development of a robust structure for pro-
viding products and services finely tuned to meet customer
needs and maximize convenience

In July 20283, we established a structure enabling customers to

remotely complete housing loan transactions. We have also pro-

moted the development of such new products as loan products
designed to support the purchase of eco-friendly housing, women-
specific housing loans and group credit life insurance.

@ Expansion in transactions based on individual customer
life cycles starting with obtaining housing loans

Around 90% of housing loan customers install the Group App at

the time of borrowing, enabling us to maintain bidirectional com-

munications that, in turn, lead to a diverse range of transactions.

High sensitivity to interest rates

Upsides of
interest rate hikes

Mar. 31, 2024

Net income
Expand transactions based
on customer life cycles

Cost competitiveness and
room for further cost

® A loan portfolio boasting superiority in terms of credit costs
Our housing loans involve relatively low capital charges as we keep
credit costs down.

® Cost competitiveness backed by merits of scale

With the restructuring of loan-related systems currently under way,
we expect further reductions in the volume of relevant clerical work.
® Expansion in profit upon the future hikes in interest rates
While floating interest rate products currently account for a large
proportion, inflation could cause fixed interest rate products to
become more sought after.

As of March 31, 2024, the Resona
Group’s balance of housing loans
stood at ¥13.8 trillion, the largest
in Japan. Looking ahead, we will
strive to extend these loans to as
many customers as possible, with
our plans calling for increasing this
balance to ¥14.7 trilion by March
31, 2026.

Possible growth in demand for fixed-interest rate products

Composition by Interest Rates (existing) Composition by Interest Rates (new)

Fixed Y2007 | Variable 58% . Fixed 42%

Variable 94% X
6%  Fy2023 Variable 97% Fixed

Secure bidirectional communications with our housing loan borrowers via the Group App
¢ Around 90% of housing loan customers had installed the app at the time of borrowing

Cost competitiveness backed by merits of scale

reductions Further reduction of clerical work volume via the restructuring of loan-related systems

RORA

High-quality assets with
low risk weight (RW)

Risk-weighted

assets (RWA) Resilience against

interest rate hikes

The final loss rate? 0.17)% (0.01)%
Average interest rates 2.36% 0.91%

M A frontrunner of housing loans
Balance of housing loans as of Mar. 31, 2024: ¥13.8 trillion
(+1.2% from Mar. 31, 2023)

Largest in Japan
(as of Mar. 31, 2024)

1 Resona Bank; as of Mar. 31, 2024; non-default

2 Housing loans guarantee subsidiaries’ subrogation ratio x (1-collection after subrogation);

sum of residential housing loans and apartment loans

Risk weight as of Mar. 31, 2024: 9.85%'

The final loss rate was limited even in the aftermath of Lehman Brothers bank-
ruptcy, when the interest rates were relatively high

FY2008 FY2023
Factored in substantial stress that
will affect screening interest rates

Balance of Residential Housing Loans
(Trillions of yen)

14.7
13.7 13.8
Mar. 31, 2023 Mar. 31, 2024 (( Mar. 31, 2026
(Actual) (Actual) (plan)

Resona Group Integrated Report 2024

65


https://www.r-i.co.jp/investment/fund_award/index.html
https://www.mercer.com/ja-jp/about/newsroom/mpa-awards/

66

Strengthening of Value
Creation Capabilities

Financial Digital Platform

Co-Creation through Wide-Ranging External Collaboration That
Transcends the Conventional Framework

Our aim in developing our financial digital platform (PF) is to enable
regional financial institutions and partners from different sectors, as
well as their customers, to enjoy win-win relationships through
wide-ranging collaboration that transcends the conventional
framework.

As part of these efforts, in February 2024, we entered into a
strategic business alliance agreement with Juroku Financial Group,
Inc. Due to the expansion of similar partnerships, regional financial
institutions that handle Resona Group products and services now
comprise six groups and seven banks, including partners planning
to initiate the handling of these offerings. We have also made our
banking app and fund wrap available at these regional financial
institutions to benefit their customers. These two products have
garnered solid reputations while enjoying steady growth in user
numbers. Going forward, we will strive to further expand the num-
ber of PF participants and users by, for example, enhancing the
menu of functions offered.

We have also made progress in initiatives to co-create new
businesses with partners from different sectors. In the settlement
field, we stepped up a capital and business alliance with Digital
Garage in December 2023 with a shared policy of delivering settle-
ment and financial solutions developed by the Resona Group and

H Develop and expand an ecosystem in which all PF partici-
pants enjoy win-win relationships

Engage in co-creation with leading companies in the field of banking systems

Established FINBASE in tandem with IBM Japan and NTT DATA to act in
collaboration with the above two partners in the exploration of new par-
ticipants and the pursuit of agile development, etc.

Payment Asset Data - Service
. . Authorization X
linkage management business linkage

Financial Digital Platform

Service design
(CX design)

Regional

[
&
Q Resona ) . . Local
2 financial ~ Corporations

Group L governments
] institutions
©
Y
o
<%
2
o
(&)

Customers Customers Customers

Invite an even broader range of
corporations to become users

1 Planning to handle the app and FW going forward
2 Planning to handle the app going forward
3 Including corporate customers
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this firm to the customers of both. In the data utilization field, we
entered into an “individual agreement” in April 2024 with Shizuoka
Bank and our capital and business alliance partner BrainPad
based on a basic agreement regarding the commissioning of busi-
nesses. The new agreement aims to upgrade Shizuoka Bank’s
mode of data utilization.

We will continue to engage in external collaboration to enhance
the menu of PF functions and expand the volume of transactions.

H Roll out Resona Group solutions to regional financial institutions

Expand the
Expand the scope volume of
of alliance partners transactions
and the balance
of AUM
Juroku Financial Group'
(Signed a strategic business
alliance agreement in Feb. 2024)
Keiyo Bank?
(CEl20227) Enhance the
Two banks from menu of functions
Mebuki Financial Bank of .
Group Yokohama New transactional
(Mar. 2021-) (Apr. 2021-) channels
The Hyakujushi | The 77 Bank Financial and non-financial
Bank (Jan. 2023-) services
(Feb. 20283-)

No. of downloads (DLs) | = Balance of FW products®

Mar. 31, 2024 Mar. 31, 2024
1.55 million ¥90.8 billion
(+420,000 DLs from (+¥34.7 billion from

Mar. 31, 2023) Mar. 31, 2023)

M Capital and business alliance to enhance functions

Settlement: Digital Garage (strengthened alliance in Dec. 2023)
Data analysis: BrainPad (Feb. 2022-)

In Apr. 2024 Resona Bank, Shizuoka Bank and BrainPad together
entered into an “individual agreement” based on a basic agreement
regarding the commissioning of businesses that was aimed at upgrading
Shizuoka Bank’s mode of data utilization.

‘ Value Creation Story

Inorganic Strategy

Initiatives to Improve Corporate Value | Mechanisms Supporting Value Creation

Financial / Non-Financial Information
and Corporate Data

Expanding Inorganic Growth Investment Aimed at Improving ROE

Delivering New Value via Co-Creation

Winning customers not yet reached
by Resona will

® Enhance our customer base = | @ Enhance our management resources

The Resona Group has transitioned to a phase in which it can fully
utilize capital. With this in mind, we consider pursuing inorganic
growth to be a matter of ever greater strategic importance.
Through this mode of growth, we aim to enhance our customer
bases, management resources and functions in order to augment
our ability to deliver new value. In FY2023, the first year of the cur-
rent MMP, we closed two deals in this regard.

First, we transformed two leasing companies, DFL Lease and
Shutoken Leasing, from equity-method affiliates into wholly owned
subsidiaries. We undertook this move with an eye to generating signifi-
cant synergies by combining lease functions, which have strong affinity
with banking operations, and the Resona Group’s 500,000 company
strong corporate customer base. In April 2024, these two subsidiaries
merged together to form Resona Leasing Co., Ltd., which is striving to

Securing specialist and other
human resources will

Strengthening businesses that have affinity with
existing banking operations as well as those
that transcend the framework of finance will

® Enhance our functions

engage in close collaboration with other Group entities.

Second, we strengthened our capital and business alliance with
Digital Garage, Inc. (DG). Amid the ongoing expansion of the settle-
ment market, we aim to bring together the strength of DG—one of
the largest settlement service providers in Japan—and financial
functions afforded by the Resona Group, in order to further upgrade
our settlement and financial businesses. This move is also intended
to jointly promote open innovation via investment in next-generation
fintech businesses and startups with the launch of a corporate ven-
ture capital (CVC) fund worth ¥13 billion in April 2024.

We expect the two deals to contribute to medium- to long-term
improvement in our ROE. Looking ahead, we will continue to con-
sider deals related to inorganic investment without limiting the
scope of potential counterparts.

Results for FY2023

Transformed two leasing companies into
wholly owned subsidiaries

ROIC: Around 10%

Sum of Net Income Profit Earned by Two Leasing Companies

(Billions of yen)
Including
Approx. ¥0.8 billion 2.53 April 1, 2024
1

due to one-off factors Merged together

1.47 1.53 Renamed

Resona Leasing
Co., Ltd.

FY2021 FY2022 FY2023

Equity stake ~ Approx. 20% P 100%

Closer collaboration with Group banks
Realization of greater synergies

1 Shutoken Leasing: Special dividends from the former subsidiary
2 Resona Kessai Service Co., Ltd.

Strengthening of capital and business
alliance with DG

Aim for an ROIC of around 10% (sixth year)

DG

One of largest settlement service providers in Japan
More than 1 million member stores

Cumulative total number
of startup investees
More than 400

Data marketing

Dec. 2023 Strengthened capital and business alliance
Equity stake Approx. 2% » Approx. 12%
Further upgrade settlement and financial businesses Create new value “Beyond Finance”

April 1, 2024

Strengthen the integrated Launch startup

management structure investment
Transfer 20% of shares CVC fund worth
in RKS? to DG ¥13 billion
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