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Offer clients advice on entire balance sheet to maximize client engagement 

Review of last year
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Radical organizational change  

(~FY2019/20)
Full-scale business shift 

(~FY2022/23)

Improve productivity of existing 

businesses  (FY2020/21)

Realign channels 

(Organize to meet individual client needs)

Corporates/ 

owners 

HNWI

Mass 

affluent 

Mass retail 

In charge

of corporates 

In charge

of HNWIs 

In charge of 

mass affluent 

Branch office consolidation
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Boost advisory functions by 

consolidating CIO functions 

 Comprehensive business alliances with 

regional financial institutions 

 Established LINE Securities 

 Expand business through collaboration with third parties 

 Enable business expansion by pursuing inorganic growth 

Expand existing businesses 

(Effectively provide high quality services)

Raise value of contact with clients 

through combined digital and people 

approach 

Increase contact with clients using 

digital tools and data 

Fully implement high value-added 

advisory model 

Maximize 

client 
engagement

Excerpt from Investor Day in May 2020



 In addition to three centers in Sapporo, Tokyo and Naha, four new 

centers opened in FY2020/21 in Osaka, Nagoya, East Tokyo and West

Tokyo for a total of 7 centers and 1,000 personnel 

 Increased number of Inbound Partners making outbound calls to identify 

client needs, as well as Remote Partners to offer detailed investment 

management consultations through asset plan (About 120 people as of 

April 2021; additional headcount increases planned) 

Initiatives taken to reposition business

 Realigned channel formation in 2019 to deliver optimal services to individual clients at the most appropriate 
time 

 Strengthened consulting for clients’ entire assets and implemented measures to increase client interactions
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Strengthen private strategy 

In charge

of corporates 

In charge

of HNWIs 

In charge of 

mass affluent 

Branch integration 

aimed at staff reallocation
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Matching

Corporates/ 

owners 

HNWI

Mass 

affluent 

Mass retail 

1 Channel realignment and improvement of sales Partners expertise 

2 Branch integration towards effective channel realignment

3 Enhancement of contact center functions to increase contact with 
clients 

 Reassigned retail sales representatives (Partners) based on client type 

(Reviewed Partner assignment for over 1.5 million client accounts in 2 

years) 

 Refined expertise of sales Partners 
1
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Current business achievements: 

Wealth Management Group 
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Wealth Management Group

 Enhanced services for listed company executives in collaboration with 

Investment Banking – Account openings by listed company executives 

increased as a result of introduction of restricted stock remuneration 

plan (RS)
Number of RS accounts                   

(cumulative total)

Stronger Wealth Management Group 

revenues from transaction business 

(FY2018/19 =100)

Up approx. 1.6x in 3 years Main transaction businesses 

• Review of securities in line 

with capital policy 

• Real estate transactions 

• Corporate pensions, 

insurance, etc.

As of April 30, 2021
 Companies 

implementing RS 
plans: 930

 Nomura share: 45%

Share of corporate RS account 

openings by securities company  

 Higher revenues driven by proposal of a wide range of solutions 

matched to client needs, including review of securities based on 

capital policy, real estate transactions, pension and insurance 

Nomura: 

419 

companies

45%



Equity Center 

Number of accounts/stock client assets26,012
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Current business achievements: 

Business geared towards corporates/owners and HNWIs 
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Number of consulting contracts 

Real estate related transactions 

All channels Corporate/owner and HNWI businesses 

Corporates/owners  

Onboarding of owners
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KGI/KPI progress 
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 Steadily increased revenues towards FY2022/23 KGI of Y110 billion in income before income taxes 

 Market factors contributed to record client assets of Y126.6 trillion and recurring revenue assets of Y18.2 
trillion 

Retail client assets

FY2019/20 full year FY2020/21 full year 

Y126.6trnY104.0trn

Recurring revenue assets Y18.2trnY15.3trn

Consulting-related 

revenue
Y13.4bnY14.9bn

Number of active clients 1.019mn1.071mn

Net inflows of cash and 

securities
Y887.7bn-Y429.4bn

KPI

Consulting-related revenue

Number of active clients

FY2022/23 target 

Y21trn

Y27.8bn

1.47mn

Y2.4trn/yr

I. Strengthen strategy in private domain 

II. Integrate digital and people 

III. Expand client base 
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Strengthen strategy in private domain 

 Introduce CIO model to realize higher quality portfolio proposals matched to clients’ risk tolerance

 Diversify commission structure in line with client needs 
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Leverage CIO model Towards achieving a common goal with clients 

Set investment 

goal/strategy

Check client 

portfolio 
CommunicationAction

1. Check 
portfolio 
alignment with 
strategy

2. Check stock 
concentration, 
rating, etc. 

3. Check goal 
achievement 

1. Periodic 
portfolio 
updates 

2. Share 
portfolio 
issues 

3. Ideas to 
improve 
portfolio 

1. Investment 

strategy 

2. Investment 

goal

3. Other 

preferences

1. Create 

proposals to 

resolve 

portfolio 

issues 

Nomura CIO

Asset allocation 

(SAA・TAA)

Sales Partner 

dashboard 

Management of portfolio, 

check tasks 

Portfolio management 

monitoring 
Manage asset allocation ratio,  

centralized investment 
management, rating, etc.

Client report

Evaluate portfolio

and risk 

Representative Client

1 2

3 4

NOMURA

Navigation

NOMURA

Navigation

Tool to support sophisticated asset consulting 

by realizing thorough portfolio management
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Client 

(Current commission 

structure)

(Regular follow-up)

 Clients choose fee structure where commission is based on 
level of client assets 

 Applicable products are stocks, bonds, and investment trusts 
(excl. some products) 

 Full introduction scheduled for April 2022

Diversify commission structure 

Improve client satisfaction, boost client assets

• Commission based on 

level of client assets

1



Partner

Head office departments Group companies 

Group companies 

Strengthen strategy in private domain 
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Develop quality services and establish framework for providing services  

Increase client satisfaction through quality services and expand business 

Wealth Management Group 

team structure

Expand into private products 

and services 

Partner

Associate Specialist 

Offer innovative 
services with 
versatility 

Launch team management 

Head office departments 

Support

Jointly structure 

products 

Share know-how 

and expertise 

 Strengthen consulting services and establish a framework to provide high quality services

Team structure for 

corporates/owners 
Team make-up 

 Headquarters related department 

Analysis related to asset investment/ 

management, capital policy, etc.; planning 

of services, structuring products, etc. 

 Related Group companies 

Realize product structuring and 

arrangement difficult for Nomura to provide 

alone 

 Create new solutions and develop high 

quality products and services 

 Leverage know-how in corporate/owner 

business to provide tailored business 

matching services throughout Japan 

 Further growth in Wealth Management 

Group transaction revenue and stronger 

retail channel consulting revenue 

1



Integrate digital and people 

 Create a mechanism to ensure clients can receive advice or consultations when needed 

 Strive to deliver same quality services online as in person for digital-only clients 
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Face-to-face and digital services provided 

as separate services

Client Client

Face-to-face 

services
Online 

services 

Provide added-value by making use of face-to-face expertise 

Client

New approach 

Establish a new business model 

Current approach

Face-to-face 

services

Online 

services 

Foundation of digital 

Hybrid 

services 

Digital marketing 

1

2

3

1

2

3

Optimize current DWH(Data warehouse)1 containing internal data by adding external 

information and enhance functions of DMP(Data Management Platform)2

Enhance diversified marketing content based on assumed client needs and develop 

MA (Marketing Automation)3  to provide services to clients at the optimal touch point 

and timing 

Gradually introduce dedicated online meeting system to enable provision of highly 

secure hybrid services on par with face-to-face services  

Function as supplementary service for online 

services and some face-to-face services   

Annual expenses of around Y10bn for IT systems, advertising, etc. 

For example:

2

１.    Database system arranged chronologically for business decision making purposes. 

2.    Internet-based information database system created to leverage in marketing. 3.      Automation of marketing in line with individual client interests. 



Expand client base 
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Enhance contact centers Alliance with regional financial institutions

 Conduct client interviews for consulting, life planning and offer 

necessary asset management proposals within the contact center 

 Also make calls to head and branch office clients and strengthen 

collaboration with partners in branches 

Contact Center 

Partner 

BranchBoost  

collaboration 

Collaboration

• Consulting • Contract

Bolster contact center functions 

• Life planning 

• In charge of consulting 

to proposal and contract 

Calls 

Client

• Interview

 San-in Godo Bank: Business alliance launched in September 2020
 Stronger relationship of trust with clients and starting to see increased 

results 

 Awa Bank: Business alliance launched in April 2021
 Aim to enhance services to regional clients under slogan “Towards a 

prefecture advanced in financial services” 

 Exploring establishment of joint venture company with TSUBASA Alliance 

members Chiba Bank, Daishi Hokuetsu Bank and Chugoku Bank to offer 

remote financial consulting services

Aim to help clients build and manage assets over the long term by 

operating independently to provide comprehensive consulting services 

Help clients build an affluent life and contribute to regional economic 

growth by taking advantage of regional financial institution networks 

Remote consulting Partner 

Characteristics: Unbiased; Completely remote; Specializing in advice 

Client New company
Investment advisory/

Agent 

Dedicated advisor in charge 

(Remote services)

Member registration/

contract

Comprehensive advice 

related to money 

Financial 

Institution

Bank

Brokerage

Insurance

Will not offer financial products or 

financial intermediary services 

3

Remote inbound Partner 



 Consolidate know-how accumulated in retail sales and operations to 

support intermediaries and offer financial services platform integrating  

new IT functions to support intermediary business 

Expand client base 
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New financial instruments intermediary platformCollaboration with LINE

 Approach to younger client segment our products and services did not 
reach previously  

 Started offering iDeCo on May 10, 2021, and fully supporting asset 
building segment and younger clients in building assets long term as an 
operational management institution

Increase the investing population by making investing more 

accessible through mobile investment services

Aim to improve quality of services provided to regional financial 

institutions that currently serve as financial intermediaries and 

broadly expand range of financial intermediaries 

Intermediaries act as broad pool of investors with client base

Financial intermediaries, etc.  
Insurance 
companies Corporates

Other 
intermediaries 

Financial Service Platform 

＋

（Develop, maintenance, 

operation, etc.)

IT System 
(Develop, maintenance, 

operation, etc.) 

Securities 
management 

account 

Sales/ operation 

support tool, etc.
IT platform 

IT system

Sales/ operation 

know-how 

1. Support retail sales

2. Support product distribution 

3. Provide necessary system services, support use, 

operation and maintenance, etc. 

Securities account 

management

Deliver comprehensive financial 

consulting services,

Intermediary for trading of securities, etc. 
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Expand service lineup

2019.112019.8 2020.3

2020.5 2020.6 2021~

Stocks/ETFs
Investment 

trusts
LINE FX

Stock exchange 
transactions

Choose from 1 share, 

100 share unit, margin 

transaction

Accumulation-

type 

investment 

iDeCo, etc.

System provision 

 Explore various ways to collaborate and form alliances with business partners 

More than 600,000 

accounts 

(As of March 31, 2021)

3

System provision 

Regional financial
institutions



 This document is produced by Nomura Holdings, Inc. (“Nomura”).

 Nothing in this document shall be considered as an offer to sell or solicitation of an offer to buy any security, commodity or other

instrument, including securities issued by Nomura or any affiliate thereof. Offers to sell, sales, solicitations to buy, or purchases of any

securities issued by Nomura or any affiliate thereof may only be made or entered into pursuant to appropriate offering materials or a

prospectus prepared and distributed according to the laws, regulations, rules and market practices of the jurisdictions in which such

offers or sales may be made.

 The information and opinions contained in this document have been obtained from sources believed to be reliable, but no

representations or warranty, express or implied, are made that such information is accurate or complete and no responsibility or liability

can be accepted by Nomura for errors or omissions or for any losses arising from the use of this information.

 All rights regarding this document are reserved by Nomura unless otherwise indicated. No part of this document shall be reproduced,

stored in a retrieval system or transmitted in any form or by any means, electronic, mechanical, photocopying, recording or otherwise,

without the prior written permission of Nomura.

 This document contains statements that may constitute, and from time to time our management may make “forward-looking

statements” within the meaning of the safe harbor provisions of The Private Securities Litigation Reform Act of 1995. Any such

statements must be read in the context of the offering materials pursuant to which any securities may be offered or sold in the United

States. These forward-looking statements are not historical facts but instead represent only our belief regarding future events, many of

which, by their nature, are inherently uncertain and outside our control. Actual results and financial condition may differ, possibly

materially, from what is indicated in those forward-looking statements. You should not place undue reliance on any forward-looking

statement and should consider all of the following uncertainties and risk factors, as well as those more fully discussed under Nomura’s

most recent Annual Report on Form 20-F and other reports filed with the U.S. Securities and Exchange Commission (“SEC”) that are

available on Nomura’s website (https://www.nomura.com) and on the SEC‘s website (https://www.sec.gov); Important risk factors that

could cause actual results to differ from those in specific forward-looking statements include, without limitation, economic and market

conditions, political events and investor sentiments, liquidity of secondary markets, level and volatility of interest rates, currency

exchange rates, security valuations, competitive conditions and size, and the number and timing of transactions.

 Forward-looking statements speak only as of the date they are made, and Nomura undertakes no obligation to update any forward-

looking statement to reflect the impact of circumstances or events that arise after the date the forward-looking statement was made.

 The consolidated financial information in this document is unaudited.
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