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Deepening and expansion of solution business (Bank of Yokohama)

Deepening and expansion of solution business
(Bank of Yokohama)
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. . . . Excerpts from the Medium-Term
Deepening and expanding solutions business XCErp 'u
Management Plan

Positioned as important among the six key strategies in the new Medium-Term
Management Plan to transform into a "solutions company"

2025 and onward

2022 2023 2024
2019 2020 2021 > >> >> >> >

Previous medium-term
management plan

New medium-term management plan

Restructuring Three years to accelerate "transformation” pursued _
Three-year "transformation” to under the previous Medium-Term Management Plan A Solution
IR LDAEIIET and materialize results Company Rooted
company in Communities
and Selected as a
Basic policies Basic themes and key strategies Partner to Walk

Together

® Deepening and expansion of solution business

1. Deepening core businesses
® Making use of strategic investments and alliances

® Talent portfolio reforms and an increase in

Change engagement
e Digital Transformation (DX)

2. Productivity improvement
through structural reform

® Contribution to sustainable local communities
3. Strengthening the

management base

Sustainability
® Sophistication of governance
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Solution provision system (initiatives in the previous Medium-Term Management Plan)

Implement solutions sales by integrating sales branches and Head Office
and by leveraging group functions and external alliances

Solutions provision system

Sales
branches

Provide solutions by
collaborating with Head
Office and by identifying

relationships based on a tight
network of stores

Providing solutions through sales branches and
Head Office working as one

Corporate 250,000

customers companies (approx.)

Corporate service Structured finance
revenue 1 balance

needs through building strong <«—p

Head Office direct sales
(Solutions Sales Department, etc.)

Providing advanced solutions
it through professional human
= resources, etc.
S
L. ( ] { ]
ndividual -~ 5 million
customers

(approx.)

Individual service Balance of loans for HNWIs

(2 banks combined, average

revenue *2 )
¥12.7 bn ¥365.3 bn ¥14.8 bn ¥3.0 tn
¥11.7 bn ¥2.7 tn
¥8.9 bn
¥72.4 bn
FY18 FY21 FY18 FYy21 FY18 FY21 FY18 FY21
results results results results results results results results

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

* 1 Corporate service revenues such as syndicated loans, M&A, business matching, etc.
(excluding settlement services and other revenues)
*2 Individual services revenues from investment trusts, consulting-related services, etc.
(excluding settlement services and other revenues)

Utilizing group functions

Hamagin Finance
Hamagin TT Securities
Yokohama Capital Storm Harbor Securities
Sky Ocean Asset Management

Hamagin Research
Institute

Collaboration with alliance banks
and outside businesses

« Fintech

e W R companies
TRRIET a2+ M&A brokerage
firms

« PE funds
Tokyo-Kanagawa Solution Connect - Securities
s - e s companies

M #5538 1T J(E5EUEE - Others

Business alliance effect amount

N Number of strategic solution-related
(total effect amount with the bank

companies contracted for alliance *3

a”ied With) (Number of contracted companies as of the end of FY)
203
Chiba Bank ¥16.6 bn companies
(FY19-21 results)
100
companies

¥2.3 bn
(FY21 results)

Kiraboshi Bank

FY18 results FY21 results

*3 Business alliances and agreements with investment banks, securities firms,
PE funds, consulting firms, M&A brokerage firms, VC, tax accountancy
corporations, etc.
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Solutions Sales Department structure (initiatives in the previous Mid-Term Management Plan)
Since its establishment in 2019, we have increased the number of personnel with solution capabilities
and specialized expertise, and strengthened the direct sales structure of the Head Office.

Solutions Sales

v In order to build a customer-driven solutions sales 183
Department structure that can respond flexibly and comprehensively
(Bank of to ever-changing customer needs, the Head Office Direct 112

Sales Division was established in April 2019.

Yokohama)

At launch (FY19) End FY21

Acceptanceof
outside experts etc.
on sécondment
27%

Staff
Staff recruited 1 8 3 a

Staff | recruited
in mid-career — === straight from

7% / university
Professional 63%

personnel
3%

Investment banks

v Providing debt and equity financing through strategic solutions
involving financial and capital strategies

Asset finance, project finance

v’ Providing real estate non-recourse loans for logistics

warehouses and project financing for renewable energy
Proposing strategic solutions facilities
Financial

strategy
Debt and

. . . Finance Investment
equity financing

Capital

strategy
Management

strategy

Bank of Yokohama

Customers Bank of Yokohama

Customer (sponsor)

Sustainability support

v’ Providing sustainable finance and other solutions to support
customers' advanced sustainability management

Bank of Yokohama
Sustainable

Solutions

Customers

Partner companies

- meA_____________ Business matching Wealth management

v" Providing FA capabilities to meet a wide range of needs,
including business selection and concentration and future

corporate growth Group and external partners

Needs Needs Needs Needs

Bank of Yokohama Bank of Yokohama

Seller M&A formation Buyer

Customers

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved. Matching Partner companies

v' Providing non-financial solutions to resolve the business issues
of business partners through collaboration between the Bank's

v" Providing solutions for business succession, tax financing,
inheritance planning, etc., through support of sales branches
and direct sales

Business succession
consulting

Finance
(tax payment funds)

Bank of Yokohama

Inheritance Customers

consulting
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Strengthen provision of strategic solutions

Strengthening the provision of strategic solutions that meet increasingly diverse and sophisticated
customer needs in line with changes in the business environment

Environmental awareness
1S Spread of Transition to a

realignment infectious  Progress of carhon neutral
disease digitalization society

al 800

Strengthen provision of strategic solutions that are
deeply involved in customers' management

strategies etc. and become the first partner for

Number of partners (cumulative)?

Approx.

1,313

The profitability
companies

co s of our partners is
approximately 6
times that of non-

customers

FY21 results FY24 plan ~ P3'tners.
Business Strategic solutions Foreign Average balance of corporate loans
matching exchange (two banks combin) t
. n
¥6.1 tn
Customers' needs _ Management LBO ¥5.5 tn
. . Public support consulting loans
Customer needs are becoming more diverse external
and sophisticated. organizations < W W
apital strate
Business restructuringadbusiness reorganization needs DX P &y Mezzanine FY18 results FY21 results FY24 plan
: : _ support Business  Financial equity financing Structured finance balance
Capital enhancement needs in the coronavirus strategy strategy Approx
SENe iversifi ¥590.0 bn
Diversified and .
Digitalization needs : sophisticated needs ¥365.3 bn
. . _ ustainability strategy ¢ un
Needs for transition to carbon neutral society consulting Revitalization finance management FY18 results FY21 results FY24 plan
. Settlement and succession Corporate service revenue amount
Our sustainable growth strategies i About
¥12.7 bn
M&A Structured ¥ n
: A isi i ¥89b
i A Asset enhancement in Slemor advising finance Employee "
. i - oans transactions
sohii A the high value-added

finance sector

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

FY18 results FY21 results FY24 plan

* 1 Number of clients provided with strategic solutions

* 2 Corporate service revenues such as syndicated loans, M&A, business
matching, etc. (excluding settlement services and other revenues)
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) Strategic solution offerings and target customers

Providing solutions deeply involved in management strategies for the top level of corporate
management, with a focus on listed and core companies

.
@trategic solutions

Positioning "solutions that are deeply involved in management strategy for

the top level of corporate management" as strategic solutions and
providing products that fit the strategy

Management

strategy Needs Solution examples

Capital loans

Capital strategy Capital policy, Preference stock
including fund Equity finance (fund utilization)
procurement and
financial
improvement for

Financial
strategy

Syndicated loan arrangement

business expansion . .
Covenant financing

LBO loans
M&A advising (buying)
Consulting (Hamagin Research
Institute)
DX support

Business Growth and business
strategy expansion

Business recovery
support asset
succession

Revitalization
and succession
strategies

M&A advising (selling)
Business succession consulting

Externally assessed sustainable
finance
Sustainable business matching

Sustainability Sustainability
strategy initiatives

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

@arget clients

Providing strategic solutions to those companies who can be approached by major
investment banks and securities firms by leveraging our strength as a regional bank
in the Tokyo metropolitan area, where there is a high concentration of listed

companies . .
Breakdown of listed company clients

%) i de N
S Listed and_ core-—-.. (by market capitalization)
- = companies
oo Sales or total
6 2 assets ¥5.0 bn or ¥100.0 bn
a 2 more or more
c % S 32%
=i Number of liste
> %: Upper-middle company clien
== Sales or total Approx. 1,20
e §: assets ¥1.0 bn or ompanies
& more
n Less than ¥100.0 bn
68%
Middle Segment Characteristics & needs
Sales or total assets Listed Client groups with multiple businesses,

¥0.3 bn or more complex and diverse needs, and intense

Core competition

Needs include advanced growth support such
as M&A, equity and other capital policies, and
business succession planning

Upper-middle

Middle ¢ Although clients are from a wide range of
industries, many of them are single business
enterprises and their needs are mainly related

Small ) ) -
to financing through senior loans

Concordia Financial Group IR Day 8



Advanced strategic solutions

Increased market presence due to advanced solution proposals and risk-taking capabilities

Investment banking

4 N
Solution Sales Department

Investment Banking

Business Team

Sharing high-level specialized
know-how

Corporate Advisory

Group

7
\

Collaboration

Sales branches

LBO loan balance

v" Increasing loan balance by
capturing M&A needs associated
with business succession, and
needs for going private triggered
by the TSE restructuring, etc.

¥112.6 bn

¥72.5 bn

¥44.8 bn I

¥13 8 bn

External
financial v Market
Sourcing institutions Pn;esr'i?/(;?nent
enhancement (PE funds, P
brokerage
firms, etc. .
) v' Expansion of
deals arranged
Business by the Bank
Integrated partners of
sales at sales
Head Office branches v Improvement
and sales (mainly listed of antennae at
branches companies) sales outlets

Subordinated loan balance

v Increasing our balance of
loans, especially to listed
companies, by strengthening
our provision of capital

strategy solutions
¥113.2 bn

| |

Approx.
¥190.0 bn

¥79.6 bn

¥44.8 bn
¥27.8 bn

N

FY18 FY19 FY20 FY21

FY24 FY18 FY19 FY20 FY21 FY24

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

Asset finance, project finance

Renewable energy
prolects

ﬂ@

Establishment of
West Japan Sales
Dept.

|
;

Renewable energy PF balance

v" Increasing loan balance
through cooperation with
solar, biomass, and other
power generation facilities

v" Regional distrib_utior_1 to 29 market
prefectures nationwide ¥98.4 bn ¥114.8 bn
¥60.6 bn ¥75.9 bn
¥48 2bn
¥29.4 bn ¥41.8 bn
¥14.7 bn J
1

Expansion of finance areas

Real estate
(Logistics warehouses, offices, Objects
residences, etc.)
mm & z==z
e (5. \ 4

Sourcing enhancement

Cooperation with
regional financial
institutions

Y

Balance of real estate non-recourse loans

¥ Increasing balance for loans
that capture the demand for
construction of advanced
logistics facilities in the home

Approx.
¥190.0 bn

Approx.
¥170.0 bn

FY18 FY19 FY20 FY21

FY18 FY19 FY20 Fy21 FY24

FY24

Concordia Financial Group IR Day 9



Sustainability strategy solutions

Providing solutions optimized for customers' challenges and supporting them to achieve their sustainability goals

Solutions to support customers' sustainability strategies

Customer Issues Support by the Bank

_ ® Providin

Integrating solution‘:sg to
sustainability achieve

Into sustainability
management goals
- ® Visualizing

Identifying customers' GHG
priority issues emissions

and setting o Setti

goals for STl

sustainability
goals

Commencement ¢ Linking business
of activities to
sustainability

sustainability
initiatives

sustainability

® Sustainability-linked loans
® Positive Impact Finance
® SDG green loans

® GHG emission reduction
assistance

® Loans linked to global warming
countermeasures in collaboration with
regional public authorities

® GHG emissions calculation support

® CO, simplified emissions calculation
(Hamagin Research Institute)

® SDG Friends Loan Next

® Business feasibility assessments
for SDGs

® SDG Friends Leases (Hamagin
Finance)

® SDG Friends Loans

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

Cumulative amount of sustainable finance executed
(two banks combined)*

. 20,000
(¥100 million)
15,901
10,765 ®—— Sustainable finance
Progress 79%
4,569
2,620 o—— of which, green finance
Progress 45%
FY20 FY21 v FY30

*Qur definition

Finance Case Studies

Putting together Sustainability Linked
Loan syndicated loan
(Feed One Co., Ltd.)

Development of
sustainable animal feed A

2
-
#
e

LBO loan cooperation through sustainability
linked loan (acquisition of shares in
Chocolate Design Co., Ltd.)

Promoting fair trade
chocolate

Maintenance of
registered tangible
cultural properties

Financial assistance through Positive
Impact Finance (Fujiya Hotel Co., Ltd.)

Construction of power
generation plant fueled by
methane gas fermented
from food waste

Concordia Financial Group IR Day 10

Putting together SDG Green Loan
syndicated loan (Sagamihara Biogas
Power Co., Ltd.)



MEJAR sustainability solutions collaboration
Strengthening support for customers' sustainability management by upgrading products and services

through collaboration with MEJAR participating banks

Raising level of solutions through collaboration with MEJAR participating banks

SICERE b

collaboration

’/A§ jb @ﬁa?i MEJAR sustainability solutions ;Z;Z t_l_.\tlff&?_—-r

o B )
0 #aET  REAET M

<Major Themes>
v Case study and information sharing, v'Employee training and education content | | v'Sharing information on solutions to support

product introduction collaboration sharing visualization and reduction of GHG

(Sustainable Linked Loans, Positive Impact Finance, \/Co-hosting seminars for external emissions

etc.) audiences v'Sharing information on specialized vendors
¥ Joint use of evaluation agencies etc. v/ Joint use of outside consulting etc. for decarbonization etc.

Contributing to regional economic development by supporting customers' sustainability management

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved. Concordia Financial Group IR Day 11



) Building a management issue e_stima_ting model _ _ _ _ _
A management issue estimating model is being constructed using Al to increase solution revenues

originating from sales branches.

"Management Issue Estimating Model
Kﬁo be introduced in FY2023)

In addition to relationships with the
people in charge, we leverage the results
of Al analysis to increase the number of
companies to which we provide solutions.

‘. 1: ’I\ x/( M I LI Z E — Scoring the needs for each strategic solution,

9

Implementation plan
Model creation
ow

On-site verification in
some regions

including financial strategy, capital strategy, and

rehabilitation and succession strateg

Management issue

estimating model
Bank of Yokohama External
data environment data

Revitalizat—
ion and Represe—
succession ntative
strategy

Non- 2022
customers

<Corporate Information>
v" Financial Information
v' Attribute information
v' Transaction
information
Contracts signed

<External Information>

v" Industry information

v" Economic indicators
etc.

Model revision and
completion

Deposit customers
approx. 200,000

Verification in all
regions

{

Al learns and analyzes internal and external data to

estimate various management issues for customers. Introduction to the

sales process

—
Post-introduction sales process Utilization of management issue eI T (R )
estimating model strengthen solutions sales capabilities

Step 3 Interview and

proposal Step 4 Contract signin

fSelection of target companies Discussions with Execution of strategic
based on management issue' | influential people 1 solutions Toward increased
I estimating model I ° ° ® I I solution
ﬁ I:EIP:.J 'H‘a/za I Y/ I‘\ revenues
| w /\ I " originating from
1 | Consulting sales | ’ sales branches
o v .
| v Increasmg VISItS to Based on information from the management issue estimating |\/ Improved quality of proposal I Reduced Ieac.i t'f"e ./il
customers with high closing model and financial information, sales stories can be content and information ' to contract signing
\ expectatlons developed before interviews [ provided during interviews

I S NS I S NS N G DN G I I BN B e e e e e
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Talent portfolio reforms (Bank of Yokohama)

Talent portfolio reforms
(Bank of Yokohama)

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.
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. Excerpts from the Medium-Term
0 Talent portfolio reforms (Bank of Yokohama)

Positioned as important among the six key strategies in the new Medium-Term
Management Plan to transform into a "solutions company"

2025 and onward

2022 2023 2024
2019 2020 2021 > >> >> >> >

Previous medium-term
management plan

New medium-term management plan

T Three years to accelerate "transformation” pursued _
T et under the previous Medium-Term Management Plan A A So'u?" g
change into a new financial and materialize results -ompany Roote
company in Communities

and Selected as a
Basic policies Basic themes and key strategies Partner to Walk

. : : _ Together
® Deepening and expansion of solution business

1. Deepening core businesses
® Making use of strategic investments and alliances

® Talent portfolio reforms Jand an increase in

Change engagement
e Digital Transformation (DX)

2. Productivity improvement
through structural reform

® Contribution to sustainable local communities
3. Strengthening the

management base

Sustainability
® Sophistication of governance

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved. Concordia Financial Group IR Day 14



2 Talent portfolio reforms (Bank of Yokohama) Excerpts from the Medium-Term Management Plan

Strengthening of human resource development toward a shift to a “solution company” and a reform
into a corporate culture where employees have high motivation to take on challenges and grow

Initiatives aimed at strengthening of human resource development and corporate culture reforms

Strengthening of human resource development toward A reform into a corporate culture where employees
a shift to a “solution company” have high motivation to take on challenges and grow
Human resource development Productivity : Workplace worth to work for,
s : Career ownership realized through promotion of D&l
Development of human resources Shifting personnel from clerical
with high solution capabilities and work to sales to improve Cultivate a culture where each and Cultivate a culture where employees
specialization productivity every employee designs their own | | respect diversity and individuality of
Sales [ career and act autonomously each other and take on challenges
personnel, SEIES ® Autonomous career 9 ° autonomously and creatively
head office, personqel, design l‘ "‘
/ \ etc. head office, Self-devel ® Flexible work Q)
etc. ® Self-development tvl
>< and reskilling |!ﬂ styles 44
. 5
® Making use of systems ¢ rDeI\s/(?lrjsriehsun;:nin . % _
(Second job, concurrent | : pl ying %,% {3?
positions, etc.) an active role v

Time invested in talent development Revenue from solutions per Number of posts open ll Percentage of women cgr%rgresnitr?gr%ea%fagé?i_al
per person person*l for internal application managers

positions

. 0
1.6 times 4% dso%
160 posts 220, @ .
open for internal 17% O 14% or more
application (FY2021 results 14%)
annual Iy*z FY2021 FY2024 FY2030
FY2021 results FY2024 plan FY2021 results FY2024 plan results plan plan

*1 A total of revenue from yen-denominated loans (loans for corporations and HNWIs) + service revenues (a total of those from
corporations and individuals) + revenue from foreign-currency-denominated loans and revenue from corporate derivatives
*2 Annual average for the period covered by the Medium-term Management Plan

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved. Concordia Financial Group IR Day 15



Excerpts from the Medium-Term Management Plan

D Talent portfolio reforms (Bank of Yokohama)
Promoting human resource development with such aims as the streamlining of the personnel system,
sharply modulated personnel assignment, and strengthening of solution sales capabilities

Streamlining of the personnel system and assignment of Strengthening development of human resources with high solution
personnel to areas of strengthened efforts capabilities and specialization
o _ _ ® Conducting human resource development aimed at strengthening of solution sales capabilities as well as
¢ g;rr?%rpgpflenc%;rzﬁ gﬁrj&ﬂ?:ll rse)gtr%n; by reducing the number of clerical personnel as development of human resources with high specialization such as IT/digital departments in a planned manner,
® Shifting personnel from clerical departments to sales departments with the aim of by strengthening investment in talent development

increasing productivity
® Strategic assignment of personnel to head office direct sales and other areas of

strengthened efforts such as IT/digital departments

Human resource development aimed at strengthening of Number of holders of major consulting

gualifications™
550 employees

solution sales capabilities

FY24 plan
FY21 results - ' 336 employees
3,785 persons -1 Promoting [ vl secondment viih
uman ®
o0
3,600 persons+ resources T ;e o
Visualization
development to E . vyl FY2021 results FY2024 plan
solutions sales " training @© development in IT/digital
Sales force capabilities and K Open “ 130 employees
eploying them L/ application 64 employees

o departments
to be

Head Office Direct

Sales ar]d_ Head Office Direct strengthened Human resource development for IT/digital departments

Corporate Liaison Sales and FY2021 results FY2024 plan
C te Liai . .

Head Office and IR Increasing personnel in Ssraiating o

others Head Office and :::22g:nngndg(ilevcl:ﬂﬁ?ns'lgr{t Head specialized talent Sy of el elers o I PEEsEart

IT and Digital R others and human resource office 1,900 employees
Division ﬁQ‘PTrsons IT and Digital development 1,100 employees
P S Improvement of IT

literacy across the
organization

Reskilling a . _ FY2021 results FY2024 plan
eploying to s 1 Excluding employees on secondment or leave of absence
*2 Number of small and medium-sized enterprise consultants and FP

_ep_ar_tm_en_ts_ Level 1-certified employees
Concordia Financial Group IR Day 16




D) Developing human resources to strengthen solutions sales capabilities - visualization of our talent portfolio skill by skill

Visualizing the skills of the personnel needed and implementing measures
to achieve the desired portfolio

Image of human resources with high solutions sales Talent portfolio by skill
capabilities Percentage of persons
- i with advanced skills
Annual solution revenue Number ofps;’tc:":;\it:géc solutions 0
End FY21 0 End FY24
Approx. ¥0.3 bn 5 " 20% mp 24% (plan)
Professio-
i Qualifications possessed High nal human
Work experience Small and Medium e
. Head Offi
3 Sales Person with Enterpnse - o Acquire more advance
advanced skills provi_sion ski

bra nCheS Person A Management S ger or Head Office
Consultant Direct Sales

Visualization of skills skill - Develop high performers in sales

branches and expand the number of

= level .
Sl lovel Knoﬁgdge Career Training rg':ome aTcra'lg'v”eg ?.‘2 Personwith g people responsible for providing |
experience Design record ot S To., lnte;r;iﬁglate strategic solutions IEL
Centralized management and systematic 8 De"e'PF;hgm:;lfﬁzzu;ﬁgsewzh y
. . . v sourcing capabiliti xpan
accumulation of information M ocrson with 4 the range of solutions offered
beginner %
Deep understanding e Obtain a bird's eye view Low skills @ Deb| t-to""l—é——:::'— 4
of individuals _ of the organization g epgyﬂ?%‘”(éiﬁillﬁg
‘o) i Pat? anaIyS|_s ® [ Administrative | ——— ’ 3 ;
o Visualization of skills etc. ® i officers !

Utilize visualized data to expand systematic
development and recruitment of human resources

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved. Concordia Financial Group IR Day 17



2 Developing human resources to strengthen solutions sales capabilities - Building an effective training system

Effective skill development through skill-level-specific training and post-training follow-up

Strengthening training related to solutions sales

v Establishment of skill-specific training system
Skill level

Qualifications

Branch -
Manager Top sales training

Top management

f:p’ training
level <.
- ifi (1] . ..
Purpose-specific s Prime training
training o
-
Section Proposals :
Manager 2 g Advanced Solutions
level Examination =P |
V g It ate Intermediate Solutions
Control M level
Assggant . . . % Proposal and practical
Section Applied training & . .
Manager fab training
& Foundational training
. . . Elementary (Advanced)
General Basic training
level . e
Foundational training
(Basic)
Strengthening solutions for .
branch managers etc. and ) l;/llsmatckh” Steady skill
. raising the capabilities of etween skills H €aay sKi
Review younger employees as priority ~ @nd training Aim development for Smoﬁth career
all personnel changes

measures (]
§
[ X X !

v Training hours per person (per year)

(Reference) Annual training hours
_ FY21 reSUItS FY24 plan BEnpetsoniat major companies*
Insurance company A: 21 hours
17 hours m City bank B: 19 hours
General trading company C: 13 hours

Solution sales related

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

* (Source: Disclosure documents for each company)

Establishment of training follow-up system

- ; Improving skill
_ Attend # Retention and practice of Improving ski
Trainees : improvement
training knowledge and skills results

{ } } Follow Guidance and ',fh +_ .
o T up accompaniment@ L)
Sales branch Coordination of @ Assignment to work based on training A

management training content = & OJT execution, progress management,
officers etc.

and issue arrangement
ﬁ U @ Information sharing
o0

Head- Conducting € Conducting follow-up interviews M
guarters training € Assistance in resolving issues ‘ ‘

Training contents

» Training content: Solution proposal presentations etc.
Top » Objective: To improve solutions sales capabilities
management » Target: Branch Manager
training » Schedule: 3 day.s in total o
» Instructor: Outside consulting firm

» Training content: Education in finance theory, corporate
management theory, etc.

> Objective: To strengthen strategic solutions at sales branches

> Target: Persons with advanced skills

> Schedule: 3 days in total

» Instructor: Outside consulting firm

Corporate

prime training

Concordia Financial Group IR Day 18



Human resource development to strengthen solutions sales capabilities - support for self-development and
recruitment and training of highly specialized human resources -

Support self-motivated challenges and growth, and strengthen recruitment and training of highly
specialized human resources
Self-development support Strengthening recruitment of specialized and professional

numan resources
v’ Status of hiring of professional and expert personnel for solutions sales

v' Platinum talent certification system

Holders of official certifications with a

hlgh level of expertise ‘ Investment banking 3 — 1 4
s . , M& — 2 2 4
> FP 1st Grade Certified Recognized as m‘ feirans
> Small and Medium Enterprise platinum talent + 4 international & markets ‘ R ' °
& v Professional human resource certification system
Management Consultant
> S " vetiot . Required skills, abilities, etc. Salary structure
ecurities analyst etc. X
% o ) > Advanced specialized expertise > Completely custom-made
Achieving career goals h work berf ity £ N _
Support for qualification acquisition 5 C _ » High work per _ormance capability for » Incen.‘uwz.ed compensation for
_ o o areer development as a specialist the role and mission contribution to results
> Inr(;rnetzse I eallifesition eegusien LTI et > Successor guidance and example > Levels also apply to board
g \3 > Placement in the desired job or post members and department
i ificati . ) Professional heads
> Relnioree e e gualliics o = » Linkage to the professional human human resources

acquisition support courses
resources system

v Examples of efforts to support certification (FP 15t Grade Certified)

External secondment of young employees

Consulting skills training course FP 1st Grade Certified challenge course
v Dispatching young employees to a wide range of fields to hone their

> T il ©F Coliriling o ¢ > Learning through lectures by outside

specialized training institute instruct (holidays) expertise Investment banks ~ Government
(Weekdays) Instructors (holiaays Py Securities finar,i/(lzia_l inbstitl;tions PE funds Trust banks
: > Number of subjects: About 100 persons companies ajor banies VC funds ~ Trust companies
> Number of subjects: 10 persons
About 2 to 3 =
years B ﬁ é% %
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) Human resource development to strengthen solutions sales capabilities - strategic human resource deployment -

Utilizing a talent management system to optimize the deployment of human resources according to
the characteristics of the sales area

Utilization of the talent management system

Visualization
W |- l

Sharing and
analysis

2

Practical use ‘

Data
accumulation

UPDATE

L

Talent management
system

il
kA
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Raising skills
and abilities

Deployment of human resources according to the
characteristics of the sales area

Markets with higher growth

potential and more intense
competition / =i
® Héad Office

Cultivating personnel
with advanced solutions

skills and experience in - [ dh J\DlreCt Sales
g . management positions - . *  Acquiring more
Qua_ntlfylng . - specialized
skills and / - skills through direct sales
abllltleS at Head Office

& . /g;ﬁ—

Digging deeper into customer needs to
maintain and expand market share

Reference: Visualization image

B area
> O
Capability area requires m Strength points

A area

Capability area requires m Capability points ® points
possessed
Capability points quk
possessed Skill Experience experience
. . Headquarters
Skill Experience orporate
Department Personal
Corporate . . . | sale
Department ersona
Department
Personal
Department

Pursuing revenue opportunities
and allocating priority resources
Developing human capital with
a wide range of solution skills

Personal chart

Skills &
specialization

Ability/
appropriateness
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) Reskilling - Realization of structural reform effects -

Following the reduction of workload thanks to structural reforms, promoting reskilling of
administrative personnel and supporting career changes

Structural reform results (previous Mid-Term Management Plan) Career changes for administrative personnel
Number of
- 104 branches
S v Number of branches reduced To FY21 End FY21 FY22to FY24
3 a 158 by approximately 20% Reskilling implementation for 240
3\ ?; 20 Downsized persons
S 5 branches . Career change support
38 . v Some branches downsized too (From October 2019) Career change o a new role
ci Reskilling guidance
FY18 Fy21 (October to December
e 2021) Reskilling standby (regular post)
AGENT in-branch Eliminating paper and operations by introducing tablet terminals Flf(?;kgnlgtt)ra:r;ggl v, Continuing human resources for clerical work
tablet terminals - ( ctobe ) dh '
Installation |/ } ]
completed at all - b
branches i
. - andling by haui et Flow of career changes through reskilling
I oauCtionot iminating cash handling yWi?r\]”SSg customers transact directly
Quick Counter
(QC) 3 iﬂr Salary
Installation a, } o
completed at ” High Career change
29 branches (main assignment)
. Concentration of small-volume, high-mix business that could not be
Business support g | ) | rcoiiergome
office operation concentrated at the Head Office into a business support office
Consolidation T n Reskilling standby Reskilling standby
of operations (career-track (career-track
of 81 branches .-SE' _ position) position)
branches Support office v _ ) ) »
ave no Continuation of clerical work (career-track position)
intention to
. change —— - .
Branch 30% workload reduction thanks to branch channel reforms and career Continuing human resources for clerical work (job
Low course change)

business process reforms
* Result as of end of FY21
Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

(Approx. 700

persons)
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D Reskilling - Initiatives to encourage reskilling -
Encouraging the expansion of career design options that are not limited by previous careers or values

Reskilling guidance

Reskilling guidance is provided to eliminate concerns about the future and to encourage

taking on the challenge of new duties. Almost all of the target personnel participated.

Number of times
held

Number of
participants

Contents

Participant breakdown*’

Age composition

50s
24%

40s
24%

15 times (October to December 2021)

1,085

Necessity of career ownership

Approximately 90% of
target personnel
participated

Background to the need for reskilling

Treatment and career path

*1 Number of respondents 1,009
Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.

) #5R 8817 | CONCORDIA 323300005140
URAFUSDHL19UR
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RE-Skilling

L
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0 #vUPA-1-39T OdmE
o FWPA-F -T2
s BHEIPA-T TN BN
O #PUPFIZTSCRUREAD A JN=330- Y1 IN"

& 2OFRICLD. MEHHFRIRDYOOSNIT

JOB FORUM 2022

To help staff to consider a career design, "JOB FORUM 2022" was held to introduce the
specific duties of each division of Head Office.

LTl i s 10 times (June to September 2022)

held
Number of Approximately 70% of
participants 700 participants in reskilling
guidance participated in
the FORUM

*  Description of work in 12 Head Office departments
Contents * Introduction to case studies of bank employees who
reskilled

Post-event su rvey resu |tS*2
Somewhat Somewhat

High i low Low
50s 43% .
low Somewhat

40% I
36% high

41% .
6a% so- [ °
20s 47% l

Desire to change careers

Low/
Somewhat High/ 40s

*2 Number of respondents 651
Concordia Financial Group IR Day 22



) Reskilling - Reskilling training -
Supporting the activities of subjects of reskilling subjects through training programs in which the
Human Resources Department and the department in charge work together

Reskilling Training Flow

Application post (example) Training period (6 months) (Reference) Reactions of participants to reskilling training
Home loans A TuET] ADepartment
_ ’ Resources .
Subjects ICT promotion Department U D GIEITE
themselves Working together to As the person in charge, | would like to work to gain the
choose and Investment-type product sales develop human resources - ' trust of our customers.
apply Protection insurance sales Classroom On-the-job £ ‘, O I would like to absorb the knowledge | have learned about
. a » " | learning training a Regular - mortgage products and apply it to my work.
olutions sales support ﬁ @ .

Al o 1l ® e. assignment  aended housing mortgage

Digital promotion support €l w V \ I§ 5 challenge training

=] or
Financial Business School Follow up Person A ‘
°
e lecturer ﬁﬁ‘ By attending this training course, | was able to get a
Others (Head Office planning Meeti held with the H Continu_ed trair_1ing concrete image of the basic concepts of Head Office
etc.) eetings are held with the Human _ at assigned site planning operations etc. Also, actually operating a PC Attended Head Office
Resources Department, the department in (trainee) helped me to deepen my understanding. | will continue to planning challenge training
charge, and trainees in a cycle of about study on my own. Person B
Actual results one month to identify issues and

implement improvement measures

Oth batch 1st batch 2nd batch 3rd batch ath batch (Reference) Past SA career change bank employee activities
Training Oct 2021 to Feb 2022 to Jul Apr 2022 to Apr 2022 to Aug 2022 to sales Branch Office Percentage of awards obtained
period Mar 2022 2022 Sep2022 Sep 2022 Jan 2023 Administrator within the bank*

Applications (Nominated) About 70 About 50 About 20 About 60 Career change after ovseéall

PP persons persons persons persons appromm?rt:ilxiﬁgmonths of 147

Trainees SA (Service Advisor) persons

(Number of 20 25 13 11 20 ' . A career

applicants) In-branch consulting services cl?angz te)aenk -

v |ﬁ \'/ 'ﬁl empl??alees

More than 80% have been assigned to positions U“di'fﬁf"“g Investment  Life Inheritance  Activity favorable compared with other personnel
. . reskilling trusts insurance
d nd are now aCtlve in the com pa ny. training * Number of employees who obtained awards from 2019 to 2021 as a percentage of employees engaged

in SA work at the end of FY2021
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B Human resource development initiatives (Higashi-Nippon Bank)

Human Resource Development Initiatives
(Higashi-Nippon Bank)

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved. Concor dia Financial Group IR Day
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B Human resource development initiatives (Higashi-Nippon Bank)

Establish a systematic human resource development system to become a
"total partner for small and medium-sized enterprises"

Initiatives to develop human resources to achieve the target

vision

Establishment of human resources development system

[Target vision]
Total partner for small and medium-sized
businesses

Building an 800-person workforce
through structural reforms

Systematic human resource development centered on the
Financial Business School

Proposal of optimal solutions that fit
the lifecycle of small and medium size
enterprises etc.

Concentrate management resources in the
Tokyo metropolitan area and establish a
customer base specially of small and
medium-sized enterprises etc.

Contributing to corporate growth by
providing "peace of mind" to
management

Number of About 990

employees Persons About 800
About 370 persons
Nu;?:g of persons
ersonnel (*) (about 37%) About 420
P persons

(about 52%)
Others
Personnel

Human Resources Department
Financial Business School

-—

Promoting
autonomous career

Skill assessment
(division store managers

and Head Office divisions)
[ ¥ ¥

2%

Visualization of skills and
identification of goals for
each skill level

FY21 results FY24 plan

*N

Understanding of the gap
between aspirations and

development

-

OJT based on skill level,
training, and self-

Improving solutions sales capabilities

Fostering human resources that create
"high customer satisfaction" and "diverse
innovation"

Expertise and
advanced
knowledge

X

Overall
strength as a
bank employee

/

Major Initiatives

» Establishment of a human resources
development system to achieve the
target vision based on the Financial
Business School (August 2022)

» Implementation of human resource
development (training etc.)
according to skill level

» Developing professional and
management-level human resources
through intra-group human resource
exchange

(*) Number of sales personnel: Branch liaison personnel + Head Office direct sales personnel

the necessary initiatives development

OJT based on skill level, training, and self-development

Education and training

x Fostering site-based initiatives
by Head Office

through block education councils

¢ o . ®
Sales branch —— Head Office OJT <
Ly oJT (follow up)  aPS

( )
Training and Self-development ’

fe

Copyright © 2022 Concordia Financial Group, Ltd. All Rights Reserved.
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B Human resource development initiatives (Higashi-Nippon Bank)
Training based on skill level, human resource development and engagement improvement

through intra-group human resource exchange

Training based on skill level Development of specialist human resources and management
Implementing training in collaboration with the Human Resources Department Developing human resources by leveraging the collective strengths of
(Financial Business School) and other departments the group through intra-group human resource exchange
Management level > Training to improve solutions sales skills Human resource exchange from Human resource exchange from
(Branch manager to section manager and management skills required for Bank of Yokohamaliy Higashi-Nippon Bankjis
Cliz) executive positions Nippon Bank Yokohama
= Level 4 (Advanced) o) Improve solutions sales, credit Dfl‘éz'é’%r]{;ﬁ:”; Sfa?wﬂﬂzn gf;f’e‘;;clgi ;?r
%) - . - . [ H H ]
~S  Level 3 (Intermediate)  ~ Trglnlng to'lmprove solutions saleg @ Jnggmer_lt_, angmaknafg\e(zmkenrf skll!s human resources, and management
25 skills, credit judgment, etc. according = y acquiring Bank of Yokohamas  ,,4,gh business experience at Bank of
ol % Level 2 (Elementary) to skill level ® know-how Yokohama
Q .
o Level 1 (Basic) Head Office: About 55 persons Head Office: About 20 persons
Directors and general managers to
: : o mid-level employees (corporate Mid-level employees (corporate
Improving the effectiveness of training - ¢, 1, ion of training by outside 0 planning, sales, loan screening, planning, sales, loan screening,
through foIIow-up services to instructors g human resources, risk risk management, etc.)
participants by dedicated instructors = management, etc.)
>
Joint training with Bank of Yokohama, Expansion of participation in n
utilization of training curriculum and external training and external Sales branches: About 5 Sales branches: About 9
other know-how seminars Branch man ran .
ranc anager and Assistant manager
assistant branch manager
[Status of Investment in Human Resource —
. Xpan a
Development in FY2021] SR
FY21 results more FY24 plan Developing human resources to be total partners for small and medium-sized
Traini h enterprises
raining nours About 10 About 16 Further integration of organizational culture, increased engagement as a group
per person (*) hours hours
(*) The number of people in human resource exchange is the total number for the most recent 3
(*) Training hours per person: Sales-related and management-related training hours years
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