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Disclaimer 

This material may contain forward-looking statements about the Akatsuki Financial Group, Inc. 

This material was prepared based on information available and views held at the time it was made.  Statements in this 
material that are not historical facts, including, without limitation, plans, forecasts and strategies are “forward-looking 
statements”. 

Forward-looking statements are by their nature subject to various risks and uncertainties, that may cause actual results 
and future developments to differ materially from those expressed or implied in any forward-looking statement.  With the 
passage of time, information in this material (including, without limitation, forward-looking statements) could be 
superseded or cease to be accurate. 

The Akatsuki Financial Group, Inc. disclaims any obligation or responsibility to update, revise or supplement any 
forward-looking statement or other information in any material or generally to any extent.  Use of or reliance on the 
information in this material is at your own risk. 

Information contained herein regarding companies other than the Akatsuki Financial Group, Inc. and other companies of 
the Akatsuki Financial Group is quoted from public sources and others. Akatsuki Financial Group, Inc. has neither 
verified nor is responsible for the accuracy of such information. 
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Segregated 
customers’ assets 

Equities 

Bonds 

Mutual Funds 

Asset Management 
Services 

Our own assets 

Cash 

Debt 

Own shares  
(treasury shares) 

Financial Intelligence as a foundation of our services 

Our asset portfolio 
(segregated customers assets plus our own assets) Investors Market / Investment Targets 

Return Return 

Investment 

 

 

 

 

 Capital Markets 
・ 

Economic Activities  

 

 

 

 

 Customers 
・ 

Stakeholders 

Investment 

Investment Investment 

As the longest history in the securities brokerage business in Japan, Akatsuki Financial Group provides  
a solid foundation and platform with which our customers can trade confidently. 

We serve our customers with the most modern and innovative approach. We added financial intelligence and  
asset management services to reflect our commitment to provide high value-added services to our stakeholders. 
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Management Policy of Akatsuki Financial Group, Inc. 

 Quantitative approach to formulation  
and execution of strategy and decision making 

 Active use of strategic alliance as a source of 
external management resources 

 Actionable financial news 
       value-enhancing securities services (p.6) 

 Strengthen information dissemination through the use of  
Nihon Securities Journal 

 Turn financial information as a value enhancing tool 

 Expansion of customer base and revenue opportunities (p.10) 

 Expansion of client assets through organic growth and strategic alliances 

 Expanding revenue opportunities by partnering with other channels, such as wealth managers 

 Reach customers through the use of non-financial information media 

 Move to AUM to stabilize and increase profitability (p.13) 

 Diversify customers' assets from equities to other asset types 

 Investment product origination capability 

Services for Individual Investors 

 Corporate service differentiation (p.15) 

 Strengthening of Investment Banking services with a focus on SMEs 

 Strengthening of Investor Relations support services 

Services for Corporates 
 Adherence to result-oriented,  
       quantitative management styles (p.18) 

 Continue to reduce SG&A (since 2011) 

 Introduction of “benchmarking" as a guide for low-cost operation  

 Quantitative measure of staff productivity 

Company-wide 

Our Future Direction 

*AUM: Asset Under Management 
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What to expect from financial institutions 
and securities companies? 

Expectations from individual investors regarding face-to-face securities company 

 Speedy and accurate financial information 

 Able to articulate product knowledge and services  

 To be an adviser on asset allocation and management 
(Source: Survey of Investment in Securities by Japan Securities Dealers Association) 

(No. of respondents: 5,447) 

64% 

46% 

40% 

39% 

26% 

16% 

15% 

Speedy and accurate financial information

Safety and sound management of customers' assets

Able to articulate product knowledge and services

Reduce transaction costs (Commission etc.)

To be an adviser on asset allocation and management

Giving advices according to customers' wishes

Compliance with laws and regulations

Others

Source:   Japan Securities Dealers Association 2010 Survey of Investment in Securities 
Survey Targets:  National securities companies 
Valid Samples:  5,849  
Methodology:   Written Questionnaire Survey 
Survey Period:  26 September 2010 – 30 October 2010 

. Actionable financial news value-enhancing securities services 
1.  The needs for financial intelligence 
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45% 

25% 

20% 

19% 

17% 

General newspapers, magazines, etc.

Explanation, advice and opinion
of the securities salesperson

Stock chart

Opinions and advice
of friends and acquaintances

Internet

PAGE 8 

 In April 2012, we acquired Dreamvisor Inc. (MOTHERS: 3772),  

the owner of the Nihon Securities Journal (NSJ), and integrated it as an affiliated company 

 We now can provide actionable financial contents to our face-to-face customers 

Decision factors in stock selection (Top 5) Source of stock information (No.1) 

Newspaper 

67% 
2 out of 3  

retail investors check 
stock prices in 
newspapers 

Printed media are the most widely used source of information 
 Source of stock selection & stock information  : about ½ from printed media 

                                                                             (such as newspapers, magazines) 

 Source of stock price                                        : 2 out of 3 are from stock column of newspapers 

Source:   Japan Securities Dealers Association Survey of Securities 
Investment by Individual Investors 
Survey Targets:  2,150 individual investors 
Valid Samples:  967 
Methodology:   Questionnaire survey by mail 
Survey Period: 15 July, 2011 – 25 July, 2-11 

Publisher : Nihon Securities Journal Inc. 
Established : 1944 

Newspapes own the most frequent and direct communication channel  
with individual investors 

Remarks:   Total 40-year-old or above respondents for the questions: ‘Channel for stock information’ and ‘Decision factors in stock selection’ 

(No. of respondents: 734) (No. of respondents: 734) 

In investment decisions of 
individual investors, such as paper 
media newspaper has become a 

major source of information 

. Actionable financial news value-enhancing securities services 
2.  The Nihon Securities Journal 
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 To fully utilize The Nihon Securities Journal’s superior investigative research and editing capability,  
AFG will publish “Akatsuki Securities Research Report” on selected individual companies 

 Akatsuki Research Report will be distributed to our customers 

（Akatsuki Securities Research Report - Sample） 

リサーチ株式会社 9999 

Stock information 
summary 

Stock price information 
with technical indicators 

Financial forecasts 

Company review 
and performance 

review 

Analyst rating 

Common technical 
indicators 

Recent news 

Analysis of  
stock prices 

Planning a special benefit plan for 
our certain of our shareholders*, to 
subscribe NSJ for free. 

*Shareholders who own more than a 
certain number of shares 

. Actionable financial news value-enhancing securities services 
3.  Akatsuki Research Report 
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Akatsuki 
Securities 

(FY2010) 

Customer asset (Yen Trillion) 

C
ost to custom

er asset ratio 

0.5 1.0 1.5 2.0 

50bp 

100bp 

150bp 

200bp 

250bp 

IY 
Securities MS 

Securities 

MT 
Securities KC 

Securities 

MO 
Securities 

MT 
Securities 

TY 
Securities 

AZ 
Securities 

KT 
Securities 

Expansion of customer assets is 
essential to the realization of a 

low-cost operation 

Online securities 
companies 

3.5 

(data from various companies’ disclosure documents) 

 In addition to organic growth, we aim to expand customer assets by strategic alliance  
and M&A strategy with other face-to-face securities firms 

 To occupy a competitive position through cost reduction measures and expansion of customer base 

(Annualized rate) 

TT 
Securities 

OS 
Securities 

MH 
Securities 

KS 
Securities 

AD 
Securities 

H 
Securities 

Akatsuki 
Securities 

(2H FY2012 *Projection) 

IK 
Securities 

 
 
 
 

RT 
Securities 

(Consolidated) 

(Consolidated) 

SB 
Securities 

(FY2011) 

Customer asset 
(End of period) 

Cost 
(Annual SG&A) 

Cost to customer 
asset ratio 

FY2010 *1 121.9 billion yen 3.33 billion yen 273bp 

FY2011 121.9 billion yen 2.95 billion yen 242bp 

2H FY2012 (Projection) 130.0 billion yen *2  2.49 billion yen 192bp 

Transition of Akatsuki Securities’ cost to customer asset ratio 

*1:  Using the results of FY2011 for comparison purposes (FY2010 actual: 144.8 billion yen) 
*2:  Calculated from the monthly projection to the annualized projection. 

Comparative Analysis 

Remarks:   Cost = General and administrative expenses(the result of full year of FY2011), Customer asset is the result of End of FY2011. (Non-consolidated unless noted.) 
                   Akatsuki Securities’ cost is extracting only securities business*. (Including advertising expenses due to take advantage of NSJ.) 
                   *Excluding the payment for holding company that is mainly sharing of the cost related to listing.   FY2012 H2:  Excluding accrued bonuses, allowance for doubtful accounts and reserve payments for litigation, because there is uncertainty in the payment due to business results. 

. Expansion of customer base and revenue opportunities 
1.  Alliance Strategy 

Offline securities 
companies 
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Offline financial services 

Asset management services 

Wealth management services 

Contents services 

IR support services 

Investment banking services 

 
I want advice on how to 
manage my wealth… 

 These days brokers tend 
not to advise their clients of 

individual stocks… 

I want the in-depth 
explanation of financial 

products 

Customers 
(Individual investors / 
corporate customers) 

AFG 

 Diverse customers means the need for a diverse customers’ servicing channels 

 Significant revenue opportunity by expanding customer reach via partnership with other channels, 
such as wealth management companies 

 Through the use of financial media, we are able to reach a larger customer base 

AFG as a financial products intermediary which offer solutions best suited to the needs of today’s customers 

 Diverse needs of customers 

The normal fees for 
corporate financial 

advice is too high… 

 
 

 

 
 

Multi-channels 

Partnering with other 
channels 

Internet-based 
information is good at 
providing overviews… 

I want advice on 
financing but we’re 

smaller size… 

. Expansion of customer base and revenue opportunities 
2.  Multi-channels strategy 
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 Diversify customers’ portfolio from stock-centric to other assets, such as investment trusts and bonds 

 Build our in-house own-brand product origination capability  

Customer assets : Predominately Stocks Customer assets : Diversification  AUM 

Revenue model : Flow-based Revenue model : Flow-based  Asset-based (size)  Success fee 

Stocks 

Mutual funds 

Bonds 

Stocks 

Mutual funds 
Bonds 

Asset management  
services 
(AUM) 

Revenue from 
corporate services 

Revenue from 
corporate services 

Growth 
opportunity 

(Concept illustration) 

High concentration of stocks in 
our customers’ portfolios means 

our customers’ income is 
correlated with the general stock 

market and our income is 
unstable and uncertain 

Non-fee business model to reduce 
our reliance on brokerage; thus 

stabilize our profitability 

Expand 
other than 

stocks 

Revenue / Asset mix 
in 3-years time 

Revenue / Asset mix 
Current 

*Flow-based revenue: Commission incomes from stock trading and securities trading 
*Asset-based revenue: Management fee income which is chargeable at a fixed percentage rate per annum based on the size of AUM 

Asset diversification  
as well as AUM business 
model 
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 Strengthening of our investment banking services in this highly competitive market  

TOB agent No. of deals 

Nomura Securities 4 

SMBC Nikko Securities 4 

Akatsuki Securities 3 

Mizuho Investors Securities 3 

Mita Securities 2 

Mitsubishi UFJ Morgan Stanley 2 

Mizuho Securities 2 

SBI Securities 1 

H.S. Securities 1 

Kagawa Securities / Okasan Securities 1 

Albaace Securities 1 

Daiwa Securities Capital Markets /  
Daiwa Securities 1 

Total 25 

■ Mid-sized* corporation TOB deals 

* Deal size less than Yen2 billion 
  (April 2011 - March 2012) 

M & A advisory services 

Fund Raising Services 

Principal Finance Service 

Trade Sale of Large Block 
of New/Old Shares 

Secured Bridge Loans 

Advice on Innovative  
Corporate Finance Schemes 

IR Support Services 

Other Tailor-made Services 

Services line-up 

(data from various companies’ disclosure documents) 

. Corporate service differentiation 
1.  Strengthening of investment banking services 
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◎ Sapporo 

◎ Tokyo 

◎ 
Osaka 

◎ Nagoya  
◎ Hiroshima 

◎  
Tokushima 

◎ 
Kumamoto 

(◎: Hold seminars in the past) 

◎ 
Hamamatsu, 
Shizuoka ◎ 

Matsuyama 

◎ Ube 

◎ Naha 

Otsu, 
Yokaichi 
◎ Tottori 

◎ 
Himeji 
◎ 

◎ Fukuoka 
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 IR support services targeting medium-sized listed companies and IR events for individual investors 

 Expansion of various services by leveraging the neutrality and national coverage of  
Nihon Securities Journal 

Sample of Services 

IR seminars for individual investors 

IR advertisement on  
Nihon Securities Journal 

Measuring service  
for the results of IR activities 

Issuing research report 
(NSJ Research report) 

Shareholder communication:  
Editing of annual reports 

Other tailor-made services 

IR events for individual investors 

Feature  
Strong in content creation 

(Actionable news through research) 

Feature  
High customer satisfaction 

(About half of our corporate customers are recurring) 

Feature  
National coverage of IR events 

. Corporate service differentiation 
2.  Strengthening of IR services 
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264bp

222bp

243bp
232bp

227bp

173bp

240bp

269bp

191bp
206bp

218bp

278bp

229bp

222bp

238bp

229bp 229bp

259bp
237bp

228bp 221bp

222bp
240bp 233bp

238bp

198bp
180bp

2009/6 2009/9 2009/12 2010/3 2010/6 2010/9 2010/12 2011/3 2011/6 2011/9 2011/12 2012/3 2012/6 2012/9

Revenue to customer asset ratio

Cost to customer asset ratio

.  Adherence to result-oriented, quantitative management styles 
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 Achieved about Yen1 billion of costs reduction (Group, annual) 

 Quantifiable cost management measures to pursue lower cost of operation 

 Quantitative approach to human resources management 

Monthly SG&A (2H FY2012) Monthly SG&A (1H FY2011) 

Other operating  
expenses 

Transaction-related  
expenses 

Compensation  
and benefits 

( ↓ about 60 million yen) 

Rental and maintenance 
( ↓ about 8 million yen) 

Other operating  
expenses 

Rental and maintenance 
(35million yen) 

Transaction-related  
expenses 

(33 million yen) 

Compensation  
and benefits 
(148 million yen) 

Average monthly 
 about 270 million yen Average monthly 

about 200 million yen 

Early retirement & consolidation 
of unprofitable departments 

Relocation of HQ 

(Actual) (Projection*) 

Income level at the time of  
the collapse of Lehman Brothers 

Dashed line: 
Post cost reduction 

High cost ratio 
Trends in income / expenses per customers' assets (quarterly) 

Advertising expenses 
(Take advantage of NSJ) (about 10 million yen per month) 

Remarks:   Revenue = Operating revenues.  Cost = General and administrative expenses (extracting only securities business*) .   Customer asset is end of period (2012/9: 130 billion yen). 
                   *Excluding the payment for holding company that is mainly sharing of the cost related to listing.   2012/9:  Excluding accrued bonuses, allowance for doubtful accounts and reserve payments for litigation, because there is uncertainty in the payment due to business results. 

Advertising expenses 
(Take advantage of NSJ) 
is excluded because it 
expected to occur from 
Oct. 

*Comparison of 2H FY2012 and 1H FY2011 (Excluding advertising expenses for take advantage of NSJ) 
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 Maintain “Revenue to customer asset ratio” at same level  
by increasing the portion of asset-based remuneration 

 Decrease “Cost to customer asset ratio”  
by expansion of customer base and realization of a low-cost operation through the use of  
quantitative management 

In 3-years time Current 

To maintain about the same level of yield 
Revenue to 

 customer asset ratio 

KPIs (*1) (*1) KPI: Key Performance Indicator will be used throughout our 
group as a significant quantitative management tools to measure 
performance 

KPI 

KPI 

Cost to 
 customer asset ratio 

KPI 

about 220bp about 220bp 

about 150bp 

about 200bp 

(Approximately) 

Customer assets 

150 billion yen 

120 billion yen 

300 billion yen 

Expanding  
customer assets by 

strategic alliance  

 Expansion of AUM model 

 Expand customer assets by strategic alliance  
and M&A strategy with other face-to-face securities firms 

(Our yield (blended) on customer assets) 
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Akatsuki Financial Group, Inc. 

Akatsuki Securities, Inc. Akatsuki  
Capital Management, Inc. Dreamvisor Holdings Inc. 

Nihon Securities Journal Inc. 

Securities Asset management Financial content / IR support 

100% 

Holding company 

News business 

40.2% 

100% 

100% 

A licensed asset management 
company 

A licensed securities company 

Osaka 2nd Board  
(8737 JP) 

Tokyo MOTHERS Board 
(3772 JP) 

<Business alliance partners> 

CASH Financial Services Group Limited 
Hong Kong Main Board (0510.HK)  - A Hong Kong-based investment bank  
with brokerage and investment banking businesses in Hong Kong and China 

Bendigo Partners, LLC 
A US  investment companies with strengths in financial services technologies 

兆富保險經紀人股份有限公司 
Ownership: 24.0% by Akatsuki Financial Group Inc. 
Insurer based in Taiwan 

兆富財富管理顧問股份有限公司 
Ownership: 40.0% by Akatsuki Financial Group Inc. 
Wealth management services company based in Taiwan 

高欣證券投資顧問股份有限公司 
Ownership: 20.0% by Akatsuki Financial Group Inc. 
Investment advisers based in Taiwan 

My-trunk 
Business Division 

(In the holding company) 

Property Management 

(End Jun 2012) 

Asset management Fivestars Asset Management Co., Ltd 
Ownership: 14.0% by Akatsuki Financial Group Inc. 

Commodity futures  
trading Yutaka Shoji Co., Ltd 

Ownership: 20.0% by Akatsuki Financial Group Inc. 
A licensed commodity trading company 


