
Good morning. I am Seiji Inagaki, Executive Officer of The Dai-ichi Life 
Insurance Company, Limited. Thank you for taking time to join this 
analyst meeting for the year ended March 31, 2015.
Without further ado, let’s start the presentation.
Please turn to page 2.
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The following three points summarize today’s presentation. 
First, we will discuss our financial results. Last year our revenue and net 
income both increased significantly, and achieved our mid-term profit 
objective with a record high profit. Our shareholder return objective is 
expected to be attained through a combination of dividends and share 
repurchases.  Group EEV, inclusive of Protective’s EEV, increased to 5.7 
trillion yen, thus building a robust base for further growth. We expect further 
growth in net profit for the fiscal year ending March 2016, as well as an 
increase in dividend per share. 
Second, we announced our new medium term management plan. Under our 
new plan ‘D-Ambitious’, we strive to meet all stakeholders’ expectations with 
a balanced target of EV, profit, topline and capital adequacy. We also aim to 
improve our ‘total return ratio’ to shareholders to around 40% of our 
adjusted net income, sometime during the period of ‘D-Ambitious’.
Third, we will discuss our governance structure. We aim to shift to a holding 
company structure in October 2016. Also, we aim to strengthen our 
corporate governance structure and become a model in the industry by 
taking measures such as increasing the number of outside directors on our 
Board, the establishment of our ‘Standard for Corporate Governance’ and 
others.
Please turn to page 4.
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Our consolidated financial results are as shown here.
As already announced on May 1, we significantly increased both top 
line and bottom line YoY – our consolidated ordinary revenues by 20% 
to 7,252.2 billion yen, ordinary profit by 34% to 406.8 billion yen and 
net income by 83% to 142.4 billion yen. 
Favorable sales at Dai-ichi Frontier Life (DFL) and improved net 
investment income at Dai-ichi Life on a non-consolidated basis 
contributed to the solid results. 
Please turn to page 5.
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The chart on this slide explains each Group company’s summary 
balance sheet.
Immediately after the acquisition of Protective Life through a reverse 
trianglar merger, goodwill of 735 million USD was recorded as 
Protective Life’s intangible fixed assets.  The Group had entered into a 
foreign currency forward contract before the acceleration of the 
depreciation of the yen, and as a result the Group recognized a 
consolidation adjustment of 663 million USD and, at the consolidated 
level, goodwill related to the acquisition of Protective was reduced to 
72 million USD, or 8.5 billion JPY.  Please note that Protective Life’s 
other intangible assets include value of business acquired (VOBA) 
totaling 1,276 million USD and other intangibles such as distribution 
relationships, trade names and technology which were recognized as 
a result of the acquisition.
Please turn to page 6.
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I will explain each Group company’s business results.
Premium and other income of Dai-ichi Life on a non-consolidated 
basis increased by 14% YoY due to favorable sales of savings-type 
products. Its net investment income improved YoY as interest and 
dividend income from the general account improved YoY. As a result, 
its net income increased by 78% YoY and contributed to its 
consolidated result.
DFL increased its premium and other income by 50% YoY. DFL 
increased its provision for policy reserves and others by 50% YoY, 
due mainly to favorable sales, and in part to an accounting treatment 
related to foreign currency-denominated insurance due to a decline in 
interest rates. As a result, net loss increased YoY.
TAL in Australia increased its premium and other income by 19% YoY
on an AUD basis. With the impact of revised premium rates and a 
favorable impact of lower interest rates in Australia, TAL increased its 
net income by 45% YoY.
Please turn to page 7.
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I will explain our earnings guidance for the year ending March 2016. This 
year we will consolidate the financial results of Protective Life for a period of 
eleven months, which we acquired on February 1, 2015.
Having said that, we forecast a decline in consolidated ordinary revenues 
because we expect (a) sales of single premium policies, which we sold quite 
favorably last year, to be slower both at Dai-ichi and Dai-ichi Frontier Life, 
and (b) gains on investments in separate accounts to be lower as we made 
the forecast based on the assumption that the economic environment 
remains similar to the levels of March 2015. However, gains on investment in 
separate accounts are offset by provision for policy reserves and accordingly 
they have nearly no impact on our net income.
We forecast our consolidated net income to increase, in light of positive 
factors such as Dai-ichi Frontier’s turning profitable and Protective’s
contribution despite our conservative view on net investment income at Dai-
ichi’s general account.
Based on the earning guidance and our capital levels, we also expect our 
dividends per share to increase by 7 yen from 28 yen to 35 yen. 
Please turn to page 8.
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I will describe our group embedded value as of March 2015. 
Compared to March 31, 2014, our group EEV increased by approx. 1,480 
billion yen to approx. 5,780 billion yen. 
Our adjusted net worth increased by approx. 2,100 billion yen to approx. 
5,540 billion yen due to an increase in unrealized gains on securities 
reflecting lower interest rates and favorable stock market conditions both 
domestic and overseas.
On the other hand, our value of in-force business decreased by approx. 620 
billion yen to approx. 240 billion yen.
We increased the value of new business to approx. 270 billion yen.  The 
negative impact of lower interest rates in the domestic market was more than 
offset by an increase in sales at Dai-ichi Frontier Life. 
Please turn to page 9.
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EEV of TAL was approx. 240 billion yen at the end of March 
2015. TAL increased its EEV on an AUD basis mainly by 
acquiring new policies and an impact from decreased interest 
rates. As a result, TAL increased its contribution to the group 
EEV.  
The Group EEV includes EEV of Protective Life of 500 billion 
yen as of February 1, 2015 when we acquired the company.
Please turn to page 10.
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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 approx. 270 billion yen and the expected 
existing business contribution added approx. 370 billion yen.
Items from “value of new business” through “non-economic 
assumptions change”, amounting to approximately 700 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 15.5% in six months. “Economic 
assumptions change” was approx. 510 billion yen. These items do not 
include changes in EEV of Protective Life.
‘Others’ includes impact of reduced corporate tax rate and the impact 
of consolidation of Protective Life.
The change in Group EEV was attributable to a decrease in interest 
rates (approx. 440 billion yen), and a rise in stock prices (approx. 550 
billion yen).
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 approx. 20 billion yen YoY to approx. 
270 billion yen. The new business margin deteriorated by 0.96 points 
to 5.29%.
The decrease in Dai-ichi Life’s VNB was mainly attributable to lower 
interest rates. TAL’s VNB declined due to the absence of pricing 
change during the previous fiscal year. DFL’s VNB significantly 
increased due to an increase in sales and a change in product mix, 
more than offsetting the decline in two companies.
Now our President, Koichiro Watanabe will update you on the 
progress of our medium-term management plan ‘D-Ambitious’, and our 
future strategic direction. 
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This is Watanabe. Thank you again for attending the meeting today.
Now I would like to update you on the new medium-term management
plan, and the review of our previous plan. Please look at page 13.
This slide shows our objectives under the previous plan ‘Action D’. As
you can see in the right column, in each item we made good progress
and we expect to achieve our targets one year ahead of schedule.
Today, I would like to discuss our strategies under our new plan.
Before that, I would like to quickly review a few performance indicators.
Please turn to page 14.
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This is our Group’s embedded value trend.
Embedded value exceeded 5.7 trillion yen, a record high, evidencing 
our efforts to increase corporate value by executing our business 
plans consistently.
Please turn to page 15.
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This shows the trend in Group ANP from policies in force, a top-line 
target under our medium-term plan. It has steadily increased as a 
result of our organic-growth initiatives, both in Japan and abroad.
In addition,  we have included Protective’s in-force business, resulting 
in a one-time increase to above 3 trillion yen. 
Please turn to page 16.



Consolidated net income has been on a rapidly increasing trend, and 
was more than 140 billion yen for the year ended March 2015.
Please turn to page 17.
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The 2 years under ‘Action D’ were basically favorable for us. Due to the 
progress of Abenomics, the domestic economy has been brisk overall, 
despite a hiccup caused by the consumption tax increase. Also, financial 
markets trended favorably such as stock market appreciation attributable 
to (1) yen depreciation and (2) rising expectations towards corporate 
performance, in light of the BOJ’s monetary easing policies.
In such environment, we expect to achieve the management objectives 
under ‘Action D’, with our domestic and overseas growth areas strongly 
leading the Group’s growth as a result of our continuous efforts put into 
these areas. The Group also completed challenges for significant 
structural reforms through M&A, and now we have entered a growth 
acceleration stage.
In addition, this year is an important milestone for us, as it is the 5th 
anniversary of our demutualization and listing. Based on these factors, we 
decided to renew our plan. 
The name ‘D-Ambitious’ is derived from our strong ambition to accelerate 
growth towards a higher level of value creation by leveraging the 
achievements in the ‘Action D’ period, under our mid-to-long term vision: 
‘Peace of mind. In communities and around the world. ’
Please turn to page 18.



During ‘D-Ambitious’, we strive to achieve sustainable and solid 
growth with three growth engines, namely (1) domestic insurance 
business, (2) overseas insurance business and (3) growth investment, 
supported by our robust governance structure.
Please turn to page 19.
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I will now discuss each growth engine, starting with our domestic 
insurance businesss.
In the domestic market, we have experienced changes in the social 
environment and increasingly diversified lifestyles and values. 
As we expect such trend to continue, the Group is now able to widely 
cover the market with three companies of different characteristics, 
namely Dai-ichi Life, Dai-ichi Frontier Life and Neofirst Life to cater to 
the wide-ranging needs of customers.
Please turn to page 20.
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This slide shows a big picture of our domestic business growth strategy 
‘By your side, for life With You Project’.
The basic concept of the project is to swiftly accustom ourselves and 
provide the best product and services through enhanced distribution 
channels. As the favorable sales in Dai-ichi Frontier Life indicate, we 
believe our project is well under way. 
During the ‘D-Ambitious’ period, we aim to increase our market share 
through (1) Marketing, (2) Products & Services, and (3) Channel 
enhancement, and we will proactively take actions, including through 
capital allocation, as appropriate.
Regarding marketing actions, we will develop full-fledged marketing 
analyses by leveraging the voluminous information accumulated from a 
database of 10 million customer, using ICT.
Regarding products and services, as we have allowed some sales reps to 
sell Dai-ichi Frontier Life’s products, we plan to increase the number of 
those sales reps. Also, we have started today ‘Anshin Relay Plan’, a 
partial policy conversion plan, providing more flexible cover.
Regarding channel enhancement, we take actions to improve quality and 
to complete multi-streaming. To be precise, we extended the training
period for our main channel, Total Life Plan Designers, from 2 years to 5 
years. We also promote recruitment of new sales rep channels.
Please turn to page 21.
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Here, I will discuss our cost-cutting initiatives and the way forward.
During deflation periods, we have successfully implemented cost-
cutting initiatives such as office reorganization and reform of 
personnel system etc., resulting in a leaner operation of our business. 
The operating efficiency target of approx. 8% fixed cost reduction 
during 3 years under ‘Action D’ was almost completed as we did 
approx. 7% in 2 years.
Under the new management plan we balance cost efficiency and 
investments in order for our core business to grow sustainably.
Some of what we have in mind at this point are: investing in a next-
generation system infrastructure that enables us to identify leads from 
so-called big data and that enables swift product development, and 
investing in trainings of sales reps. We will increase our sales reps’ 
activity- and performance-based incentives, targeting positive results 
from the new 5-year training period system that I mentioned earlier. 
Please turn to page 22.
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I will explain the business at Dai-ichi Frontier Life (DFL).
The prime franchise of DFL is its product development capability 
supported by its good relationship with channel partners. As you can 
see, the number of products on the shelf per channel partner is 
increasing.
As you can see on the right, aiming to turn profitable during the 
medium-term management plan, DFL expects its underlying earning 
capacity to remain high in light of its increasing in-force business. DFL 
also strives to implement more adequate risk control so as to turn 
profitable, by more than offsetting the expected accounting treatments 
included in ‘Others’. In addition, Dai-ichi Life’s sale of DFL products is 
expected to support its underlying earning capacity.
Please turn to page 23.
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I will explain our overseas life insurance business, the second growth 
engine.
On this slide, each of our overseas operations is mapped in 
accordance with its degree of maturity. 
Our approach towards each operation is carefully tailored based on 
(a) the maturity of the respective markets, such as emerging markets 
or developed markets and (b) the years of operation.
Operations in the emerging markets, in principle, need to be 
empowered with know-how to succeed.  Exceptionally in the case of 
Dai-ichi Life Vietnam, which is now in the phase of self-management, 
it is taking initiatives towards further growth on its own.
Regarding operations in the developed markets, TAL needs capital 
support for its growth to be sustained, while Protective has attained 
the phase of achieving sustainable growth on its own, through 
deployment of cash it generates.
In this way, we believe it is important to have in-depth discussions with 
the local management team, form a mutual understanding and share 
management objectives, and execute business operation, in order to 
set the right goals.
Please turn to page 24.



This slide shows the trend in net income of overseas insurance 
business.
Profit for the year ended March 2015 has shown a steady growth, with 
TAL at the top of the list, thus increasing profit contribution to our 
consolidated net income.
Now we are in the third stage of overseas business growth; after the 
acquisition of Protective, we expect the profit contribution from the 
business to increase significantly.
During our new medium-term plan, we continue to seek new growth 
opportunities for sustainable growth. At the same time we have 
become capable of executing US dollar-denominated M&As, by taking 
full advantage of Protective and our North American regional 
headquarters. 
Please turn to page 25.
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Here, I would like to discuss Protective’s business in detail.
During its more than 100-year operation, Protective has established a 
well-balanced business portfolio by steadily developing its traditional life 
insurance business, and by executing acquisition transactions, through 
the timely and flexible implementation of strategic initiatives.
We forecast its net income for the year ending March 2016 to be approx. 
230 million USD.  During our new medium-term plan, we expect 
Protective, as a capital generator of the Group, to increase its 
contribution to our consolidated net income, while assuming some 
acquisitions within its capital generated from the in-force block.
Strategies for each segment are provided in the lower half of the slide.
In Life Marketing, we aim to increase sales by strengthening distribution 
channels such as individual agents, broker-dealers, and by leveraging 
the alliance with major wholesaler Costco as well as direct channels. In 
the Annuity segment, Protective strives to develop or amend its 
competitive fixed and variable annuity products, in light of the economic 
conditions and the risk and return profiles.
There are plenty of acquisition opportunities in the U.S. market. 
Accordingly, Protective strives to execute acquisition transactions by 
leveraging its high reputation of industry-wide and robust networks that it 
established through 47 prior transactions.
Please turn to page 26.
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The third growth engine is our growth investment including the asset 
management business.
On the back of robust growth of the asset management market which 
is expected to grow for some time, we aim to increase profit 
contribution from the asset management business through providing 
competitive products, by pursuing synergies between DIAM and Janus 
such as the sharing of products and expertise, and by creating new 
synergies among the Group companies such as Dai-ichi Life selling 
DIAM’s product.
Dai-ichi Life strives to increase its net investment gains by (1) working 
together with DIAM and/or Janus for the development of new products, 
(2) exercising swift asset allocation on the basis of ALM concept, and 
(3) enhancing growth investments including those in emerging 
opportunities from the portfolio diversification perspective.
Please turn to page 27.
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We will explain our financial strategies to support growth. Our 
consolidated adjusted net income (ANI) target is shown here.
Our ANI for the year ended March 2015 was way above our initial 
target for the period. This was attributable to the favorable stock 
market and yen depreciation that improved our net investment income 
despite an adverse effect of continued lower interest rates.
On this backdrop, the roadmap towards a more-than-double ANI 
target is illustrated from the ‘Action D’ target of 100 billion. I’d like to 
draw your attention how each item contributes to the target.
Firstly, we aim to grow fundamental profit at Dai-ichi Life due mainly to 
enhancing positive spread, and secondly we forecast a significantly 
lower provision for additional policy reserves that we have been 
intensively providing for 9 years since the year ended March 2008.
In addition, we strive to increase profit of our growth business such as 
Dai-ichi Frontier Life, overseas insurance business and asset 
management business.
With all these attributes, we believe we will be able to double our profit 
and achieve our ANI target of 220 billion yen for the year ending 
March 2018, even after we incur initial losses on our start-up 
subsidiary, Neofirst Life.
Please turn to page 28.



We also aim for a new level of economic capital adequacy. 
We have achieved our previous target towards March 2015 as we 
discussed earlier in this presentation. However, considering the 
globalization of our business it is becoming more important to secure 
the adequate capital level to be required as an Internationally Active 
Insurance Group. Therefore, we will continue promoting our ERM 
initiatives to secure financial health and increase capital efficiency and 
corporate value.
Our new target for economic capital adequacy ranges from 170 to 
200% by March 2018, under the new criteria of Group-basis 
calculation. We will continue our efforts to accumulate value of new 
business, controll risks and others, in order to be within the target 
range.
Please turn to page 29.
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Next, I will discuss our governance structure that supports sustainable 
growth.
As announced, we adopted a plan to shift to a holding company 
structure in the form of a corporate split.  Subject to the shareholders’ 
and regulatory approvals, we aim for a transition during the ‘D-
Ambitious’ period, namely October 2016.
The purpose of the transition is firstly to achieve sustainable growth 
with our business portfolio further diversifying and multi-streaming as it 
becomes more important to realize flexible resource allocation within 
the group.
Secondly, it also becomes more important to establish a governance 
structure that contributes to swift decision-making for each group 
company.
By shifting to a holding company structure, we believe we can address 
these two objectives and also be able to implement fundamental 
reforms of the group management.
Please turn to page 30.
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Our corporate governance structure is shown here. The lower half 
provides our initiatives for better governance.
As announced in our news release, we are going to increase the number 
of outside directors subject to the approval of shareholders. We are 
enhancing the independence of our system, including with our unique 
body, ‘Advisory Board’ that receives and discusses a wide-range of advice 
from knowledgeable persons outside the company.
Many of you know that the Corporate Governance Code will become 
effective on June 1st. On the basis of the spirit of the code, we are 
constituting and releasing our “Standard for Corporate Governance”. Also, 
our new “IR Policy”, aiming to enhance dialogue with investors, is to be 
released, too.
In addition, we are taking measures to strengthen the commitment of our 
management team to the company’s performance. For example, stock 
options grants for directors other than outside directors accounted for 
more than 20% of total remuneration, which is also available in our public 
disclosure.
Thus as a listed company, we aim to strengthen our corporate governance 
structure and become a model in the industry.
Please turn to page 31.



Until now, I have explained our fundamental strategies and financial 
strategies under the new medium-term management plan ‘D-
Ambitious’. This slide summarizes what I have explained as numerical 
goals.
Please turn to page 32.
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Finally, I’d like to explain our shareholder return policy.
This slide shows the trend of our consolidated adjusted net income 
and total payout ratio, and, the next slide shows our basic shareholder 
return formula.
As we explained at the outset of this presentation, we have increased 
shareholder returns along with our profit growth. We expect to achieve 
our previous target of 30% for the year ended March 2015 through a 
combination of dividends and repurchases.
We intend to pay out stable shareholder dividends in the medium-to 
long term, taking into account factors such as our consolidated and 
non-consolidated financial results, the market environment and any 
regulatory changes.  Meanwhile, we will flexibly consider buy-backs in 
case of short-term surge in profit. 
We raised our total payout ratio target to around 40% of our 
consolidated adjusted net income sometime during ‘D-Ambitious’ 
period.  Also, the Group strives to increase shareholder returns 
through profit growth as well.
This is the end of my presentation.
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