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Opening remarks
I am Kamezawa. Thank you for watching the MUFG Investors Day Presentation video.

Our medium-term business plan, or MTBP, which started last fiscal year, is positioned as three years to pursue
and produce growth, capturing opportunities from the changes in the environment surrounding MUFG.

The shift in global trade policy and further rise in geopolitical risk since the beginning of this fiscal year may
bring about a change in the world economic order; however, change is also an opportunity.

As Japan’s leading financial group, MUFG is determined to support the growth of the Japanese economy and
contribute to solving social issues, which will lead to our own growth.

MUFG has been transforming its business model amid a challenging external environment and has built a very
unique business portfolio that is diversified in terms of geography and earnings.

We believe that this led to significant profit growth and a much-improved risk-return profile and made us
resilient to changes in the external environment. We will further build on our strengths and pursue growth to
achieve our new mid- to long-term ROE target of 12 percent.

In our domestic mass retail business, we announced a new strategy in May. We will connect MUFG's various
products and services, increase convenience and benefits, and encourage customers to use them more and for
longer to further strengthen our dominant customer base in Japan and generate profit.

This presentation will provide a detailed overview of our mass retail strategy, including our medium- to long-
term outlook.

In Asia, we will expand MUFG's economic sphere and further strengthen our business portfolio in Asia by
capturing the high growth of Asia x Digital in the medium to long term through collaboration with our digital
investee companies, while strengthening our commercial banking model.

I mentioned two businesses as examples, but we are making steady progress in our growth initiatives in all
areas.

After this, the heads of each business group will explain in detail, and I would be happy if you could get a sense
of MUFG’s unique strengths, growth initiatives and enthusiasm from the perspective of why MUFG should be
chosen when there is growing attention on Japanese banks.

I would appreciate it if you could watch until the end.



Il Table of contents

Retail & Digital (R&D) 3
Commercial Banking & Wealth Management (CWM) 13
Japanese Corporate & Investment Banking (JCIB) 19
Global Commercial Banking (GCB) 25
Asset Management & Investor Services (AM/IS) 34
Global Corporate & Investment Banking (GCIB) 39
Global Markets (GM) 45

() MUFG

2




Retail & Digital
Business Group

Tadashi Yamamoto, Group Head

(®) MUFG

v' I am Yamamoto, Group Head of Retail & Digital Business Group.
v Please turn to page 4.



R&D

B FY24 review and future outlook

IChanges in FY24 ROE IAchievements, challenges and future initiatives
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The chart on the top left illustrates the factors contributing to the change in ROE from FY23 to
FY24. In FY24, primarily due to one-off system impairment at NICOS and other increase in
expenses, net profits were down by 23 billion yen, and ROE dropped to 4 percent.

FY24 is positioned as a year of foundation-building to enhance future profitability. We have the
necessary pieces in place.

Going forward, this foundation will be fully leveraged to raise ROE to around 6.5 percent in FY26,
the final year of our current MTBP, and continue to improve ROE over the medium to long term.
MUFG’s retail business strength lies in its unmatched domestic customer base. Individual yen
deposits as of the end of FY24 exceeded 90 trillion yen, significantly outpacing peers.

In the current interest rate environment, where the value of deposit has increased, our strong
customer base is a source of great strengths. We plan to fully capitalize on this foundation to drive
our strategic initiatives forward.

Turning to retail strategy.

In FY24, we reversed a long-term downward trend by accelerating integrated Group operations
and increasing new accounts, credit cards and housing loans through various initiatives, including
campaigns and strategic interest rate management.

We also actively enhanced our business portfolio and strengthened the Group’s financial functions
through several key developments, such as full ownership of WealthNavi and eSmart Securities,
progress toward full ownership of Moneytree, consolidation of Zenhoren and an increased equity
stake in JACCS.

Looking ahead, we recognize the importance of not only enhancing the competitiveness of each
product and service but also strengthening group-wide collaboration to ensure that our products
and services stay relevant for longer.

To this end, in FY25, a new service brand, M-tto, was launched, aimed at deepening the
connections within MUFG’s extensive group network and diverse financial functions, thereby
expanding our contact points across all stages of customers’ lives.

In FY26, to make our service more convenient and of value to our customers, we plan to
introduce single ID, shared points and loyalty program and launch digital bank. Under the new
service brand, we will further reinforce our retail strategy.

Please turn to page 5. Vision of Retail & Digital Business Group.
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I Vision of Retail & Digital Business Group

—Aim at double digit ROE in mid- to long-term by Group-wide improvement of customer
base x LTV*!

Concept of LTV management I Vision
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v The most important KPI in our group strategy is improving customer base and Life Time
Value, considering the characteristics of the retail business. By combining the two, our
goal is to maximize the Life Time Value of all customers across the group.

v Please look at the graph on the top left. This shows the Life Time Value of account holders
in their 20s. Compared to the average of all customers, customers engaged in multiple
transactions after opening an account tend to have multiple touchpoints with MUFG over
an extended period of time through various life events, and therefore, generating more
revenue as they age.

v In other words, opening an account at a young age and continuing transactions over the
medium to long term is the key to improving profitability.

v Next, please look at the figure on the bottom. This shows the 10-year LTV for customers
who use multiple MUFG products. Customers who make two or more transactions have a
13 times higher LTV than customers who only have an account. Based on this data, we
believe that increasing the ratio of customers with multiple transactions will lead to an
improvement in overall LTV.

v' Our most important KPI, customer base combined with LTV, will capture number of
customers combined with rate of multiple transactions. This is our KPI.

v' We will continue to increase account openings, but at the same time, work to maximize
LTV combined with customer base by increasing the ratio of customers who engage with
us through multiple transactions. The goal is to increase ROE to double digits in the
medium to long term.

v Please turn to page 6. In the next few slides, I will give some color to our initiatives.
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I Services connected to the life of each customer

—Launched a service brand “M-tto.” Stronger connection enables MUFG to provide greater
convenience and value
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v' To maximize the strength of MUFG Group, we launched a new service brand, M-tto, in
June 2025.

v’ M-tto is a service brand that includes MUFG's retail products and services. The catchword
is the more connected, the more convenient and rewarding. We will realize a world where
the more people use MUFG Group’s products, the more convenience and value customers
will enjoy.

v From young people to the elderly, daily use to mid- to long-term asset formation and even
inheritance, we aim to build mid- to long-term relationships with customers. Necessary
functions and services will be offered timely, in an integrated manner, as a comprehensive
financial service for every stage of life, such as spending, saving, and increasing money
and connecting to the next generation.

v In the future, MUFG's retail products and services will be developed mainly under the M-
tto brand to accelerate MUFG's retail strategy.

v Moving on to page 7.
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. Coverage expansion through strategic investments

— Core financial functions inside the Group enable diversification of monetization points and
swift decision-making
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v During the preparation stage for the launch of M-tto, Phase 0, we have been making
strategic investments to strengthen our coverage. Core financial functions inside the group,
including WealthNavi, eSmart Securities and Moneytree, enable diversification of
monetization points and speedy service deployment through swift decision-making.

v In the meantime, our economic ecosystem works flexibly with external partners. For
example, the bank’s BaaS business has expanded its partner companies to 10, and
WealthNavi's Robo-Advisory service has expanded to about 20 companies.

v We are also working broadly on the latest technologies, such as with Google Cloud on
cloud and OpenAl, sakana.ai, and KDDI for Al technologies.

v" While we will continue to retain core financial functions within the Group, we will
collaborate flexibly with companies outside the Group to build an ecosystem and to
incorporate the latest technologies.

v MUFG is the only financial group that has all of the services to support our customers
throughout their lives. Leveraging our overwhelming customer base, which is our strength,
and having customers use more of MUFG’s extensive range of products and services,
group-wide transaction share will expand with M-tto at the core.

v' Please turn to page 8.
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. Enhancement of asset management business

—Expand market share by strengthening the asset management business through strategic
investments, improving product quality, and fostering external collaborations
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« Both AuM and the number of users are steadily increasing « Consolidated as a 100% subsidiary in January 25.
« Support broad customers’ investment through alliances Number of brokerage account opening dramatically increased
with Group-integrated product enhancement and campaigns, etc.

# of brokerage account opening Auto sweep from bank ]
2 accounts

Changes in AuM(¥bn)

Expand

= WN direct offering through
. 1,356.3 o J Approx. 10x Installment for investment}
Alliances approx. 20 75 |trust using credit card
1.146.1 alliance partners i
’ . Fv23 FY24 { NISA Campaign across the Group}
e N I Fund with largest capital inflow since launch of new NISA
777.6 # of users * MUAM has No.1 net AuM in Japan for publicly offered equity
investment trusts (excl. ETFs) with its core product eMAXIS
662.6 440K users*! Slim p <
Net AuM(¥tn) “eMAXIS Slim” series
yoy +42 K users 5
4.5

Sales companies
# of “Robo-NISA” users 18.4

over 50 companies

. 115« users 11.3 orners Net AuM
- yoy +21 K users
- Slim
.

~ - Exceed ¥16tn*s
Mar Mar Mar Mar Mar 6
21 22 23 24 25 FY22 FY23 FY24
*1 As of the end of March, 2025 *2 Mitsubishi UFJ eSmart Securities *3 As of June 23, 2025 (.) MUFG 8

v Enhancement of asset management business is one of the focus areas during Phase 0.

v' First, WealthNavi enjoys an overwhelming No. 1 track record in the Robo-Advisor market
and is steadily growing AuM, not only through its own transactions but also through
collaboration with affiliated partners.

v eSmart Securities, after changing its name, is working more closely across the Group,
such as introducing auto sweep from bank accounts, installment for investment trust
using credit card and NISA campaign across the Group. As a result, the number of bank
brokered account openings increased dramatically.

v The eMAXIS Slim series managed by MUAM in the Asset Management & Investor Services
Business Group, continues to perform well with a net AuM of 16 trillion yen sold across
over 50 companies.

v Going forward, we will take advantage of the strength of having an online securities firm
within the Group, Japan’s No. 1 Robo-Advisory service, and a powerful product called
eMAXIS Slim to come up with strategies with a sense of speed and aim to make our
service easier to connect with, more convenient, with more value.

v Please turn to page 9.
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I Services connected by M-tto

—Update account app and card functions. Develop into a service embodying M-tto’s vision
of convenience and value

Comprehensive asset management app I New rewards program promoting daily use
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MUBK app to other services. Transform into a gateway for rbeneflts, the update alsoxlmproyes convenience .
all transactions ' pp— Beneficial rewards program App supporting daily use
e - One of the highest reward )
OMUFG zaurms 20 program in the industry MUFG card Global point

L Robo- WALLET
Visa prepaid <m0 o R—| WM Advisory LEo 20 PGS S —
card 1,326,341= with affiliate partners anytime

. Enjoy up to 20 % point rewards X
E g
when conditions are met

Credit card o One of the largest numbers of vee
affiliated partners in the industry

. ] Simple point management,
SRR YN @ | Online - A total of 30 brands indluding available at VISA-affiliated
500,000 il %) securities ifestyle and entertainment services partners worldwide
. J . J
QR settlement e @ # of 1B MAU™.(mn) ~— Impact of the release ——— # of annual ca*l;d
# of branded # of monthly issuance (K)
Smooth navigation e searches card issuance*?

from balance

confirmation to QR \, v

payment process Over 4x Over 2x 3

Digital salary

deposits are

available i : 5 ; ; i

June June une une une .
Fya4 — FY26 24 25 23 24 25 ) FY24 FY26

*1 The number of customers who used “Mitsubishi UFJ app(Internet banking for individual customers)” in the last 1 month. MAU : Monthly Active User (.) MUFG 9
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v In conjunction with the launch of M-tto, we released the first batch of products and
services that embodied this vision in June.

v’ First, we completely updated the specifications of the Mitsubishi UF] Bank app to enable
one-stop access to other services, such as checking credit card balances and securities
trading balances.

v Furthermore, this fall, we plan to enable the use of QR settlement service COIN+ on the
app. This app has been very well received with 8.8 million MAUs at the end of last fiscal
year, growing to 9 million MAUs recently.

v' With this update, the Mitsubishi UF] Bank app has evolved from a simple deposit account
management app to a comprehensive asset management app that serves as a gateway
for all transactions.

v Furthermore, the Mitsubishi UF] card’s rewards program has been completely updated.
The new rewards program features one of the highest reward programs in the industry
and includes up to 30 affiliated partner brands with a wide range of services, such as
supermarkets and convenience stores that are used on a daily basis.

v The biggest feature is that points can be earned through daily use with benefits. To make
cards and points even more convenient to use, we have refreshed the card app and
released a new point WALLET app, significantly improving useability.

v' These services have received a lot of positive feedback since their release. In June, the
number of branded searches for Mitsubishi UF] card significantly increased by
approximately 4 times year on year, and the number of monthly card issuance increased
by approximately 2 times compared to the previous month. We aim to double the number
of annual card issuance from 540,000 in FY24 to 1 million in FY26.

v' Please refer to page 10.
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I Services connected by M-tto

—Become “always connected” MUFG by integrating all customer experiences, from daily
activities to life events and inheritance

Group-based loyalty program with a unified ID I Complete overhaul of excellent club
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v/ Additionally, we plan to release the second batch of services embodying M-tto by the end of FY26.
First, by unifying the previously disparate IDs across different businesses into a common ID across
Group companies, we will enable one-stop connection to various MUFG services, while also
advancing customer analysis. At the same time, we will launch a Group-based loyalty program
and begin issuing standardized points called M-tto points. Under the loyalty program, membership
will be upgraded with more and longer use, and customers will receive benefits, such as
preferential interest rates, fees and M-tto points.

v This will enhance customer benefit and accessibility, strengthen loyalty to MUFG and reinforce the
medium- to long-term relationship.

v' Furthermore, we plan to overhaul the Excellent Club, which provides special value to high net
worth and semi-high net worth customers. In addition to making MUFG services even more
beneficial and convenient to use, such as preferential interest rates and fees for financial services,
an exclusive advisory service for members, where customers can consult with experts on asset
management and inheritance, we will also expand non-financial services to offer exceptional
experience.

v Every year, tens of thousands of people transition from the mass retail segment to the semi-high
net worth segment, with many of these transitions triggered by the receipt of retirement
allowances. Through the loyalty program and the Group-wide reward points, we aim to encourage
customers to utilize MUFG on a daily basis and provide even more exceptional experience at key
milestones of their lives to enhance retention.

v Additionally, MUFG will launch a new digital platform for inheritance to support customers not only
in their daily use but also in connecting their key assets to the next generation.

v This platform will include an Al concierge function that can simulate future design, planning and
necessary preparations, as well as services that allow immediate access to necessary funds in
cases of dementia or inheritance for the elderly, and the functions that enable smooth inheritance
based on pre-notified distributions.

v' Furthermore, we will introduce a system that allows the inheritance of customer statuses and
benefits from the parent generation aiming to become an MUFG that is always connected with
each customer and their family across generations.

v Next, on page 11.
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l [IE2¥) Future developments : launch of digital bank

—Enhance MUFG's consolidated strength with a platform that swiftly adapts to changing
customer needs

Background I Features and role within the group
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v In addition, we will launch a completely new concept of digital bank during FY26. In order
to respond quickly to major changes in the financial environment, we believe that it is
necessary to have an agile and adaptable system platform, to build a platform that
realizes a low-cost business model and a corporate environment and culture for hiring and
developing digital specialists to operate and promote it.

v This led to the establishment of the new digital bank. The digital bank will offer attractive
interest rates and fees, as well as advanced UI and UX, leveraging the unique strengths of
a digital bank to fundamentally enhance banking functions within M-tto services.

v Additionally, Mitsubishi UF] Bank and the digital bank will provide a seamless customer
experience, where customers can transact as if they were dealing with a single bank
through the app.

v Furthermore, this will be a unique entity that combines the best of both digital and real-
world services offering access to Mitsubishi UF] Bank’s extensive branch network and
professional financial advising services not available at pure play online banking.

v At its core, the money advisory platform, or MAP, being developed jointly with WealthNavi
will be implemented. MAP will utilize not only the data of approximately 60 million
customers of MUFG Group but also the diverse data and Al technology with 6.5 million
users of Moneytree, one of Japan’s leading household account book app providers, which
we announced to acquire in May, to implement an optimal individual proposal function
tailored to each customer’s situation, life stages and life events. Through this, we aim to
provide services that support medium- to long-term asset formation.

v’ Please refer to page 12.
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reorganize branch network
Branch strategy conversion

» Completed the phase of branch network restructuring
» Convert branch network considering cost efficiency
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v

v

v

Lastly, I will discuss branch and remote strategies conversion and customer touchpoint
enhancement.

Over the past six years, since the MTBP, before the last one, we have streamlined our branch
network and evolved it into a lean branch channel that enables more efficient branch operations.
Going forward, we will position branches as places that provide added value and a transition to a
phase where we will reorganize the branch network by function based on customer needs.
Specifically, we are considering three types of branches: full banking branches, which provide all
line-up service for corporates and individuals; M-tto square is focused on individuals to meet their
various needs; and specialized function pop-up branches that can be flexibly opened in locations
with high foot traffic or according to customer needs.

Going forward, we will gradually reorganize existing branches based on function and roll out new
branches to enhance customer touchpoints. This fall, we will open new M-tto squares in retail
facilities in Tokyo and Osaka as the first new branches for Mitsubishi UF] Bank in about 20 years.
In addition to reorganizing our branches, we will also promote operational efficiency by utilizing
state-of-the-art technology. We will introduce co-browsing, which supports customers’ daily
transactions remotely, and a next-generation contact center that uses Al to efficiently provide
optimal responses to inquiries, thereby improving customer convenience and operational efficiency.
Furthermore, as part of the human capital supporting our branch network, we have established a
new graduate recruitment program aimed at cultivating specialists of branch management. Retail
business is subject to significant changes in customer needs in response to shifts in the external
environment. By flexibly evolving our business strategy to address such changes and securing a
stable workforce capable of providing consistent service over the medium to long term, we aim to
build long-term relationships with our customers.

v This concludes the explanation from our business group. Thank you very much for your attention.
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Commercial Banking &
Wealth Management
Business Group

Yutaka Miyashita, Group Head

(®) MUFG _

v' I am Miyashita, Head of Commercial Banking & Wealth Management Business Group.
v Today I would like to review FY24 and explain our major strategies for FY25.
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CWM
I FY24 review and future outlook
IChanges in FY24 ROE IAchievements and challenges given external environment
=O-: Expense ratio Net profits +¥74.0bn « Increased deposit income in normalized interest environment
Ve A N Achieve- | - Enhanced lending profitability by enhancing risk-taking
13% ments capabilities
66% » Improved succession-related loans by capturing large deals
° Major KPI
60% JPY deposit income  Lending spread Loan balance related
8.5% o (¥bn) to business succession
Corporate x WM 0.59% (¥tn) 1.0 1.0
Corporate WM 0.7
110.0 0.55%
FY23 Base  Solution/ Trusts AM  Expense/ RWA FY24 0.53%/0
result profits*! derivative tax etc. result 30.0 .
Numerator Denominator
factors factor FY23 FY24 FY26  FY23 FY24 FY26  FY23 FY24 FY26
i *1 . o
I Future changes in ROE Chall- | * Further improve loan and deposit income
enge » Create further opportunities by enhancing owner
approach
Appro Status of owner approach (Status of visit by specialists in HO)
rox.
15.5%"2 Visited . Visited
5K companies +6K N T 11K
13% e ey e
Corporate x WM
Target Target
Corporate WM 40K 40K"3
FY24 Base  Solution/ Trusts AM  Expense/ RWA FY26 Potential for
result  profits*'derivative tax etc. creating business
Numerator Denominator 2t s Jee
factors factor FY23 FY24
*1 Base profits: Lending, deposits, FX income *2 The level assuming no significant changes from the expectation in the business environment
*3 The target to meet the certain requirement in owner companies (.) MUFG 14

v Please look at the upper-left diagram.

v In FY24, fee business expanded and base profits grew as interest rates normalized. As a
result, the expense ratio declined to 60 percent. Net profits were 216 billion yen, up by 74
billion yen compared to FY23. And ROE grew significantly to 13 percent.

v We will aim for a higher ROE of over 15 percent toward FY26 by further increasing base
profits, mainly from deposit income, and expanding our owner approach and asset
management business to meet the growing needs for business succession and asset
management.

v' As shown in the upper right, in FY24, deposit income increased significantly to 110 billion
yen under a normalized interest environment, and lending profitability improved with
lending spread rising to 0.55 percent by enhancing risk-taking capabilities.

v In addition, we achieved 1 trillion yen in business succession-related loans by capturing
large deals.

v On the other hand, there are some issues to be addressed. Specifically, there is still room
to expand deposit volume and improve lending profitability.

v In addition, white space exists in the owner approach, leaving room for further business
expansion.

v In light of these issues and environment changes, we will further strengthen our efforts in
each of our businesses in FY25.

v The following slides explain our main initiatives.
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Il Corporate (Loan & deposit / segment strategies)

- For loan, focus on improvement of profitability of loan portfolio. Strengthen to capture deposits by
settlement and raising deal position etc.

- Focus on capital issues in the large corporate from a view of segment. For initiative of startups,
promote to increase value, expand the scope, and enhance presence

to corporate+2bp
« Improve profitability by enhancing risk-taking capabilities

« In FY25, strengthen initiatives for high profitable deals
while restraining low profitable lending

IImprove loan portfolio I Large corporate

« Target customers based on corporate management issues and
transaction relationships, make team-based efforts on business
strategy proposals

Expected amount of fee income

Portfolio for corporate loans (lending spread/ balances)*t FY24 result Strengthening Shareholder  Capital (¥bn)
it (vs FY23) profitability return enhancement +7.0 65.0
High profitability |->
(5%) Business strategy proposals 58.0 /
Exceeding ¥13tn .
profit targets (70%) 000 000 000
AR aaR aan
Low profitability :4— égg/:)

Targeting and teaming up

based on anticipated challenges End Jun. 24 End Jun. 25

IInitiative to acquire deposits

» Focus on further increasing deposits and preventing deposit
outflows by enhancing positioning through business strategy

I Initiative for startups

proposals etc. and improvements for corporate settlement
system as well as settlement-oriented activities

» Contributed to listing of two Unicorn-class startups in FY24
« Held MUFG Startup Summit with a total of 4,000 participants
» Launched MUCAP*3 No. 10 fund (¥30bn)

JPY deposit balance*? 35.5 36
(¥tn) : Expand base/
35 Value up Enhance presence
Astroscale & Timee STARTUP SUMIT
FY23 FY24 FY25

(®) MUFG 15

*1 Profitability managed by RWA *2 JPY deposit balance of general business corporation *3 Mitsubishi UFJ Capital

v’ First is corporate loan and deposit business, and segment strategy.

v For loan, we enhanced our risk-taking capabilities, expanded our efforts in LBOs and real
estate non-recourse loans and have steadily improved our profitability.

v In FY25 we aim to increase loan interest income and further improve the profitability of
our portfolio in the medium to long term by capturing more highly profitable loans.

v Deposits have increased to a certain level as we have taken steps to raise front office
awareness from before interest rates rose. We will focus on further increasing deposits by
raising deal position through business strategy proposals and strengthening capital
business and improving the corporate settlement system, in addition to settlement-
oriented activities.

v In the segment strategy, on the right side, the number of customers in the large
corporate segment is increasing, where issues related to capital strategy are becoming
apparent. We will make specialized team-based efforts for issues and themes for each
company to provide more appropriate solutions ahead of our competitors.

v In FY25, the expected amount of fee income exceeds that of FY24, and we expect further
growth.

v Our initiative for startups is beginning to produce positive results, such as contributing to
the listing of two unicorn-class startups.

v In April, Mitsubishi UF] Capital launched a 30-billion-yen fund bringing the total amount of
the Group funds provided to startups to 1.1 trillion yen, both in Japan and abroad.

v We also plan to expand the scope of support through MUFG Startup Summit, which had a
total of 4,000 participants, while contributing to solving Japan’s social issues in the area of
industry, development and innovation.
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CWM
Il Corporate x WM (Owner approach)
- Provide expert solutions leveraging multitude of practices to address diverse issues faced by business
owners from ownership, business, and family perspectives
- Accelerate approaching targets by enhancing internal organization through increasing specialists and
leveraging knowledge of academia
IThree circle model I Enhance organization / Expand customer touchpoint
Sharehoc:dle_zrtresttructuring Enhance @@9  Increase specialits
(delist, etc.) internal organization ﬁ")ﬂ“a (people)
= 2,200~
Hand over business o hi Transfer shares to family * Promote front to obtain 1,970
(M&A/ fund utilization) WhErsigy (Testamentary) mternal'certlflcatlon on 1,330
view succession and M&A
» HO accelerates fostering
® professionals and career «
e recruitment FY23  Fv24 © FY26
Business Family
view view
Expand 'ﬁl Hold seminars for clients
customer touchpointg_jj
Business growth Leave assets . Deepen knowledae of 2,000~
(loan/ M&A) (AM/ real estate) pen. 9 1220
Oowner acat_jemla on fgmlly_ _ ,
T 40K con . business sustainability with
arget 40K companies industry-academia 280 '
Visited*! 11K Not visited collaboration ‘
» Expand customer 35
touchpoints by holding Fy23 Fy24 FY26
| Owner approach | seminars
*1 Visit by specialists in HO (.) MUFG 16

v’ The second major strategy is owner approach.

v Owner approach involves the Group’s concerted efforts based on a strong relationship of
trust to address diverse issues faced by business owners from ownership, business and
family perspectives.

v MUFG's strength has always been in providing expert solutions, leveraging a multitude of
practices developed over the years.

v To meet the needs of customers who anticipate succession-related issues, MUFG will
enhance its internal organization by increasing specialists and expanding customer
touchpoints with the knowledge from academia in order to strengthen our approach.

v Specifically, we successfully increased the number of specialists with expertise in business
succession and M&A to 1,970 and aim to exceed 2,200 in FY26.

v We have also been deepening our knowledge of family business sustainability with Kobe
University through a joint research from three years ago. We will utilize the research
findings to expand our touchpoints with customers facing succession-related issues by
holding seminars nationwide.
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CWM
- Achieve steady growth through a goal-based approach using an advisory business model
- Focus on strengthening human capital and expanding products and services in face-to-face areas as well
as enhancing non-face-to-face and digital approaches to “scale WM business” in mid to long-term
IAdvisory business model IInitiative to expand WM business
« Proposal of portfolio « Strengthen career recruitment and new
AM * Product strategy Strengthen graduate recruitment for the WM course
WM talents - Promote job rotation through integrated BK-SC
operations
. . i Expand . _Introduced custqm»made USD discretionary
. > Family investment service (Apr-25)
ﬁ:iztinsuccessmn a': governance prOd_UCt/ « Launch loan products for high-net worth customers
Real es?cate rm Goal based cystomer Introduction of services (within FY25)
(BK, TB, SC)approachBI?th Eggglf?K) specialists BErG + Newly established customer development team
- PP f - to collaborate with BK and SC
Cross Non Cusb SIS » Acquire next-generation customers through
transactions finance GER testamentary and asset succession
Provide customer experience through WM communication media
AM stock income Net operating profits in WM Expand touchpoints by DWA
(¥bn) (¥bn) 140.0 WM communication media Digital >
hi i o, a
N 40.0 110.0 e At g Wealth Advisor &b
70 .0 20.0 \Provide various contents",, 3 m  * Online interview by
59 exclusively remote
j == gg advisor
y— | | F * Provide remote
@
55 SS oo U 2 solutions using WM
FY23 FY24 FY26 FY23 FY24 FY26 digital platform
*1 Broadcasting experiential content such as serialized magazines, videos, and seminar invitations (.) MUFG 17

v Next is wealth management business.

v' Asset management is an area where we have developed a business model ahead of our
peers, incorporating Morgan Stanley’s knowledge. We provide comprehensive solutions,
such as asset management, cross transactions, including loans and real estate, and non-
financial services based on each customer’s future plan through a goal-based approach
utilizing our Bank, Trust Bank and the Securities function.

v" With these solutions, NOP in wealth management reached 110 billion yen in FY24, driven
by a strong market environment, but as white space still exists in this area, with 200,000
untapped customers, we plan to achieve further growth toward FY26.

v Our customer approach is both face-to-face and non-face-to-face digital usage. In the
face-to-face area, we will strengthen wealth management talents through the bank
securities integrated management and continue to expand our products and services,
such as custom-made discretionary investment service released in April.

v We will also work to expand our customer base by establishing a new customer
development team and focusing on the acquisition of next-generation customers.

v' Regarding the use of non-face-to-face and digital tools, we will expand touchpoints
through the wealth management communication media released in May and promote
customer development through efficient approaches using Digital Wealth Advisor.

v Through these efforts we intend to scale our wealth management business further.
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Il Corporate infrastructure

- For customer base, focus on deepening relationship and expanding base in each business strategy
- Enhance both the quantity and quality of sales activities through developing human capital, promoting
the adoption of new CRM systems and fully implementing Al

Customer base Human capital / System (IT)
» Focus on further expanding the customer base through mid to Human capital
long-term share up activities in corporate banking and improving
the digital sales model by leveraging the dominant customer base Quantity * Secure quantity with new graduate / career hiring
in Japan

» Improve the resource acceptance framework

* Bolster WM personnel development through the use of a Group-
integrated professional development platform

— « Improve employee engagement by promoting understanding of
50K Main g Approached 100K ,(CD strategies (IR within divisior_ns etc.)
® o * Adoption of autonomous office management
Q =
0O —~
. ct <
20x Sub-main ] Establishment and
the status of
% adoption of the office
120k Medium rank or lower| © |Not approached 200k management policy
0
) System (IT)
Corporate business : s -
« Enhance share up activities + Newly established new business » Widespread use of the new CRM released in Apr-25
. development team . L. _ . .
Expand startup support .+ Acquire next-generation customers Improve productivity by full-fledged Al installation
through asset succession . AI . Generate interview
. igi « Centralized . -
Strengthen digital sales model internal; external New CRM Installation scenarios
information Z] Gy * Automated
: interview records
Loan /Deposit AM (de-lslhboard) — + . (transcription)
¥18tn ¥58tn ¥20tn + Efficient + Prepare internal
managerial Rel approval documents
. accounting eleased Apr-25 .5 h g
FY24 transaction volume™? earch procedures
*1 Loan: Balance for corporate, Deposit: Balance for corporate & individual, AM: AuM for individual (.) MUFG 18

v The last point is the enhancement of our corporate infrastructure.

v' As shown here, we have the largest customer base in Japan with 200,000 corporate and
300,000 individual clients. We will further deepen our relationship by implementing the
measures described so far to realize the growth potential of transactions.

v In terms of human capital, we are securing the quantity of human resources by
strengthening recruitment, while also working to improve the quality by reinforcing the
training system and revitalizing the front lines with interactive communication by IR within
our business group and other means.

v' Autonomous office management, which began in FY24, introduced a process where each
office develops its detailed management policy and sets financial targets on its own. We
are seeing positive results, such as branch managers exercising more autonomy and a
stronger sense of ownership among those in charge.

v In April, we also introduced a new CRM. We expect that additional releases in the future
will drastically improve our productivity. We will also increase the quantity and quality of
sales activities by fully automating interview records and utilizing Al for tasks such as
preparing internal approval documents.

v That was the review of our performance in FY24 and initiatives for FY25.

v I believe the environment is in place where we can achieve further growth in the world
with positive interest rates. We will continue to develop our business by paying close
attention to the customer needs.

v' That concludes my explanation. Thank you very much for your attention.
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Japanese Corporate &
Investment Banking
Business Group

Masakazu Osawa, Group Head

(®) MUFG

v I am Osawa. I have been appointed as the Head of Japanese Corporate & Investment
Banking Business Group.

v Until last fiscal year, I was stationed in Singapore as a Regional Executive in charge of the
Asia-Oceania region, and I was also involved with JCIB business.

v’ Japanese companies have a long history of business expansion in Asia-Oceania and are
very active. MUFG has a network of partner banks, including the Bank of Ayudhya, and a
strong trading base with non-Japanese clients, which other mega-banks and foreign banks
do not have. By leveraging this foundation and providing global and local financial services,
we have been able to meet the trust and expectations of customers.

v" As the Head of the JCIB Business Group, I intend to make Japan and regions work closer
together to further boost MUFG’s large corporate business. I ask for your continued
support.
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JCIB

IFY24 review, FY25 outlook

« Achieved the highest ROE(14.5%) by leveraging B/S

Achieve-

B significant transactions with improved risk-taking

« Largest net operating profits(¥559.7bn) among all
business groups

Chal- || - Develop a resilient business model that remains
lenges unaffected by the external environment

operations to capture interest rate movements and securing

I FY24 review and future outlook

IChanges in FY24 ROE

=0- : Expense ratio
Net profits +¥70bn
A

The highest
NOP and ROE

r

N\
1.6%  14.5%

40% 0.7%
° 0.9%
129% (0.4%) (0.2%) [ °0
Positive impact from large 39%
credit cost reversals and

suppression of occurrences

Changes in industry and
sector trends

Changes in
Impact of  interest rate

trade policies ~ market
conditions

Framework to meet
diversifying needs

Alliance with MS

Integrated operations with
overseas branches

FY23 Interest Non-interest Expenses —Others Credit FY24
result ~_Income  income costs result

Gross profits

I Future changes in ROE

Advancement Hostile _Integrated front office ) Sustainably
in AI utilization takeover activities for the Bank and the Credit costs revert to drivi
Trust Bank average levels riving
company-wide
14.5% | ROE
Over
@ Continuous enhancement of the core banking business ) 120*1
regardless of changes in the interest rate environment 129 12.5%
0

Strengthen balance sheet

@ Capture large scale funding needs, leveraging risk-taking

capabilities Continuous enhancement of the
core banking business and

capturing large scale funding needs

Enhance risk-taking

® Support growth of industrial domain, and create future pipelines

Approach for the FY23 FY24 Credit
co-creation value

Non-JPY Expenses Gross Others FY26
result result costs deposit profits

(®) MUFG 20

*1 The level assuming no significant changes from the expectation in the business environment

v Let me start with a review of FY24 and the outlook for FY25 and beyond.

v In FY24, the first year of the MTBP, both interest and non-interest income grew
significantly thanks to balance sheet management responsive to interest rate fluctuations
and efforts to secure large deals through enhanced risk-taking.

v NOP of 559.7 billion yen and ROE of 14.5 percent were record highs, the highest levels
among all business groups, and was a driver for MUFG as a whole.

v As shown on the right, the actual ROE for FY24 was due in part to one-off factors, such as
large credit cost reversals. On a normalized basis, we expect ROE to be in the mid-12
percent range. Although downward pressure, such as interest rate and others, is expected
going forward, we intend to steadily strengthen our profitability to achieve a stable ROE
above 12 percent.

v Outlook for FY25. A challenging environment is expected, such as decline in non-JPY
deposit income, from lower US interest rates and higher expenses from inflation, among
others.

v The business environment surrounding JCIB clients, large Japanese companies, is
changing rapidly: US trade policies, managing the impact of interest rate differentials,
changes in industry structure, the rise of generative Al increasing, in unauthorized
acquisitions, just to name a few.

v Against this backdrop, we will leverage our strengths that are unmatched by our peers in
addressing clients’ management challenges, such as further strengthening our alliance
with Morgan Stanley, our competitive global network and the seamless provision of
services by integrating banking and trust banking front office.

v Our action plan for FY25 is based on three pillars: one, continuous enhancement of the
core banking business regardless of changes in the interest rate environment; two,
capture large funding needs, leveraging risk-taking capabilities; and three, support growth
of industrial domain and create future pipelines.

v Let me elaborate on the next page.
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JCIB
I Lending I Reduction of equity holdings™
Capture high-profitability deals and event-related finances while Aim to achieve target of ¥700bn and less than 20% of total assets
maintaining high spreads (FY24 result: ¥276bn)
B Lending spreads B Domestic lending average
- *1,2 _ *1
(JPY and Non-JPY) balance (JPY and Non JPY*)3 (¥tn) Domestic equity (Acquisition price)
o. 0.55% (¥tn) Corporate Product ) ) Cas ) %
0.54% 35 Domestic equity (Market price) / Consolidated net assets
0,
0.32% 25 1.86
A 15 Target
FY20 FY23 FY24 --- FY26 tee
FY22 FY23 FY24 FY26 134 ¥700bn
I Deposit :
Maximize VxR with business operation that matches the interest 1.08
rate environment and maintaining/increasing transactional deposit
B JPY deposit B Non-JPY deposit B Profits from 32.9%
spreads*1:2 spreads*1.2 domestic and foreign
settlement / FX*1 28.3%
0
Maintain and 1.52%  1.45% (FY24=100)
increase deposit
balance
Control 20.1%
0.17% sensitivity to mitigate 100 ° Less than
decline in profits 99
20%
0.02%
( 0.04% 0.4(8% . .
- \} \Y W A\
FY20 FY23 FY24 FY25 FY26  FY20 FY23 FY24 *** FY26 FY23 FY24 -+ FY26 End Mar. 21 End Mar. 24 End Mar. 25 End Mar. 27
*1 Result of JCIB business group (the Bank) *2 Calculated as net interest income / average loan (deposit) balance *3 Non-recourse loan, Capital finance, and LBO senior loan, etc.
*4 Sum of the Bank and the Trust Bank *5 Domestic listed equity securities (Market price in the category of “other securities” with market value (consolidated) +
Deemed holdings (the balance of “Deemed holdings” stated in the Annual Securities Report) *6 Based on net assets at the end of September 2024 (.) MUFG 21

v Strengthen balance sheet.

v Regarding lending, spreads have improved steadily in recent years, thanks to strategic
pricing to ensure adequate returns.

v Going forward, we will enhance loan quality in volume by leveraging strategic pricing to
ensure stable margins and maximize overall profitability while capturing large-scale and
high margin opportunities from clients’ corporate actions.

v For deposits, we aim to maximize deposit balances and margins through rate-sensitive
pricing and growth in transactional deposits from payment businesses.

v' Reduction of equity holdings. The reduction target in the initial MTBP was 350 billion yen,
but last year the target was raised to 700 billion. Sales in FY24 was 276 billion yen, about
40 percent of the target. Due in part to activist proposals, it is true that there is an
increasing demand to continue equity holdings. We will support our clients to enhance
their corporate value through business growth and strengthening of corporate governance.
In the meantime, negotiations to reduce equity holdings will be pursued without

exceptions.
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I Enhance risk-taking

IVaIue chain in real estate IApproach to high added-value solutions
B Non-recourse loan balance in B Fee income from real estate B Capital finance B LBO senior loan B Solution fee
the real estate field brokerage balance*s balance
(FY24=100) (FY24=100) (FY24=100) (FY24=100) (FY24=100)
119
100 100 106 100 100
100 76
79 96 67
87
33 79 76
Ay A N\ A A N Ay
FY20 FY23 FY24 --- FY26 FY20 FY23 FY24 FY26 FY20FY23FY24 -+- FY26 FY20FY23FY24 -+ FY26 FY20FY23FY24FY26

pr Established “Through-the-Cycle Fund” (March 2025) - :
: : B M&A business

FM*1 Lp*3 :
o= ee e gy B <cvisory icague table”

..- (FY24 Transaction amount basis) __Acquisition of a publicly listed U.S. __

MUTB Fund MUBK { home builder*” by Sekisui House |

o~ |- Rank Advisor ‘
Investments that identify the cyclicality :
(intrinsic value) of the real estate market 1 MUMSS 3
2 Nomura securities
ﬁ HHH 3 Goldman Sachs ;
SPC SPC SPC 4 Mizuho FG v Sekisui House's largest acquisition
# ¢ ¢ i v/ MUMSS was appointed as FA.
5 JP Morgan i Several banks including MUBK
Asset Manager | 6 Daiwa securities supported funding for M&A ;
MUREAM*4 External AM - — v Sekisui House became No. 5 home
‘ 7 Sumitomo Mitsui FG i builder in the U.S. after this deal

*1 Fund Manager *2 General Partner *3 Limited Partner *4 Mitsubishi UF] Real Estate Asset Management
*5 Mezzanine finance for subordinated loans and preferred shares *6 Created by MUMSS from London Stock Exchange Group (LSEG). Publicly announced projects (.) MUFG 22

involving Japanese companies (including real estate acquisitions). MUMSS includes deals advised by Morgan Stanley *7 M.D.C Holdings, Inc.

v Strengthen origination through enhanced risk-taking.

v In real estate, we have a growing pipeline of high quality, high profit deals in various asset
classes both in Japan and overseas. Risk-taking will be enhanced, including equity
investments. We will steadily grow our non-recourse loan balance and fee income by
capturing real estate brokerage needs.

v' In March of this year, the “Through-the-Cycle Fund” was established with Mitsubishi UF]
Bank as the LP and MUTB as the fund manager. This fund will look for intrinsic value in
properties and the cyclical real estate market provide capital and strengthen our equity
base risk-taking capabilities. The plan is to eventually pave the way into business
expansion in the real estate value chain.

v We will further focus on high added-value solutions, such as capital financing where
demand growth is expected, risk-taking in the LBO senior loan business and advisory
service for booming M&A transactions, to name a few.

v In M&A and other banking securities primary businesses, following last year’s regulatory
action, efforts are made to reinforce legal compliance and to prevent recurrence,
especially in the frontlines of sales. We will strive to service our customers’ needs
appropriately through banking-securities collaborative business.
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M Approach for the co-creation value

ISpecific cases on co-creation of value

Capture the expansion of customers’ business domains and nurture new industries and businesses together with them.
Create new business opportunities for MUFG

Research & Advocacy

Space

Business co-creation / Origination
Engagement development (Value chain
(incl. investment) perspective)

GX*1 Semiconductor

Acquisition of business
opportunities

Mobility

-

©Astroscale

IPO support for Astroscale HD
Group-based support for the largest
IPO in the growth market

FG Transition Whitepaper 2024

| MUFG Transition Whitepaper 3.0

3 Organizing key common challenges in
1 driving GX and accelerating dialogue

' with customers

Visualization of GHG using
satellites

Efficiently and objectively visualizing
GHG using satellite data to contribute
to emission reduction

. L Suppllers Nagase & Co., Lth
'

Settlng targets for
emissions across
the entire supply chain

Promoting i
emission
! reduction !
| SLL*2 support for Nagase & Co., Ltd. |
| Setting targets for supply chain

| emission visualization and reduction.
| Selected as a model case by the

i Ministry of the Environment™3

i Kyushu Semiconductor Forum

3 Hosted the forum together with

' Fukuoka FG under the theme of

' "Sustainable Growth of the Domestic
' Semiconductor Industry."

' '
| [ Semiconductor supply chain - |
1 A 1

Pas ==
Business flow/ Finance
ESG data Y capabilities
! [ Platform I 3

Concept regarding the semi-

| conductor platform with NTT Data

| Social implementation support of
3 autonomous driving services

1 Promoting autonomous driving

' services through the investment in

' May Mobility (US)

| Startup Exhibition with Toyota

| Hosted the event connecting suppliers
1 Initiating discussions with NTT Data to |
1 build a platform that contributes to
i supply chain resilience

and startups combining the networks

| of Toyota and MUFG

*1 Green Transformation *2 Sustainability Linked Loan: A loan that sets Sustainability Performance Targets (SPT) aligned with the borrower's sustainability
goals, and links the loan conditions such as interest rates to the borrower's performance against the SPT
3 A model case related to the Green Finance Model Case Creation Project solicited by the Ministry of the Environment
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v' Approach to co-create value. As our customers look to develop new business models that
meet the challenging needs of society and users, we are working on a value co-creation
approach to nurture new industries and businesses by accompanying them on their
journey.

v In space, work is underway to visualize GHG using satellite data and utilize data for
various applications.

v In GX, real-world challenges in promoting renewable energy are compiled in our
Whitepaper. We are also contributing to the visualization and reduction of GHG across the
supply chain by building advanced financing schemes.

v' In semiconductors, initiatives are being promoted to strengthen the supply chain,
ensuring economic security as well.

v In mobility, to implement autonomous driving services in Japan, global alliances will be
leveraged.

v" As MUFG, we are working on joint investments with clients and developing new financing
schemes to support the resolution of societal challenges and business model
transformation that are not limited to traditional industrial domains.

v While some aspects of these initiatives may not be directly linked to MUFG’s business in
the short-term, by driving industrial restructuring and creating new market demands, we
aspire to strengthen the global competitiveness of Japanese companies in the mid term,
which, in turn, will lead to increased profitability for MUFG in the future.
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Il Strengthen business foundation
I Human capital IAI utilization
Pursuit of “employee enablement and progression” and “create Maximize both the quality and quantity of proposal-based
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Strengthen the alumni network Promoting network expansion and FY26 accumulated knowledge and internal/external data
in the third term. culture integration.
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v’ Last but not least, strengthen business foundation. JCIB is taking various steps to meet
customer expectations through employee enablement and progression and fostering a
culture.

v Regarding employee enablement and progression, we are increasing mid-career hires and
the number of people who qualify under the EX qualification for experts in specific fields.

v' A talent management system has been introduced to improve training, placement and
promotion of specialists in the large corporate domain.

v Regarding engagement in corporate culture, the Rising Talent Program is now in its third
year. Participants will attend a program at the University of Chicago, together with our
clients’ executives. Alumni meetings are being held, and our network is steadily expanding.

v We share web programs featuring co-creation with clients to enhance engagement both in
Japan and abroad. The culture of growing and developing the Japanese economy together
with our clients is being instilled across JCIB.

v Regarding the use of Al. To quickly generate draft proposals for clients, a data lake was
built last year to store past proposals. This year, we will work to improve the search
function by implementing Al agent.

v Soon, we hope to drastically reduce the time spent on basic data collection and formatting
by automatically creating drafts, allowing RMs(Relationship Managers) to focus more on
increasing the added value of solutions.

v That is all for now. Our clients are navigating a challenging business environment where it
is difficult to grasp global economic trends, not only interest rates and exchange rates.
JCIB will continue to provide No. 1 solutions that only MUFG can provide to our clients.

v Thank you for your kind attention.
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Global Commercial Banking
Business Group

Yasushi Itagaki, Group Head

(®) MUFG

v' I am Itagaki, Group Head of the Global Commercial Banking Business Group.
v Today I will explain the progress of our Group’s MTBP and our outlook for the future.
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I FY24 review and future outlook

I Changes in FY24 ROE I External environment
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9% P relatively significant impact on their economies
56% 55%
& 2 I Review of FY24
6.5%
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*1 Excludes impairment losses. Includes KS impact(The impact included in FY24 results due to the change in the consolidated closing period for KS to align with MUFG's fiscal year)

*2 VietinBank and Security Bank Corporation *3 ROE before amortization of intangible assets *4 Impairment losses and KS impact *5 The level assuming no significant changes from

the expectation in the business environment *6 Excludes KS impact. Total amount including KS impact was ¥351.2bn *7 Equity share of net profits before (.) MUFG 26
subtracting amortization of intangible assets *8 Excludes KS impact. Total amount including KS impact was ¥196.0bn

v’ First, I will explain the performance of our Group.

v The ROE for our Group in FY24 was 11 percent, and the ROE after reflecting the
impairment charges implemented at the end of the last fiscal year was 6.5 percent. While
the ASEAN region as a whole continued to show steady growth, the deterioration in
business sentiments in Thailand and Indonesia has impacted personal consumption and
loan demand, and recently the impact of the US tariffs has also increased uncertainty.

v Looking ahead to FY26, we expect ROE to increase at Bank Danamon, VietinBank and
Security Bank; however, in Thailand, where household debt ratios remain high and
personal consumption is sluggish, loan demand is expected to decline and uncertainty
about the future is likely to continue. As a result, we predict ROE for FY26 to be around 7
percent and around 10 percent before amortization.

v On the other hand, for FY29, amid expectations of a gradual economic recovery, we aim
to achieve an ROE of over 10 percent after amortization supported by the results by
enhancing our business strategy and management foundation as well as the contribution
to earnings from our portfolio companies through our Asian x Digital Strategy.

v FY24 saw multiple achievements. NOP reached a record high since the establishment of
this business group. Additionally, VietinBank and Security Bank posted record profits with
equity earnings from these two banks growing to 7.5 times the level of FY13 when our
investments began.

v Furthermore, in the digital domain, we invested in the two largest digital payment service
providers in Thailand and the Philippines, expanding our economic sphere.

v On the other hand, credit costs increased at Krungsri’s overseas subsidiaries and Bank
Danamon’s subsidiaries. We will also focus on strengthening credit management and
strive to operate the business group with a balanced approach between offence and
defence.

v Next, I will explain the performance of Krungsri and Bank Danamon.
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M Krungsri (Bank of Ayudhya)

ILatest Financial Results™! I Domestic corporate loan decline bottoming out

-D 'y VS. Domestic corporate loan*? Deeper business ties
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v First, Krungsri.

v In FY24, gross profit and NOP both increased due to the contribution of overseas
subsidiary acquisitions and increased fee income. Since our investment in 2013, NOP has
grown 2.4 times, net profits have grown 2.5 times, and the net interest margin has
remained above other banks. However, net profits decreased due to increased credit costs.

v Although the loan balance for FY24 was significantly lower than the previous year, the
downward trend in domestic corporate loans bottomed out in December 2024, and signs
of recovery are beginning to emerge.

v Furthermore, following the investment in Ascend Money in June last year, the bank
strengthened its relationship with the CP Group and secured large-scale financing deals
for companies under the group’s umbrella.

v Furthermore, we have been strictly managing credit operations, particularly for domestic
auto loans, small- and medium-sized enterprise business and an overseas subsidiary,
Hattha Bank, which were significantly impacted by credit costs. As a result, credit costs
and the credit cost ratio have been steadily decreasing since March 2024. We will continue
to strengthen our credit control efforts.
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ILatest Financial Results™!
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NOP 81.7 +0.9
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Loan balance™ (¥tn) 1.8 +0.1
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v Next, Bank Danamon.

v In FY24, Bank Danamon alone drove loan balances, resulting in increased gross profits
and NOP. However, due to increased credit costs at its subsidiary, Adira Finance, net

profits for the period decreased.

v In the auto loan business, one of the main growth drivers, we will strive to further expand
profits by promoting a business strategy that balances offense and defense.

v On the defensive side, we will implement appropriate credit management and control
credit costs. On the offensive side, we will expand the scale and enhance mutual
complementarity in terms of regions and products through the integration of Adira and
Mandala, thereby steadily capturing the growth of the auto market, which is expected to

recover.

v Even for the bank alone, the effects of reforms in the consumer business are beginning to
appear. Through the branch transformation program and enhanced digital app functions,
we have improved the convenience in both the real and digital world, resulting in an
increase in new customer acquisitions, fee income and loan balances.
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Our vision through the expansion of
MUFG’s economic sphere

IStrategic transition of the GCB Business Group

Building MUFG'’s economic sphere by

Building a commercial banking platform by investing in PBs implementing the PB Strategy and the Asia x Digital strategy
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*4 Source: Global Findex, Global Finance *5 FY24 excludes KS impact (.) MUFG 29

v Since investing in VietinBank in 2013, our business group has accelerated its investments
in Asia and completed a commercial banking platform consisting of four partner banks. In
recent years, with the aim of capturing the growth of the rapidly expanding digital
financial market in Asia, we have made strategic investments in digital financial service
providers and expanded MUFG’s unique economic sphere.

v ASEAN, which is expected to continue to enjoy high GDP growth, is characterized by a
high proportion of unbanked populations with limited access to financial services. Going
forward, we will capture the growth of the countries as a whole by reaching out to the
unbanked population through digital finance, in addition to the corporations and mass
retail customers covered by our partner banks.

v In the medium to long term, we aim for GCB to drive the growth of profits across Asia for
MUFG and for digital investments to account for 20% of GCB'’s revenue portfolio.

v Next, I will explain GCB's strategy for Indonesia and the Philippines.
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IExpansion of MUFG's economic sphere in Indonesia

. Strategy by country: @ Indonesia - Fusion of conventional and digital finance platforms
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v In Indonesia, the acceleration of inorganic strategies is laying the groundwork for the
expansion of financial services through diffusion of traditional and digital finance.

v In Indonesia, we rank fifth among commercial banks and second in auto finance, but we

aim to further enhance our presence as a financial group through the expansion of the

MUFG economic sphere.
v In the corporate sector, MUFG’s collaborative profit has increased significantly, and we

have continued to make progress, rising to the fifth place as lead managing underwriter

for syndicated loans in three years.

v In the mass retail sector, we are expanding opportunities to provide financial services to a

wide range of customers by promoting cross-selling, utilizing the strong digital customer

base and sales channels of Home Credit and Akulaku.

v In addition, we have begun supporting collaboration among our digital investees, striving

to obtain further revenue opportunities by promoting the growth of our investees.
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IExpansion of MUFG's economic sphere in the Philippines

[ Strategy by country: @ Philippines - Expand services by investing in top payment providers
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Founded in 2015, Mynt is the Philippines’ largest digital payment provider

August 2024: Agreement to invest approx. ¥63.3bn

Mynt has firmly established Debt provision Business alliance Increase of transaction
its business presence by by MUFG and SBC with SBC and SBF volume between
. P - MUFG and Ayala
Payment services, utilizing the economic
digital loans spheres of Ayala and Globe mynt mynt XAyala
Retail stores L\
‘G GCGSh T (shopping malls, etc.) I 4 I l
D Major domestic (.) MUFG S 2EGL TV BANK (0) MUFG
mobile carrier 4 SECURITY BANK ﬂﬁ'l@ﬂﬂg
*1 The number of adult population in the Philippines : approx.70 million (source : UN World Population Prospects) (.) MUFG 31

v Next, in the Philippines.

v In FY24, we invested in Mynt, the largest digital payment service provider in the

Philippines, significantly expanding our customer base. Mynt is a core subsidiary of the
Ayala Group, a major Philippine conglomerate that operates digital payment services.
Backed by the vast ecosystem of Globe, its parent and the largest telecommunications

company, Mynt has widely penetrated the consumer market under the brand name GCash

and has grown to become the No. 1 digital payment provider in the country. We aim to
leverage this strength to capture the growth of digital finance in the country.
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IOverview of each country’s strategy and platforms

I Medium- to long-term strategy by country

Country
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v Going forward, we will pursue collaborative opportunities across a wide range of areas
through business partnerships and other means.

v' As you can see, MUFG is investing in commercial banks, non-banks and digital financial
service providers across Asia to expand the MUFG economic sphere. In each country, we
are creating collaborative opportunities and synergies, and by integrating traditional and
digital finance, we aim to capture the growth of the country as a whole.
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M Towards achieving sustainable growth

(Eﬂ%gléiqsng a digital ecosystem that connects investees IContribution to financial inclusion efforts
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« Attended by over 200 people from 50 participating companies. Number of Digital Finance Users*3

More than 50 business matching meetings were held to facilitate (mn people)
creating synergies between investees. over100

67 Aiming to cover
1in 4 of the ASEAN

adult population*#
10 years from now

FY24 FY34
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Philippines) (Source: UN Population Prospects) (.) MUFG 33

v So far, I have discussed strategies at the national level, but finally, I will explain our cross-
border initiatives aimed at the sustainable growth of this GCB Business Group.

v' As part of our efforts to connect our investees through the digital ecosystem MODE, we
held the second MUFG Fintech Festival in November of last year. More than 200 people
from 50 companies, including our investees, attended the event, which led to the creation
of collaborative opportunities and synergies.

v" In addition, through support for the growth of digital finance investees, we will contribute
to financial inclusion efforts in Asia.

v In 10 years from today, we aim to create a world where 1 in 4 adults in ASEAN is
connected to the MUFG economic sphere through digital finance.

v Furthermore, our business group facilitates the dispatch and exchange of staff and talents
between GCB, partner banks and digital investees, fostering the development of
managerial talent, promoting knowledge-sharing within the MUFG Group and
strengthening governance management.

v This year marks the second year of our MTBP, and while the business environment

remains uncertain, we will strive to provide optimal financial services for Asia’s growth

through our unique economic sphere, aiming to achieve sustainable growth in the medium
to long term.

v Thank you very much for your attention.
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Asset Management &
Investor Services
Business Group

Takafumi Ihara, Group Head

(®) MUFG »

v' I am Ihara, Head of the AM/IS Business Group.

v I would like to explain the achievements and challenges of FY24 and our medium- to long-
term strategy for future growth in AM/IS Business Group.
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AM/IS
I FY24 review and future outlook
I Changes in FY24 ROE IAchievements and challenges given external environment
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First is FY24 review. The upper left diagram shows the ROE results for FY24.

NOP for FY24 was 124.3 billion yen, a significant increase of 11.7 billion yen vis-a-vis FY23.
However ROE remained at 9.5 percent as MPMS, a fully-acquired subsidiary, is in its first year with
high acquisition-related costs and limited profit contribution. Impairment losses were recorded at
AM/IS overseas subsidiaries due to a partial review of strategies in light of customer trends and
environmental changes.

The lower-left graph shows the path toward FY26, the final year of our MTBP. With the steady
accumulation of earnings in AM, IS and pension, and the absence of one-time acquisition costs,
we plan to improve ROE to approximately 15.5 percent and expense ratio down to about 70
percent in FY26. ROE is close to 20 percent before goodwill amortization, which is an ambitious
plan to recover from the decline in FY24.

Next, the right side shows gross profits trends since FY23. In FY24, IS, pension business posted a
significant increase on the back of strong stock market conditions, and AM business also posted an
increase, excluding the impact of the absence of a large performance fee recorded in FY23 in FSI.
Even excluding the impact of market value and FX, mentioned below the bar graph, we believe
that the earning power of AM/IS Business Group is growing and expect CAGR to exceed 14
percent in FY26, although it will depend on the market environment.

In addition to earnings, in AM business, Mitsubishi UFJ Asset Management leads Japan in publicly
offered stock investment trust balance, excluding ETF.

In IS business, Master Trust Bank of Japan maintains the top share of domestic AuA.

And in pension business, we continue to receive high evaluation and support from our customers.
On the other hand, there are risks and issues that need to be addressed. A short-term challenge is
the impact of US trade policy. The business model of AM/IS Business Group is susceptible to stock
price and FX fluctuations, most notably, the Nikkei Index and the US stock market.

According to our current estimate, if the Nikkei average were to fall below 35,000 yen, for
example, there is a risk that our performance may decline year on year. Therefore, we will
consider and implement measures to offset that focusing on alternative products that are not
influenced by stock prices, while assessing the expected impact of market value.

From a mid- to long-term perspective, we believe it is essential to expand alternative products
and strengthen our active management capabilities in the AM area, further expand IS function and

engage in OCIO operations in the pension area. .



AM/IS

Il Contribute to making Japan a leading asset management center

IKey progress in each area IAM: MUFG group collaboration
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v Next, let me explain our contribution to making Japan a leading asset management center,
which is one of our growth strategies.

v The plan to make Japan a leading asset management center is a national policy promoted
by the government, and we have positioned it as an important strategy and are
implementing measures in each business area.

v In FY24, we decided to raise the AuM and AuA balance targets for the final year of the
current MTBP as the initiatives are generally progressing smoothly.

v/ To give you an example of our measures, in the AM business, we transferred part of the
credit investment functions, which have been developed over many years at global
markets business in Trust Bank and Bank, to Mitsubishi UF] Asset Management, as shown
in the upper right chart. We anticipate offering investment products to our customers in
the future, and at this point, we are taking steady steps toward our target of January
2026.

v In the IS business, as shown in the lower right, we achieved operational efficiency at AM
companies by seamlessly connecting with their front office systems through Aladdin
system provided by BlackRock.

v As a result of these measures, BPO contract balance grew by 22 trillion yen in a single
year, in FY24, achieving the balance target for FY26 ahead of schedule.
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I Global AM/IS
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v Next is global AM/IS.

v The combined gross profits of these two businesses have grown to account for more than
half of the entire AM/IS Business Group. We will continue to position these two as priority
areas from FY25 onward, so that they can drive the growth of the entire business group.

v First is global AM on the left. Our basic strategy is to strength our private AM capabilities
and expand our product offerings. For example, our Group companies, FSI and AlbaCore,
have set up several new funds and are preparing to launch more new products in the
future.

v While the market as a whole is unlikely to see significant growth in traditional asset
products, such as bonds and stocks, we will focus on strengthening private asset
management to raise the level of AM fees.

v In addition to acquiring client funds, when new funds are launched, the Trust Bank will
also contribute funds to support its investment structure.

v Next is global IS on the right. We have been providing global fund administration services
and high value-added services, such as fund finance and security lending, as a one-stop
shop. In May last year, we acquired Link Administration Holdings in Australia and renamed
it MPMS. We are also taking on the challenge of entering new regions and expanding our
services.

v Fund administration, AuA, and related gross profit, which we have been actively working
on, are increasing steadily. AuA, at the end of FY23, was approximately 1 trillion US
dollars but grew to 1.2 trillion dollars by the end of FY24, and we will continue to aim for
high growth.
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AM/IS
Ml Discussions and initiatives for future growth
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v' Next is our initiatives for future growth.

v First is human resource development on the upper left. In AM business, we are working to
strengthen our active investment performance and operational capabilities, which are largely
dependent on the human capital, including fund managers and others.

v To strengthen such human resources, we will introduce a new HR system and talent development
program, and by dispatching personnel to overseas AM subsidiaries, such as FSI, we aim to
develop and secure talents that are competitive externally.

v In IS business, on the lower left, we are proceeding with PMI of MPMS, where acquisition was
completed last fiscal year. The establishment of a governance and management structure as an
MUFG subsidiary was largely completed in FY24, and as the next step, we have begun full-scale
examination of business measures, such as synergies from intragroup collaboration and cost
reduction.

v' For example, we are considering cross-selling to MUFG customers doing business in Australia and
India and utilizing our offices as low-cost centers.

v Finally, let me explain our future inorganic strategy.

v Last year, I mentioned at the Investors Day that, in principle, we are not considering large-scale
M&As. We still do not think new acquisitions are essential, but the market environment is
changing significantly, including the current impact of trade policy, so we will consider deals that
will contribute to our future growth.

v' In AM business, we will consider strengthening our private AM domain both in Japan and overseas.
We do not expect the size to be that big, partly because prices are high, but will consider deals
that can complement our operational functions and customer base, which our group does not
have.

v In IS business, we will continue to study both the regional and product access while following our
basic strategy. As I explained earlier, our global IS business is growing steadily and gaining
traction, but on the other hand, the global market continues to be oligopolized by a few major
companies. We will continue to consider deals of any size to counter this threat.

v' This concludes my explanation on AM/IS Business Group. Thank you very much.
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v My name is Nakahama, Group Head of GCIB.

v I will give a recap of FY24 and our pathway toward FY26 based on the current business
environment.
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GCIB

IAchievements / Challenges / External Competitive Environment

« Uplifted interest income by continuously improving
lending spreads and advancing portfolio rebalancing
through BSO*>

« Increased fee income in areas of global strength,
including Project Finance (PF) and Aviation

« Improved expense ratio year-on-year despite the rise
in overseas personnel and regulatory expenses

« Further improve ROE, expand competitive product
lineup. Establish a resilient business model to
withstand market ﬂuctuation(c)

« Utilize assets effectively with discipline(e)

Balance top-line growth and further pursuit of profitability

 Market uncertainty (e.g. trends in U.S. trade policy,
rising geopolitical risks) could impact deal flow

« Continued imposition of tariffs could potentially lower
the real GDP growth rate by 2% in US*®

« Investment based on actual demand, including
infrastructure, remains stable

« Our revenue growth rate is higher compared to our
benchmark banks. Some global peers increase loan
balances while maintaining higher profitability

I FY24 review and future outlook
. *
I Changes in FY24 ROE™!
=0- : Expense Ratio
P 1.2%
0,
56% (0.2)% 0.1% 7.5%
° 0.6% ' o
6.5% (0.6)% o Achieve-
ments
N y 52%
~
Net profits
(after adjusted individual factors™)
= +¥29.0bn ==
2 3 "
FY23 Interest ~ Non-interest Credit costs FY24
result income income Expenses /others RWA result
Numerator Denominator
factor factor Challenges
H *
I Future changes in ROE*1
Approx.
9.0%"
7.5% External
Capture demand of Customer
private credit /
Enhance credit
_S:rengéther:j b°th_ management by External
I?nig:staizconrgg centralizing middle- Macro-
- market expertise economies
~— through PJ Evolution N 9
2 3 N
FY24 Interest ~ Non-interest Credit costs A
result  income  income . DXPENSES T oare RWA FY26 Competitive
Numerator Denominator Global Peers
factor factor
*1 Estimated figures with individual adjustments for large credit costs, interest income, and RWA included in FY23 and FY24, respectively.
YoY comparison in Net profits and ROE before the adjustments; +¥299.4bn, FY23 1.5% and FY24 13.5%
*2 Loan income+deposit income *3 Fee + FX + derivatives + securities business profits, etc.
*4 The level assuming no significant changes from the expectation in the business environment *5 Balance Sheet Optimization *6 Outlook as of Apr 25

(®) MUFG 40

v Let me start with a review of FY24. Please look at the top left.
v ROE adjusted for individual factors for FY24 was 7.5 percent, up 1 percentage point year
over year. This was due to BSO, balance sheet optimization, which has taken hold as
GCIB’s DNA; that is, lending margins improved through portfolio rebalancing, and fee
income increased mainly from our world-leading project finance business. Expense and
credit costs are well controlled. We feel confident about the gains made in profitability and

operational efficiency.

v Due to uncertainties caused by the US trade policy and increasing geopolitical risks, some

clients are currently refraining from new investments, and M&A and economic growth is

expected to slow. Even in such an environment, we recognize that it is essential to
establish a resilient business model and sustainably increase ROE.

v First, we will thoroughly implement disciplined profit management, which has steadily
produced results so far, and then, firmly allocate resources in areas of focus. While
increasing profitability in this way, as shown in the lower left, we will evolve our business
model, which we call Project Evolution, and further increase our activity as a lead left

bank or lead underwriter in areas of our strengths to move us to a phase where we can

steadily expect double-digit ROE. I will come back to Project Evolution in more detail later.
v In this way, we will contribute to achieving the company’s medium- to long-term target of
12 percent ROE as defined by the Tokyo Stock Exchange.
v On the following pages, I will cover our key initiatives and a summary of our progress

under the current MTBP.
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Il GCIB’s journey to date and future outlook
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and FY24, respectively. The ROE before the adjustments; FY23 1.5% and FY24 13.5%

v ROE, in red in the upper left, was 4 percent when GCIB was established, then fell to
nearly zero percent due to Covid, but has been steadily improving ever since for various
reasons.

v The first factor is optimizing balance sheet returns. During the past two MTBPs,
unprofitable assets were divested and replaced with high-profit assets, which resulted in a
50 basis point improvement in lending spread, as shown in the lower diagram. Given that
the average loan balance for FY24 was 24 trillion yen, spread improvement alone will
have an annual revenue impact of more than 120 billion yen.

v The second factor is the increase in fee income through products with world-class
strengths and the successful accumulation of cross-selling of FX, derivatives, among
others, through integrated operations with Global Markets Business Group.

v Through these efforts, NOP increased 2.7 times from the time GCIB was established. We
are, however, fully aware that we cannot expect dramatic growth in the future just by
maintaining disciplined balance sheet management and slimming down RWA. To compete
with benchmark foreign banks, the entire GCIB is onboard to fundamentally evolve our
business model.
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M Progress of the current MTBP
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v Progress of the current MTBP, let me give some color.

v' As shown in the center, our goal is to establish our position as the “Leading Global Debt
House.” To strengthen the backbone of the business, a third pillar is to be nurtured in
addition to the existing two main pillars of project finance and aircraft finance; that is, the
securitization business. Work is underway with a credit department to revamp the strategy.

v' At the same time, we will improve our profitability by leveraging key initiatives, such as
increasing high ROE deals through collaboration with global markets, upper left, capturing
flow business through strengthening the bank securities integration platform, lower left,
and global alliance with Morgan Stanely, lower right.

v As a lead left bank, we are steadily capturing the robust capital needs generated by global
trends, such as digital infrastructure investment and transition finance. By implementing
these initiatives, we will steadily achieve sustainable earnings growth and double-digit
ROE. This is the overall picture of our strategy.
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I Evolve Core Business (Allocate resources to our leading debt products)
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*2 Estimated figures with individual adjustments for large credit costs, interest income, and RWA included in FY23 and FY24, respectively.

v/ Turning to evolving our core business.

v First is revamping global securitization business, shown on the left. We already have a
considerable presence in this field, but we have made it a priority and are promoting it because it
fits well with asset recycling business and allows us to leverage our leading position in project
finance. Key asset classes have been identified based on regional characteristics, and we are now
accelerating deal sourcing in close collaboration with credit screening. Tangible results are
emerging already, such as large-scale ABS projects.

v' The second is global structured solutions, or GSS, which was launched last year, as shown in the
lower left. By leveraging the strengths of both the GCIB and global markets, we offer tailor-made
solutions that meet the diversifying needs of our customers. Projects with high ROE are steadily
increasing. Currently, we are building up net asset value finance, which provides funds by applying
a conservative multiplier to the market value of assets held by institutional investors. Combining
GCIB's strong client relationships and sector knowledge with the structuring and monitoring
capabilities of global markets, we are controlling risk while optimizing returns.

v" And finally, the third is Project Evolution, on the right, our most important initiative. This initiative
aims to significantly increase activity in both origination and distribution of highly profitable deals
in lead left status to achieve double-digit ROE and sustainable earnings growth.

v' Some of you may be wondering, how is this different from previous O&D initiatives? There are
three main differences. The first is that Project Evolution accelerates the origination of lead left
deals. As deal size becomes larger, we will focus on high margin projects in areas of strength
while managing risk. The second is to significantly increase the amount of activity, which has
remained at sub-scale until now. In the medium to long term, we aim to double fee income and
achieve double-digit ROE by increasing origination and distribution by 1.5 times. To achieve this,
our sales channels need to be strengthened. We have already signed and/or discussed
partnerships with several institutional investors, including major asset managers in Europe, the
United States and Asia. Third, to ensure this business model takes root in every corner of the
organization, we are changing the RMs evaluation system and refining our management
information system. Since the establishment of GCIB in 2018, steady efforts have been made to
ensure profitability improvement initiatives take root as our DNA.

v Now, we will incorporate a new DNA into GCIB, a revolving model with an increase in lead left

deals. Our ambition is to increase both revenues and ROE. 43



il Enhance the global management platform

I Centralization / Streamlining & standardizing global operations I Enhance the human capital base to support global operations
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v Next, I would like to talk about enhancing the platform that supports the growth of our
global operations.

v On the left, streamlining and standardizing global operations. At GCIB we are
consolidating credit approval procedures at our subsidiary MGS in India, allowing RMs in
each region to focus on sales activities. For example, we have already centralized credit
approval procedures for institutional investors, and we are on our way to centralized
project finance approval procedures. System development at MGS is on track.

v' At the same time, we are also taking steps to standardize procedures and systems,
building a robust platform to support our future business volume expansion.

v Next, please turn to the right: enhancing our human capital base. Approximately 80
percent of GCIB's employees are hired overseas. We will create an environment where
each individual can fully demonstrate their professional capabilities, such as by promoting
the most suitable talent regardless of nationality and nurturing female management
candidates.

v That is all from me, and thank you very much for your kind attention.
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v/ This is Hiroyuki Seki, Group Head of Global Markets Business Group. Thank you for
watching.

v Today I will focus on the seven key strategies outlined in the current MTBP of our business
group and provide an overview of its first year, FY24, as well as future initiatives.
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I FY24 review and future outlook
I Changes in FY24 ROE I External environment and achievements/challenges
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v’ First, FY24 review and future outlook.

v As shown in the upper left, the ROE for FY24 was 3.0 percent, an increase of 2.5 percentage
points compared to the previous year.

v' Looking ahead to the final year of this MTBP, FY26, as shown in the lower left, we aim to raise the
ROE to 7.5 percent through various initiatives that will be explained on the following pages.

v Additionally, based on our understanding of the external environment and a competitive landscape
surrounding our business, as shown in the upper right, we have reflected on the achievements in
FY24, and the future challenges are shown in the lower right.

v’ First, in the sales and the trading business, we strengthened the collaboration with the customer
segment and integrated operations across business groups or entities, steadily advancing
preparations to further expand the business.

v Additionally, we have further deepened our strategic partnership with Morgan Stanley, resulting in
foreign exchange transaction volumes exceeding twice the initial plan.

v' Furthermore, as a new initiative, we have secured access to Japan'’s electricity futures and spot
markets to contribute to the development of Japan’s electricity market and the stabilization of
power supply, thereby establishing the foundation for our electricity business.

v In treasury operations, we have systematically sold the foreign bonds with unrealized losses,
taking into account the company’s overall financial situation, thereby substantially eliminating the
unrealized losses in the portfolio. This has prepared us to mitigate the deterioration of future
unrealized losses and improve interest income. Furthermore, various initiatives aimed at making
Japan a leading asset management center have also been launched as planned.

v' On the other hand, challenges include the need to strengthen the yen interest rate business,
which faced difficulties in FY24 in sales and trading operations, and the need to enhance balance
sheet operation in treasury, etc., particularly in preparation for further increases in yen interest
rates.

v Please go to the next page.
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v This slide outlines the progress of major strategies and future plans.

v As indicated in the red box at the top left, the three items of vision centered on leading
the transformation of MUFG for further growth remain unchanged. Additionally, as shown
in the lower left, we are focusing on seven key strategies, from A to G, to achieve this
vision.

v' And the progress made in FY24 is generally off to a good start as the first year of the
MTBP. Furthermore, on the right side, we have specifically outlined the profit contribution
of each strategy toward the NOP plan for FY26.

v In FY24, the only area where we faced challenges was C, to enhance yen business, due to
delays in product expansion. But due to the strong start of the other key strategic areas,
we aim to further expand our business, including the yen business, by FY26, targeting an
additional 40 billion yen in NOP.

v On the following pages, I will explain the specific strategies and initiatives in detail for
each business area. Please turn to the next page.
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v This slide shows the progress of key strategies and future initiatives in the sales and trading

v

v

v

v

business. Focusing on the four strategies of A to D, the entire business achieved a gross profit of
over 510 billion yen in FY24.

The progress of key initiatives under each strategy is shown in green for items with positive
results and yellow for items with less favorable progress.

First, regarding A, in the upper left, the pursuit of MUFG-wide optimization. In FY24, we enhanced
our integrated operational platform by advancing the integration of overseas securities into bank
subsidiaries and reinforcing the overseas bank securities integrated platform.

Additionally, in strengthening the value chain, we established the JV of GCIB and GM and began
accumulating high ROE projects.

Based on these initiatives, we aim to further expand our business and achieve an additional 20
billion yen in gross profit by FY26.

Regarding B, down left, collaboration with Morgan Stanley. Both foreign exchange trading
operations in Japan and the Japanese equity business for institutional investors are achieving
steady results. We will continue to enhance our ability to provide high value-added services,
including expanding new areas of collaboration with the goal of achieving synergies exceeding 10
billion yen.

Next, regarding C, in the upper right, to enhance yen business. In FY24, despite efforts to
reorganize and supplement personnel in order to enhance sales structure and the derivatives and
strengthen collaboration between domestic and overseas securities, business diversification,
including product expansion, did not progress and we struggled.

Going forward, we will strive to return to a growth trajectory through increased activity levels due
to resource reinforcement and expansion of overseas customer transactions and aim for a gross
profit increase of 20 billion yen by FY26.

Finally, D, in the lower right corner, which is to enhance Asia business. In particular, we are
expanding our currency and the product offerings on-shore, releasing new multi-currency
derivative products tailored to customer needs to create new business.

We will continue to strengthen and enhance our operational foundation while leveraging the strong
presence of our Asian offices to further expand customer business, aiming for an additional 10
billion yen in gross profit by FY26.

Please turn to the next page. a8
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v This slide outlines our initiatives in the treasury operations.

v’ First, the business environment and the key initiatives are shown in the upper left corner.
With the business environment shown above as a backdrop, under the two key initiatives
outlined in the red box, we will strive to enhance both soundness and profitability.

v As for the first key initiative, to enhance market risk management, please look at the
lower left.

v From the perspective of soundness, in FY24, we successfully transformed the portfolio
into one with net unrealized gains of 100 billion yen through the planned sale of foreign
bonds with unrealized losses and others, thereby advancing the portfolio’s soundness.

v From the perspective of profitability, we implemented timely and appropriate risk-taking
by adjusting asset allocation in response to the direction of monetary policies of various
countries and flexibly managing position sizes, among other measures. This included
countering the deterioration of foreign currency interest income resulting in successful
accumulation of trading profits.

v Going forward, we will strive to secure returns through similar risk-taking, including
benefiting from the positive impact on interest income via elimination of unrealized losses
in the foreign bond portfolio, etc., while aiming for a gross profit increase of 210 billion
yen by FY26.

v’ Lastly, regarding the second key initiative, to enhance Japanese yen and non-Japanese
yen balance sheet management, as shown in the lower right, we will continue to enhance
our cooperation and management on both the asset and liability sides, taking into account
the contents of the multiple boxes in order to respond to structural changes, such as the
upward trend in yen interest rates.

v Additionally, in foreign currencies, we will strive to manage cash flow in a proactive, long-
term and a conservative manner to prepare for various risks arising from heightened
uncertainty.

v' Please go to the next page.
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*6 Global markets course / Financial engineering course

(®) MUFG 50

v

v

v

v

v

Lastly, we will explain our initiatives in new business area.

First, E in the upper left corner represents our challenges in new business and new areas. In FY24,
we began trade execution and clearing services for Japan’s electricity futures market and invested
in eClear Corporation, a company holding a license for spot trading, thereby establishing a
business foundation and securing access to both futures and spot markets.

Going forward, we will accelerate efforts to improve liquidity in both markets and continue to
contribute to market development and the stabilization of power supply.

Next, the lower left, F represents our contribution to making Japan a leading asset management
center. In FY24, in addition to the smooth launch of both credit and alternative investment areas,
we have achieved steady results in the development of Japan’s private market, including the
launch of a lending subsidiary business promoting mezzanine debt and other businesses. Going
forward, we will continue to strengthen our asset management capabilities and establish a
framework to offer products to investors.

Next, regarding G, in the upper-right corner, to accelerate DX and system architecture
reconstruction. While preparing to establish a market IT strategy team spanning business entities,
business groups and regions to address issues, such as the complex and siloed structure of our
system infrastructure, we will also accelerate technology and data-driven management to drive
business creation and the transformation.

Additionally, as shown in the lower right, we will continue to actively practice management
prioritizing human capital, including additional initiatives highlighted in blue.

In summary, the key strategies and initiatives outlined in this business group’s medium-term plan
are all designed to address the significant structural changes in the business environment.

We cannot fully control change itself. What we can do is to take the lead in change. Without taking
the lead in change, we cannot survive in the market.

With this in mind, we will continue to approach the operation of our global markets business with
a strong resolve and a focus on results.

This concludes my explanation.
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J Disclaimer

This document contains forward-looking statements in regard to forecasts, targets and plans of Mitsubishi UF] Financial Group, Inc. (“MUFG") and
its group companies (collectively, “the group”). These forward-looking statements are based on information currently available to the group and
are stated here on the basis of the outlook at the time that this document was produced. In addition, in producing these statements certain
assumptions (premises) have been utilized. These statements and assumptions (premises) are subjective and may prove to be incorrect and may
not be realized in the future. Underlying such circumstances are a large number of risks and uncertainties. Please see other disclosure and public
filings made or will be made by MUFG and the other companies comprising the group, including the latest kessantanshin, financial reports,
Japanese securities reports, Integrated reports and annual reports, for additional information regarding such risks and uncertainties. The group
has no obligation or intent to update any forward-looking statements contained in this document. In addition, information on companies and
other entities outside the group that is recorded in this document has been obtained from publicly available information and other sources. The
accuracy and appropriateness of that information has not been verified by the group and cannot be guaranteed. The financial information used in
this document was prepared in accordance with Japanese GAAP (which includes Japanese managerial accounting standards), unless otherwise
stated. Japanese GAAP and U.S. GAAP, differ in certain important respects. You should consult your own professional advisers for a more
complete understanding of the differences between U.S. GAAP and Japanese GAAP and the generally accepted accounting principles of other
jurisdictions and how those differences might affect the financial information contained in this document. This document is being released by
MUFG outside of the United States and is not targeted at persons located in the United States.

IDefinitions of figures used in this document

Consolidated : Mitsubishi UFJ Financial Group (consolidated)
Non-consolidated : Simple sum of MUFG Bank (non-consolidated) and Mitsubishi UFJ Trust & Banking Corporation (non-consolidated)
the Bank (consolidated) : MUFG Bank (consolidated) MUFG: Mitsubishi UFJ Financial Group
R&D: Retail & Digital the Bank (BK): MUFG Bank
CWM: Commercial Banking & Wealth Management the Trust Bank (TB): Mitsubishi UF]J Trust & Banking Corporation
JCIB: Japanese Corporate & Investment Banking the Securities HD (SCHD): Mitsubishi UFJ Securities Holdings
GCB: Global Commercial Banking MUMSS: Mitsubishi UFJ Morgan Stanley Securities
AM/IS: Asset Management & Investor Services MSMS: Morgan Stanley MUFG Securities
GCIB: Global Corporate & Investment Banking MS: Morgan Stanley
GM: Global Markets NICOS: Mitsubishi UFJ NICOS
KS: Bank of Ayudhya (Krungsri)
Bank Danamon (BDI): Bank Danamon Indonesia
FSI: First Sentier Investors
All figures are on a managerial accounting basis. MTBP Medium-term business plan
Unless otherwise noted, foreign exchange rates are based on assumed rates determined for internal managerial accounting purposes.
- RWaA! Fhe inbiized and fuly implementad Basel 11 Baste, Manageris) aciounting basi. (Estimeted fgare) (®) MUFG 51
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