
 I am Sakamoto from Japan Post Insurance. Thank you all for participating in 
this “Future Sales Strategy Briefing Session” by Japan Post Insurance.

 Today, I would like to hear your participation in the “Briefing on Future Sales 
Strategy” of Japan Post Insurance.

 First of all, we would like to explain about our Future Sales Strategy based on 
the materials in front of you. Then we will have a Q&A based on the materials 
in front of you. Then we will have a Q&A session.

 Please look at page 2.

1



 First, I would like to explain the “Vision of Japan Post Insurance Sales Activities 
(Retail).”

 In the Medium-Term Management Plan announced in May 2021, we return to our 
management philosophy, which is the starting point, and clarify our social mission of 
“Be a trustful partner for people, always being close at hand and endeavoring to 
protect Management their well-being.”

 From April 2022, the New Japan Post Insurance Sales System will be launched in 
which consultant in Japan Post Co. will belong to our Japan Post Insurance Services 
Department and work as employees of Japan Post Insurance.

 Under this New Japan Post Insurance Sales System, we will aim to expand the 
market as a whole by increasing the quality, quantity, and frequency of contact with all 
customers, thereby increasing customers while building true relationships of trust with 
customers. I will explain the detail of it later.

 In order to share this vision for the future among all employees, we have established 
the “Vision of Japan Post Insurance Sales Activities (Retail).”

 Aims in this vision are below.
・Expand customers based on customer’s trust and satisfaction
・Establish appropriate management and support growth of employees through the 

systems and operations closely linked to the front line
・Continue to evolve with keen awareness of the social and business environment

 Based on this vision, we will implement the measures I will explain steadily, and 
realize social mission and management philosophy by transforming to “Culture of 
cultivating the market and human resources.”

 Please look at page 3.
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 I would like to explain the New Japan Post Insurance Sales System.

 Until now, we have mainly sold savings-type products, but we believe it is 
important to provide protection-type products in the future to meet the 
diversifying needs of our customers.

 To this end, it is necessary to develop human resources with the ability to 
propose protection, such as getting close to customers, accurately identifying 
their needs, and explaining clearly products to customers.

 Under the New Japan Post Insurance Sales System that will begin in April 
2022, we will aim to develop human resources who can propose protection 
with a high level of expertise and know-how by directly managing consultants 
and providing them with full support.

 In addition, we will provide comprehensive consulting services across group by 
providing a wide range of financial products at post office counters.

 Until now, we have made steady progress in preparations for smooth start-up 
from April.

 Specifically, since October 2021, consultants have been dedicated to 
proposing life insurance, and since January 2022, we have been gradually 
consolidating consultant operation bases.

 For the Customer Assignment System, which will be introduced in April, I will 
explain it on the next page.

 Please look at page 4.
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 I would like to explain the Customer Assignment System.

 We recognize that in the past, there was a tendency to incline to new policies 
and customers whom we could easily visit.

 Based on this reflection, we would like to expand the true trust of customers by 
providing a broader range of higher-quality services to all customers with the 
introduction of the “Customer Assignment System.”

 Specifically, we will increase the quality, quantity, and frequency of contact with 
all customers, by increasing contacts of customers which consultants and post 
office counter are in charge of and enhancing follow-up support.

 In addition to products, we hope that employees in charge become added 
value to customers, which will lead to new policies.

 In this way, we consider the Customer Assignment System a very important 
measure for achieving the growth of human resources and market in “Vision of 
Japan Post Insurance Sales Activities (Retail)” that I explained at the beginning.

 Please look at 5.
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 I would like to explain our basic policies toward the realization of the 
Vision of Japan Post Insurance Sales Activities and growth of Japan 
Post Insurance.

 At first, the growth of management, which is the foundation of base 
management is essential to realize the vision.

 We will work on company-wide support for front-line managers and 
solve their problems.

 Additionally, by reviewing all the structures and operations, such as 
“Customer assignment system”, “Targets and evaluation system” and 
“Allowance system” to synchronize them to the Vision of Japan Post 
Insurance Sales Activities, we will encourage the growth of the 
market and human resources and improve corporate value.

 With regard to the structure and operation of these systems, we 
intend to give top priority to what we can do for our customers, and 
constantly review them while appropriately responding to the ever-
changing social and business environment.

 Please look at page 6
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 Here, I would like to explain our initiatives toward the launch of the new 
product, which is a new medical rider, in April of this year.

 We will launch the new medical rider “Motto-Sono-hi-kara Plus” from April 1, 
2022.

 With this new medical rider, we believe that we can meet the needs of 
customers of all generations by offering generous medical coverage at low 
premiums.

 We will conduct proactive sales proposals through various customer contact 
points, including the policy coverage confirmation activities, particularly for 
maturing customers, existing policyholders’ families, and policyholders of 
educational endowment insurance whose protections may not be sufficient.

 Going forward, we will respond to our customers’ needs and will continue to 
fulfill our social mission of “protect customers’ lives by providing life insurance 
product” by providing them with basic protection as well as opportunities to 
recognize the need through our new Japan Post Insurance sales system, 
thereby leading to market growth.

 Please look at page 7.

6



 I would like to explain our efforts to ensure solicitation quality.

 Since FY20/3, we have been making company-wide efforts to implement 
preventive measures in response to the solicitation quality issues.

 First, we formulated the “Standard of Japan Post Insurance sales,” which are 
the principles for thoroughly implementing true customer-first sales activities 
without repeating the solicitation quality issues again. Based on these 
principles that consist of 3 rules and 13 code of conducts, all the employees 
involved in Japan Post Insurance sales activities always think and put into 
practice the best conduct based on the customer-first Philosophy from the 
standpoint of each customer.

 In addition, we have formulated and disseminated the “Japan Post Insurance's 
Commitment” in October 2021, which expresses management's review of the 
past and our determination to fulfill our primary mission as an insurance 
company. In this way, we are working to eliminate employee concerns and 
ensure that customer-first sales activities are practiced with a sense of consent 
and confidence.

 At the same time, from August 2020, we record interactions with customers 
from product proposals to acceptance of application at the time of solicitation. 
By enabling a review of customer interactions, we can prevent product 
proposals that do not match the perceptions and intentions of customers and 
employees.

 Through these initiatives to ensure solicitation quality, we will continue to build 
relationships of trust with customers based on appropriate sales activities.

 Please look at page 8.
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 I would like to explain our sales target for FY23/3.

 In FY23/3, we will set a target system to comprehensively evaluate “solicitation 
quality and maintenance,” “activities and foundations,” and “productivity” in a 
balanced manner based on the “Vision of Japan Post Insurance Sales 
Activities.”

 In particular, we did not set a target for productivity in FY22/3. In FY23/3, 
however, we will set a target for net increase in life insurance, which is 
calculated by subtracting the results of cancelled polies from new policies, 
from the perspective of promoting activities that taking into account policies in 
force and aiming for a net increase in them, from the viewpoint of aiming to 
expand customers as well as overall market based on the “Vision of Japan 
Post Insurance Sales Activities.”

 From April onwards, we will make company-wide efforts to achieve our sales 
targets through the management that focus on solving issues of the activity 
processes of each employee and break away from the previous management 
that focused on the new policy. We will also aim for sustainable market growth 
by accumulating and growing the success experiences of each employee 
through human resource development centered on practical training, such as 
role-playing.

 Please look at page 9.
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 I would like to explain securing policies in force.

 The new policy level for FY23/3 will be calculated by adding productivity 
improvement through the New Japan Post Insurance Sales System and the 
effects of new products to the sales force at the beginning of the fiscal year 
based on appropriate solicitation quality.

 New policies up to FY22/3 3Q have been gradually increasing, and the number 
of policies in force has been decreasing.

 However, we aim to achieve the target for the number of policies in force set in 
the Medium-Term Management Plan by revitalizing sales activities and 
recovering sales volume through the transition to the New Japan Post 
Insurance Sales System from April and the launch of a new medical rider.

 Please look at page 10.
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 Finally, the overall life insurance market has been shrinking since FY20/3, 
when we refrained from proactive sales activities due to the solicitation quality 
issues.

 We intend to achieve market growth and revitalize the life insurance market as 
a whole by engaging in sales activities based on the “Vision of Japan Post 
Insurance Sales Activities (Retail)” that I explained at the beginning.

 Under the New Japan Post Insurance Sales System, we will reconstruct into a 
company that is truly trusted by its customers, and work to build a 
management foundation that can achieve sustainable growth.

 This concludes my explanation. Thank you for your attention.

10





12



13



14



15



16


