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Mitsubishi UFJ Financial Group, Inc. (MUFG) 

 

 

MUFG Announces New Asset Management Business Initiatives 

 

Tokyo, January 15, 2024 --- MUFG today announced that it has formulated an asset 

management business strategy (detailed in the appendix) with the aim of contributing to 

making Japan a leading asset management center by creating a virtuous cycle of 

growth and asset income.  

Amid growing momentum for industry-wide reforms in the wake of the Japanese 

government’s announcement of its vision to promote Japan as a leading asset 

management center, the asset management business represents a key endeavor for 

creating a virtuous cycle of growth and asset income, as well as stimulating the 

Japanese economy by accelerating the shift from savings to investment and asset 

formation, and MUFG is positioning this business as one of our medium- to long-term 

growth strategies. As a global comprehensive financial services group, we will empower 

people to build more prosperous lives by promoting investment and supporting asset 

formation through further enhancing our industry-leading asset management and 

investor services, and providing customer-centered professional investment advisory 

services and diverse solutions, as well as financial and economic education. 

 

 

 

 

 

 

 

 

 

 

1．Initiatives aimed at strengthening our asset management functions 

(1) Vision 

Our goal for the asset management (AM) business is to become “Japan’s number one 

AM firm with a global presence” by providing investment services that exceed customers’ 

expectations though enhancing our investment capabilities—with expertise gathered 

from both within and outside MUFG—while strengthening the governance framework of 

our asset management companies. Our target is to double assets under management 

from the current 100 trillion yen to 200 trillion yen by the end of fiscal year 2029. In terms 

of business strategy, we define the AM business as one of MUFG’s core businesses and 

position our asset management company, Mitsubishi UFJ Asset Management (MUAM), 
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as our fourth pillar alongside the Bank, the Trust Bank, and the Securities business. 

In the investor services (IS) business, we will leverage our advantage of being 

Japan’s number one investor services provider to promote business process 

outsourcing (BPO) service contracting for middle and back-office operations. Our aim is 

to contribute to improving the efficiency of the entire asset management industry by 

providing an environment where asset management companies and institutional 

investors can concentrate on investing. Our target for business volume is to double our 

BPO contracting balance from 40 trillion yen to 100 trillion by March 31, 2030.  

(2) Key initiatives 

  AM business 

✓ Enhance investment capabilities: Enhance our investment capabilities, 

especially in private markets, by consolidating expertise and functions within 

and outside MUFG (including optimizing investment functions in credit and 

alternative investment, further collaboration with Morgan Stanley, inorganic 

growth strategy, etc.). 

✓ Enhance business infrastructure and asset management culture: Reform 

remuneration framework to attract and retain top-caliber investment 

professionals, as well as introduce new training programs for investment talent 

(MUFG’s version of a global emerging manager program). 

✓ Strengthen governance framework: Ensure the independence of MUAM’s 

management, increase transparency, and strengthen product governance. 

IS business 

✓ Improve efficiency at asset management companies: Provide an environment in 

which asset management companies can concentrate on investment by 

promoting BPO service contracting for middle and back-office operations, and 

providing the industry’s first single-party net asset value calculation service.  

2．Initiatives aimed at growing our customers’ assets 

(1) Vision 

 We will strive to expand our customers’ assets by engaging in customer-centered 

business operations. 

(2) Key initiatives 

✓ Improve the quality of investment advice: Along with using the “Investment 

Management Advice Chain” model to provide value-added advisory services 

and relevant information, strive to create proposals for comprehensive solutions 

by taking goals-based approaches that utilize digital technologies. 

✓ Upgrade the customer experience: Improve UI/UX, especially on Mitsubishi UFJ 

Direct (Internet Banking), MUFG’s core app, and provide a frictionless customer 

experience and personalized proposals. 

✓ Expand and enrich our digital platform: Support customers’ asset formation by 

providing wide-ranging content and information. 

✓ Promote the new NISA program: Raise public awareness of the NISA program 

by publishing ads and tie-up articles, holding seminars, and expanding product 
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lineup in conjunction with promotional campaigns at each group company in 

order to help more customers make the transition from savings to investment. 

✓ Provide online securities functions: Provide a au Kabucom Securities Co., Ltd.’s 

convenient and low-cost trading platform in response to securities trading 

needs. 

3．Initiatives aimed at enhancing financial literacy 

(1) Vision 

 We will pursue efforts to improve financial literacy in order to contribute to 

independent asset formation by people of all generations.  

(2) Key initiatives 

✓ For asset formation customers: Provide an extensive lineup of services through 

both in-person and online channels in accordance with customers’ attributes 

and needs. 

✓ For students: Proactively promote financial and economic education through 

efforts such as MUFG’s Visiting Lecturer Program to boost financial literacy 

among younger generations.  

✓ For asset owners: Provide support for investment product selection based on 

participants’ financial literacy, including expanding the functions of the D-Canvas 

app aimed at defined contribution pension plan participants.  

 

- End - 

 

About MUFG  

Mitsubishi UFJ Financial Group, Inc. (MUFG) is one of the world’s leading financial 

groups. Headquartered in Tokyo and with over 360 years of history, MUFG has a global 

network with approximately 2,000 locations in more than 40 countries. The Group has 

about 120,000 employees and offers services including commercial banking, trust 

banking, securities, credit cards, consumer finance, asset management, and leasing. 

The Group aims to “be the world’s most trusted financial group” through close 

collaboration among our operating companies and flexibly respond to all of the financial 

needs of our customers, serving society, and fostering shared and sustainable growth 

for a better world. MUFG’s shares trade on the Tokyo, Nagoya, and New York stock 

exchanges. For more information, visit https://www.mufg.jp/english. 

 

https://www.mufg.jp/english


January 15, 2024

MUFG’s Asset Management 
Initiatives

Appendix
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customers’ expectations
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asset formation by all generations

1. Overview of MUFG’s Asset Management Business
1

Asset 
Management 

(AM)

Investor 
Services (IS)

Sales & 
Advice

 As a global comprehensive financial services group, we promote investment and support their asset formation by creating a virtuous cycle of growth 
and asset income. To this end, we leverage our extensive range of asset management and investor services capabilities to provide investment products 
and advisory services as well as financial and economic education. Using our asset management business as a springboard, we will contribute to 
making people’s lives more secure and prosperous.

1. Carry out customer-centered business operations and 
improve the quality of advice
• Focus on offering advice with added value through the 

“Investment Management Advice Chain” model and on 
high quality information sharing

• Make proposals on goals-based approaches that combine 
staff expertise and technology

2. Broaden our asset formation customer base
• Upgrade the customer experience and expand and enrich 

the digital platform
• Promote the new NISA (opening accounts and expanding 

the number of users)
• Provide Net Securities Functions(au Kabucom Securities 

Co.,Ltd.)

Provide an environment in which the AM companies can 
concentrate entirely on investment

• Promote BPO*4 contracting for middle and back-office 
operations

• Accelerate efforts towards providing the industry’s first single-
party net asset value (NAV) calculation services.

1. Strengthen investment capabilities
• Enhance capabilities by consolidating expertise of within 

and outside the group
• Strengthen corporate infrastructure (review the 

renumeration framework, talent development program)
2. Strengthen the governance framework

• Ensure transparency of governance in order to continue 
to be selected by a wide range of customers

• Strengthen product governance

Strengthen initiatives to improve the financial literacy of all 
generations

• Strengthen financial and economic literacy initiatives: “Visiting 
Lecturer Program”

• Promote financial education for asset owners (education for 
participants of defined contribution pension plans)

Empower people to build 
more prosperous lives by 
contributing to the vision 

to promote Japan as a 
leading asset 

management center

[Our Vision]

Develop people who will 
engage in asset

formation in the future

Double our AUM*1

JPY100 ⇒ JPY200Tn*2

Double our volume 
of BPO contracting

40 ⇒ 100 trillion yen*5 (No. 1 in Japan)

Position MUAM*3 as the
fourth pillar alongside the 

Bank, Trust Bank, 
and the Securities business.

*1：Asset Under Management *2：Target for the end of FY2029 (Mar. 2030) *3：Mitsubishi UFJ Asset Management *4：Business Process Outsourcing *5：Target for FY2026 (Mar. 2027)
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No. 1 AM company in Japan with a global presence



22．Initiatives to Strengthen Asset Management Functions: (1) Our Vision and Key Strategies 
for the AM Business ①

[Fig. 2] Change in MUAM’s Capital Structure (from Apr. 2024) [Fig. 3] Efforts to Strengthen Product Governance

 Improve corporate and product governance in order to strengthen our customers’ trust in us
 Change MUAM’s capital structure from 100% ownership by MUTB to 100% ownership by MUFG (tentative schedule of Apr. 2024) ⇒ Ensure independence in 

management
 Set up an HR committee majority consisting of outside directors at MUAM. MUAM will formulate its independent policy for selection and replacement of CEOs 

and directors ⇒ Improve management transparency
 Enhance product monitoring monitoring throughout the product lifecycle to ensure that value continues to be provided to the customer after launch of the 

product ⇒ Strengthen product governance

Key Strategies ①

Our Vision for the AM Business

 Provide services that exceed customers’ expectations
⇒ No. 1 AM firm in Japan with a global presence
⁻ Double the business volume by the end of FY2029 (from 100 trillion 

to 200 trillion yen in AuM)
⁻ Define the AM business as a core business of MUFG, and position 

MUAM as the fourth pillar of MUFG alongside the Bank, the Trust Bank, 
and the Securities business.

2023 2030 20XX

MUFG
AM
100

Inorganic 
Strategy

In trillions of yen

200

AuM doubled; 
No. 15 globally

MUAM
MUTB

*1

FSI
*2

+50 +50

[Fig. 1] AuM

MUFG

MUBK*3

Before change

MUFG

MUBK*3

MUTB MUSHD*4

MUAM

MUTB MUSHD*4MUAM

After change

＊1：Mitsubishi UFJ Trust and Banking ＊2：First Sentier Investors ＊3：MUFG Bank ＊4：MUFG Securities Holdings

No.1 in 
publicly offered 

investment 
trusts

Initiatives
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independent

opinions

Improvement 
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assessment

Outline

 Assess the value we provide to 
customers in accordance with our 
customers’ objectives and needs  
(evaluate net-of-fee investment 
return)

 Respect independent viewpoints (of 
outside directors, etc.) on product 
governance and not bound by internal 
logic and interest 

 Review the value of the products to fit 
the customers‘ objectives and 
streamline the product lineup, 
including fund mergers or fund 
closures as necessary

No.1 in 
ratings by 

pension-investor 
satisfaction

Ensure disciplined product 
governance to lead the 

industry
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Key Strategies ②

 We will develop a global and high-performing asset management team through a variety of measures to enhance our investment 
capabilities
 Consolidate the functions and expertise of the whole MUFG: expand asset management capabilities with a focus on the private 

investment area by transferring investment functions in the credit and alternative areas (from the Global Markets Business Group 
to the AM & IS Business Group), raising infrastructure debt funds for project finance (collaboration between the GCIB Business 
Group and the AM & IS Business Group), and strengthening collaboration with Morgan Stanley

 Capture expertise from outside MUFG: supplement functions through team and company acquisitions
 Enhance business infrastructure and asset management culture: reform renumeration framework and introduce new training 

programs for investment professionals in order to retain and secure and retain talented portfolio managers 

[Fig. 1] Expanding Asset Management Capabilities

Public 
market

*1

Private 
market

*2

DomesticGlobal

FSI MUTB
MUAM

Corporate IndividualU.S. EMEA, Asia

Expand 
customer 

base

Expand investment capabilities

MUREAM*3

[Fig. 2] Renumeration system 

Existing 
Initiatives

• Introduced a new renumeration plan for active fund manager 
with emphasis on their long-term investment performance since 
2021. 

• Introduced a compensation system with significant changes in 
salary depending on each active fund managers’ investment 
performance. The system scope was expanded in FY2023

MUFG Global EMP: Chart

MUTB MUAMFSI

Form active management 
teams within FSI

External asset 
management sector

Investment 
professionals

Seed 
money

Investment 
professionals

Talented portfolio 
managers

Investment 
Head

CC
functions

Seed 
money

Future 
Initiatives

• Fund managers will invest some parts of their compensation into 
the fund they manage so that they can align the interest with 
the customers

[Fig. 3] Asset Manager Development Program

Existing 
Initiatives

Future 
Initiatives

 In addition to the efforts above, we will further advance our 
internal investment capability especially on global asset class.
We plan to form active management investment teams 
leveraging FSI’s global expertise and functions with members 
from MUTB and MUAM as well as recruiting experienced talent 
from outside.

 Increase EMP investment budget from 40.0 billion yen to 
160.0 billion yen

 Invest in products and talent development by launching pilot 
funds to build track record for new investment idea from junior 
investment professionals 
(EMP*4 investment budget: 40.0 billion yen, used: 30.0 billion 
yen)

MUAM

MUTB

MUAMMUTB

2．Initiatives to Strengthen Asset Management Functions: (1) Our Vision and Key Strategies 
for the AM Business ②

＊1：Assets that are tradable on the open market, such as listed stocks and public corporate bonds.
*2：Non-traditional assets including private equity, real estate, and infrastructure. *3：Mitsubishi UFJ 
Real Estate Asset Management

＊4：Emerging Manager Program
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[Fig. 2] Efforts on BPO for Middle/Back-office Operations and Single-party NAC calculation services

Our Vision for the IS Business

 We will leverage our advantage of Japan’s No.1 investor services provider to provide an environment in which AM companies and institutional 
investors can concentrate solely on investment by promoting BPO for middle and back office operations and providing single-party NAV calculation 
services. Our strategies will also attract new entrants ⇒ contribute to improve the efficiency of the AM industry and strengthen its competitiveness

Key Strategies

 Contribute to improving the efficiency of 
the asset management industry
⁻ Double our BPO volume contracting for 

middle and back-office operations
from 40 trillion to 100 trillion yen (by 
end-Mar. 2030)

① IS Balance
[Fig. 1] Current Business Volume and Target for the Future in Japan

MUTB
16％

MUTB
35％

Source: Estimate by MUTB② Publicly Offered Investment 
Trusts under  Management ③ Volume in BPO Contracting

Japan No.1
JPY638Tn

Japan
No.1Japan No.1

JPY89Tn

End-Sep. 2023 End-Mar. 2030

2．Initiatives to Strengthen Asset Management Functions: (2) Our Vision and Key Strategies 
for the IS Business 

End-Sep. 2023 End-Sep. 2023

[Fig. 3] Contribution to the AM Sector
【Current】

【New】 Single-party NAV calculation ＆ BPO Services
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AM firm
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• Setting/Cancellation
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Preparing
Customer Reports
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• In addition to MUFG’s research 
information and expertise, the 
information and expertise of 
Morgan Stanley are widely utilized

• Based on global projections of the 
macro environment, a GMAP*1 of 
our investment strategy is 
published

House View1
• Investment Product Analysis Team 
• The “MUFG Focus List,” a list of strictly 

selected domestic mutual funds based 
on MUFG’s unique analysis methods, is 
created

• Each company shall in principle select 
products from this list

IPAT

Domestic: approx. 
6,000

Active: approx. 
3,000

After strict selection: 
approx. 700

Customer

MUFG entities 
selection

2
• House view Advise Manager
• Best practices are shared in the 

committees so that portfolio 
proposals are cascaded down 
widely within the Group

HAM

House View

Customer

HAM Committee

3

BAM PG 
Meeting

MUBK MUTB MUSHD

TAM

Each entity’s promotion meeting*2

• Examine from a wide 
perspective the customer 
portfolio status and trends in 
numbers

Portfolio Management4

Our Vision for the Sales and Advice

3. Initiatives to Grow Our Customers’ Assets: (1) Our Vision and Key Strategies for Sales and 
Advice ①

 Deliver value-added advisory services and share quality information through the “Investment Management Advice Chain” model 
with discipline, transparency and consistency   

Key Strategies ①

 Contribute to the growth of our customers’ assets through customer-centered business operations

Product strategy
(product management)

Sales system
(advice model)

Research and investment 
strategy

Follow-up on results

House View IPAT HAM Portfolio management1 2 3 4

(1) Global Macro & Asset allocation Perspectives
(2) MUBK: BAM (Bank Advisory Meeting), MUTB: TAM (Trust Advisory Meeting), MUSHD: PG Meeting (WMM HO Product Governance Meeting)
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Key Strategies ②

3. Initiatives to Grow Our Customers’ Assets: (1) Our Vision and Key Strategies for Sales and 
Advice ②

アドバイス テクノロジー×
＜Risk Engine＞
• Risk grading system was installed in WMPF in July 2023 for the first 

time in Asia
• It is now possible to confirm the degree of risk for customers’ assets 

in a risk event

Profiling

Plan ActionProfiling Review

Life plan

Cashflow

Portfolio management

＜Advice Model＞
• MUFG AM’s proposal process was systematized into “PPAR”
• Technologies from WMPF and others are utilized to provide 

comprehensive solutions based on goals-based approaches in terms of 
total assets

＜Human Resource Development＞
• The concept of PPAR activity (improvement of quality of 

advice) will be standardized at the Group level and be 
adopted across the Group. It will also be incorporated into 
training programs.

 Provide advisory services based on goals-based approaches, which combines the power of personnel and technology to propose comprehensive solutions to 
customers.
① Human resource development: Incorporate the advice model (goals-based approaches) into training programs, etc. so that it is cascaded down

widely within the Group
② Technology: Upgrade the functions of the WMPF (Wealth Management Platform), such as risk engine, etc., and expand its utilization ahead of 

competitors

Advice Technology
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[Fig. 1] Improve the UI/UX of Mitsubishi UFJ Direct (Internet 
Banking), Personalized Proposals [Fig. 2] Expanding the Digital Platform (Money Canvas)

Initiatives to Grow Our Customers’ Assets: (1) Our Vision and Key Strategies for Sales and 
Advice ③

 Broaden our asset formation customer base
① Upgrade the customer experience: improve the UI/UX mainly on Mitsubishi UFJ Direct (Internet Banking), MUFG’s core app. Provide 

a frictionless customer experience and personalized proposals.
② Expand and enrich the digital platform: Support our customers’ asset formation by providing wide-ranging contents and information.
③ Promote the new NISA program: Raise public awareness of the NISA program by publishing ads and articles with tie-ins, organizing seminars, 

and expanding the product lineup in conjunction with promotional campaigns at each group company, to help more customers make the 
transition from savings to investment.

④ Provide online securities functions: Provide a au Kabucom Securities Co., Ltd.’s convenient and low-cost trading platform in response to 
securities trading needs.

Key Strategies ③

[Fig. 3] Initiatives to Promote the New NISA

• Link up numerous services and provide a customer experience which 
makes people want to carry out all their banking transactions at MUFG.

• Provide advice and information personalized to each customer’s usage 
status

• Work with companies in and outside of MUFG and provide comprehensive 
support for our customers’ asset formation

• Add a function that allows users to manage household expenses and 
financial assets as a single account, and provide it as a new application.  
The aim is to get more customers to shift from savings to investment

• Expand the number of open accounts and users through expansion of funds 
subject to Tsumitate framework and holding seminars.

• Expansion of product lineup subject to Tsumitate framework and Growth 
framework (the Bank and Securities started handling eMAXIS Slim, subject to 
Tsumitate framework).

• Publish NISA advertisements and tie-in articles in media such as the Nikkei.
In addition, reach a wider range of customers by using media such as YouTube.

2023年12月、商品ラインナップ拡充
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4．Initiatives to Enhance Financial Literacy
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Examples of MUFG’s Initiatives
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[Fig. 1] Examples of Financial Literacy Initiatives [Fig. 2] Examples of Financial Education Programs for Students

[Fig. 3] Examples of support for DC-pension participants 
(D-Canvas)
 Watashi-no Manabi (released in Aug. 2023)
• Displays 

personalized 
information on 
DC-pensions 
and asset 
formation 
based on the
financial 
situation or 
interests of 
DC-pension 
participants

[FY2022 Activities] 44 institutions, 2,894 students 
(Visiting Lectures by MUFG)

Our Vision

 For asset-formation customers: Provide an extensive line-up of services through both in-person and online channels in accordance with customers’ 
attributes and needs

 For students: Actively carry out financial and economic education as a CSR activity. The whole of MUFG has launched financial literacy initiatives for the 
future generation, including each group company opening up their programs to students since FY2023 and starting an Visiting Lectures by MUFG.

 For corporate pension plans: Expand the functions of the D-Canvas app aimed at participants of defined contribution pension plans. Support for 
investment product selection based on the participants’ financial literacy.

Key Strategies

 Contribute to the self-directed asset formation by all generations by implementing financial literacy initiatives.
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Elementary 
school to 
university 
students

6-21 yrs.
 Promote financial and economic education to the people who will 

engage in asset formation in the future
(through the Visiting Lectures by MUFG, etc.)


