
 I am Tanigaki Kunio, appointed as President of Japan Post Insurance in 

June of this year. Thank you very much for attending our Financial Results 

& Corporate Strategy Meeting today.

 Before briefing of the presentation material, I would like to introduce my 

career background.

 Please look at page 1.
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 In 1984, I joined the Ministry of Posts and Telecommunications, which 

administrated the telecommunications and broadcasting, and the Postal 

Service, and have spent my career in the Postal Service.

 The Postal Service was privatized and spun off into a separate company 

in 2007, after being privatized by the Postal Services Agency and Japan 

Post. I had been in charge of Corporate Planning Department overseeing 

the postal, savings, and insurance business in Japan Post and Japan Post 

Holdings, and was involved in the privatization of Japan Post and the 

simultaneous IPO of the three group companies in 2015.

 Since 2016, I served as Deputy President of Japan Post Insurance, 

Deputy President of Japan Post Co., and Deputy President of Japan Post 

Bank, and in June 2023, I was appointed as President of Japan Post 

Insurance.

 Today I would like to present the issues that I should address as the 

President of Japan Post Insurance, namely, the challenges we face, and 

going forward, our strategy to address them.

 Please look at page 2.



 Today’s briefing is composed of two parts.

 First, I would like to explain our strategy for improving our corporate value 

and achieving further growth, taking into account our current status, 

followed by Mr. Onishi, Deputy President, on capital policy and financial 

results.

 Afterward, I would like to answer any questions you may have.

 Please look at page 3.
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 I will first begin by confirming our current status, and in light of that, will provide a summary of the 

issues and future strategy.

 The Company’s number of policies in force has been trending downward. At present, it is also 

affected by lagging recovery of sales.

 Our issues are to recover sales and to achieve sustainable growth, by overcoming the situation 

where consultants are still not performing to their full potential.

 To meet these issues, we will reaffirm our strengths and develop strategies to leverage them.

 We have three strengths.

 The first strength is our nationwide channels and the human resources to support them. We 

believe that the strength of our nationwide networks of post offices and other channels, and the 

power of our employees, who continue to support customers' lives and build their trust through 

the life insurance business throughout Japan, are extremely significant. Enabling further 

development and demonstrating this ability will be the cornerstone of growth.

 The second strength is a policy base of approximately 20 million policies in force, built through 

this nationwide channels and the human resources. Further growth will be achieved by 

protecting this policy base and leveraging it to develop sales and product strategies to provide 

our unique value to an even greater number of customers.

 The third strength is the power provided of one of the industry’s top level of total assets. By 

leveraging over ¥ 60 trillion in assets, we will work to expand earnings through deepened and 

sophisticated asset management.

 In addition to leveraging these strengths, we will work to diversify our sources of earnings 

through alliances with other companies, and together with raising profitability and growth 

potential. Then we implement a capital policy that can enhance capital efficiency while 

maintaining a sound financial position.

 Under these policies, we intend to achieve sustainable growth and work to enhance our 

corporate value.

 Please look at page 5.
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 With regard to our efforts to improve our corporate value, this fiscal year, 

the Board of Directors has analyzed the Company’s current status and 

discussed improvement measures.

 I would like to explain the Company’s current status and issues from the 

perspective of corporate value.

 The Company’s P/B ratio is below 1 time, which is low compared to 

competitors, and has not been evaluated by the market.

 We can explain the reason our P/B ratio is low is because both the ROE 

and PER are at a low level.

 And a major factor contributing to the low ROE is that policies in force are 

in decline.

 As for PER, our analysis indicates that it  is at a low level due to a low 

expected growth rate, despite the cost of shareholders’ equity has been 

constrained.

 In light of this current status, we recognize the need to recover our sales 

through strategies that leverage our strengths, to improve ROE by 

enhancing capital efficiency while maintaining financial soundness, and to 

improve PER by appealing to the capital market for our growth potential 

through these measures.

 Please look at page 6.
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 This slide shows the “Overall strengths and growth strategies” that we 

have explained so far.

 We aim for further growth and market value through the growth strategies 

that leverage our three strengths and two measures, and as a foundation 

to support these strategies, we will work to reduce costs, promote ESG 

management, and ensure the effectiveness of governance.

 Please look at page 7.
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 Now I would like to explain in detail the specifics of our three strengths that 

I mentioned earlier.

 The first is our nationwide channels and the human resources to support 

them.

 We contribute to universal services through insurance sales via our 

network of over 20,000 post offices across Japan. And the 10,000 

consultants and other sales employees have built their trust by working 

closely with each customer in every corner of the country.

 In addition, face-to-face sales remain effective in life insurance sales, and 

we have many opportunities to meet directly with our customers. Both in 

regional and urban areas, we have ability to flexibly respond to the medical 

coverage needs of an aging regional population, as well as to nursing care 

and end-of-life care needs. We believe this is one of our great strengths as 

a life insurance company.

 Please look at page 8.
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 I would like to explain our policy base, our second strength, from the 

perspective of realizing steady profits.

 The approximately 20 million policies in force can be categorized into three 

areas from the perspective of when profits are mainly realized. As shown 

in this slide, the first is the “A. Area that will lead to new policies in the 

future”; the second is the “B. Area where profits are expected to realize in 

the future”, and the “C. Area where profits are currently realizing.”

 Area A is an important area for expanding the number of customers and 

future growth, as it is expected to contribute to increasing new policies in 

the future through policy renewal and continued coverage after policy 

maturity, etc.

 Areas B and C are areas where future profits included in value of in-force 

covered business for EV are generated on a long-term ongoing basis.

 These three areas constitute the policy base that enables us to secure 

steady profits and realize sustainable growth.

 Please look at page 9.
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 The third strength is industry’s top level of total assets.

 By leveraging the power of over ¥ 60 trillion in assets, we will promote 

deeper and more sophisticated asset management through hiring and 

training of professionals with specialized knowledge and collaboration with 

external asset management companies, etc., and aim to grow asset 

management earnings.

 In September 2023, we secured a positive spread of ¥50.2 billion, which 

reflects the effect of asset portfolio diversification we have been pursuing.

 Please look at page 10.
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 From here, I would like to explain in detail our growth strategies based on 

our three strengths.

 The first is making the most of strengths of the channels and the human 

resources.

 Retail Sales Division, Whole Sales Division, and Post Office counters will 

each strengthen sales capability to maximize the power of our human 

resources, while these three channels perform in unison, bolstering 

collaboration on proposals and eliciting potential needs, thereby enhancing 

overall sales capabilities.

 Please look at page 11.
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 This slide shows initiatives to enhance and demonstrate the human 

resources. Through introduction of a new development and incentive 

system, strengthen sales system and improvement of sales environment, 

we will link the strengths of each channel to growth.

 Please look at page 12.

11



 I would like to explain initiatives to protect customers’ well-being through 

their lifetimes, leveraging our policy base, our second strength.

 By providing products that meet diverse needs of customers of all 

generations, and promoting initiatives to improve customer satisfaction and 

CX, we will build long-term, ongoing, and trusting relationships with 

customers.

 In doing so, we will continue to protect customers’ well-being through their 

lifetimes, and grow number of customers further by broadening 

relationships with customers of some generations to other generations as 

well.

 Please look at page 13.
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 I would like to explain in detail our product strategies.

 We will expand the product lineup to meet the needs of customers of all 

generations by sequentially introducing new products such as lump-sum 

whole life insurance and insurance that provide for becoming unable to 

work and nursing care.

 From a profitability standpoint, by using savings-type products as a 

gateway to stimulate potential needs through well-considered consulting 

and make proposals for protection-type products for sure, we also aim to 

improve profitability. So that, we will strive to achieve sustainable growth.

 Please look at page 14.
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 I would like to explain the expansion of the asset management earnings by 

leveraging our total assets, our third strength.

 Domestic super long-term interest rates have reached a level above the 

Company’s average assumed rate of return, and the Company’s 

investment earnings are likely to improve in this market environment.

 And alternative assets, in which investment has been expanded in stages, 

are steadily accumulating unrealized gains, and beginning to make a full-

fledged contribution to earnings.

 Thus, while taking into account changes in the market environment, we will 

aim to grow asset management earnings by promoting deeper and more 

sophisticated asset management.

 Please look at page 15.
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 In addition to these strategies to leverage our strengths, we will take new 

measures to secure revenue through alliances with other companies.

 In June of this year, we entered into a strategic partnership with KKR & Co. 

Inc. (KKR) and Global Atlantic Financial Group (GA). We also started 

discussions on expanding our business collaboration to build mutually 

beneficial relationships for each company in the future.

 In the alliance with Mitsui & Co. that commenced in 2022, the scale of 

investment targets is being expanded with a focus on real estate funds, 

and the balance under management is accumulating.

 Through these alliances with other companies, we will strive to create new 

growth opportunities.

 Please look at page 16.
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 One component of the foundation to support these strategies just 

explained is the initiative to reduce costs.

 Through promotion of DX, we will streamline and reduce routine 

administrative work at Service Centers, as well as gradually shift the 

relocatable workforce to the priority areas such as customer support.

 While promoting initiatives to reduce expenses, we will also make 

business operations more efficient by investing in priority areas, such as 

DX promotion, and aim to reach ¥ 502.0 billion in necessary expenses in 

FY2025.

 This concludes my explanation. Next, Mr. Onishi, Deputy President, will 

explain our capital policy to enhance capital efficiency, and the business 

forecast.
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 I am Onishi, Deputy President.

 I will now explain our capital policy to enhance capital efficiency, and the 

business forecast.

 Please look at page 18.
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 This graph shows the transition of ESR.

 The ESR as of September 30, 2023 increased from March 31, 2023 to 

184% since, while the integrated risk amount was flat, the capital amount 

increased due to an increase in unrealized gains of domestic stocks 

holdings resulting from an increase in the market value of domestic stocks, 

and the issuance of subordinated bonds, etc.

 Please look at page 19.
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 I would explain the status of consideration and implementation of measures 

to improve ESR.

 As Mr. Tanigaki explained earlier, we recognize the need to implement a 

capital policy that can enhance capital efficiency while maintaining a sound 

financial position, as part of our efforts to enhance corporate value.

 ESR as of September 30, 2023 is within the 150% to 220% range, which 

we set as an appropriate standard, although it is necessary to ensure the 

stability of this level.

 As part of measures to improve ESR, the recovery of new policies continue 

to be an issue. As for debt financing, we issued ¥ 100 billion of 

subordinated bonds in September 2023. In addition, we will work to reduce 

risk amount through implementation of interest rate swaps and 

consideration of ceded reinsurance.

 In the event excess capital is generated as a result of these efforts, we will 

consider it as a source of funds for growth investments and shareholder 

returns.

 Please look at page 20.



 Next, I would like to explain the upgrading liability management.

 Although the share of domestic interest rate risk of the integrated risk is 

approx. 8%, which is at low level, in the Postal Life Insurance Category, 

there remains a larger duration gap between assets and liabilities, 

compared to the company’s total.

 Furthermore, looking at liability status for the Postal Life Insurance 

category by product, the life annuity is lower profit level and the higher risk 

level. To address this, we implement interest rate swaps to control interest 

rate risk, and we are also considering reinsurance implementation. In this 

way, we will reduce risk and at the same time aim to improve returns by 

freeing the Company from high assumed interest rates.

 Please look at page 21.
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 Then I would like to explain shareholder return.

 No change has been made to our previously-announced shareholder return 

policy during the period of the Medium-term Management Plan.

 There is no change to the dividend forecast of ¥ 94 per share for the fiscal 

year ending March 31, 2024.

 Please look at page 22.



 With respect to our shareholder return policies, I will again present an 

explanation of our policy regarding acquisition of treasury stock.

 Under the shareholder return policies during the period of the Medium-term 

Management Plan, by taking timely measures, including acquisition of 

treasury stock, to return profits to shareholders flexibly, we will aim for the 

medium-term average total return ratio between 40% and 50%.

 If the ESR exceeds the appropriate standards of 150% to 220%, we will 

consider further risk-taking measures, or acquisition of treasury stock 

without being restricted to an average total payout ratio of 40 to 50%, etc. 

 Please look at page 23.
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 Finally, I would like to explain the actual results and forecast of net income.

 We expect net income in FY24/3 to decrease by approximately ¥25.0 billion 

year on year to ¥72.0 billion, due to a decrease in policies in force, etc. 

despite an expected decrease in the impact of losses related to COVID-19 

compared to FY23/3. 

 In the six months ended September 30, 2023, the achievement of net 

income was 70.1%, mainly due to higher-than-expected asset management 

earnings resulting from the impact of the market environment including yen 

depreciation.

 This concludes my explanation.

 Thank you.
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