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R&D

Bl FY24 review and future outlook

IChanges in FY24 ROE

=0= : Expense ratio
Net profits ¥(23.0bn)

75% 7 A
o

Incl. ———
one-off factor

1
1
6.5% /: _____ o

5% One-off system 4%
impairment

FY23 CF™t Card Deposits Others Expenses Credit FY24
result settlement etc. costs, tax, result
etc.

I Future changes in ROE

Approx. 6.5%"2

4%

FY24 CF*1 Card Others Deposits Expenses Credit  FY26
result settlement etc. costs, tax,
etc.

*1 Consumer finance *2 The level assuming no significant changes from the expectation in the business environment

I Achievements, challenges and future initiatives

MUFG's strengths in retail business

65 The largest domestic customer base
49 Deposit balance of retail customers(March 25/¥tn)
v
12 11 Become a significant strength with
increase of deposits value in a
MUFG Bank A Bank BBank C Bank D normalized interest rate environment

94

FY24 achievements
+ Strategic investments to enhance MUFG Group-integrated
financial functions
» Reverse the downward trend in account openings/credit

cards/housing loans
# of account openings # of credit card members Volume of home loans

Reversal after Reversal after

. Reversal after e 17 years | te.. 8 years
] . 16years A S
...A /
|
e s = —_— —
(FY) 08 09 2324 07 08 2324 1617 2324

Acquire new customers with a focus on young generation

Challenges . ;
985 and enhance collaboration among products and services

» Build a framework to support customers with all financial
needs by launching a new service brand and integrating
various functions y,

b 4
Fy B Continuously develop services such as launching a digital
26 bank to fulfill customers’ needs, and expand the Group-
B wide customer base as well as deepen relationships y

() MUFG 4
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R&D

ll 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*!

I Concept of LTV management I Vision
« Enhance stickiness and increase mid to long-term profitability by « Expand Group customer base, increase market share, and
encouraging more customers to engage in multiple transactions improve multiple transaction usage rate to maximize LTV
over an extended period throughout life by leveraging bank accounts
LTV account holders in their 20s Most important KPIs
X Average of customers engaged o
Average of all customers™2 | }> in multiple transactions Pl LTV (average unit price)
- Domestic Card H Asset PY A A
MUN .([:)aertgg Bz oversea loans, .|02T5e man?ge— (Jjeposits v v
Annual settlement  etc. st x5 Rate of multiple
revenues "TTTTTTITT T # of customers transactions usage™>

Net changes
© in customer numbers

) 324
10-years LTV(average unit price)by # of transaction types™3 I I I I I
314
Approx. Increase average / /
¥200K/ | unit price by -
13x . v /':entralizing financial

L

(Age) 20s 30s 40s 50s 60s 70s 20s 30s 40s 50s 60s 70s

SIBLUOISID M

uone|[eoue)

transactions in Population-based customer share

MUFG Increase
YR R RV FY Ry Midto

Deposit One Two More than two transactions*4 FY FY FY term
acocr?lt;nt transaction transactions 20 21 22 23 24 26 ltoer;g'\-
*1 Life Time Value *2 Includes inactive customers *3 LTV may vary due to changes in calculation methods *4 Two or more transactions among asset (.) MUFG 5
management, home loan, card loan, auto loan, salary and pension receipt, MUN credit and debit cards, other automatic bank withdrawal *5 MUBK customers only



R&D

l Services connected to the life of each customer

—Launched a service brand “M-tto.” Stronger connection enables MUFG to provide greater
convenience and value

NEW v REHSWIEHER
B oo pon) o
55 > B
TSECHAR 4

™ More
" rewards

Coin+

VANDLECARD

Visa prepaid QR settlement Credit card Point payment app ; Inheritance services
card app Released in June 25 o] v
—_ . % NEW
@ w m N
1]
3 v WealthNavi Digital platform
2 . o - - for inheritance advisory
=1 Online securities Robo-Advisory service To be released in FY26
t NEW t NEW t NEW
Loyalty program Common ID Group-wide “M-tto” point
To be released in FY26 To be launched in FY26 To be released in FY26
6r NEW NEW NEW NEW
c o Branch network i i
5§ Internet banking =1 Digital bank <= Joen new branches s LICMBErShip services for
o= . il . =reet i the semi high net worth
g-< Renewed in Jun 25 To be launched = and reorganize To be renewed in FY26
o in FY26H2 functions gradually

“Comprehensive financial services for every life stage”

provides customer experience oriented financial supports (9 MUFG



R&D

| Coverage expansion through strategic investments

— Core financial functions inside the Group enable diversification of monetization points and

swift decision-making Will,

inheritance,
Deposit, loan, and real estate Consumer
asset management finance

(MUFG group ownership ratio )

¢! TOKYU LIVABLE
ZHFEB/IN—T

¥ MICARD

Mitsubishi UFJ Trust and Banking
(100%)

T TOKYO GAS MUFG Bank o , oacom
(100%) Mitsubishi UFJ Real Estate Services (40.1%)

Credit card,
QR settlement

(100%)

To be launched in FY26H2

Digital bank

Toees. JAGES

(22.5%)

rRECRUIT

Google Cloud MUFG group @

. ' Dominant customer base A AImLINeS
sakana.ai Asset management : Credit card,
(face-to-face, online) approx.60mn in total™ QR settlement

Mitsubishi UFJ Morgan Stanley Securities
R (60%)

mutual complement
R_/
Consolidated as a subsidiary in Jan 25
Mitsubishi UFJ eSmart Securities
Y (100%)

Mitsubishi UFJ NICOS (100%)

RECRUIT MUFG BUSINESS (49%)
JALCARD () (49.4%)

Consolidated as a subsidiary in Apr 25

O Zenhoreni.5%)

Consolidated as a subsidiary in Jun 23

Kanmu (68.8%)

VANDLE CARD exceeds
12mn downloads

OpenAl

management(fund)

Provide Robo-
Advisory services
to approx.20
alliance partners

Mitsubishi UFJ Asset Management

(100%)

Manage and sell the
most popular

investment trust

in NISA

mutual complement

Consolidated as a subsidiary in Mar 25

WV WealthNavi (100%)

Customers can utilize various financial functions offered by MUFG, primarily through MUBK, which increases the market
share for the entire Group.

Core financial functions are provided by subsidiaries, while economic zone is shared with 34 parties
*1 Simple aggregation of individual customers of MUFG consolidated subsidiaries within the R&D Business Group

() MUFG 7~



R&D

| Enhancement of asset management business

—Expand market share by strengthening the asset management business through strategic
investments, improving product quality, and fostering external collaborations

Enhance product competitiveness of MUeSS*2 through

group collaboration

+ Consolidated as a 100% subsidiary in January 25.
Number of brokerage account opening dramatically increased
with Group-integrated product enhancement and campaigns, etc.

I WealthNavi(WN) dominates Robo-Advisor market

« Both AuM and the number of users are steadily increasing
« Support broad customers’ investment through alliances

Changes in AuM(¥bn)

# of brokerage account opening fYEI® Auto sweep from bank |
Expand Zell accounts
= WN direct offering through -
_ 1,356.3 9 J Approx. 10x Installment for investment
Alliances approx. 20 "5 trust using credit card
1.146.1 alliance partners ]
’ . FY23 Fy24 ‘ NISA Campaign across the Group
s N I Fund with largest capital inflow since launch of new NISA
# of users « MUAM has No.1 net AuM in Japan for publicly offered equity
investment trusts (excl. ETFs) with its core product eMAXIS
440K users Slim - N
Net AUM(¥tn) “eMAXIS Slim” series
yoy +42 K users
24.5 Sales companies
# of “Robo-NISA” users 18.4
Others over 50 companies
* 11.3
1
115k users Net AuM
yoy +21 K users
. J *3
Mar Mar Mar Mar Mar Exceed ¥16tn

21 22 23 24 25 FY22 FY23 FY24
*1 As of the end of March, 2025 *2 Mitsubishi UF] eSmart Securities *3 As of June 23, 2025 (0) MUFG 8



R&D

| 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
“connected” to each service

Update specifications to allow one-stop access from the

MUBK app to other services. Transform into a gateway for

all transactions

Visa prepaid
card

Credit card

€ | QR settlement

Smooth navigation
from balance
confirmation to QR
payment process

Digital salary
deposits are
available

*1 The number of customers who used “Mitsubishi UFJ app(Internet banking for individual customers)” in the last 1 month. MAU : Monthly Active User

12:15

(ODMUFG =zUFumiI

_— | W Robo-
sEEE (301 AdVisory
1,326,341+

GRS B

B Z®BUFJA-F <,

024/12/10 BXLVE (HE ®,

314,958 %

e ZEUFJ e2v—hEHF @ @ ‘ Online
500,000 =% securities

# of IB MAU*1(mn)

10
8.8 W

FY24 FY26

*2 Number of issued Mitsubishi UFJ] cards

New rewards program promoting daily use

+ In addition to the new rewards program that allows
earning points through daily use and enjoying the

benefits, the update also improves convenience
e N .

Beneficial rewards program
One of the highest reward
program in the industry

Enjoy 7% point rewards
with affiliate partners anytime

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

One of the largest numbers of
affiliated partners in the industry
A total of 30 brands induding
lifestyle and entertainment services
.

J \.

App supporting daily use
MUFG card

Global point
WALLET

Simple point management
available at VISA-affiliated
partners worldwide

~— Impact of the release ——

# of branded # of monthly
searches card issuance*?

Over 4x I Over 2 :l

June June June June June

&

J

# of annual card
issuance (K) *2

1 OOO

FY24 FY26

() MUFG 9



R&D

| Services connected by M-tto

—Become “always connected” MUFG by integrating all customer experiences, from daily

activities to life events and inheritance
I Group-based loyalty program with a unified ID

I Complete overhaul of excellent club

« Unify the IDs to access M-tto services with a single ID which
enables to standardize the point system and provide group-

wide rewards

Home Card
Loan

Settlement

w

= WealthNavi
Asset
anagemen

SBUFJRG |
- S

Daily use

Group-wide
reward points

5-level stage ranks with benefits for each rank

Membership is upgraded with “more” and “longer” use
Designed to provide greater benefits and accessibility

Build mid- to long-term relationship
with stronger loyalty

« Enhance retention through a membership platform for high net
worth and semi-high net worth customers

« Designed to enjoy the “exclusivity” with additional benefits on
top of the loyalty program

CGeasv) .. Excellent club %

° Permanent interest rate benefits || © Non-financial benefits offered by
o A wide range of financial affiliated companies
services with interest rate and o Exclusive information sharing
fee benefit plans and web seminars

o i i i . .
Exclusive advisory service for o Offer an exceptional experience
__members

I Release of digital platform for inheritance

Digital PF to “connect” customers’ key assets and sentiment to
the next generation
+ Become an MUFG that is always “connected” with each
customer and their family across generations

ConS'icrl]iglr':cisntZée zlite _mlmageﬁ_ Prepare for emergencies
Future desian @ Money management b
|.|_| sirmulation 9 "t | (82 family member
777h7Ah (prepare for dementia)
Supports by 6 o=t Simple and speedy
Al concierge U L succession(prepare for

inheritance)

Enables the succession of transaction status and privileges
from the parent generation

(®) MUFG 10




R&D

Il ¥ 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
. . | K ith + Enhance functions within M-tto services by elevating
Rapid service development to keep pace with and benefits of transactions and digital convenience
surpass the accelerating changes in society is
essential _ _
« Sharp increase in asset management
Customer demands Bank
R needs « Consumer preferences diversified

since COVID-19

- Intensifying competition for
g Competitive  deposits due to interest hikes

landscape « Entry of non-financial service
providers into banking business

Digital bank MUBK

Dominant branch
network/manned system

8 i 63

ATM  Branch Online
consultation

Attractive interest rate
Advanced UI/UX
Tailored proposal

A

®
3
<
=
o
S
3
o)
S
—

|euJtaIxa ayy ul sebuey)

‘ @ Extensive data

h X
- Deployment of
Al capabilities

Technological * Generative Al
“¥= evolution - Authentication technology etc.

Create a platform that quickly delivers advanced and

o competitive services tailored to customer needs Cre‘fjit A

4] . car Online
N n Agile and adaptable system platform

== 9 P Y P QR > 4 securities
=0 settlement v

7 9

g o) a Low-cost business model

® S, Loan Face-to-face

= Corporate environment/culture that recruit and Trust securities

develop digital specialists bank

(®) MUFG 11



R&D

1 Branch/remote strategies conversion,
customer touchpoint enhancement

— Position branches as “a space for providing unique added value by MUFG"” and
reorganize branch network
Branch strategy conversion
« Completed the phase of branch network restructuring

Remote operation optimization with state-of-
the-art technology

« Convert branch network considering cost efficiency « Aim at both “improving customer convenience” and “streamlined
operations” through the deployment of co-browsing and Al
# of branches(the Bank)*! soplutions 9 Ploy g

515

500 Deployment of co-browsing™*2 Next-gen contact center

Function-based
reorganization

385 R ~TTes Domain
) specific Al

329 Z S
27 / Customer (= = == share the
screen

A il \ R Inquiry -|'|-
FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25~ ' e * Al Domain
\ & Custome {EEUES specific Al
\

(Concept of function based reorganization) e
o _ Support e iz 63
cull bankin M-tto square |Specialized functions \:_—__‘ et \_ @
g (Focus on individuals) | POp-up branches perarol Operator
Alfl line-up service Deepen relationshipfll Expand customer Real-time assistance for Utilize Al to guide
o';ncé)i:/?gl:i:s/ with individuals touchpoint customer interface to the best operator

I Human capital : HR augmentation in retail business

Newly established Customer Service course to a|m at becoming
a specialist of branch management

# of hires
FY25 Approx. 100 P continue in FY26

[ Identify candidates }

10" {to fongzterm ....mywm';ﬁ
customer relatlonshlp and enter the |

“phasSe to reorganize branch network

for future branch management
in the mid- to long- term

(®) MUFG 12

*1 Based on filing with FSA  *2 function to share screen
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Commercial Banking &
Wealth Management
Business Group

Yutaka Miyashita, Group Head
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CWM

Il FY24 review and future outlook

IChanges in FY24 ROE

=0-=: Expense ratio Net profits +¥74.0bn
A

r

I Achievements and challenges given external environment

» Increased deposit income in normalized interest environment
Achieve- + Enhanced lending profitability by enhancing risk-taking
ments capabilities
- Improved succession-related loans by capturing large deals

Major KPI

JPY deposit income Lending spread

Loan balance related

(¥bn) to business succession
0.59% (¥tn) 1.0 1.0
0.7
110_0 0.550/0

0.53%
30.0 . 0

FY23 FY24 FY26 FY23 FY24 FY26 FY23 FY24 FY26

Chall- ° Further improve loan and deposit income
enge  Create further opportunities by enhancing owner
approach

Status of owner approach (Status of visit by specialists in HO)

13%
66%
o
60%
8.5% o)
Corporate x WM
Corporate WM
FY23 Base  Solution/ Trusts AM  Expense/ RWA FY24
result profits*1 derivative tax etc. result
Numerator Denominator
factors factor
I Future changes in ROE™!
Approx.
15.5%"2
13%
Corporate x WM
Corporate WM
FY24 Base  Solution/ Trusts AM  Expense/ RWA FY26
result  profits* derivative tax etc.
Numerator Denominator
factors factor

*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

Visited _ Visited
5K companies +6K > T 11K
Target Target
40K*3 : 40K*3

Potential for
creating business
opportunities

FY23 FY24

(¢) MUFG 14




CWM

lll 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

IImprove loan portfolio I Large corporate

« Improve profitability by enhancing risk-taking capabilities « Target customers based on corporate management issues and
« In FY25, strengthen initiatives for high profitable deals transaction relationships, make team-based efforts on business
while restraining low profitable lending strategy proposals
Expected amount of fee income
Portfolio for corporate loans (lending spread/ balances)*t FY24 result Strengthening Shareholder ~ Capital (¥bn)
(vs FY23) profitability return enhancement +7.0 65.0

: N ¥1tn
High profitability :-P
(5%) Business strategy proposals 58.0 /
Exceeding ¥13tn '
profit targets (70%)

4Rk 4ER Ses
Low profitability I<— égct)/:)
Targeting and teaming up
based on anticipated challenges End Jun. 24 End Jun. 25
I Initiative to acquire deposits
« Focus on further increasing deposits and preventing deposit I Initiative for startups

outflows by enhancing positioning through business strategy
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*? 36
) 35 — VU Expand base/
P Enhance presence
Astroscale &) Timee STARTURP SUMIT
FY23 FY24 FY25

*1 Profitability managed by RWA *2 JPY deposit balance of general business corporation *3 Mitsubishi UFJ Capital (’) MUFG 15



CWM

lll 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

Shareholder restructuring
(delist, etc.)

Hand over business

(M&A/ fund utilization) Ownership

: Testamentar
view ( 12

o
8

Business Family
view view

Leave assets
(AM/ real estate)

Business growth
(loan/ M&A)
Owner
Target 40K companies

Visited™ 11K Not visited

Owner approach

*1 Visit by specialists in HO

Transfer shares to family

Enhance t j Increase specialits
internal organization (people)
ﬂ 2,200~

« Promote front to obtain 1,970

internal certification on 1330

succession and M&A
« HO accelerates fostering

professionals and career «

recruitment Y23  Fy24 ~ FY26
Expand Hold seminars for clients

customer touchpomtg VLD
2,000~

« Deepen knowledge of

academia on family 1,220
business sustainability with

industry-academia '
collaboration 280

« Expand customer
touchpoints by holding FY23 FY24 FY26
seminars

(®) MUFG 16



CWM

Il WM business (Advisory business model)

- 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

« Proposal of portfolio
 Product strategy

AM
Asset succession g C D a * Family
Lending i governan_ce
Goal based - Introduction of
Real estate RM Customer o~
(BK, TB , sc)approach 300K people specialists
! ! (Untapped 200K)
Cross Providing comprehensive solution Non

transactions finance

Net operating profits in WM
(¥bn) 140.0

AM stock income
(¥bn)

40.0 110.0

33.0

27.0 70.0

(
Fr2a 7 Fr2e

(
FY23 FY23 FY24 Y FY26

*1 Broadcasting experiential content such as serialized magazines, videos, and seminar invitations

IInitiative to expand WM business

Strengthen
WM talents

Expand
product/
services

Expand
customer
base

Strengthen career recruitment and new
graduate recruitment for the WM course
Promote job rotation through integrated BK-SC
operations

» Introduced custom-made USD discretionary

investment service (Apr-25)

 Launch loan products for high-net worth customers

(within FY25)

» Newly established customer development team

to collaborate with BK and SC

» Acquire next-generation customers through

testamentary and asset succession

Provide customer experience through WM communication media
Expand touchpoints by DWA

WM communication media
(Membership website
for hiah-net worth)

“JProvide various contents*1/,

Digital -
Wealth Advisor &5

* Online interview by

[OL NS

exclusively remote
advisor

* Provide remote
solutions using WM
digital platform

(®) MUFG 17
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CWM

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

_—|‘ . Improv_e employ_ee_ enga_g_ement by promoting understanding of
. Q A hed O strategies (IR within divisions etc.)
50k Main a PRSI 100« QCJ * Adoption of autonomous office management
e = N —
') T
= <
20« Sub-main g Establishment and i
the status of >
% adoption of the office
120k Medium rank or lower el Not approached 200k management policy
>
] System (IT) N J
Corporate business _ N’ _
« Enhance share up activities + Newly established new business « Widespread use of the new CRM released in Apr-25
» Expand startup support e emeratio o mers - Improve productivity by fuII-erdged Al installation
through asse_t s_uccession ] . Generate interview
- Strengthen digital sales model + Centralized New CRM Installatlon scenarios

internal/ external

_ information . ﬁtégc;\r/ri]:\fve (rjecords
Deposit (dés-hboard) + (transcription)
¥58tn + Efficient + Prepare internal

managerial approval documents
accounting Released Apr-25

FY24 transaction volume*! - Search procedures

*1 Loan: Balance for corporate, Deposit: Balance for corporate & individual, AM: AuM for individual (.) MUFG 18
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Japanese Corporate &
Investment Banking
Business Group

Masakazu Osawa, Group Head
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JCIB

I FY24 review, FY25 outlook

+ Achieved the highest ROE(14.5%) by leveraging B/S
operations to capture interest rate movements and securing

Aﬁqhe'?‘\t/se' 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
External environment Strengths of JCIB
Changes in industry and Framework to meet
sector trends diversifying needs
Changes in : .
Impact of  interest rate Alliance with MS
trade policies c&a(ljrilt(i%tns Integrated operations with
overseas branches
Advancement Hostile Integrated front office
in AI utilization = takeover activities for the Bank and the
Trust Bank

FY25 outlook

@® Continuous enhancement of the core banking business
regardless of changes in the interest rate environment

Strengthen balance sheet

@ Capture large scale funding needs, leveraging risk-taking
capabilities : :
Enhance risk-taking
® Support growth of industrial domain, and create future pipelines

Approach for the
co-creation value

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

Il FY24 review and future outlook

IChanges in FY24 ROE

=0- : Expense ratio

. The highest
Net profits +¥70bn NOP an% ROE
A
1.6%  14.5%
40% 0.7%
° 0.9%
12% (0.4%) (0.2%) | o

L. . 0,
Positive impact from large 39%
credit cost reversals and

suppression of occurrences

FY23 Interest Non-interest Expenses Others  Credit FY24
result Income Income costs result
Gross profits
I Future changes in ROE
Credit costs revert to Sug:?vlinnably
average levels 9
company-wide
14.5% | ROE
Over
12%*1

12.5%

12%

Continuous enhancement of the
core banking business and
capturing large scale funding needs

FY23 FY24 Credit
result result costs

Non-JPY Expenses Gross Others FY26
deposit profits

(¢) MUFG
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ll Strengthen balance sheet

I Lending

Capture high-profitability deals and event-related finances while
maintaining high spreads
B Lending spreads

(JPY and Non-JPY) *1.2

B Domestic lending average
balance (JPY and Non-JPY) *!

0.54% 0.55% (¥tn) Corporate Product™
. 0 '
35
0]
0.32% 25
\ 15
FY20 FY23 FY24 FY26 FY22 FY23 FY24 FY26
I Deposit

Maximize VxR with business operation that matches the interest
rate environment and maintaining/increasing transactional deposit

B JPY deposit B Non-JPY deposit B Profits from
spreads*!.2 spreads*!.2 domestic and foreign
settlement / FX*!

0, [o)
Maintain and 1.52%  1.45% (FY24=100)
increase deposit
balance
Control
0.17% sensitivity to mitigate 100
decline in profits 99
0.02% )
o/ 0.04% 0-48%
N \
FY20 FY23 FY24 FY25 FY26 FY20 FY23 FY24 *** FY26 FY23 FY24 --- FY26

I Reduction of equity holdings™

Aim to achieve target of ¥700bn and less than 20% of total assets
(FY24 result: ¥276bn)

(¥tn) Domestic equity (Acquisition price)
Domestic equity (Market price)*s/ Consolidated net assets ®
1.86
Target
¥700bn
1.34
1.08
32.9%
28.3%
v
20.1%
Less than
20%
(( (\(\
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
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l 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*> balance
(FY24=100) (FY24=100) (FY24=100) (FY24=100) (FY24=100)
119
100 100 106 100 100
100 76
79 9% 67
87
33 79 76
\ \ \ A\ A\ & N
FY20 FY23 FY24 --- FY26 FY20 FY23 FY24 FY26 FY20FY23FY24 «++ FY26 FY20FY23FY24 -+ FY26 FY20FY23FY24FY26

prTTts Established “Through-the-Cycle Fund” (March 2025) - !
Lp*3 B M&A business

| FM 1 |
N NG ORI oo oo e
([ ] ] i

1 (FY24 Transaction amount basis) _Acquisition of a publicly listed U.S.

: 3 1 *7 o
MUTB _Fund MUBK : Rank Advisor 3 home builder*? by Sekisui House i
: Investments that identify the cyclicality 3 ! !
(intrinsic value) of the real estate market | 1 MUMSS i 1
| 2 Nomura securities
ﬁ EEE 3 Goldman Sachs
3 SPC SPC SPC 4 Mizuho FG v Sekisui House's largest acquisition |
| t ¢ ¢ i v/ MUMSS was appointed as FA. 3
3 ‘ 5 JP Morgan . Several banks including MUBK :
1 Asset Manager 6 Daiwa securities i supported funding for M&A 3
MUREAM*4 External AM 1 : — | v Sekisui House became No. 5 home |
3 ] 7 Sumitomo Mitsui FG . 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
involving Japanese companies (including real estate acquisitions). MUMSS includes deals advised by Morgan Stanley *7 M.D.C Holdings, Inc. (.) MUFG 22




JCIB

I Specific cases on co-creation of value

Il Approach for the co-creation 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™! Semiconductor

Acquisition of business

opportunities

©Astroscale

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

MUFG Transition Whitepaper 3.0
Organizing key common challenges in
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

Suppliers Nagase & Co., Ltd.
Setting targets for

emissions across Per:(r)nn?sostilonr?
the entire supply chain ;
pply reduction

SLL*2 support for Nagase & Co., Ltd.
Setting targets for supply chain
emission visualization and reduction.
Selected as a model case by the
Ministry of the Environment*3

Hosted the forum together with
Fukuoka FG under the theme of
"Sustainable Growth of the Domestic
Semiconductor Industry."

[ Semiconductor supply chain . ]

fad i

Business flow/ Finance
ESG data v capabilities

[ Platform ]

Concept regarding the semi-
conductor platform with NTT Data
Initiating discussions with NTT Data to
build a platform that contributes to
supply chain resilience

Mobility

|

Social implementation support of
autonomous driving services
Promoting autonomous driving
services through the investment in
May Mobility (US)

= o

Startup Exhibition with Toyota
Hosted the event connecting suppliers
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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JCIB

IHuman capital

Pursuit of “employee enablement and progression” and “create
an agile culture” that meet customer expectations

Employee enablement and progression

Talent management system
development
- Experience,
vs FY20 Pe:ls:tl;nel achievements,
Mid-career hires 7 - and skills
X

Personnel appointment

Qualified i Personnel management

person ' Place- Develop- Appoint-
i ment ment ment

1

Ex qualification
% Established

in FY24 ApProx. 1 OO

Aiming to advance human resource
management in JCIB
(Starting in FY25)

Engagement / Corporate culture

Chicago BoothxMUFG
Rising Talent Program

Distributed Web program through
NewsPics

EH#H'G!:‘-*/ aElltH

Sharing examples of industry
development and business co-creation.
Promoting network expansion and
culture integration.

Part|C|pat|ng ina program at the University
of Chicago together with our customers.
Strengthen the alumni network
in the third term.

lll Strengthen business foundation

IAI utilization

Maximize both the quality and quantity of proposal-based
activities through Al utilization

Vision
9@
User a (_;\elnt / Knowledge 9
search
, i » Proposal
T Dialogue
Data Draft
mtegratlon preparation
Proposal | o i
sharing andi Proposal Internal and | Slide
viewing ' data lake external data ! revision

Roadmap

o Release a proposal data lake as a knowledge-sharing portal
FY24 Reduce the perceived workload for proposal creation
by 50-90% through effective knowledge utilization

9 Optimize the output of providing knowledge by implementing
FY25 Al agent and realizing autonomous search processes

9 Al agent automatically drafts proposals by utilizing
FY26 accumulated knowledge and internal/external data
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GCB

Il FY24 review and future outlook

IChanges in FY24 ROE IExternaI environment
—o~-: Expense Net profits+¥20.3bn* Macro- * Maintaining high growth, but monitoring the impact of
ratio . A N economic economic downturn on consumer spending and loan
11%"! environment  demand, and the interest rate policies in each country

* Monitoring Thailand and Vietnam due to their high

Tr_ac_le reliance on exports to the United States, and have
9% policies . . ) . .
relatively significant impact on their economies
56% 55%
o 2 I Review of FY24
6.5%
« The GCB Business Group recorded all-time high NOP
« VTB and SBC also posted record profits
GCB NOP VTB and SBC profits
FY23 VTB: KS BDI Other FY24 (¥bn) (equity earnings)*’
result SBC*2 result 4 x2 _ 285.3" (¥bn) 26.4
: 3 135.5 x7.5
Future changes in ROE £ - l .
>
Q
- FY18 FY24 FY13 FY24
A?822§3,5 < (GCB launch) (investment)
9.5%"3 « New investments in 2 digital finance companies, expanding our
K6 economic sphere
7% ascenomoney Mynt
« Higher credit costs at KS GCB credit costs
6.5% o overseas subsidiaries and (¥bn) 160.5°®
= BDI subsidiaries 128.8
Q
FY24 One-time BDI VTB- KS Other FY26 FY29 O
result factors™ SBC FY23 FY24

*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



Il Krungsri (Bank of Ayudhya)

I Latest Financial Results*!

(¥bn) miyel  voy  REYSUS Jazn‘(’)—szlb‘llar
Gross profits 674.4 +63.1 163.1 (6.4)

Expenses 299.8 +27.7 74.5 +1.6
NOP 374.7 +35.4 88.6 (8.0)

Credit costs 201.4 +44.7 43.9 (10.0)
Net profits 133.8 (12.0) 33.1 (0.0)
Loan Balance™? (¥tn) 8.3 (0.5) 8.3 (0.4)

I Steady profit growth since investment, NIM above peers

NOP and net profits since NIM vs. Peers*3

the investment (¥bn)

KS Average of peer banks
NOP
Net profits 374.7 30.6pp
0,
@ 4.3 /0 4.10/0
3.9%
153.5
133.8 3.5% o 3.5%
3.4% 3.3%
>2.7 2.9%
Dec 13 Dec 24 Dec 22 Dec 23 Dec24 Mar 25

IDomestic corporate loan decline bottoming out

Domestic corporate loan*?

(¥tn)

3.04 3.00 3.03

2.90

Mar Jun Sep Dec Mar
24 24 24 24 25

Deeper business ties
with local conglomerates
+ Leveraging the Ascend Money
investment to generate collaborative
deals with the CP Group

MUFG
(® MUFG

/YN krungsri
U4 et

CP Gr
ascenbp money
true

True Internet Data Center
Supporting major telecom firm True
in a data center o
construction project,
including term loans for
a total of around ¥5.6bn.

Credit costs steadily decreasing

Credit costs / Credit cost ratio*4

(¥bn) Credit costs

Credit cost ratio

(o)
2.4% 5 304 2.3%

2.1%

2.5%

54.1 519 493 46.2 44.0

Mar Jun Sep Dec Mar
24 24 24 24 25

*1 Financial results as disclosed in KS's financial report based on Thai GAAP. Converted into JPY with THB1=¥4.40 *2 End balance
*3 Average of Bangkok Bank, Siam Commercial Bank, Krungthai Bank, and Kasikorn Bank *4 Credit costs as a percentage of loan balance

Strengthening credit control

» Applying stricter credit standards
and improving asset quality mainly
for domestic auto loans, SME
business, and Hattha Bank

ASEAN
Biz

oo
= m
—
SME
F

Auto

(®) MUFG 27



I Bank Danamon

I Latest Financial Results*!

GCB

IGrowth and governance in auto business promotions

Adira’s standalone credit costs decreasing after peaking in Mar 2024

Jan-Dec
(¥bn) YoY (¥bn) Credit costs Credit cost ratio [~ ;
7.3% ity + More stringent
' . (o] T 1 1
Gross profits 185.3 +6.9 credit criteria
10.4 8.2 + Increased
Expenses 103.5 +6.0 collections staff
» KPIs focused on
NOP 81.7 +0.9 Dec23 Mar24 Jun24 Sep24 Dec24 L. debtquality
Credit costs 43.2 +7.0 Stronger business platform after the Adira-Mandala integration,
capitalizing on steady market growth
Net profits 29.3 (3_0) FY24 Loan Balance vs. Peers Automotive Market Size
(¥bn) (mn vehicles) .
* :— -------------- : --------------.i 2-Whee| :_ Forecast 6 mmmmmes >
Loan balance™? (¥tn) 1.8 +0.1 8193y __ ] ! 4-Wheel |
o : : 161051 fo4gs | | 63| >
BDI is driving loan growth, deposit balance also solid | ; : ; S 5
: : ! ! | 61.7 | : 1.0
Loan Balance™ Deposit Balance* ] 0.9 |
(¥tn) (¥tn) BCAF*3 Adira+ MTF** Adira FIF*>Mandala 22 23 24 125 26 27 28
_ Mandala
BDIT non-consolidated 5 Progress in revitalizing the consumer finance business and
Ad' 1.4 ' reinforcing the business platform
11 1.3 Branch transformation program Increase in transactions driven by
. also contributing to profits enhanced D-Bank Pro*?
FY24 FY24
YoY New-Style old YoY FY24 ——
Branches Branches =
0.5 0.5 . [
Numberof new 510, 4620 Active users +11% e
customers T s e e
Income from Number of +28% .vwnz
fees and +23% +17% transactions
commissions FX transaction +66% ===
Dec 23 Dec 24 Dec 23 Dec 24 Loan balance +43% +13% volume ° -

*1 Financial results as disclosed in BDI's financial report based on Indonesian GAAP. Converted into JPY with 1IDR=¥0.0098 *2 End Balance *3 PT BCA Finance
*4 PT Mandiri Tunas Finance *5 PT Federal International Finance *6 Independent research by Adira and MUFG, projections for 2-Wheel from FY26 onwards are
based on the BMI report and independently compiled by MUFG *7 Internet banking app for retail customers provided by BDI

(®) MUFG 23



GCB

1 Our vision through the expansion of
MUFG’s economic sphere

I Strategic 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
, ' ascenp money
) /9O\ krungsri - ——— ] HOME 7
VietinBank™ AN o # SECURITYBANK  papnamon Grao CREDIT & mynt
GCB . fts*z ‘A member of MUFG a global finenciel group o AkU'OkU DMI FINANCE finance for o
et Prori A member of (¢) MUFG
36.5 35.8 42.8 .
2l7 10.1 18.6 22.5 26-2 . l
— [
(1.1)
FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 Fy21 FY22 FY23 FY24
Capturing the growth of countries as a whole through a . : .
Icombination of PB and digital strategies Medium- to long-term business portfolio goals
+ Maximize our ability to capitalize on growth in Asian countries by Profit portfolio of Asia*> GCB revenue portfolio

combining coverage of the corporate and mass retail segments by (Net profits excl. amortization of intangible assets)
PBs with gaining access to the unbanked segment by utilizing m GCB Asia overall

digital finance. Other than GCB x1.6

2026 GDP quWth forecast*3 O Unbanked pOpUlation rati0*4 GCB ..........................................

e

J - =

ASEAN u.s. EU Japan FY24 FY29

Asia x Digital
Approx. 20%

KS
1%

BDI

*1 Partner Banks *2 For the FY13-19 period, GCB net profits are the total net profits of the four PBs under Japanese managerial accounting standards. MUAH impact is excluded
from GCB Business Group net profits for the FY20-24 period. FY19 and 21 are excluding the impact of sales of shares in Ngern Tid Lor Co., Ltd, FY24 is excluding KS impact. Net
profits including the impact are, FY19: ¥52.3bn, FY21: ¥65.0bn, FY24: ¥65.9bn *3 Source: International Monetary Fund

*4 Source: Global Findex, Global Finance *5 FY24 excludes KS impact (.) MUFG 29



GCB

| Strategy by country: @ Indonesia - Fusion of conventional and digital finance platforms

I Expansion of MUFG's economic sphere in Indonesia

Large global
corporates
Q@
£
s Large local
S g corporates
l SMEs

Conventional Finance Digital Finance
Corporate loans Housing loans Colr;sa%nswer Auto loans Loans (offline) Loans (online)
' ™ High net worth
— individuals
[
(‘) MUFG Danamon ADIRNA Mass_segment § g
TUISTET HOME and middle class 3 £
[ A member of (&) MUFG S ot @ <5
. CREDIT Underbanked 'vé @
Danamon MANDALA Akulaku Population™! 53
A member of (¢) MUFG B C Unbanked
_ Y, bank neo commerce

J L

Population*2
J

T T

85,000 companies

6 million individual customers

T

60 million individual customers

I Expand financial services and capture growth through integration with digital finance in Indonesia

Industry Presence
(2024)

— Commercial banks —

5th (by net profits)

(.) MUFG Dana‘mon

Amember of () MUFG

—— Auto finance —
2nd (by loan balance)

Z2DIRA

nnnnnnn

M MANDALA

*1 Customers who do not have full access to financial services or whose needs are not met
*3 Source: London Stock Exchange Group. Excludes bilateral and club loans *4 Based on the Bain & Company report, independently compiled by MUFG

Corporates

Mass segment and middle class

Unbanked population

Growth of PBs through collaboration with MUFG j§ Utilization of digital channels J Capture of growth in digital finance providers

MUFG collaborative profit Track record as lead + Number of retail
(USD mn) managing underwriter Danamon customers
60 for syndicated loans*3 A memerof @ MUFS 6 million people
CAGR
+55% %th c .
HOME ° ls\laukrensber_of affiliated
points
10 14th CREDIT 20,000+
o « Number of
@ company-owned EC
sales points
FY20 FY24 FY21 FY24 Akulaku 90,000+

Digital finance Examples of recent
w*‘* collaboration
(USD mn)
11,217 >
CAGR [ p 4
+239% DMI FINANCE
REDIT
1,443
+ Start of support
N e for collaboration
2024 2034 among investees

*2 Customers without bank accounts
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GCB

- Strategy by country: @ Philippines - Expand services by investing in top payment providers

I Expansion of MUFG’s economic sphere in the Philippines

Conventional Finance

Digital Finance

Corporate loans Housing loans Colr:)sal.rl{ls'\er Loans (offline)  Loans (online) Psszenst

T s [ | SECURITY BANK |

corporates ‘ 7
g (®) MUFG _
cg ocal sb finance HOME
as Large loca i en st bk s g -
G2 corporates CREDIT N |yr]"tH
00 © SECURITY BANK
l SMEs \_ ) q

1
82,000 companies

IAbout Mynt (commonly known as “GCash”)

Founded in 2015, Mynt is the Philippines’ largest digital payment provider

Mynt has firmly established
its business presence by
utilizing the economic
spheres of Ayala and Globe

Payment services,
digital loans

@) GCash

Retail stores
(shopping malls, etc.)

|

Major domestic
mobile carrier

T

Used by 8 in 10 adults

Overview and aim of investment

High net worth
individuals

Mass segment
and middle class

Underbanked
population

Unbanked
population

Individual
customers

August 2024: Agreement to invest approx. ¥63.3bn

*1 The number of adult population in the Philippines : approx.70 million (source : UN World Population Prospects)

Debt provision Business alliance Increase of transaction
by MUFG and SBC with SBC and SBF volume between
MUFG and Ayala
mynt mynt Nayala
1 e I
(®) MUFG $ SECURITY BANK
()
9 SECURITY BANK sb finance (®) MUFG
(®) MUFG 31



GCB

ll Medium- to long-term strategy by country

IOverview of each country’s strategy and platforms

Platforms

Strategic Direction Commerdial Bank / —

« Rebuild earning capabilities (by streamlining
domestic businesses and enhancing "\ krunasri
Thailand E overseas business management) 4‘# e 9 ascenbp money
+ Increase transactions by leveraging s —ree e
investment in Ascend
« Strengthen intra-group collaborations o = sDIRA
Indonesia : such as those with Mandala and other Danamon T (I-.‘!F(i’Eh[d)IET @© okulaku
investees in the digital area amember ot @G NP manoaLa
— + Expand synergies through collaboration . HOME
philippines | 1 R o vt etc. 9 SECURITYBANK - crepir MyNt
« Maximize the ability to capitalize on .
Vietnam growth by taking advantage of the vlethane SHBFlnance
characteristics of a state-run bank Nang oid  cude s6ng Lol
« Continue to seek business opportunities in >,
India both commercial banks and non-banking [
financial companies DMI FINANCE
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GCB

Il Towards achieving sustainable growth

(Eﬁth"E%Tgng a digital ecosystem that connects investees IContribution to financial inclusion efforts

2nd MUFG Fintech Festival (Singapore) O lanng eonomic growth inAsia = o1

Number of Digital Finance Users*3
mn people
(mn people) over100 ( )

67 Aiming to cover
1 in 4 of the ASEAN

e, cug s | ETEE g ar ¥ adult population*
i N = S R i 10 years from now
ascent n-{oney o ?\

« Attended by over 200 people from 50 participating companies.
More than 50 business matching meetings were held to facilitate
creating synergies between investees.

FY24 FY34 h g

IHuman capital management

« Start exchanging human resources among GCB, PB, and investees
in the digital area to share knowledge

Advancing knowledge-sharing and collaboration through MODE - Strengthen governance control by dispatching personnel to
management positions and key posts in the risk management area
HOME Examples of recent activities and future policies
CFiEDlT » Cross-selling for Home Credit’s customers ) i . o
x in cooperation with Qoala (an insurance  Plan to extend employee dispatch to investees in the digital area
™ Qoala tech company invested in by MUIP*2) in order_to develop global digital management talent B
OMUFG ¥ HOME
i © CREDIT |
« A total of over 120 people participated in « MUFG dispatched a Deputy CEO to an overseas subsidiary of KS
(0) MUFG MUFG Tech Sessions, which were held four — _ -
times by the Digital Strategy Division (.) MUFG x ‘"\ krungsri

*1 MUFG Openly-connected Digital Ecosystem initiative *2 MUFG Innovation Partners *3 Number of borrowers and payment users of investees
*4 The proportion of digital finance users within total adult population of approximately 400mn in partner bank countries (Thailand, Indonesia, Vietnam,

Philippines) (Source: UN Population Prospects) (.) MUFG
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Asset Management &
Investor Services
Business Group

Takafumi Ihara, Group Head
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IChanges in FY24 ROE

=0-: Expense ratio
pmmmmmemn - Net profits +¥8.1bn
! A

e r A

13.5% - F--l-;); "
0

AM/IS

Il FY24 review and future outlook

I Achievements and challenges given external environment

: Impairment  mMgA
FY23 AM IS Pension losses on Econorr/1ic FY24
result goodwill etc. capital etc. result
Numerator Denominator
factors factor
I Future changes in ROE
=0—:Expense ratio Appro>*<.
199%*1.2
Approx.
15.5%%"2
""""" =i
12%*! i
9.5%
- Lack of Amortization
Fy24 AM IS Pension impairment  of goodwill/ FY26
result losses Economic capital etc.
Numerator Denominator
factors factors

*1 Before amortization of goodwill *2 The level assuming no significant changes from the expectation in the business environment *3 Excluding ETF

« Gross profits demonstrated steady growth, excluding the
impact of market value and FX
Trend of gross profits

(¥bn) %Excluding impact of Approx

market value/ FX 570

FY24 main results

PO Investment Trust
Balance™3

NoM!
I Domestic AuA

FY23 FY24 FY25 FY26

o PN
|Impact of market value |
7.2 9.9 Pension customer rating

Gross profits No" lm
AM+IS+Pension CAGR:+14% > ilisliSt4Banks

Excluding market value and FX

Short term

» Uncertain market condition due to trade policy negotiations

Mid to long-term

» Pressure from customers for fee compression

» Strengthen investment performance and expand
operational capabilities for medium- to long-term growth

» Further expansion of IS function

(®) MUFG 35




AM/IS

Il Contribute to making Japan a leading asset management center

I Key progress in each area IAM: MUFG group collaboration
Provide services that exceed customer expectationsl KPI OI « Transfer part of the credit investment functions, which have been
* Implemented initiatives to strengthen investment developed over many years at TB and BK (Global Markets
AM performance and capabilities through compensation Business Group),to MUAM (AM/IS Business Group).
system reform, collaboration among business groups,
and funding support for emerging investment firms Global Markets Investment AM/IS
Contribute to improving efficiency in AM industry l KPI Ql (Treasury etc.) funcéions
IS » Continue to expand BPO™ services. Achieved target of the Bank HR
MTBP's BPO contract balance ahead of schedule > MUAM

: : _ the Trust Bank
Contribute to promoting autonomous asset formation for

all generation Credit area Invegtme”t Credit Management
Pension < Increase DC investment trust ratio by 5% from last (CLO and other « e Division
year via providing D-Canvas and new DC products securitized products) (Newly established)
(eMAXIS Slim)
I Major KPI IIS: Providing BPO services by utilizing Aladdin®
@ AuM @ AuA + With the introduction of BlackRock Aladdin®, MUFG realizes an
(¥tn) 200 (¥tn) 100 efficient operating model based on advanced work division in AM
95 and administration by providing specialized middle & back-office
87 f services on a platform connected to AM companies o PICin
145 — Aladdin® & Aladdin® & aw company
123 127 65 [vs initial target] ol le o = leo
4 +¥25tn = -
— AM company AM company
[VS initial target] Data (Front etc.) Data automatic()  (Front etc.) Automatic
+¥10tn conversion CAVErsion @ connection(l) connection
" Aladdin®
( ( E = o |o
FY23 Fy24 ' FY26 - FY29  FY23 FY24 '\ FY26 .- FY29 _ MUFG _ _ MUFG _
(Middle & back-office operation) (Middle & back-office operation)

*1 Business Process Outsourcing *2 Person in charge ® MUFG 36



Il Global AM/IS

IGIobaI AM

Basic strategy
- Strengthen private AM capabilities
- Develop revenue base by expanding products that meets
customers needs
Status of new private product setups under FSI

ALBACORE

.
l e Infrastructure
Partners

- (European private debt) (Unlisted infrastructure)

Part of the First Sentier Investors Grou;

Middle Eastern

the Trust Bank Customers || the Trust Bank

SV\iF"1 |

e ) . Obtaining Anchor

@ v Anchor investment™ lcommitments IInvestment*2
= European Senior Direct .

Lending Fund North American
Infrastructure Fund
CLO No.7
Plan CLO No.8 European infrastructure fund

Mezzanine focus fund No. 4

Trends in AuM of overseas private asset & base fees

(AUD Bn) (AUD Mn)
80 AuM =——Base Fee (Right) _oe- ] 400
60 | cmmm—"" 1 300
40 | / 4 200
20 4 100
0 (( 0

2021 2022 2023 2024 N 2026

+ Create synergy
- Expand TB's Japanese stock products to overseas investors
through FSI

- Expand revenue by utilizing AM x IS functions
*1 Sovereign Wealth Fund *2 Providing investment when a fund is established etc.

AM/IS

IGIobaI IS

Basic strategy

» Build resilient revenue and customer base to strengthen one-stop services
and expand regions

Product Region
Fund Singapore,
admin \ : Hong Kong
Fund
- Bundled Fund FX / \
finance - :
services il
( ) i Europe us
. Middle
i Inorganic :
Lending 9 Custody /back
etc.
Pension,
agency

Overseas AuA / Global network

+ Inorganic growth supported steady growth of AuA and gross profits
» Leverage the global network to meet diverse customer needs

AUA (USD bn) Gross profits (¥bn)

1,400 [ TAUA . 1220 e e %
—Gross profits_ < O Q °
e o s o
1,300 | PR 4 180
%
1,200 F 1 140 oo .
[ ]
1,100 -}\ 4 100 '-‘ @
Global officers & || Global branches
0 — —= —1 0 employees Approx.
FY23 FY24 W\ FY26 Approx. 9,200 25 countries
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I Management focusing on human capital

Expand job-based HR system to recruit and

Expansion of job- . =D !
retain specialized AM professionals

based HR system

MUFG * Launched "MUFG Global EMP" talent development
Global program to enhance AM base and cultural reform
EMP*1! + Dispatch young FMs to FSI's AM team

Job-based HR system (AM) MUFG Global EMP

Adopting entity Yourg; FM
. the Trust Bank

Active FM O wuam [ () ¥
External partnership
Passive FM the Trust Bank %

the Trust Bank Stewart Investors
Analyst NEW MUAM

ALBACORE

Trader ORPAVORE

I MUFG Pension & Market Services (MPMS)*2

Acquired MPMS in May-24. Entered overseas pension and transfer agency business
- Pension: Top share in AUS, approx. 40% of private pension subscribers/ 10M accounts
- Transfer agency: Approx. 6,000 customers/ 13M shareholders, in AUS, UK, India

Business integration process Growth strategy

O Synergy to collaborate with MUFG
» Cross-selling to overseas

entities of Japanese corporates
and global clients

O Cost reduction across entire group

(responsiveness to customers « Cutting cost by integration of

needs, improvement of operation operational bases etc.

quality, cost reduction, etc.) 7 7

M Completed introduction of
governance and management

structure under MUFG x
O Optimization of business

operations and systems

*1 Emerging Manager Program *2 Former company name Link Administration Holdings Limited (Australia)

AM/IS

lll Discussions and initiatives for future growth

IInorganic strategy (Global AM)

« Consider acquisition of global AM company in addition to obtain
private AM capabilities to meet the diverse customer needs and
build a system that can seamlessly provide products and services

Private t
””””””””””” 3 falaluteteteieieisleleleteteieints it
( : i
L Acquisition of

global AM

Public Existing AM business

~oooo- et iteiteitetteteitateteie

IInorganic strategy (Global 1IS)

Expand presence & customer base Product
8 i Value-added| fExpansioln of
: unctional axis
(.) MUFG seFrV|(;jes (Value-added
Pension & . un Expand services, new
§ > Inve§tor Marl.<et lgange function businesses, etc.)
Q | o Services  Services + un [
ol > , FX
@) Fund Pension -
= admin admin Secu_rlty
Custody Transfer lir;dlng
L agency convioes Gaining presence
3 L ) and customer
S base in various
® |Expand presence & customer base global markets
Product
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Global Corporate &
Investment Banking
Business Group

Fumitaka Nakahama, Group Head
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I FY24 review and future outlook

I Changes in FY24 ROE™! I Achievements / Challenges / External Competitive Environment
—0= :Bxpense Ratio . o « Uplifted interest income by continuously improving
lending spreads and advancing portfolio rebalancing
56% 0
A (0.2)% 0.1%  7.5% through BSO*S
6.5% o (0.6)% Achieve- | ° Increased fee income in areas of global strength,
070 o ments including Project Finance (PF) and Aviation
\ ~ Y, 52% « Improved expense ratio year-on-year despite the rise
Net profits in overseas personnel and regulatory expenses
(after adjusted individual factors*!)
= +¥29.0bn =
FY23  Interest 2 Non-interes Credit costs Fy24 » Further improve ROE, expand competitive product
resit  income  ncome . XPEMSES others | RWA result lineup. Establish a resilient business model to
Nug&rg)rtor Den%ré}g\rator Challenges withstand market ﬂuctuatlon(o)

« Utilize assets effectively with discipline(e)

| Future changes in roe

pommmmmsmmsmsmsomse- ! Approx.
; | 9.0%* (1)

7.5% | | ﬂ External  Market uncertainty (e.g. trends in U.S. trade policy,
] ] Customer rising geopolitical risks) could impact deal flow

Capture demand of

private credit /
Enhance credit o

» Continued imposition of tariffs could potentially lower

Strengthen both -
interest and non- management by External the real GDP growth rate by 2% in US™®
. ) centralizing middle- Macro- . .
interest income market expertise P m—— Investment based on actual demand, including
S\ \through PJ Evolution S~ e infrastructure, remains stable
*D *3 . . .
FY24  Interest ~ Non-interest Credit costs o « Our revenue growth rate is higher compared to our
: ) Expenses RWA FY26 mpetitiv .
result income _income P /others . gl()obalelgéeres benchmark banks. Some global peers increase loan
N Denominator balances while maintaining higher profitability

*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. (.) MUFG 40
*4 The level assuming no significant changes from the expectation in the business environment *5 Balance Sheet Optimization *6 Outlook as of Apr 25



Il GCIB's journey to date and future outlook

I Historical trends in ROE and RWA™! € FY18 MTBP
. N Increased RWA due to the COVID-19 pandemic
(0.0 =0~ ROE (lhs)*? RWA (rhs) 2 A (;;ng depressed ROE
U7 Acquisitionof DVBs e 7 . - —
Aviation Finance Lending Business -' _ _ Achieve- gﬁa:jrtiﬁ;:lp:‘gerncg;nl%r:zw};}p;%f;iéztél|Ity assets
8.0% Sale of e Steadlly achieve MENtS | Non-JPY liquidity stabilized
MUFG Union Bank 2 5% double-digit ROE | 26.0
6.0% . Challen- Balancing asset control and profitability
ges  improvement
4.0% S ~ Credit costs 1 24.0
increased due to
the COVID-19
2.0% | pendeme @ FY21 MTBP
1 220 Grew ROE and NOP through recycling RWA to
0.0% L . 0% higher profitability assets
FY18 MTBP FY21 MTBP ——+— ©) FY24 MTBP ——-mmemee : : :
(2 0)0/0 Reduce?low—proﬁtability assets Replace% high-profitability assets| Evolvgre business and platform 20.0 AChie\t/e' Stez?dlly progressed in _BSO and m;reased
(FY) 18 19 20 21 2 23 24 25 26 ments ' fee income by growth in cross-selling
Historical trends in lending spread and NOP*! Challen- Achieving double-digit ROE with only
ges | existing measures
=0~ Lending spread (lhs)*2 NOP (rhs) (¥bn)
1.9% r 1 500
245.9 © FY24 MTBP
1.7% ) L eieee0 7 400
Evolve Core Business x Global Operation
1.5% 1.62% 1 300

Allocate resources to our Enhance the profitability

vs FY18 | leading debt products of our platform
1.3% +50bps 200 +

1.1% 1 100
0.9% 0
(FY) 18 19 20 21 22 23 24 25 26

*1 Managerial accounting basis. Previous years’ figures are estimated values based on the FY24 managerial account basis. From FY25 onwards, the figures are
based on the FY25 managerial account basis *2 Estimated figures with individual adjustments for large credit costs, interest income, and RWA included in FY23 (.) MUFG 41
and FY24, respectively. The ROE before the adjustments; FY23 1.5% and FY24 13.5%



Bl Progress of the current MTBP

Key initiative

4

X

GCIB

Evolve core business

Key initiative -
—PJ Evolution Illli |

Significant increase in both
Origination and Distribution

activities for high-profitability deals

Global Structured Solutions

(GSS)

P Steadily achieve double-digit ROE

Digital

infrastructu

i

1
L

¥/

> Capture the major

global trends from
a leading position

NV

GCIB

e B

Revamp global
securitization business strategy

Increase high ROE deals by leveraging JV

o) %

Reinforce Bank/Securities
integrated platform™?

Aim for swift decision-making and
agile resource allocation. Capture
flow-type business including FX and
derivatives in a volatile market

e || 012100 2] | 02:HN0IY3-19MOd: D UIUIED:20U LY U T sy

Key initiative
Strengthen securitization business as the 3™ pillar

“Leading Global Debt House”

D o4
Aviation Project * T *
finance*?2 finance™3 Securitization™
Global
Global Global P eCh
A W conduit
No.2 ¥No.1; No.5
N .“4 ABS
Rk No.8

ocs | %

Global alliance strategy

Mitigating market impact by capturing deals
based on actual demand

Expand:globally:competitive:product:lineup

Steady development of collaboration,
including enhanced joint venture (LM1V)
in the Americas, APAC joint-marketing,
and JPY bond marketing

Enhance the global management platform

Center of Excellence

Streamlining and standardizing

global operations

*1 Plan to convert overseas securities into the Bank subsidiary from 1st Oct 25
*2 (Source) Complied the aviation ABS data from Finsight and calculated on a calendar year basis *3 (Source) PFI
*4 (Source) Compiled ABCP conduit data from Moody’s and the U.S. ABS data from Dealogic. Calculated on a calendar year basis

Enhance the human capital base

Pursuit of best talent mix
regardless of nationality

(®) MUFG 42




GCIB

l Evolve Core Business (Allocate resources to our leading debt products)

I PJ Evolution - profit growth & double-digit ROE

I Enhance solution capabilities

Revamp global securitization business strategy Significant increase in O&D activities for high-profitability deals
Strateqgic Objective - Create synergy between PF and Securitization Evolution from the traditional O&D model
ROE

Participate in infra-

o (profitability)
investment PJs as A Steadily
double-digit ||

Institutional investors Tenant

(AM / Sponsor) ABS investors
< Lead Left .
Lease QCapability to 0 Less dependence on interest T
Lease eceivables participate in higher income. Accelerate velocity of
tiers of ABS issues high-margin deals ) . )
I 9 fF__’ror1c1eeds (securitization backed by Build capa_blllty for capturing
\ i lease receivables) Fee income the major global trends
» Increase lead left deals

Digital infrastructure issuance

i I Approx. 2X
Fund Issue vehicle Identified individual focus pprox/J
assets based on regional

agreement
Invest

) ) ABS
Investment T s Fﬁ( issuance | features with credit division Virtuous cycle of
management PF loan fees . —— increasing .
+—O0— (OMUFG eyl 42% foc oGS 08D volume
rox. 1.5X.
Increase Global Structured Solutions (GSS) deals asset turnove

o Established multiple collaboration
agreements with financial partners

Synergy from collaboration
aimed at enhancing distribution channels

- *2 |
GCIB x GCIB-GM ROE e » Divert from sub-scale O&D
: = (O&D volume)

Traditional O&D |
O

(T B EPTEY
Structure for supporting
dggialn E@ﬂg Advanced structuring ] . 7.8% evolved business model
g- - OIS 11 Big data analysis
Credit ) employees’ evaluation .@ 9 Y
assess- Sector expertise H f K @ of all deals
ment € P L ramewor!
st [ Detailed monitoring system ] FY23 FY24 FY26 Covaad Visufalizlation
i ; . of sales
' Plan mind shift activities

i i i i ) Embed into
Design/offer tailor-made debt solutions matching the Hl GSS ROE ) -

[various needs/risks of each customer, realize high ROE " QRS Tl 36% GCIB's DNA

: as achieved in BSO
(¢) MUFG 43

*1 Managerial accounting basis
*2 Estimated figures with individual adjustments for large credit costs, interest income, and RWA included in FY23 and FY24, respectively.




GCIB

lll Enhance the global management platform

I Centralization / Streamlining & standardizing global operations

- Strengthen the platform to support expanded operations through
business model evolution

EMEA

Asia / Oceania Americas

IIIIIIIIIIII

Centralize credit operations to reduce tasks

l _________ e e s e P e e

. Expandingthescope to include
Work ethgbvalenlt t(t) data management and KYC
ADDIOX. EERE / operations that contribute to

Centralized workload
vs FY23 Approx. 2X

Centralization

risk management
Centralizing operations in India

MUFG Global Service (MGS)
FI deals: Centralization completed
Corporate deals: Centralization completed for deals in Americas and EMEA
Structured finance deals: Pilot case in progress

Merit of scale Information centralization Talent development

& accumulation
Standardization

Process improvement based on centralized information.
Standardization of procedures across regions.
Implementation of a global unified system

I Enhance the human capital base to support global operations

+ Pursuit of best talent mix regardless of nationality

Precedent cases

Promote Local Staff to
functional head positions

+ Female MD
development program
» GCIB unique overseas
training programs
Finance

 Global training in Japan D12 B EEIEE

» Strengthen credit evaluation
skills / O&D training

» Dispatch Home Staff to
overseas branches /
regional planning positions

» Transfer / promotion
across regions / entities

» Long-term assignment
in Japan

Development with mid-to long term perspective regardless of LS / HS.
Promote global optimal human capital allocation
to enhance business platform

Support business model improvements as represented by PJ Evolution
through strengthening the platform, optimizing and enhancing the human capital allocation

(®) MUFG 44
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. GM
Il FY24 review and future outlook

IChanges in FY24 ROE I External environment and achievements/challenges

‘ Policy rate is rising in Japan, staying high in the U.S.,
(0]
2 m and cut by other central banks
+3.0% (0.3%) 3.00 3a ‘ Concerns over medium- to long-term interest rate hikes
.0% 3 3 due to financial expansion, etc.
o =
A ‘ Geopolitical risk, etc.
0.5% (0.2%) g O Japan ‘ FX-Derivatives: . / JPY bonds: A
=3 @
o Overseas FX:Fixed income: .
3=
FY23 Sales & Treasury/ Expense/ FY24 o — — -
result Trading New investment Economic result*! A0 Treasury ‘ %??gg?;; Leodnlijcglggrlc?olﬁgreallzed losses .*4
business capital :
I Future changes in ROE Sales & Trading Treasury, etc.
v Strengthened integrated operation
Approx. z across business groups/entities v Substantial elimination of
7 50,*2 (ED'. v Increase in foreign exchange unrealized Io_sses in the foreign
270 S transaction volume due to Morgan bond portfolio
3 Stanley collaboration v Developed measures to realize
© v Ensuring access to Japan's “making Japan a leading asset
a electricity futures and spot management center”
markets
3.0%
Q
Q ) v" Enhance balance sheet operation
ro v Ezzianrelzcsi JPY interest rate to prepare for further JPY
int t rate hik
FY24 Sales & Treasury/ Expense/ FY26 ﬁ nterest rate nikes
result™! Trading New investment Economic
business capital

*1 Excluding the downward impact on ROE resulting from the planned sale of bonds with unrealized losses, considering the overall financial situation *2 The level assuming

(®) MUFG 46

no significant changes from the expectation in the business environment *3 Sales & Trading *4 Unrealized gains (losses) reflected hedging position was +¥100bn as of end Mar 25



_ GM
Il Progress of major strategies and future plans

I Progress in FY24 I Profit contribution of each strategy (NOP, ¥bn)*1

e - N Faced challenges in the JPY (interest rate) business in FY24, but other
"Lead the transformation" of MUFG for Further Growth major strategies have steadily progressed. Continue to aim for profit

1. Connect customers and markets to provide the best solutions growth towards FY26.
G MUFG-based : Pursuit optimization of overall MUFG across pprox. 33

optimization business groups and entities
g DI : Move away from closed business development Further expand ’_fhe business Pased on
= w Invest it N ) the strong start in key strategies
Sl[SefelaK-Wisle il : Invest resources into “areas where we can win”
Vs Y24 il
2. Create new value through self-transformation and contribute to solving
social issues Approx. +40

: Boldly take on challenges in solving social issues |
and new frontiers

9 Solving social issues

—

-y,

1
|
|
|
N

3. Pursue the unique value of MUFG by refining the expertise in markets business Faced Cha”enn the JPY (interest

Strengthen : Productivity improvement / Speed up through rate) bus!ness due to the lack of
[ENCINPEUAZUES the utilizing new technologies progress in product expansion, etc.

|j|@ Pursuit of optimal MUFG overall 133.6

@ Morgan Stanley collaboration
%)

o ———y —

+112.8 \
vs FY23 S

(8.8)

~E 4.3
. i ( : ) _—
E @ Enhance JPY business |
[ \
gr E:):'@ Enhance Asia business 251 +4.5 +0.0
= ' +0.0
(ol
@
Q
D)
)]

I:IIEI:l @ Challenges in new business and new areas
b

Fy23 [ Key strategies ]Othe% Fy24 [ Key strategies ]Others FY26
Result Result

g % |:|:=:| @@ Contribute to making Japan a leading AM center

0=

ESorren _ AECOE EEL-D
System architecture reconstruction E‘ E‘ @ E‘

*1 Excluding the downward impact on NOP (FY24: approx. ¥(780)bn) resulting from the planned sale of bonds with unrealized losses, considering the overall

financial situation *2 Breakdown of the other (vs FY23): Treasury / New investment business (+¥126.9bn), S&T outside of the key strategies (¥(5)bn), (‘) MUFG 47
Expenses (¥(9.1)bn)

T g




ll Sales & Trading B

EI MUFG optimization
(with GCIB, etc.)

usiness

FY24: ¥141.9bn

(FY24=26:+¥20bn) *

The preparation of structures is steadily progressing.

Moving to a phase of achieving further business

o MUFG
optimization

\
\
\

expansion
Key initiatives FY24 FY25 and onwards
_ N> |
) Enhance Reinforce ! Rapid decision-
integrated platform Bank/Securities . making/Agile
Bank x Securities integrated platform*3 / | resource allocation;
e ) - / \
Strengthen value chains Established \! Increase high ROE deals
(Struidur'ng/DcMM) GCIBXx GM JV § i (Tailor-made product offerings, etc. ) /
L ' GCIB x GM | ) (Apr-24) [+ /
( - - N
ealli i Establish transaction platforms with private .
Strengthen cross selllngj equity funds and deepen customer strategies”’

\

I Morgan Stanley collaboration

’ Synergy
+¥10bn~

Enhance capability to offer high value-added
services and achieve further synergy effects

@ De-self-reliance

*1
D PLHR LRI INN  (Fy24—26: +¥40.0bn) *2

I . Enhance JPY business

A

FY24: ¥76.2bn

(FY24=26: +¥20bn) 2

The diversification of businesses beyond JGB is still in

progress. Aim to return to a growth trajectory through
strengthening the structure and expanding product offerings

Key initiatives FY24

'd \
Enhance sales structure
/derivatives

\

Initiated organizational
restructuring and

(" Strengthen collaboration . re_crUItl_ng .
between domestic (diversification is in
L and overseas securities J progress)

FY25 and onwards

\

{ Enhance resource
i_Increase activity levels /

Expand overseas customer‘\
transactions leveraging the ; /
\_strengths _of JPY products_/

Il
1
I
I
I
[

N
Enhance support for
branch offices/

Additional deploymen
of interest rate sales

Increase activity Ievels Y

and deals /

)

Promote knowledge and

L expertise study ) L

Develop RMs*5 capable of offering advanced JPY

interest rate solutions

I [D] Enhance Asia business

*1

FY24: ¥117.7bn

(FY24=26: +¥10bn) =2

Expand the customer business
presence of Asian entities

Key initiatives FY24

including the
creation of new business by leveraging the strong

QSeIection & focus

FY25 and onwards

Expand currencies
and products onshore

Key initiatives FY24 FY25 and onwards
( ) Utilize MS :' Expand target products and functions * N
FX Trading platform in Japan\. . (increase in transaction volume & revenue)”’
business (increase in { Expand into transactions
\_ y transaction volume)/ . at overseas entities
( ) Strengthen relationships with clients

Japanese equity
business for

institutional investor

. Yy

Start operations

under new structure/, ‘
i Expand the number of covered stocks .»

.

é (Increase interaction time/ frequency Py

with_clients)

v
\,

[ Expand ]
collaboration areas

I
i
\,

{ Currently exploring additional coIIaboration\\
opportunities such as commodities S

\,

Release derivative product ;’I
(e.g. NDF*®of INRand  )!
IDR*7) L

Carefully select key

products (strengthen

domestic and overseas
collaboration) /

A

Deepen business
collaboration among
L on-offshore entities )

i/
i
I
I
I
i
\
\

\,
N

'a

o

Activate information sharing among on-offshore entltles \
Integrated taking-in project discovery ad regular flow ./

. N

Strengthen and enhance

the business operation
foundation

\

,
/

\,

business p

Integration and standardization of \

\,

\,

rocess b

/
/

(front and back office areas) /

*1 FY24 results of S&T area (Gross profits before allocating among business groups, managerial accounts). ¥512.2bn=Total of A to D (duplication and figures other than A to D are
included) *2 vs FY24. Increase to FY26 *3 Plan to convert overseas securities into the Bank subsidiary from 1st Oct 25 *4 Debt Capital Markets *5 Relationship Manager
*6 Non-Deliverable Forward *7 Indian Rupee, Indonesian Rupiah
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ll Treasury operations

IChaIIenges and key initiatives

FY24: ¥78.1bn

*1 (vs FY24 Plan: +¥0.9bn, YoY: +¥126.9bn)
(FY24=26: +¥210.0bn)*2

I Enhance market risk management (2/2)

, : : + Asset allocation in response to the direction of financial
Enter a phase where domestic and overseas Timely _and ap_proprlate policies of various courrJ]tries
Business L financial policy directions diverge risk-taking  Flexible position management
i e P (5)-(10) [Non-consolidatea} ~  — ______ -4 »
environment [ 5py jnterest Fiscal Geopolitical || Liquidity risk WorVBPY) (image)
rate hikes expansion risk risk [Capita, management n-sk] Long
Risk volume (JPY+Non-JPY)
( i Short -@- 10y JGB yield
ey Enhance market risk management 23/3 24/3 25/3 26/3 27/3
.
initiatives Enhance JPY/Non-JPY BS management s ¢ + Benefit from the positive impact on interest income via
_ (including liquidity and capital funding management) EEllfe ekl elimination of unrealized losses in

I Enhance market risk management (1/2)

Current status of
unrealized gains/losses

unrealized gains as actual

unrealized

[ Methods to control ]
gains/losses

« Utilization of the Held-To-Maturities account

« AFS*3 account (including equities) maintains unrealized gains
» Unrealized losses in foreign bond portfolio have turned to

« Active utilization of hedging tools (such as bear type funds)

the foreign bond portfolio, etc.

O Total Capital Income
(¥bn) aross profit gains?losses gains/losses

200.0 A snpgesssesss oFEEEY <

100.0 | et <

0 0\ M‘
B

(100.0) *1 *4 *4
(200.0) 23/3 24/3 25/3 26/3 27/3

Enhance JPY/Non-JPY BS management (Response to JPY interest hikes)

[JPY BS] as of 25/3, Non-consolidated (¥tn)
Trends in AFS unrealized gains/losses (¥tn) T i
. . Loans . Mostly liquid deposits
=@= Total AFS [floating rate lending] . 70 Deposit Paying attention to the
40 Domestic equities  Domestic bonds B Foreign bonds ®Othe Secur(ienzg;lgterest ~~~ (YoY +5) 175 (+6) : balance trends
' 6otal unrealized gain [fixed rate lending] Investment
o g i Core ¢
e — 2:2L Improve re-pricing yields| ~ ® Ze;”(r('gij deposit | Secure interest income
20 D EEE B o L e | | G| (deposit rate)
1.0 - N BOJ current e
Appropriate risk | T2 FOUEUE e
0.0 management account balancess - Early issuance of capital
| | —_— Imbrove reinvestment 90 (0) Market funding, etc. instruments
p
(1.0) yield 38 (+3) (AT1, Tier 2, TLAC
(2.0) (Avoid capital erosion) Others Others bonds)
Foreign b_onds +0.1
unrealized gains/losses ' [Non-JPY BS] Implement “early, long-term and robust” funding management based on
(reflected hedging positions) uncertain business environment
22/9 23/3 23/9 24/3 24/9 25/3

*1 FY24 gross profits (Exclude the downward impact (FY24: approx. ¥(780)bn) resulting from the planned sale of bonds with unrealized losses, considering the overall financial situation
*2 vs FY24. Increase to FY26 *3 Available-For-Sales *4 Estimated value based on planned positions under the assumption that interest rates will follow our scenario
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ll Initiatives in new business area

I [E] Challenges in new business and new areas |@

Establish a foundation for the electricity business.

Contribute to the development of Japan's electricity
market and the stabilization of power supply

Key initiatives Fy24 FY25 and onwards
r . , ‘
Entered into TOCOM's™! futures market\ | . \
Power future Commenced power futures trade i OE:[_DSZ:; Sgggriflecr T)';Csle Y
trade execution and clearing services ] : /
(Oct-24) \ Enhance product offerlngsl,
N \ /
II ‘\
Investment in eClear Corporation*2,)\ | ) ‘\‘
Power spot a company holding a spot trading ); Promc;teopﬁ;rfghflgtc_;ufeestween J
trade license (Sep-24) i P
4 \ !

Improve liquidity
in both markets

Efnsuring access to both market%[

I EI Contribute to making Japan a leading AM center| @

Strengthen asset management capabilities and ﬂ MUFG optimization
establish a framework to offer products to investors @smving ~ocial lssues

Key initiatives FY24 FY25 and onwards

Partial transfer of investment Consider expansion into %,

Credits functions. Commenced advisory E discretionary investment K
(e.g. CLO) services by MUAM*3 \_ management and other services’
Alternatives Completed the transfer Origination of new private Y

of certain assets to MUREAM*4

i real estate funds }
(e.g. Real estates) |

Expansion of investments /

Establishment and commencemen

Development of operations of a lending subsidiary*> i Increase origination delas %

of Japan’s (May-25) Expand investor base  /
private market .
(e.g. Mezzanine debt) ! Consideration of entry into the equities P

*1 TOCOM: The Tokyo Commodity Exchange, Inc. *2 eClear Corporation : Holds the qualification for power spot trading that requires registration with the Ministry of Economy,
Trade and Industry. *3 Mitsubishi UF] Asset Management Co., Ltd. *4 Mitsubishi UF] Real Estate Asset Management Co., Ltd. *5 MUFG Morgan Stanley Credit Solutions Co., Ltd.

*6 Global markets course / Financial engineering course

I @ Accelerate DX/System architecture reconstruction ()

Advance structural transformation of the market technology 6 Enhance

. . . competitiveness
platform to lead business creation and transformation
through technology and data-driven initiatives
Transformation through DX

( )
L )
Business support rlgglﬂrcct)i\\l/?t Speed-up

[Technology/data-driven management]

( Al marketing/trading ) ( Development of Treasury MIS )etc_

[ Structural reform of the platform ] N

Established "Market IT strategy team” across entities, business groups and regions

Build an agile, flexible, and efficient
business platform

market system development
and operational framework

N e

Transformation of J

I Management prioritizing human capital |@)| (¢ Addtional

initiatives

Com- . L. .
pensation * IMprove compensation for specialists (S&T, quants,|IT, regulations) etc.)

« Strengthen course-specific*® recruitment of new graduates (bank and securities integrated)

Recruit - :
ea . [Actlvely promote career recrwtment](focus on quants, IT, S&T, and administrative areas)
« Activate HRs exchange among business entities
(Bank, Trust bank, domestic and overseas Securities,| MUAM,| etc.)
» Enhance business skills
Training (Practical English skills program, Certification for[digital and IT utiIizationJ etc.)

« Enhance human skills (Mentoring, Coaching, etc.)

. [Cultivation of market operations expertise through the appointment of ]

external specialists, regular lectures, etc.
(¢) MUFG 50




J Disclaimer

This document contains forward-looking statements in regard to forecasts, targets and plans of Mitsubishi UFJ] 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.

I Definitions 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] 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.
. E?VI,EA %ﬁlec%ilr?gleige%agﬁg ?LT”Ri_sk Assets (R&D, CWM, JCIB, GCB and GCIB) or economic capital (AM/IS and GM) (.) MUFG
. : y implemented Basel III basis. Managerial accounting basis. (Estimated figure)
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