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 My name is Hisashi Goto, and I am the President of the Fukuoka Financial 
Group.  

 Thank you all for taking the time to join us today. 

 Today, I would like to speak with you about various topics, including what 
makes FFG different and what we are thinking about right now.  

 At our presentation in May, we promised to actively engage in IR activities, and 
I hope to be able to exchange ideas with you in this way as much as possible. 
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 This slide shows a logic tree for improving FFG’s PBR. 

 Today, I will talk about FFG’s unique growth drivers, as listed on the right side 
of this slide.  
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 The first topic I will talk about is the current state and future growth of 
Kyushu’s economy.  

 Kyushu’s real GRP is forecast to reach 54.2 trillion yen in FY2025. This would 
be a new record high for the third consecutive year.  

 Various factors are behind Kyushu’s economic growth, including the entry of 
TSMC into Kyushu. I will now discuss this in more detail along with some 
supporting data.  
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 As you know, Japan’s nationwide population is expected to decrease. However, 
in Fukuoka City, where the Fukuoka Financial Group is headquartered, the 
population is expected to grow.  

 As you can see, just four cities in Japan are expected to experience population 
growth through 2045: Kawasaki City, Tokyo, Saitama City, and Fukuoka City.  

 While Fukuoka City is seeing an outflow of people to the Tokyo metropolitan 
area, it is also experiencing an inflow from each prefecture in Kyushu. 

 In addition to an increasing population, the city has a wealth of educational 
institutions, including Kyushu University, and this is creating a positive cycle 
where students who study in Fukuoka also find jobs here or start businesses 
here. 

 The top right of the slide shows our inbound tourism situation, which continues 
to hit new record highs. 

 The pace of wage increases in Kyushu is also higher than the national average, 
and I think that one contributing factor for this is the impact of TSMC.  



5 

 Looking at land market values in FFG’s sales areas from January this year, 
Fukuoka City has the highest rate of land value increase among major cities.  

 The demand for housing in Fukuoka Prefecture is expanding from inner city 
areas to surrounding areas, which is also leading to the revitalization of 
districts outside of Fukuoka City. 

 In addition, land values in Ozu Town and Kumamoto City, which are adjacent 
to the TSMC plant, are also rising significantly.  

 Private sector capital investment in Kyushu is maintaining a level above the 
national average, supported by semiconductor-related investments and urban 
development in the central areas of each prefecture. 

 The right side of the slide shows planned semiconductor-related capital 
investment in Kyushu. Its economic ripple effect is estimated to be 
approximately 23 trillion yen. 

 As I will discuss later, we believe there is still room for growth as an ecosystem 
for the semiconductor-related industry continues to take shape. 

 On the next slide, I will talk about FFG’s customer base. 
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 The top left of the slide shows our market share of loans in each prefecture of 
our sales area.  

 In Kyushu, regional banks, including FFG, command a strong market share, 
while that of megabanks is relatively low. 

 Since our 7th Medium-Term Management Plan, FFG has been working on a 
“goal-based sales” approach, which supports our customers’ core businesses 
with a variety of solutions—including from our affiliated companies—to help 
them achieve their future targets and goals. 

 As a result, and as shown on the right side of the slide, the Bank of Fukuoka 
has seen a dramatic increase in the number of its main bank clients compared 
to other major regional banks and megabanks. 

 For further growth, we need to expand the overall industry pie in Kyushu. And 
as one initiative for this, I will now talk about the formation of a semiconductor 
ecosystem. 
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 This July, when I was in Europe for IR activities, I visited imec, a Belgian 
organization involved in the development of semiconductor technology. I toured 
manufacturing plants and exchanged ideas with them. 

 In Europe, top companies from around the world—including the Dutch 
semiconductor lithography equipment manufacturer ASML, TSMC, and major 
Japanese manufacturers—are gathered, centered around imec in Belgium, to 
advance next-generation semiconductor research and development. 

 Then last month, I visited Taiwan and exchanged ideas with various 
stakeholders, including TSMC, CMSC (a design company with a presence in 
Fukuoka), and major Japanese suppliers that have expanded into Taiwan. 

 In both Belgium and Taiwan, people told me that “the formation of an 
ecosystem within a country or region is a strong driving force for industrial 
growth,” and I feel the same way.  

 When the news of TSMC’s expansion into Kyushu first broke, we were only 
focused on the front-end process at the bottom of the slide. However, through 
our discussions in July and August, it became clear that growth of Kyushu’s 
economy and semiconductor industry could not be achieved solely through the 
expansion of TSMC, which is involved in the front-end process. It is crucial to 
attract and grow companies involved in the finished goods manufacturing, 
design, and IC design sectors. 
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 Furthermore, we believe there are opportunities for success for startups, not 
just existing companies. We felt that highly specialized engineers from 
university-launched ventures would also emerge in Kyushu to provide design 
and IC design services to companies like TSMC. 

 We also met with CMSC in Taiwan, a company with a very high level of 
expertise. They told us that by collaborating with Kyushu University and the 
Kyushu Economic Federation, they believe they can advance various initiatives. 

 Going forward, it is crucial to form this ecosystem in Kyushu. 

 Furthermore, we believe it is necessary to collaborate not only within Kyushu 
but also with Hokkaido, where Rapidus has begun operations, to advance the 
formation of a Japan-wide ecosystem. 

 To do that, we need excellent talent and an environment where that talent can 
learn. Kyushu has universities, such as Kyushu University, that are conducting 
cutting-edge research and development. As FFG, we will strengthen our 
collaboration with these educational institutions. 

 On the following slides, I would like to introduce some examples of FFG’s 
support related to the formation of a semiconductor-related ecosystem. 
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 This slide shows an example of our support for local companies to enter the 
supply chain. 

 In 2023, we established FFG Industries, a general trading company. 

 Initially, we started by having FFG act as an intermediary to solve challenges 
on both sides. Local factories, especially in the metal processing industry, 
struggled to allocate enough time or personnel for sales activities. 
Manufacturers, on the other hand, had difficulty identifying the technical 
capabilities of local companies and found managing credit took up a lot of time 
and effort. 

 Currently, as shown on the left side of the slide, we are also handling 
commissioned procurement work from semiconductor-related companies, such 
as quotation proxy services and collection of small-scale suppliers. 

 As the example on the slide shows, by having FFG involved in procurement for 
large companies, we can provide our clients with opportunities to enter the 
supply chain.  

 Furthermore, as shown on the right side of the slide, we are also providing 
credit enhancement for transactions between major semiconductor-related 
companies and local small- and medium-sized enterprises. 
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 This slide provides an example of our support for business succession. 

 The left side of the slide shows the case study of a company in Fukuoka with a 
history of over 60 years. 

 We are providing comprehensive support for the succession and growth of this 
business. This includes investment by FFG Growth Investment, a fund in which 
FFG has a 100% stake, LBO loans from the Bank of Fukuoka, and customer 
promotion and development by FFG Industries. 

 FFG Growth Investment makes investments in companies like those listed on 
the right side of the slide, focusing on business succession and business 
turnaround.  
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 Next, I will talk about our investment banking business.  

 While we are a regional bank group centered on commercial banking, the 
expansion of our investment banking business is extremely important for our 
future growth. 

 First, regarding our M&A business performance, as shown in the graph on the 
left, we had 36 closings and 1,366 million yen in net sales in FY2024. 

 Earlier, I mentioned that our number of main bank clients has dramatically 
increased. FFG has a system where personnel from each of our subsidiary 
banks identifies our clients’ M&A and business succession needs through their 
daily sales activities, and FFG Succession (our specialist M&A company) 
addresses those needs. 

 There are still many business succession and other M&A needs. We will 
respond firmly to these needs and provide support that extends beyond the 
closing of M&A deals to include post-merger integration (PMI).  

 We are striving for an M&A business that only a bank can achieve, aiming to 
provide a detailed response to clients wanting to grow their business through 
M&A or wanting to pass on their company’s technology to the next generation.  
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 Next, I will talk about our fund investment and structured finance business.  

 Since the 2000s, we have grown our fund investments and solutions business 
while proactively dealing with non-performing loans.  

 We have been involved in fund investments for nearly 20 years, which has led 
to collaborations with various fund partners. 

 As shown on the left side of the slide, our investment commitment to funds 
has expanded to 140 billion yen, and annual income has grown to 
approximately 10 billion yen, making it one of our key revenue pillars.  

 We are also advancing collaboration with our fund partners, which has 
specifically led to the acquisition of high-quality structured finance deals, such 
as LBO loans and real estate non-recourse loans. 

 As shown on the right side of the slide, our balance of structured finance 
exceeds 1 trillion yen, and annual income has grown to 16 billion yen. 

 We aim to further strengthen our investment banking business with the know-
how we have cultivated over many years and the relationships of trust we have 
built with our fund partners.  
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 Next, I will talk about the evolution of our “Single Platform/Multiple Brands” 
structure.  

 Since the establishment of FFG in 2007, we have executed business 
integrations with the Shinwa Bank, the Eighteenth Bank, and the Fukuoka 
Chuo Bank. During this time, we also continued to take on many challenges 
and make growth investments, such as launching Minna Bank as a digital bank. 

 As the graph on the right shows, our proactive growth investments, including 
business integrations, have kept FFG’s EPS on a steady upward trend, leading 
to sustainable growth even under negative interest rates. 

 In a future world with positive interest rates, we believe that FFG’s 
approximately 33 trillion yen in assets, which have expanded through business 
integration, will prove to be a major strength. We also plan to maintain our 
growth trajectory by keeping inorganic growth in our sights.  
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 On this slide, I’ll explain our “Single Platform/Multiple Brands” model, which is 
FFG’s unique management structure and, we believe, the best fit for today’s 
regional financial institutions. 

 On the left side of the slide are “customers and local communities.” The 
challenges they face vary from region to region.  

 Fukuoka, Nagasaki, and Kumamoto each have their own unique issues, so in 
our view, each bank has a different set of priority issues and a unique vision 
for what it should be. 

 For this reason, in our commercial banking division, we have built a system 
where each subsidiary bank solves customer and regional challenges with 
highly unique sales strategies, which in turn helps each bank’s business to 
grow.  

 On the other hand, functions like group governance and management, strategic 
planning, business portfolio management, resource allocation, and new 
business development are all consolidated into FFG. 

 FFG will leverage the merits of our wide-area development and further evolve 
this system to maximize Group profits.  
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 Next, I will talk about FFG’s growth strategy pivoting on digital technology. 

 We often receive questions from investors about how FFG plans to leverage 
the advanced technologies and advantages of Minna Bank. 

 We are thinking about how we can take what we’ve gained from our challenges 
and growth investments in the digital domain and use it across all of FFG to 
provide convenience and benefit to our local customers and our nationwide 
Minna Bank customers. 

 This slide illustrates this strategy. Our goal for the future is to create a 
platform that can versatilely connect Minna Bank’s BaaS partners, each of our 
subsidiary banks’ clients, and the financial functions of Minna Bank and all our 
subsidiary banks.  

 In terms of current initiatives, as you can see in the center of the slide under 
“Account linking,” we are considering building a system that links Minna Bank 
and the accounts of our subsidiary banks, making it easier for customers to 
use products and services from both.  

 In addition, below that, under “regional BaaS,” we are also thinking about 
linking iBank’s Wallet+ and the functions of Minna Bank with our local 
customers in order to provide them to customers beyond our immediate reach.  

 In this way, we want to expand FFG’s digital economic zone. Not only will we 
continue to have Minna Bank grow in isolation, but we will also advance 
initiatives to leverage the advantages gained from all our digital challenges, 
starting with Minna Bank, and integrate them across all of FFG.  
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 Finally, I will talk about our human resources.  

 Regarding mid-career recruitment, our experience in tackling various 
challenges, such as those related to Minna Bank, have created an impression 
among job seekers that “this looks like an interesting company” and “a 
company where I can do all sorts of things.” As a result, the number of people 
joining FFG is increasing. 

 Last fiscal year, 118 people joined FFG, primarily digital professionals. 

 As for the active participation of women, we are currently focusing our efforts 
on achieving a target of having women executives account for one in four 
management positions by FY2027. 

 The employee engagement survey at the bottom right of the slide reflects our 
organizational culture. Our score last fiscal year was 59 points, which is a 
reasonably high result.  

 Our goal is not to create a fun and relaxed company. We are executing various 
measures to build a company where challenges are demanding because 
results are expected, but they are also rewarding.  

 To increase participation in our employee shareholding association, we 
encouraged employees to join this spring by distributing 50,000 yen worth of 
FFG stock to all participants.  

 Our current participation rate has increased to approximately 82%. We want 
our employees to work with a sense of ownership, monitoring the stock price 
and feeling that they are growing the company themselves. 
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 In conclusion, today, I have spoken with you about the factors that differentiate 
FFG from megabanks and regional banks in the Tokyo metropolitan area, and 
about the initiatives we are focusing on.  

 This slide lists the four key points I wanted to convey to you today. 

 First is Kyushu’s economic growth. We are not just passively waiting for 
economic growth centered on semiconductor-related companies. We are 
actively expanding the Kyushu economic pie, and we aim to achieve growth by 
further expanding FFG’s market share.  

 Second is the Single Platform/Multiple Brands system. With this system, we 
are unifying our strategy, planning, and management divisions while each of 
our subsidiary banks in their respective regions firmly addresses local issues 
and earns the trust of local customers. This type of business development and 
expansion is unique to FFG. 

 Third is our growth strategy pivoting on digital technology. We will take the 
advantages gained from challenges like iBank and Minna Bank and integrate 
them across the all of FFG. 

 Fourth, we will continue to create a virtuous cycle for both FFG and our people, 
steadily training the human resources to realize our strategies, leading to 
further growth for FFG. 

 That concludes my presentation. Thank you very much.  
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