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 My name is Kikuta, appointed as CEO since this April.

 Thank you very much for participating in today‘s conference call for Dai-ichi Life Group.

 I would like to explain the new management team and future business strategies.

 Please see page 4.
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 On April 1st of this year, I was appointed president and CEO of DLHD, replacing Inagaki, 
who had served as president of DLHD and operating company DL for 6 years.

 Starting this fiscal year, we separated the CEO of DLHD from the presidents of DL.

 Now, 6 years have passed since we became a holding company. Domestically, DFL and NFL 
have grown, while overseas operations expanded to 9 countries, and business wings 
expanded significantly.

 The roles of the CEO of DLHD, who faces the market participants, and the roles of the 
president of DL, who takes actions for domestic business strategies, such as reforming the 
sales reps channel, are now very different.

 By separating the top management of DLHD and DL, we will fulfill the missions required of 
each of them and meet the expectations of our stakeholders.

 Please see page 5.
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 As business wings have expanded globally, the share of overseas business to group-wide 
profits has also increased.

 We are expanding the Group CXO positions into 5 areas in order to take a broad, cross-
sectional view of management in each business and each region, and to ensure the timely 
and appropriate implementation of an optimal strategy for Group.

 We have also invited professionals from outside the company who have a strong track 
record in other companies to fill CXO roles, shifting to a management team that with 
diversity enables us to strongly promote the Group’s growth. 

 Going forward, through inviting appropriate talents, regardless inside or outside the 
company, we strengthen the management team and promote transformation with high 
speed.

 The following is an explanation of our vision of the Group under this new management 
team.

 Please see page 6.
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 Our group aim to become a global top tier insurance group by continuously increasing the 
value we provide to all stakeholders.

 For customers, we aim to raise NPS, which is an indicator of customer satisfaction, to the 
top level among domestic life insurers. To achieve this, we will provide innovative products 
and services through promoting cutting-edge technology and innovation.

 For capital market participants, we aim to enhance our corporate value through improving 
valuation of our stock price and profit growth.

 For employees, we will strive to increase engagement by introducing stock-based 
compensation plans, etc., and supporting to improve productivity significantly.

 We consider that these elements connect each other, and then creates new added value, 
which leads to bring us to the global top-tier insurance group.

 Please see page 7.
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 From the perspective of corporate value, we aim to reach the top level among domestic 
insurance groups in the next medium-term management plan and to reach a market 
capitalization that ranks among the top-tier global insurance groups by 2030.

 At this time, valuation of our stock is below the expectation both of the market and the 
company. Especially for the capital efficiency perspective, we recognize that it is the highest 
priority as a management to improve it. In order to achieve it, we made strategic 
investments selectively with discipline, and execute a financial strategy focusing on 
shareholder return.

 We believe that valuations will improve once we are able to achieve that capital efficiency, 
i.e. ROE, exceeds the cost of capital after our continuous efforts to improve capital 
efficiency. We aim to achieve it during the next medium-term management plan.

 Thereafter, by gradually shifting from the current focus on shareholder returns to growth 
investment, we aim to reach a level of corporate value that ranks in a global top tier.

 Please see page 8.
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 While the corporate value is not necessarily the same meaning as the market capitalization, 
we break down market capitalization into profit and economic value perspectives in terms 
of how current market capitalization should be raised in this section.

 From a profit perspective, we take the FY2023 profit as a normalized level of our current 
fundamentals, assuming that one-time factors have been removed from the FY2022 
adjusted profit, and we need to raise both the actual amount of profit and the multiple, 
which is PER calculated backward from the market capitalization at the end of March.

 From an economic value perspective, although we cannot compare on an Apple-to-apple 
basis due to the different economic value indicators measured by each company, we 
recognize that our P/EV multiple, which is a multiple calculated inversely from our 
economic value measure, EV, and market capitalization, is low level. We need to uplift it to 
lead to a fundamental increase of the market capitalization.

 Please see page 9.
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 In raising both the actual amount of profits and multiples, we first show our efforts to grow 
profits.

 While domestic new business are performing well at DFL, DL is in a slump. We recognize 
that the most important issue for the Group is to maintain and expand core insurance 
profit by recovering the performance of new business and returning to growth.

 In addition to traditional insurance products and services, we also need to grow our 
businesses in adjacent areas surrounding insurance, with utilizing digital technology.

 Furthermore, from the perspective of not only top-line but also bottom-line, we are 
steadily executing initiatives to reduce fixed costs related to existing businesses by ¥30 
billion, while progressing initiatives toward further increase of the of reduction target.

 With regard to overseas business, as our growth driver, we will aim to realize a stable 
contribution to profits in mature markets and to expand profit scale over the medium to 
long term in growth markets. While we would like to talk it in detail in the next mid-term 
management plan starting from FY2024, we expect that the proportion of profit from 
overseas business out of whole group will be more than half during the mid-term 
management plan after the next one, which starts from 2027.

 Please see page 10.
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 Next, we will discuss initiatives to improve multiples.

 Since multiples incorporate future growth expectations, initiatives would be a set of those 
for actual profit growth, which I mentioned earlier. We will first aim to improve the stability 
and predictability of profits and shareholder returns, and make the current complexity of 
our performances, etc. be more simple and increase clarity on it.

 We will also raise multiples by transforming our risk profile in a manner that further 
reduces market-related risks and lowers our cost of capital.

 Furthermore, through intra-group reinsurance and other measures, we will promote 
initiatives to further evolve capital circulation management by optimizing the use of capital 
within the Group.

 Each of these efforts will be described in the following sections.

 Please see page 11.
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 First of all, I would like to outline the current status of DL's new business performance, in 
the context of returning to growth in domestic new business.

 Compared to pre-COVID levels, both the number of policy sold in DL's sales reps channel 
and the profit indicator per policy are well below levels.

 This is because our sales activities had been focused on approaching to existing customers 
and maintaining contract quality. In addition, attractiveness of products declined due to a 
decrease in the crediting rate since the introduction of a negative interest rate, and sales 
activity volume to develop new customers slowed further on the back of COVID-19.

 Besides that, we are seeing lower sales performance due to a decline in the number of 
sales reps who sell the policies, as a result of recruitment policy that emphasizes quality 
rather than quantity, and extending the educational period for new employees to 1 year, as 
part of operational changes to reform our sales reps channel structure, 

 Moreover, amid a lack of progress in shifting from activities targeting existing customers to 
new customers, , we were not able to implement sufficient activity management of sales 
reps, removed the top-down targets and incentives, and changed in rating standards for 
leaders. As a result, activity volume per employee and individual efficiency have also been 
on a downward trend.

 In order to overcome these circumstances, we will implement measures to promote sales 
activities with an emphasis on creating new customer base.

 Please see page 12.
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 In terms of products, we will promote full-scale use of touch point products to encourage 
the creation of new customer contacts, including asset formation products, which have 
been gaining attention in recent years, pet insurance from “ipet”, which we acquired in the 
previous fiscal year, and insurance products of alliance partners.

 In addition, we will work to develop and offer products that complement our existing 
product lineup which focus on approaching to new customers.

 In terms of systems and operations, on the premise of effective compliance, we refine 
target setting based on the level we should aim for as a company, not only bottom-up, and 
resume incentive measures.

 In addition, we will further strengthen the recruitment and training of sales reps and strive 
to secure an appropriate number of headcount while focusing on the quality.

 Moreover, we will promote creation and offering of head office-led leads for sales activities, 
while also promoting the activity management and sales support for sales reps, by using 
digital support.

 In terms of consulting, we will further promote comprehensive proposition of value among 
protection, asset formation and succession.

 In addition, the introduction of a new life plan consulting from last fiscal year has resulted 
in a gradual upward trend in the monthly premiums per policy, although it takes time.

 We will promote initiatives to make our products and services more attractive to customers 
by improving the usability of life plan consulting and enhancing education to improve 
proficiency and strengthening proposal and explanation capabilities.

 Please see page 13.
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 In terms of adjacent areas surrounding insurance, we will further promote the growth of 
each business linked to experiential values in the areas of Asset Formation/Succession, 
Health and Medical Care, and Enhancing Connections, which are set in the current 
medium-term management plan.

 Firstly, in the Asset Formation and Succession domain, we developed an asset formation 
platform called “Asset Formation Plus” to strengthen digital contact with customers.

 We would like to meet a broad range of customers’ needs through “Asset Formation Plus”, 
as a platform integrating competitive services of startups and internet banks, which offers 
diagnosis of customer’s asset expectancy, simulation apps for extending it, and providing 
investment-related educational contents and market information.

 By partnering with Sumishin SBI Net Bank and Rakuten Bank and attaching the services of 
internet bank called BaaS, we are able to create daily contact with customers, including the 
period after payment of benefits. Since we launch this service on this January, the number 
of account opening is increasingly, which is now around 33 thousands.

 Please see page 14.
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 In the Health and Medical Care domain, we are working for health promotion of employees 
and saving medical expenditures of health insurance associations, through the proposition 
of Healstep®, that is the service for health insurance associations.

 While Health and Medical Care domain has not establish scalable business yet, we aim to 
establish and acquire the business with scale and strategic impacts, including M&A.

 In the Enhancing Connections domain, we completed the procedures for the acquisition of 
ipet last fiscal year.

 DL and ipet started bilateral secondee of human resources, and in the future we will move 
forward to expand cross-selling utilizing the customer bases of both companies.

 Please see page 15.
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 In order to raise the profit level, we will steadily execute cost reduction initiatives as an 
approach not only from the top-line but also from the bottom-line.

 We are raising the cost reduction target and accelerating reduction by raising the target of 
human resources shift, including attrition due to retirement.

 We will continue deliberation and evaluation for the area that needs a reduction, in order 
to rationalize and optimize operational expenses.

 Please see page 16.
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 In our overseas business, we manages balanced-business portfolio in each market that is 
different development stages. In FY2022, we acquired Partners Life in New Zealand, and 
invested in YuLife in the United Kingdom.

 Overseas insurance business has been growing and accounted for 34% of Group Adjusted 
Profit in FY2022.

 Please see page 17.
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 Adjusted Profit in overseas insurance business decreased in FY2022 due to the impact of 
volatility in the financial markets, but is expected to recover in FY2023, due to the removal 
of temporary factors.

 We will continue challenges to contribute to the further growth of whole group by 
expanding the scale of profits through deepening the traditional life insurance business, 
while at the same time exploring ways to create new business areas and acquire new 
capabilities.

 Please see page 18.
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 As an initiative to improve multiples, we will aim to improve our valuations by enhancing 
the stability and predictability of profits and shareholder returns.

 To this end, we will acquire diversification benefits by optimizing our business portfolio. At 
the same time, we will consider to refine indicators related to profits and shareholder 
returns toward the next Medium-Term Management Plan.

 In FY2022, profits fluctuated significantly due to a variety of factors. In particular, 
fluctuations arising from the macro environment can be a factor that impairs the stability 
of profits and the predictability of shareholder returns. Therefore, with careful deliberation 
for room for refinement, we will continue to consider to improve stability and predictability 
of it.

 Please see page 19.
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 The multiples shows a certain correlation with the spread obtained by subtracting the cost 
of capital from ROE. Therefore we will aim to improve multiples by improving ROE and 
reducing the cost of capital, seeing the global top tier insurance group as a benchmark.

 We will continue to transform the Group risk profile in order to reduce the cost of capital 
while improving ROE through initiatives aimed at enhancing our ability of profit generation.

 Although market-related risks steadily decreased during the current medium-term 
management plan,  they still exceed insurance-related risks. We will continue to reduce 
market-related risks, thereby reducing the cost of capital and thereby improving multiples.

 Please see page 20.
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 We will also focus on evolving capital circulation management through the use of intra-
group finance as an initiative that contributes to the improvement of multiples.

 In particular, intra-group reinsurance has expanded significantly since we established a 
reinsurance company in Bermuda in 2021.

 While DFL and NFL were affected by COVID-19-related payments and hike of overseas 
interest rate, they could maintain sufficient Solvency Margin ratio without capital injection, 
by using intra-group reinsurance. As a result, we could utilize our capital in optimal way.

 In TAL, utilization of intra-group reinsurance for portions previously ceded to external 
reinsurers enables us to retain profits within the group.

 We will strive to improve multiples by optimizing capital utilization and retaining profits 
within the group in this way through intra-group reinsurance.

 This ends my presentation.
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 This is Nishimura, Chief Financial Officer.

 I would like to talk about the status of major KPIs in the medium-term management plan.

 Please see the next page.
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 Here is a review of our efforts in terms of capital and financial aspect as of the end of 
March 2023.

 First, regarding risk control, we continue to make steady progress in reducing market-
related risks. As of the end of March 2023, the progress rate against the 3-year targets set 
in the Medium-Term Management Plan was 95%. The Economic Solvency Ratio(ESR) 
remained almost unchanged from the end of the previous fiscal year due to the results of 
ongoing risk reduction efforts, despite the highly volatile financial market environment, 
particularly in overseas interest rates in the first half of the fiscal year. We will continue to 
appropriately control risks and strive to improve our risk profile and ensure stable financial 
soundness.

 Second, about capital and cash generation. The group adjusted profit forecasts for FY2022 
were not achieved, but based on consultations with group companies, cash remittance 
from each company to the holding company based on the results in FY2022 is ¥260 billion, 
exceeding the initial forecast of ¥240 billion. As a result, the remittance rate is 
approximately 140%, exceeding 100% overall.

 Finally, about capital and cash allocation. We recently announced that we repurchase up to 
¥120 billion of own shares. The total shareholder payouts during the period of the current 
medium-term management plan is approximately ¥680 billion, and we are steadily 
expanding our shareholder payouts that we are aiming for. Our strategic investment results, 
including TOB in ipet, were approximately ¥230 billion in total during the current medium-
term management plan, as we selectively captured rare investment opportunities. By 
continuing to secure HD cash by strengthening remittance from our subsidiaries, we aim to 
both enhance shareholder payouts and strategic investment to growth.

 Please see the next page.
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 This slide indicates results and market evaluation (TSR) for FY2022.

 Relative TSR was ranked fourth as of the end of March 2023, falling from the second in 
comparison with other global peers at the end of the previous year.

 The Group adjusted profit was lower than the previous fiscal year mainly due to an increase 
in COVID-19 payments at D L and the impact of rising overseas interest rates at DFL and 
PLC

 In terms of the value of new business, although sales at DFL grew significantly due to the 
increased attractiveness of foreign currency-denominated savings-type products, the 
impact of continued sluggish sales of DL products continued to be below expectations as 
in the previous year.

 As explained earlier by Kikuta, DL is reviewing its operation of sales reps channel and 
promoting initiatives to recover the value of new business through measures such as 
launching new products and creating new touch points with customers, including the use 
of the products of ipet and alliance partners.

 The forecast for the group value of new business in FY2023 will be at the same level as in 
FY2022 due to the reactional decline at DFL and PLC, whose sales performance was strong 
in FY2022.

 Please see the next page.
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 This section provides details on market-related risk reduction.

 Based on our risk reduction plan, we steadily purchased ultra-long JGBs and reduced 
interest risk. We also made steady progress in reducing equity risk by selling equities.

 As a result of these initiatives, ESR was 226% at the end of FY2022, the same level as at the 
end of FY2021, despite significant changes in the financial markets. The amount of 
integrated risk increased slightly from the end of FY2021, mainly due to an increase in 
insurance risk resulting from the acquisition of PNZ, despite a decrease in market-related 
risk due to risk reduction and market factors. On the other hand, capital decreased slightly 
due to cash outflows resulting from shareholder payouts and other factors.

 The reduction in market-related risk during the medium-term plan including approximately 
¥145 billion in FY2022 was roughly ¥530 billion, which was 95% of the target set in the 
current medium-term plan. We will continue to achieve a risk profile that centered in 
insurance Risk.

 Please see the next page.
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 The risk profile of the Group is shown below.

 As of the end of FY2022, market-related risk was 61% and Insurance risk was 36%, as the 
risk profile has improved due to steady progress in market-related risk reduction initiatives 
and an upward trend in domestic interest rates. By continuing our efforts to reduce 
market-related risk, we expect market-related risk to fall below 60% at the end of FY2023, 
assuming that the economic environment will remain unchanged from the end of FY2022.

 Sensitivity of ESR to financial markets has also improved continuously, confirming that its 
stability has increased.

 Please see page 27.
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 In FY2022, the Group adjusted ROE declined YoY to 5.0% as the Group adjusted profit 
decreased.

 In FY2023, we anticipate an outlook of  ¥270 billion in Group adjusted profit due to the 
elimination of COVID-19 payments burden and the effects associated with rising in foreign 
interest rates, which were main downward factors in FY2022. Although external 
environment are extremely volatile, such as the instability in the financial markets 
stemming from the bankrupt of Silicon Valley Bank, the Group will make concerted efforts 
to recover to the Group's adjusted ROE target of around 8.0%, which is set as a key KPI.

 Adjusted profit per share (EPS) is expected to increase substantially in the next fiscal year, 
reflecting a recovery in Group adjusted profit and large-scale share buybacks for the three 
consecutive fiscal years.

 Please see the next page.
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 As explained in the conference call on May 15th, the 2 key points of new business results 
for the FY2022 were the large increase in sales at DFL and the significant slump in sales at 
DL. The sluggish sales at DL led to a decline in the Group's value of new business.

 The full-year forecast of the Group's value of new business for the FY2023 is ¥85 billion, 
which is almost unchanged from the previous year. While we expect a reactionary decline 
at DFL and PLC which had strong sales in the FY2022, we expect a recovery in the value of 
new business at DL.

 Please see the next page.
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 Excluding shareholder return and the impact of foreign exchange rates, Return on EV 
decreased approximately 1% from the previous fiscal year to 3.9%, as the difference 
between assumptions and actual results mainly due to financial market fluctuation at DL 
and PLC offsets the positive impact of higher expected earnings due to rising domestic 
interest rates.

 As shown in the lower right-hand, EV sensitivity against financial markets has continued to 
improve due to continuous efforts to reduce market-related risks.

 Please see page 31.
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 Next, I would like to explain the recent focus on Commercial Mortgage Loan (CML) in PLC’s 
investment portfolio.

 PLC invests mainly in fixed income assets, and has also invested approximately $12 billion 
in CML.

 In investing in CML, we are working to diversify risk by diversifying tenant types and 
regions. The percentage of office building that are concerned about a deterioration in the 
vacancy rate is limited to 12%, while medical institutions that are considered relatively 
stable tenants among office buildings, account for 26% of the portfolio. 

 Exposure for each tenant is less than 0.8% of the total CML, and the tenant composition is 
well-diversified. As for LTV (Loan To Value) ratio is slightly above 50%, which is lower than 
the industry average of about 60%, and we are making selective investments.

 The balance of redemption scheduled for the next 3 years in the office category is 
approximately one-fourth of the total.

 Please see the next page.
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 There is no change in our shareholder payouts policy.

 Although the Group’s adjusted profit for the FY2022 decreased, we keep our initial forecast 
of ¥86 dividend per share, which increased by ¥3 from the previous year.

 We have already decided on share buyback up to ¥120 billion.

 For the FY2023, dividend per share is forecasted at ¥86 at this point.

 Please see the next page.
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 The cash position of the holding company is updated here.

 As a result of discussions with group companies, the amount of dividend remittance from 
subsidiaries based on the FY2022 performance, including the receipt of a special dividend 
of ¥50 billion from DL, resulted in a cash inflow of ¥260 billion, exceeding the initial 
estimate of ¥240 billion. As a result, the remittance ratio to the Group adjusted profit for 
FY2022 was approximately 140%.

 With regard to short-term borrowings from DL, we intend to repay the current portion of 
borrowings and then flexibly borrow as necessary, taking into account the opportunities 
for strategic investments and their size, etc.

 Taking these factors into account, free cash with the Group's adjusted profit of ¥270 billion 
for FY2023 is currently expected to be approximately ¥250 billion, assuming a remittance 
rate of about 90%, and the cash position as of the end of March 2025 is expected to 
exceed ¥350 billion.

 Please see the next page.
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 Here is a summary of the use of holding company cash during the current mid-term plan 
period.

 The cash balance at the beginning of the mid-term plan plus free cash generation during 
the period totals approximately ¥1 trillion. Of the approximately ¥900 billion, excluding 
base cash of ¥100 billion, and including the dividend payment for the current fiscal year 
and the recently announced share buyback of ¥120 billion, approximately ¥680 billion, or 
about 75% of total cash, has been used to increase shareholder payouts.

 On the other hand, strategic investments totaling approximately ¥230 billion have been 
made to date in areas surrounding existing businesses and in digital innovation. In each 
deals, we have evaluated their profitability based on IRR relative to the cost of capital which 
takes into account the business characteristics of the investee, etc., under strict due 
diligence. We will continue to selectively consider deals that will lead to medium- to long-
term improvements in corporate value under strict financial discipline.

 Please see the next page.
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 This is the status of relative TSR.

 Our relative TSR since the start of the medium-term management plan ranks 4th as of 
March 31, 2023, which has declined from the 2nd rank in the previous year.

 In order to recover our superiority in relative TSR, we recognize that in addition to 
recovering the value of new business and expanding the diversification of our business 
portfolio, we need to further brush up our financial strategy for the next medium-term 
management plan.

 Please see the next page.
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 In FY2022, our performance was impacted by the increase in benefit payments related to 
the deemed hospitalization of COVID-19, increased hedging cost burden and valuation 
losses due to the sharp rise in foreign interest rates, as well as financial instability in the US, 
resulting in lower profit, capital efficiency, EPS, and other indicators.

 For FY2023, we expect to revert to the normalized profit level and return to a growth 
trajectory as these negative factors are resolved.

 In addition, we aim to grow above the profit level with respect to capital efficiency and EPS, 
backed by the optimization of excess capital through enhanced shareholder payouts.

 We will continue to evolve our capital circulation management through the initiatives of 
both business and financial strategies, and will work to achieve capital efficiency that 
exceeds the cost of capital within the next medium-term management plan period.

 This concludes my presentation. Thank you very much for your attention.
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