
Good morning. My name is Koichiro Watanabe, President of the Dai-
ichi Life Insurance Company Limited. Thank you for taking time to join
this analyst meeting for the fiscal year ended March 31, 2013.
Without further ado, let’s start the presentation.
Please turn to page 2.
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3 highlights of our financial results are shown here. 
First, we increased both our ordinary revenue and net income.  Our 
insurance sales, especially in our growth areas, exceeded our original 
forecast.  Net investment income improved significantly due to the recovery 
of the financial markets.  Also, Dai-ichi Life on a non-consolidated basis and 
Dai-ichi Frontier Life (DFL) accelerated strengthening their financial 
soundness by accumulating retained earnings ahead of our original 
schedule.    
Second, we completed our two-year medium term management plan.  
Although we experienced a harsh business environment in the two year 
period due to the Great East Japan Earthquake, European Sovereign Debt 
Crisis and other factors, we as Dai-ichi Life Group managed to return to the 
growth track. We have shifted into high gear for achieving growth under our 
new medium-term management plan covering the next three years.   
Third, in FY2013, the first year of the new medium-term management plan, 
we forecast our net income to continue the increasing trend, while 
conservatively estimating ordinary revenues.  Moreover, we have steadily 
progressed our initiative to strengthen our financial soundness and, therefore, 
we raised our dividend forecast for FY2013, to 2,000 yen. 
Please turn to page 4.
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As already explained in detail during the conference call held on May 15, 
Consolidated financial results are as shown here.
For the fiscal year ended March 2013, we increased both our consolidated 
ordinary revenues and net income by 7% and 59% year-on-year, respectively.  
Our consolidated ordinary profit decreased year-on-year because in the prior 
fiscal year we reversed contingency reserve to adjust to the domestic and 
overseas investment environment and we recorded reversal of deferred tax 
assets as a result of a decline in the statutory corporate income tax rate.  
In FY2012, our net investment  income improved and we achieved a 
significant increase in net income even after providing for retained earnings 
(contingency reserve and/or reserve for price fluctuation) of Dai-ichi Life and 
DFL ahead of their original schedule
Please turn to page 5.
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I will explain each Group company’s business results.
Although it decreased by 4% year-on-year, premium and other income of Dai-
ichi Life on a non-consolidated basis outperformed its original sales forecast 
because the company increased sales of savings type products before our 
premium adjustment on April 2nd.  On the investment side, in the prior year 
we recognized significant losses on sale of securities after the European 
sovereign debt crisis.  In FY2012 we significantly reduced losses on sale and 
valuation of securities, and as a result improved our net capital gains.  As a 
result, we increased our net income even after providing for contingency 
reserve in an amount close to what we reversed in the prior fiscal year.  
DFL maintained a high level of sales growth as a result of rising stock prices 
in the second half of FY2012.  Given such recovery in the business 
environment, DFL accelerated its provision for contingency reserve 
associated with GMMB in the amount we originally planned for FY2012 and 
2013.  As a result, although the provision increased its net loss slightly, we 
have nearly eliminated the future accounting reserving burden that had 
negatively affected DFL’s profitability.
TAL also maintained its favorable sales trend, especially in the individual risk 
area, outperforming its original forecast.  I will explain to you the details later.  
But briefly speaking, TAL’s net income in AUD terms decreased slightly year-
on-year mainly due to lower benefit recognized from the decline in interest 
rates than in the prior year.  However, due to depreciation of the yen against 
the AUD, we recognized double digit growth in TAL’s net income in yen terms, 
which contributed to the group’s profit.  
Please turn to page 6.
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I will explain about our earnings guidance for the fiscal year ending 
March 2014.
For the fiscal year ending March 2014, we forecast a decrease in 
consolidated ordinary revenue but an increase in net income.
The reasons for the decline in consolidated ordinary revenue are; at 
Dai-ichi Life (1) we take a prudent view on the sales of savings-type 
products, and (2) at Dai-ichi Life and DFL we expect lower investment 
income as we forecast the financial markets to remain relatively flat 
during the year.
Meanwhile, we forecast an increase in consolidated net income on the 
back of the significantly lower provisioning of contingency reserve 
related to DFL’s GMMB on variable annuities, and the increased 
contribution from our overseas businesses including Janus Capital 
Group.  We raised our dividend forecast for FY2013 by 400 yen from 
1,600 yen for FY2012 to 2,000 yen per share.

Please turn to page 8. 
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I will explain about our European Embedded Value as of March 31, 2013.
Compared to March 31, 2012, our group EEV increased by approximately 
680 billion yen to approximately 3,340 billion yen as of March 31, 2013, 
consisting of 3,130 billion yen of adjusted net worth and 210 billion yen of 
value of in-force business. 
An increase in our adjusted net worth exceeded 1,000 billion yen due to 
increased unrealized gains on securities as a result of the weaker yen, rise 
in stock prices, and lower interest rates. 
On the other hand, our value of in-force business decreased by 580 billion 
yen – Although we recognized the positive effects of the value of new 
business and revised premium rates, these effects were more than offset 
by the negative impact of the decline in long-term interest rates.
Both Dai-ichi Life and DFL improved their value of new business.
Please turn to page 9.
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TAL’s EEV at the end of March 2013 was approximately 170 billion yen.
We recognized a decrease in TAL’s value of new business in AUD 
terms: lower interest rates positively impacted the VNB, which was more 
than offset by negative impact of non-economic assumptions changes 
as a result of slow economic growth in Australia.  TAL has steadily 
increased both individual and group policies in force, and increased its 
contribution to the group’s EEV.
Please turn to page 10.



This slide provides an analysis of changes in the Group’s embedded value
since the previous fiscal year end. For Adjusted EV, the value of new
business contributed approximately 210 billion yen and the expected existing
business contribution added an additional 350 billion yen.
Items from “value of new business” through “non-economic assumptions
change”, amounting to approximately 640 billion yen in total, were
attributable to our management’s actions and accordingly can be regarded
as organic growth. The organic growth rate, or operating RoEV, reached
23.9%. Improvements in operating expense ratio due to our cost reduction
efforts also boosted organic growth in EV.
Economic variances of 50 billion yen represent the slightly negative effect of
a decrease in value of in-force business due to the rise in stock prices,
depreciation of the yen, and decline in interest rates. However, the negative
effect was more than offset by increased adjusted net worth as a result of the
rise in stock prices, weaker yen, and lower interest rates.
As explained in the footnotes, other factors reflected the impact of revised
premium rates and changes in consumption tax.
Please turn to page 11.
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I will explain the change in value of new business (VNB).
VNB for the Group increased by approximately 20 billion yen year-on-
year to 210 billion yen. The new business margin was approximately
5.9%.
This increase was mainly attributable to that of Dai-ichi Life on a non-
consolidated basis, increasing its VNB by 20 billion yen, mainly due to
improvement in its surrender and lapse rate and revised premium rates
which more than offset the impact of lower interest rates. DFL’s VNB
declined due to deterioration in investment spreads on fixed annuity
products in a lower interest rate environment.
Please turn to page 12.
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This slide explains characteristics of the Japanese life insurance
industry. The Japanese life insurance market is close to the U.S.
market in size but is characterized by a smaller number of companies.
The oligopolistic structure, combined with product portfolios that are
geared toward death benefit products, explains the high profitability of
life insurers in Japan.
The bottom right chart compares new business margins of the Dai-ichi
Life Group and major European life insurers. The chart clearly
demonstrates Dai-ichi Life is one of the most profitable players even
among European life insurers focusing on annuities and savings-type
products.
Please turn to page 13.
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The graph on the left shows the yearly historical trend of the results of 
the first half and full year VNB. For domestic life insurance businesses,  
we have increased its VNB by a) increasing sales by timely launching 
new products adjusting to changes in customer needs and b) improving 
surrender and lapse rate and cost efficiency. Also, we achieved high 
group VNB growth by focusing on growth businesses, such as TAL in 
Australia.
Many investors don’t expect Japanese life insurers to grow significantly 
as most of their operations are based in the Japanese market, which 
has a shrinking population and low birthrate.  But, as you can see from 
the graph on the right, the Dai-ichi Life Group achieved both larger 
amount of and higher growth in VNB than major players operating 
throughout Asia.
In slides 7 through 13, I explained our EEV.  Now I will explain our new 
medium-term management plan.
Please turn to slide 15.
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The year 2012 was a significant milestone for us, representing the last year of the 
two year medium-term management plan “Success 110” and also the 110th 
anniversary of our founding.  However, we experienced a harsh business 
environment in the two year period due to the Great East Japan Earthquake, 
European sovereign debt crisis and other factors.
Despite such business environment, we made progress in our growth areas, such 
as third sector (medical insurance, etc.), savings type products and overseas 
businesses, by proactively allocating our resources. In the domestic business 
segment, we continued our initiative to improve our profitability and efficiency.  
Also, we progressed in our measures to improve our capital soundness and 
secured funds for future growth investments.  We lay out the details in the page 30
of the appendix to this material.  Please refer to that page for the details.  
After the advent of a new political administration late last year, stock prices have 
recovered to the level they were before the global credit crisis in 2008 and the 
Nikkei stock average seems to test 15,000 yen as a support level.  The exchange 
rate of the US dollar against the yen has risen to over 100 yen.  The entire nation of 
Japan is feeling increasing expectations for growth.  Still, we cannot be fully 
optimistic about the financial and economic environment, given fluctuations in the 
bond market.  However, the Dai-ichi Life Group in the last few years has 
progressed its initiatives to establish a robust financial base and developed 
resiliency against fluctuations in the financial markets. Under the new medium term 
management plan “Action D” covering the three years from the beginning of the 
current fiscal year, we will put various initiatives for future growth into action. 
Please turn to page 16.
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Under Action D, the Group strives to achieve sustained growth that meets all 
its stakeholders’ expectations within the value creating framework we term 
DSR (i.e. Dai-ichi’s Social Responsibility) Management, along with its group 
vision “Thinking People First”. 
Action D consists of four fundamental strategies as follows: 

1. The first pillar is growth strategy to accelerate the growth of the entire Dai-
ichi group.  The keyword we set for this strategy is “Dynamism” representing 
the magnitude of the growth.  I will explain to you details of the strategy later.  

2. The second pillar is promotion of ERM.  We will proceed with our measures 
to attain a capital level on par with leading global life insurers, strive to 
improve our corporate value by maximizing capital efficiency through optimal 
capital reallocation, and increase shareholder return.  The keyword for this 
pillar is “Discipline”  

3. The third pillar is evolution of our group management.  Through our “Group 
Management Headquarters”, we will evolve our group management 
framework to support and challenge for further growth of the entire Dai-ichi
group.  The keyword for this strategy is “Dimension” representing spatial 
expansion of the group.

4. The last pillar is human capital development supporting these strategies.  
The keyword for the last pillar is “Diversity”.  We will develop human capital 
to compete efficiently in a global competition. 

Please turn to page 17.
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This slide illustrates our specific seven action plans to realize the four 
strategies under “Action D”:
In the domestic life insurance market, we will 1) continue to focus on growth 
areas, such as third sector (medical) and individual savings type products, by 
introducing new products to adjust to changing needs of customers, 2) strive 
to capture the market currently not covered by the group, and 3) differentiate 
and reform our core life insurance business model by providing customers 
with uniformly high quality consulting services, leveraging the organizational 
power of the Dai-ichi life group, finally to expand market share and accelerate 
profit growth.
In the overseas markets, we will accelerate developing 4) life insurance and 
5) asset management businesses and expand their profit contribution.  In 
particular, we will strive to increase the corporate value of each of the existing 
overseas life insurance businesses.  Also, we will seek new opportunities, 
taking into account diversification of regional risk, to accelerate profit growth.
In the lower part of this slide, we laid out promotion of ERM and financial 
strategy to support growth.  As many major leading global insurers apply the 
99.95% confidence interval to their capital model, we will also strengthen our 
financial base to the level satisfying the same interval on an economic value 
basis.  Furthermore, we will work on further cost cutting measures in our core 
domestic life insurance business and our initiative to reduce negative spread 
by providing for additional policy reserve.  Moreover, we will turn Dai-ichi
Frontier Life profitable within the three years of new medium-term 
management plan.
I will explain details of each action plans from the next page on.  Please turn 
to page 18.
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In the domestic life insurance business, we will continue to position third 
sector and individual savings type products as growth markets and 
proactively allocate resources. 
The Dai-ichi Life group has introduced new products to adjust to changes in 
the financial market in a flexible manner: Dai-ichi Life introduced “Junpu
Life”, “Medical Yell”, and “Grand Road” and DFL introduced variable 
annuities, yen- and foreign currency-denominated fixed annuities and whole 
life insurance to capture changes in customer needs reflecting changes in 
the Japanese population’s age distribution. 
Dai-ichi Life will continue to strengthen its offerings of medical and nursing 
care insurance and DFL will continue to focus on introducing competitive 
savings type products in a flexible manner to outperform the average sales 
growth of the both markets.
Moreover, we will consider developing the markets with growth opportunities, 
currently not covered by the existing products and/or sales channels.
Please turn to page 19.
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Even though the Japanese life insurance market has been changing due to 
factors such as sales through the Internet and outlets offering products from 
several insurers, the Dai-ichi Life group has maintained its sales share by 
leveraging its large scale organizational power with its 10 million customer 
base and trustworthy customer relationships, which have improved 
customer satisfaction on customer surveys.
However, to accelerate growth, we should reform our existing business 
model.  We have already started and progressed the reform: we introduced 
“DL pad”, a tablet PC  for our sales representatives, and also established 
“Dai-ichi Life Insurance Shops”, retail outlets offering our products.  We will 
continue diversifying our sales channels and strengthen each linkage 
between the sales channels from the customer’s perspective.  We will build 
an infrastructure to provide each customer with information in the way 
he/she needs and in the form he/she likes.  Moreover, we will reform all 
sales channels of the group to provide customers with uniformly high quality 
consulting services.
Please turn to page 20.



We have expanded our overseas life insurance businesses mainly in the 
Asia-Pacific regions.  Dai-ichi Life and its subsidiaries and affiliates in 
Vietnam, Australia, India, and Thailand have shared the management know-
how acquired through our long history in Japan and exchanged employees 
among the companies.  These efforts have created a base which enables us 
to improve the corporate value of each group company.  Also, we will 
continue to seek opportunities to enter new markets to pursue both 
diversification of regional risk and acceleration of profit growth.
Our asset management business consists of two companies: DIAM asset 
management in the domestic market and Janus Capital Group in the 
overseas market. Janus became one of our affiliated companies in January 
this year.  We intend to increase profit contribution from DIAM and Janus by 
promoting cross selling opportunities with Dai-ichi Life.
Through these efforts, we expect to realize approximately 30% contribution to 
consolidated profit from overseas life insurance and asset management 
businesses and approximately 40% contribution from our growth businesses 
(overseas life insurance and asset management businesses plus DFL and 
DIAM) by the end of the medium term management plan period (March 31, 
2016).
Please turn to page 21.



We have explained to you the important points of our growth strategies.  To 
support these strategies, we will promote the concept of ERM. Under ERM, 
each unit of the group will pursue optimizing returns within its business and 
risk attributes.
As a goal to achieve by the end of March 2015, we will strengthen our 
financial base to a level satisfying the 99.95% confidence interval on an 
economic value basis which many major leading global insurers apply.  In 
doing so, we will continue our measures to acquire new policies to build up 
new business value and reduce risk, taking into account trends in the 
financial markets.  
In this slide, we show the status of our capital base at the end of March 
2013, using the 99.5% confidence interval.  Please note that the figures on 
this slide may not be comparable to the same kind of disclosures by other life 
insurers as we quantified some parts of the financial market and insurance 
risks using our internal model.
We have often explained to you our measures of strengthening our capital 
base.  This slide more specifically illustrates the magnitude of each measure.  
By the end of March 2015, we will strive to achieve the approximately 130% 
capital adequacy under the 99.5% confidence interval, which represents 
more than 100% under the 99.95% confidence interval, even after setting 
aside approximately 300 billion yen for growth investments.
Please turn to page 22.
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We will explain our financial strategies to support growth, which I have often 
explained to you in the past.  But I’d like to refresh your memory once again 
with this slide. Under our financial strategies, we will strive to 1) reduce 
negative spread by completing the nine year program to provide for 
additional policy reserve, 2) reduce fixed costs in our domestic core 
business, and 3) turn DFL profitable.  By overcoming these three financial 
challenges, the accounting profit structure of the Dai-ichi Life group will 
drastically improve.
On page 23, we laid out the roadmap to achieve 100 billion yen consolidated 
adjusted net income by the end of March 2016 by achieving the three goals.  
However, to understand the roadmap, I’d like to explain to you the definition 
of our consolidated adjusted net income for FY2012.
Consolidated adjusted net income is calculated by adding items such as 
after-tax provision for contingency reserve to consolidated net income.  
Therefore, it is an indicator representing our real profitability.
Please turn to page 23.
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In FY2012, given recoveries in the financial markets, we improved our 
sales performance and net investment income and, therefore, 
outperformed our original earnings forecast.  However, in FY2010 and 
2011, we reversed retained earnings (contingency reserve, etc.) to 
adjust to fluctuations in the external environment. Therefore, we 
decided to set aside some portion of our FY2012 accounting profit for 
strengthening our financial base and securing funds for future growth 
investments.
So, in illustrating the roadmap to achieve 100 billion yen adjusted net 
income, we made adjustments to our FY2012 adjusted net income to 
remove the amount provided for retained earnings (contingency 
reserve, etc.) over the originally planned amount.  After the 
adjustments, please focus on the magnitude of each of our measures 
to overcome the financial challenges and the change in the profit 
structure of the Dai-ichi Life Group. 
Also, the roadmap reflected not only the positive impacts of 
overcoming the financial challenges but also the growth strategies that 
I mentioned earlier, and the growth strategy in this roadmap included 
only the organic growth part and does not include potential future 
acquisitions.
Please turn to the page 24. 



We are in the middle of our nine-year program to intensively provide for 
additional policy reserve until FY2015 as an initiative to reduce assumed 
rates of return (liability costs) of certain legacy insurance policies.  For each 
of the next three fiscal years including the current fiscal year, we will provide 
more than 100 billion yen for additional policy reserve.  As we accumulate 
additional policy reserve, the average rate of return is forecasted to decline 
accordingly.
While we have proactively reduced our liability cost by accumulating 
additional policy reserve, negative spread may increase depending on the 
status of the financial markets.  As you can see a graph showing the 
component of Dai-ichi Life’s interest and dividend income for FY2012 on the 
right side of this slide, the decline in long term interest rates in Japan 
negatively affects negative spread, especially if it continues.  On the other 
hand, the current trend for depreciation of the yen and related recovery in the 
business sector are likely to positively affect our negative spread.  
Please turn to page 25.



I will explain our cost cutting measures in the domestic core business.
In the last five years under the last two medium-term management plans, we 
reduced approximately 50 billion yen of fixed costs through large-scale 
projects streamlining offices and reforming our human resources systems.
Taking into account the resources necessary for accelerating growth, we will 
refrain from large-scale cost cutting projects under the new plan.  However, 
we believe we can reduce another 20 billion yen in the next three years by 1) 
efficiently allocating human resources, 2) streamlining information system 
investments and 3) carefully examining fixed cost efficiency under the 
initiatives of cross sectional taskforces established in the current fiscal year. 
Please turn to page 26.
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I will explain the last topic of the three financial challenges, our initiative to 
turn DFL profitable.
DFL has developed a well-balanced product lineup, rather than depending on 
a single savings type product.  DFL’s strategy is to steadily accumulate 
assets under management by adding new products to the product lineup in a 
flexible manner and to adjust to changes in customer needs reflecting 
changes in the financial markets.
Once DFL’s AUM exceeds a certain level, maintenance fees that DFL 
subtracts from the AUM more than cover DFL’s fixed costs, improving DFL’s 
profitability.  Moreover, DFL in FY2012 accelerated its provision for 
contingency reserve associated with GMMB of its variable annuities sold in 
the past in the amount we originally planned for FY2012 and 2013.  As a 
result, DFL expects to record much less provision from the current fiscal year 
onwards.
By maintaining sales through savings type products with its well-balanced 
product lineup, DFL expects to become profitable in FY2015. 
Please turn to page 27. 
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Until now, I have explained the fundamental strategies, especially the core 
growth strategies, and related initiatives to overcome the financial challenges 
under the new medium-term management plan “Action D”. This slide 
summarizes what I have explained as numerical goals.
Please turn to page 28.
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Finally, I’d like to explain our shareholder return policy.
Under our past shareholder return policy, to secure financial soundness that
more than satisfies stricter future capital regulation on an economic value
basis and set aside funds for growth investments, we had placed more
weight on earnings retention, although aiming to provide stable shareholder
returns in the medium- to long-term. Therefore, we had set our dividend
payout ratio within the range of 20-30% of our consolidated adjusted net
income.
As I have explained to you earlier, we made steady progress in our initiatives
to strengthen our financial soundness under the last medium-term
management plan. More specifically, we smoothly progressed our plan to
strengthen our financial base to the level applied by many leading global life
insurers by the end of March 2015.
Under Action D, we raised the total payout ratio target to 30% of our
consolidated adjusted net income, while the entire group strives to challenge
for further growth. We intend to pay out stable shareholder dividends in the
medium- to long-term, taking into account factors including our consolidated
and non-consolidated financial results, the market environment and any
regulatory changes. Meanwhile, we will consider shareholder returns other
than dividends.
This is the end of my presentation.
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