
NEW
Nissay Variable Insurance with Designated Currency Living Bene�t

(U.S. dollar denominated, Australian dollar denominated)
“Yume no Present”

Nissay Variable Annuity Insurance with De�ned Minimum Living Bene�ts
(U.S. dollar denominated, Australian dollar denominated)

“Dual Dream”

Nissay Variable Interest Rate Single-Payment Increasing-Cover 
Whole Life Insurance

(Yearly death bene�t increase type)
“Yume no Katachi Plus”

Nissay Single-Premium Whole Life Insurance Policy with Variable 
Accumulation Rate in a Designated Currency

(U.S. dollar denominated, Australian dollar denominated)
“Long Dream GOLD3”

Recognition of the Business Environment and Basic Strategy
In step with trends such as the faster aging of society with fewer children, 
the prolonged ultra-low interest rate environment and the rapid expansion 
of digitalization, the needs of customers and society as a whole have 
become more and more diverse. In this environment, I believe that life 
insurance companies will have an increasingly important role to play in 
augmenting the social security system.

Looking ahead, it will be essential to enhance our face-to-face consult-
ing capabilities in order to provide after-sales services at the right time to 
policyholders across Japan over the long term. We intend to enhance these 
consulting capabilities by fostering the growth of our approximately 50,000 
sales representatives throughout the country.

In parallel, we will work to supply an extensive product lineup that will 
help customers to meet various needs and prepare for risks, as we strive to 
improve customer convenience using advanced IT. Moreover, to support a 
wide range of needs, we will develop Nissay Life Plaza retail outlets; agency 
channels such as tax accountants, professional life and non-life insurance 
sales agencies; and financial institution channels such as financial institu-
tion over-the-counter sales. Along with this, we will work to supply products 
from Group companies.

Through these measures, we aim to earn even more trust from custom-
ers and society as a whole, and to capture a larger market share, by deliv-
ering peace of mind to all of our customers.

Product Lineup
The Mirai no Katachi product provides customers with lifelong support by 
allowing them to flexibly combine 13 types of insurance as needed. This 
insurance can be divided into four categories: “death risk,” “risk of serious 
diseases and nursing care,” “medical risks,” and “risk of requiring accumu-
lated funds for old age and other risks.” Besides flexibly combining insur-
ance upon enrollment, customers can also freely revise policy details after 
enrollment according to changes in their lives and their needs. For example, 
customers can selectively revise only the parts they need to change or add 

new insurance. In this way, customers can change their policy details to 
precisely meet their protection needs at any time.

Mirai no Katachi has taken its next step forward with the addition of the 
general hospitalization insurance “NEW in 1” in April 2019.

Moreover, in order to fulfill a wide array of customer needs, we are 
working to upgrade and expand our product range to products other than 
Mirai no Katachi, as well as products carried by our partner financial insti-
tutions such as banks across Japan.

Coverage for death risk

Whole life insurance

Term life insurance

NEW

Coverage for risk of serious 
diseases and nursing care

Three major disease insurance 
coverage with continuous support

“Itsutsu Boshi”

General hospitalization 
insurance

“NEW in 1”

Cancer medical insurance

Annuity insurance

Endowment insurance

Limited injury insurance
Specified serious disease 

insurance coverage
“Daijobu”

Physical disability insurance

Nursing care insurance

Three major disease insurance

Coverage for risk of requiring 
accumulated funds for 
old age and other risks

Coverage for medical risks

Term life insurance with 
survival benefits

 ■  Nissay “Mirai no Katachi ”

Nissay educational endowment insurance

Nissay disability insurance 
(No surrender refund) 

“Moshimonotoki no...Seikatsuhi”

Nissay coverage against the three major diseases 
with birth support benefits

“ChouChou!”

Nissay juvenile insurance
“Genki”

Nissay single-payment whole life insurance
“My Stage”

Nissay’s long-life insurance 
(low surrender value-type)

“Gran Age”

 ■  Products Other Than “Mirai no Katachi”

 ■  Products Carried by Partner Financial Institutions such as Banks

Main Activities
In order to provide in-depth services to Nippon Life’s more than 10 million 
customers, we will work to develop useful insurance products for custom-
ers and society at large by continuously strengthening our sales represen-
tative channel, which is Nippon Life’s core sales channel. Specifically, from 
April 2019, we will further enhance the training system for sales represen-
tatives. Their tablets will also be updated. By doing so, we will endeavor to 
enhance the knowledge and activities of sales representatives and enhance 
customer convenience.

In addition, we launched the NEW in 1 general hospitalization insurance 
in April 2019. This product has proven highly popular with customers. Going 
forward, we will continue to further enhance our product lineup according 
to the needs of customers and society as a whole.

In the agency and financial institution channel, we will take steps to 
increase and strengthen relationships with our agencies and partner finan-
cial institutions as we enhance our products and services, so that we can 
fulfill customer needs.

Notes: 1. The main products sold as of July 1, 2019 are listed above.
2. The foregoing statements provide an overview of products, and do not include all information related to the policy.

When considering a policy, please be sure to confirm the details by reading pamphlets, prospectuses (policy guides), reminders, Policy Clause—Bylaws/Terms and Conditions and other materials.

Domestic Insurance Business: Individual Insurance

“All for the Customer.”
We will deliver peace of mind to all customers 
by fostering human resources and developing 
products and services.

11.84 11.88

As of March 31

(Unit: Millions of People)

20192018

Number of Customers (Number of Insured Persons, etc.)
As of March 31, 2019

11.88 million people(Nonconsolidated)

52,356 53,868

As of March 31

(Unit: People)

20192018

Number of Sales Representatives
As of March 31, 2019

53,868 people(Nonconsolidated)

Masaru Nakamura 
Director and Executive Vice President
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The payment events for the outpatient surgery benefit are linked to the public health insurance system.

Example: For a hospitalization of 90 days (assuming a hospitalization benefit of ¥300,000)

Total benefits received

¥1.2 million
¥300,000 ¥300,000 ¥300,000 ¥300,000

Receive ¥300,000 starting from a single-day hospitalization

1st day 30th day 60th day 90th day

In case of a long-term hospitalization, a policyholder can receive a lump-sum payment on the first day of hospitalization, as well as 
when the number of hospitalization days reaches the 30, 60, and 90 day marks, thereby providing significant peace of mind.

If a policyholder receives a prescribed surgery (outpatient surgery) that does not require hospitalization, the 
policyholder can receive an outpatient surgery benefit.

Policyholders can submit claims for hospitalization benefits and outpatient surgery benefits by attaching receipts 
and related documents instead of medical certificates.

 ■  Nissay Mirai no Katachi General Hospitalization Insurance 
“NEW in 1”

In April 2019, we launched “NEW in 1,” a general hospitalization insurance 
for Nissay Mirai no Katachi.

This product is a new type of hospitalization insurance that pays out a 
hospitalization benefit based not on the conventional daily allowance method, 
but on a lump-sum payment method. If a policyholder is hospitalized under 
prescribed conditions, the policyholder can receive a hospitalization benefit as 
a lump-sum payment, starting from a single-day hospitalization.

Additionally, if a policyholder receives a prescribed surgery that does not 
require hospitalization (outpatient surgery), the policyholder can receive an 

outpatient surgery benefit.
Moreover, some policies will have an advanced medical care benefit. For 

these policies, if a policyholder receives a prescribed medical treatment 
based on advanced medical care, the policyholder can receive an advanced 
medical care benefit equal to the technical fees for the advanced medical 
care. The policyholder can also receive an advanced medical treatment 
support benefit that customers can use flexibly for transportation, lodging 
and other incidental expenses.

 ■  Promotion of the Gran Age Project (for Senior Citizens)
We recognize that life expectancy in Japan has been increasing year after 
year and living to 100 is no longer uncommon.

Since April 2016, we have been promoting our Gran Age Project to do 
all we can to help each and every person lead an even better life with a 
sense of security in the way that suits them—in the era when people often 
live to the age of 100.

With this project, we are developing attractive products as well as ser-
vices that support elderly customers and their families. In addition, we are 
promoting various initiatives to assist senior citi-
zens, such as activities in local communities.

 ■  Nissay Single-Premium Whole Life Insurance Policy with Variable Accumulation Rate in  
a Designated Currency “Long Dream GOLD3”

In April 2019, “Long Dream GOLD3,” Nissay’s single-premium whole life 
insurance policy with variable accumulation rate in a designated currency, 
was launched at partner financial institutions such as banks across Japan.

This product is the successor to “Long Dream GOLD2,” which was sold 
previously.

With “Long Dream GOLD3,” customers can choose from three types of 
products. The first is an asset accumulation type, which is the conventional 
product where cash value is accumulated by investing foreign currency at a 

compound interest rate. The second is 
an income type (fixed for 10 years in 
a designated foreign currency), where policyholders receive regular pay-
ments every year in a designated foreign currency. The third is an income 
type (fixed for 10 years in yen), where policyholders set a fixed regular 
payment amount in yen at policy enrollment, and receive a fixed amount 
every year in yen.

Note: The foregoing statements provide an overview of products, and do not include all information related to the policy.
 When considering a policy, please be sure to confirm the details by reading pamphlets, prospectuses (policy guides), reminders, Policy Clause—Bylaws/Terms and Conditions and other materials.

Widespread Support
Our customers’ needs will continue to become increasingly diverse. To deliver the value of “Insurance + α,” Nippon Life will offer a wide range of help in 
ways that insurance alone cannot deliver, in the areas of childcare support, healthcare, and the aging of society, including social contribution activities.

 ■  Initiatives to Realize a Society Where People Can Balance Both Child-Raising and Work (Childcare Support)
Against the backdrop of more and more women entering the workforce and an increasing number of double-income households, there are insufficient 
children’s daycare opportunities, and many children are on standby to enroll in certified daycare centers. These long waiting lists at daycare centers have 
become an urgent social issue.

Nippon Life will develop an environment where parenting generation, including employees of ordinary companies and local residents, can make use of 
Company-managed daycare centers. Through these efforts, we aim to help solve the problem of children being on standby, and additionally further support 
women’s active roles in the workforce.

Nationwide Rollout of Company-Managed Daycare Centers in Collaboration with Nichii Gakkan Co., Ltd.
In April 2017, Nippon Life began opening Company-managed daycare centers nationwide in collaboration with Nichii Gakkan Co., Ltd. In 2018, we 
completed the installation of daycare centers in 69 locations in all prefectures. In the future, we will progress to open daycare centers at about 100 
locations nationwide.

Build Infrastructure to Connect Company-Managed Daycare Centers Across Japan with Companies and Employees
To make a greater contribution to the field of Company-managed daycare 
centers, Nippon Life has concluded a business alliance agreement with 
Global Kids Co., Ltd. Under this agreement, we aim to serve as an inter-
mediary between Company-managed daycare centers, which struggle with 
the issue of steadily utilization, and corporate employees raising children, 
who are struggling to find daycare centers. Moreover, Nippon Life has 
partnered with the Center for Early Childhood Development, Education, 
and Policy Research (Cedep) of the Graduate School of Education at the 
University of Tokyo and Benesse Corporation to upgrade and expand these 
services. Through these initiatives, we will consider ways to expand services 
that support the needs of people raising children.

Key points of Nissay Mirai no Katachi NEW in 1 General Hospitalization Insurance

If a policyholder is hospitalized under prescribed conditions, the policyholder can receive a hospitalization 
benefit as a lump-sum payment, starting from a single-day hospitalization.

POINT

1

For policies with an advanced medical care benefit

If a policyholder receives a prescribed medical treatment based on advanced medical care, the policyholder can 
receive an advanced medical care benefit equal to the technical fees for the advanced 
medical care.
Policyholders can also receive an advanced medical treatment support benefit that customers 
can use flexibly for transportation, lodging and other incidental expenses.

POINT

2

Daycare center A

(Children on standby)

Daycare center B

Daycare center C

Company-managed 
daycare centers 

across Japan

Companies across 
Japan

Employees raising 
children*

Serve as an 
intermediary 

(matching)

Vacancy

Steady intake of users
Improve daycare quality

Support the work-life balance 
of employees raising children

* In order to use this service, employees raising children must enter into contracts with individual 
companies.

 Concrete initiatives
In April 2019, as part of the Gran Age Project, we started providing information in 
certain regions on GranAge Star, a package of services for senior citizens. These 
services are designed to help elderly customers to live confidently with security and 
individual freedom for the rest of their lives.

Note: In order to use this service, customers must enter into contracts with the companies providing each service.

Services to assist seniors in life on behalf of their families Posthumous services to assist 
seniors after they pass away

Personal reference
service

Living support service Voluntary
guardianship service

Lifestyle support desk Posthumous administrative services

Serve as a personal 
reference or sponsor, etc. 
for seniors when they are 
admitted to hospital or 

facilities

Attend seniors when they 
are attending to or 

released from
hospital, accompany 

shopping, etc.

Wealth management, 
lifestyle support and 

medical and 
nursing care, etc.

Information on trips with 
special events and elderly 

monitoring services at 
preferential prices, etc.

Funerals, interment, disposal of 
personal belongings, etc.

Business O
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ニッセイ健康増進コンサルティングサービスHealth Promotion (Healthcare)

 ■  Nissay Health Promotion Consulting Service (Wellness-Star ☆)

Since April 2018, in partnership with Nomura Research Institute, Ltd. and 
RECRUIT LIFESTYLE CO., LTD., we have been providing the Nissay Health 
Promotion Consulting Service (Wellness-Star ☆). We offer a wide range of 
services, including health planning based on medical data and consulting 

services to support health management, as well as services for individuals 
to help them visualize health examination results and their health status.

Customers can choose the services that match their situation and issues.

 ■  Trials of a Prevention Program for People with Prediabetes
This program seeks to improve the daily lifestyles of people with pre- 
diabetes. In the program, public health nurses at Nippon Life Hospital pro-
vide advice on health. The participants are encouraged to self-monitor their 
health condition using various devices and services supplied by partner 
companies such as Omron Healthcare Co., Ltd., MICIN, INC., and FUJIFILM 
Corporation.

In the fiscal year ended March 31, 2019, we worked to develop the 
program by conducting trials at local governments. We seek to build a 
program that is closely tied to local communities and addresses local char-
acteristics, community priorities and other such factors, with the aim of 
contributing to the lengthening of residents’ healthy lifespans and whole-
some town development.

Monitor your 
health condition

Work to maintain and 
improve your health

Support customers’ daily activities through Health Support Miles

Stay Healthy Bonus

Remote health advice

Public health nurses at Nippon Life Hospital provide 
health advice through videoconferencing and other means

Self-monitoring through various devices and services

Build an environment that allows program participants to 
self-monitor their health condition and activities

Public Interest Incorporated Foundation
Nippon Life Saiseikai

Nippon Life Hospital

Earn miles 
through 
medical 

checkups

Earn miles 
through 
quizzes

Earn miles 
through 
events

Earn miles by walking
Achieve 8,000 steps per day 

for 15 days a month

Only for policyholders of Serious 
Disease Coverage Insurance 

(Daijobu) only

 ■  Enhancement of the Health Support Miles Program
As part of the Zutto Motto Service for individual policyholders, we provide 
Health Support Miles, a program that allows policyholders to accumulate 
Thanks Miles by engaging in healthy activities. We have been working to 
make the Health Support Miles program even better. For example, in April 
2018, we added a service that allows policyholders to earn Thanks Miles by 
walking with their smartphones and achieving their walking goals. This 
service uses a smartphone walking app called aruku&(arukuto)*, which is 
operated by ONE COMPATH CO., LTD.

* aruku&(arukuto) is a registered trademark of ONE COMPATH Co., LTD.

Daichi Shioiri
Healthcare Business 
Development Team, 
Marketing Planning 
Department

I would like to provide customers with new value through the healthcare business.
Nippon Life aims to create additional value in the insurance business as part of the “Insurance + α” initiative. I’m a member 

of the Healthcare Business Development Team. My team is currently working to plan and develop new services that will help 

to enhance people’s health in their daily lives. I believe that these activities will also help to solve a major issue facing 

 society—the projected increases in social security expenditures, including medical costs.

 I’m involved in the development and management of a prevention program for people with prediabetes. In my work, I’m 

developing services that help to extend customers’ healthy lifespans. These services will augment our conventional business 

model of supplying insurance to ensure that customers are prepared for unexpected events. In the process, I’m able to provide 

entirely new forms of value to customers, and this makes my job very rewarding.

 Looking ahead, I will continue working with a strong sense of purpose so that we can help to lengthen the healthy lifespans 

of our customers through the development of the healthcare business.

Group Companies
The domestic insurance business is the core business that forms our man-
agement foundation, and we have developed our insurance business over 
the years in tandem with the growth of the domestic life insurance market. 
However, the environment surrounding the domestic life insurance market 
is changing drastically, including the phenomena of the decline in Japan’s 
population and the aging of society.

Based on this environment, in order to respond promptly and precisely to 
diversifying needs, we have built a framework of four domestic life insurance 

companies by adding domestic insurance companies to the Nippon Life 
Group. Going forward, we will continue to deliver high-quality products and 
services to customers through the Nippon Life Group’s companies.

In addition, we aim to maximize the growth of Group companies and 
policyholder interests by further enhancing customer service, building 
efficient and effective support systems for financial institutions and agen-
cies, pursuing synergies through collaboration among companies, and 
other initiatives.

 ■  TAIJU LIFE INSURANCE COMPANY LIMITED
Mitsui Life Insurance Company Limited was renamed as TAIJU LIFE 
INSURANCE COMPANY LIMITED on April 1, 2019.

Since our management integration with Mitsui Life in December 2015, 
through personnel exchanges between the companies and through the 
mutual use of Group resources, we have been steadily creating integration 
synergies, including approaching channels and customers that were difficult 
to approach alone and increasing efficiency in various overlapping areas.

As part of the above initiatives, we have been working to expand the 
product lineup of both companies in the sales representative channel through 

the mutual supply of one another’s products. In the asset management 
domain, we have also been strengthening TAIJU LIFE’s overseas credit invest-
ment platform through the provision of Nippon Life’s personnel and expertise, 
with the aim of improving the competitiveness of foreign  currency-denominated 
products. In addition, in the financial institution over-the-counter sales and 
agency domain, we are increasing the number of agencies that offer both 
companies’ products.

Going forward, we will accelerate efforts aimed at further realizing 
Group synergies.

 ■  Nippon Wealth Life Insurance Company Limited
Since our management integration with MassMutual Life Insurance 
Company in May 2018, we have been taking steps to capture synergies 
between both companies through personnel exchanges, the sharing of 
expertise and other measures.

In January 2019, MassMutual Life Insurance Company was renamed as 
Nippon Wealth Life Insurance Company Limited and Nippon Life’s 

wholesalers began providing sales support for Nippon Wealth Life’s prod-
ucts. Additionally, in order to respond meticulously to diversifying customer 
needs, sales of Nenkin Shinjidai were initiated at the partner financial 
institutions of both companies in April 2019.

Looking ahead, we will accelerate measures to achieve additional Group 
synergies by leveraging the strengths of both companies.

 ■  HANASAKU LIFE INSURANCE Co., Ltd.
In the agency domain, HANASAKU LIFE INSURANCE Co., Ltd. began oper-
ations in April 2019 in order to strengthen ties with various agencies and 
flexibly supply products that accurately capture customers’ needs in the 
agency market.

On June 24, HANASAKU LIFE started sales of medical insurance. There 
are strong customer needs for medical insurance at independent retail 

agencies, including insurance shops.
Looking ahead, HANASAKU LIFE will continue working to upgrade and 

expand its product lineup and services based on customer needs. 
Concurrently, HANASAKU LIFE will work to broadly share the knowledge 
and expertise it gains in the agency domain with the Nippon Life Group.

Business O
verview
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Distribution Channel Development

 ■  Sales Representatives
Nippon Life has a nationwide network of approximately 50,000 sales rep-
resentatives. Sales representatives conduct policy details confirmation 
activities. They visit each customer to review policies, check whether the 
policyholder has had any hospital treatment or surgery. They also provide 
useful information on the customer’s policy and other Nippon Life products 
and services. In these ways, sales representatives provide customers with 
after-sales services on a face-to-face basis.

Training is crucial to providing services closely attuned to customer 
needs. To this end, we offer uniform training nationwide to sales represen-
tatives. In addition, we encourage our sales representatives to obtain 

national certifications from the Ministry of Health, Labour and Welfare as 
financial planners as well as the Japan Association of Financial Planners 
Certification (AFP Certification). These certifications require in-depth knowl-
edge of financial products, the social insurance system, taxation and inher-
itance. At the end of April 2019, approximately 29,000 sales representatives 
had obtained qualifications as financial planners.

Customer feedback obtained through policy details confirmation activi-
ties will be reflected in product and service development. In the process, we 
will continue working to enhance our services even more.

 ■  Nissay Life Plazas
Nissay Life Plazas are walk-in stores. There are 99 Nissay Life Plazas throughout Japan. These plazas perform 
various procedures and offer consultations involving insurance policies. To meet a broad range of customers’ 
needs, Nissay Life Plazas also offer specialized consulting services covering asset management, preparations 
for healthcare and nursing care, the accumulation of savings by parents to pay for their children’s education, 
and other subjects. The plazas also work to build up people’s familiarity with insurance by offering a wide 
range of services including free seminars.

City banks Regional banks Credit unions Securities companiesTrust banks Credit cooperatives Other

Customers nationwide
Insurance solicitation

Product supply and sales support

Approx. 20,000
branches

Nippon Life Group

Nippon Life Group’s Financial Institution 
Over-the-counter Sales Business

Approx. 300
Financial institutions

 ■  Financial Institutions
Nippon Life has agency agreements with financial institutions throughout 
Japan for the sale of individual and corporate products, including  single-payment 
whole life insurance and single-payment annuities.
 In May 2018, Nippon Wealth Life joined the Nippon Life Group. The Group’s 
three life insurance companies, including TAIJU LIFE, are working to upgrade 
and expand the Group’s product lineup and strengthen its support system.

 Looking ahead, Nippon Life will continue to strengthen support for 
financial institutions so that it can provide a wide array of in-depth services 
to customers. Support will be strengthened, for example, by conducting 
education and training focused on areas such as product knowledge, sales 
skills, and compliance.

Yuka Yamaoka
Kawasaki Station  
Sales Office,  
Tokyo Bay Area Branch

Through heartfelt visits to customers, I would like to stay in close touch  
with our customers.
I’ve continued to carry out regular face-to-face visits with customers out of a single-minded desire to support them. In the 

course of communicating with customers on a daily basis, I strive to deliver appropriate insurance products and services 

according to the circumstances and goals of each and every customer.

 Enrolling in a life insurance policy is a big decision that has a significant bearing on the future of customers and their 

families. I believe it is important to build relationships of trust with customers by regularly visiting them and listening to their 

needs and concerns in earnest.

 Through life insurance, I’d like to deliver peace of mind to customers who place their trust in me. To do so, I will keep on 

working with a strong sense of purpose and pride and make every effort to continue my activities while expanding the circle 

of colleagues with whom I share the same aspirations.

 ■   Agencies
The agency channel is one of our core distribution channels. We have devel-
oped relationships with agencies across Japan by forming agency consign-
ment agreements with tax accountants, professional life and non-life 
insurance sales agencies, and other organizations. (The number of agencies 
as of March 31, 2019 was 17,493, up 957 from a year ago.*)

Agencies sell our products while providing consultations about such 
topics as estate planning, transferring a company to new owners, protection 
for business activities, asset formation, and other subjects, mainly with 
corporate managers.

In addition, to enhance our sales support system, we have about 700 

agency representatives nationwide, and we have developed a systematic 
training program to advance the knowledge and skills of these agency 
representatives.

In addition, we provide support to agencies in order to promote sales of 
the products of TAIJU LIFE and HANASAKU LIFE. We are working to 
strengthen the Group’s product lineup and build a support system.

Going forward, we will continue to develop growth channels while 
reinforcing our existing channels to cater to the detailed needs of our 
customers.

* Including banks and other financial institution-related agencies.

65 branches nationwide 93 branches nationwide, centered in Kyushu 973 financial advisors nationwide

Joint Operation with Nitori Holdings Alliance with NTT DOCOMO

Nitori Facility Co., Ltd.* and LifeSalon are jointly conducting insurance 
solicitation activities.
(Five branches in Nitori stores as of March 31, 2019)

* A subsidiary of Nitori Holdings Co., Ltd.

Nippon Life will provide life insurance expertise and contribute to NTT 
DOCOMO’s insurance business. The two companies are also discussing 
the possibility of jointly developing new insurance products and services.
(Five branches in NTT DOCOMO shops as of March 31, 2019)

LHL attracts and provides referrals to customers seeking to enroll in 
life insurance policies over the Internet.

On April 1, 2019, LHL Co., Ltd., a subsidiary of Nippon Life, became a holding company for the following subsidiaries: LifeSalon and 
Hoken 110, both of which are operators of independent retail agency chains; and Life Plaza Partners Co., Ltd., which has financial 
advisors who visit customers. With a total workforce of 1,500 insurance agents, the LHL Group will provide services in the independent 
retail agency sector.

Note: As of March 31, 2019

Boosting our Presence in the Independent Retail Agency Market

Yuka Nagoshi
Hiroshima Agency 
Marketing Department

I would like to continue learning together with agencies to support our customers.
In 2012, I joined Nippon Life as a corporate and worksite financial coordinator and worked in consulting sales for company 

employees for 3 years. Then I joined the Agency Marketing Department.

 I’m now in my fifth year with the Company. I currently work as an agency representative for certified tax accountants, cer-

tified public accountants, and life and non-life insurance agencies. My daily work is a series of trial and error. Despite these 

challenges, I’m inspired to continue working hard when I receive positive feedback from agencies such as “I’m glad I consulted 

with you,” or “It looks like this deal will go well.”

 The business environment faced by agencies has changed dramatically over the past few years. For this reason, as an agency 

representative, I believe that I must continuously increase my knowledge of Nippon Life’s products as a matter of course. I must 

also constantly obtain information about the financial industry as well as learn about tax, legal affairs and other subjects on 

a daily basis.

 Going forward, I will continue working closely with agencies every day, so that I can better serve our customers.

Business O
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Domestic Insurance Business: Corporate Insurance

As the main contact for companies and other 
groups, we will fulfill the increasingly diverse 
needs of customers by harnessing Nippon Life’s 
Group-wide capabilities.

Recognition of the Business Environment and Basic Strategy
The operating environment surrounding companies and other groups has 
changed dramatically. These changes include the ongoing aging of society 
with fewer children, more diversity in how companies employ people and 
the personnel responsible for various duties, and the continuing ultra-low 
interest rate environment.

Additionally, in the past few years, companies have been facing new 
challenges such as the need to provide support for employees balancing 
work with nursing care or illnesses, and support for health enhancement, 
along with the need to address work style reforms. These challenges have 
led to even more diversity in the needs of companies for welfare systems.

Under these conditions, as the main contact for customers, our corporate 
sales representatives will leverage Nippon Life’s Group-wide capabilities to 
support the increasingly diverse needs of customers.

Specifically, in addition to providing consulting and information pertain-
ing to corporate welfare systems, corporate sales representatives support 
companies in many different ways by presenting proposals on loans and 
office buildings, as well as introducing property and casualty insurance and 
investment products offered by Group companies. We will continue to put 
emphasis on customer-oriented business operations. Making inroads into 
new business domains is another priority.

Main Activities
Nippon Life conducts business with around 250,000 companies. We offer 
consulting and proposals on group insurance products based on customers’ 
corporate welfare needs and management priorities. We also present pro-
posals on insurance products for business owners to assist with their estate 
planning needs and preparations for business succession.

In the group annuities domain, in addition to providing consulting and 
a variety of information on pension plans, we present proposals on invest-
ment products that generate stable yields in addition to guaranteeing 
principal even in a low interest rate environment.

As a result, the amount of group insurance policies in force (amount of 
insurance coverage, etc.) rose by 1.7% from the previous fiscal year-end to 
¥97,102.2 billion as of March 31, 2019. The amount of group annuities in 
force (assets under management, etc.) increased by 2.5% from the previous 
fiscal year-end to ¥13,177.0 billion as of the same date.

Moreover, in order to fulfill a wide range of needs, we supply the products 
and services of Aioi Nissay Dowa Insurance Company Limited, Nissay Asset 
Management Corporation, and TAIJU LIFE INSURANCE COMPANY LIMITED, 
in addition to offering business matching services where we introduce our 
customers to one another.

Group insurance

Group annuities

Insurance for business owners

Health promotion (healthcare)

Services for companies and other groups Services for employees and business owners

Corporate Insurance Internet Service

N-Navigation

N-Concierge (Corporate Policy Support Service)

De�ned Bene�t Corporate Pension Online Service

De�ned Contribution Pension Management Support Service Nissay De�ned Contribution Pension Internet

Corporate Zutto Motto Service

Nissay Health Promotion Consulting Service (Wellness-Star☆)

Services

Mio Kamada
3rd Head Office Corporate 
Relations Management 
Department

I would like to grasp customer needs and be helpful to customers as their main contact.
Since joining Nippon Life, I have worked in consulting sales for individual insurance, staff training, and other areas. In my tenth 

year with the Company, I joined the Head Office Corporate Relations Management Department, where I’m now stationed.

 Currently, as the main contact for companies, I provide consulting proposals on corporate welfare systems such as group 

insurance and corporate pension plans as a matter of course. Besides this, I grasp many different client needs, and I consider 

whether there are any useful services we can provide as the Nippon Life Group, including not only in Japan but also overseas. 

My work is very rewarding when I’m able to make a good proposal in response to the customer’s needs I have identified. It 

encourages me to work hard to be even more helpful to our customers.

 Going forward, I’d like to keep an important focus on activities that constantly reflect the customer’s perspective, as I strive 

build even better relationships with our customers.

236
250

20192018

95.5
97.1

20192018

12.8
13.1

20192018

Number of Corporate Clients
As of March 31, 2019

250 ¥97,102.2

Amount of Group Annuities in Force 
(Assets under Management, etc.)
As of March 31, 2019

¥13,177.0(Nonconsolidated)
(Non-
consolidated)

(Non-
consolidated)

As of March 31 As of March 31 As of March 31

thousand 
companies billion billion

(Unit: 
Thousands of 
Companies)

(Unit: 
Trillions of Yen)

(Unit: 
Trillions of Yen)

Amount of Group Insurance Policies 
in Force (Amount of Insurance Coverage, etc.)
As of March 31, 2019

Tomiji Akabayashi
Director and Executive Vice President

Product Lineup

Provision for death, disability, medical and other risks

Products for employees Products for business owners

General Welfare Group Term Life Insurance

Group Term Life Insurance

Group Long-Term Disability 
Income Support Insurance

Nissay Mirai no Katachi Key Man Plan

General Medical Insurance (Group Type)

Insurance Covering the 
Three Dread Diseases (Group Type)

Provision for asset formation

De�ned Contribution Pension Plans

De�ned Bene�t Corporate Pension Plans

Insured Contributory Pension Plans

Workers’ Asset-Formation 
Housing Funding Insurance

Workers’ Asset-Formation 
Pension Fund Insurance

Group Credit Life Insurance

Note: The main products sold as of July 1, 2019 are listed above. Business O
verview
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Yuji Mikasa
Director and Managing Executive Officer

Recognition of the Business Environment and Basic Strategy
The environment surrounding the insurance industry has been reshaped by 
a variety of factors. One such factor is shifting demographics, including 
Japan’s aging society with fewer children. Another factor is that there are 
increasingly diverse lifestyles and consumption patterns. These trends have 
been driven mainly by advances in digital technologies and advanced IT. In 
this environment, customer needs have become many and varied.

Against this backdrop, under the Customer-Oriented Operational 

Management Policy, Nippon Life has endeavored to be customer-oriented 
in all of its business operations. As a result, we received a high customer 
satisfaction score of 89.2% in our customer satisfaction survey for the fiscal 
year ended March 31, 2019.

We will continue to raise the sophistication of our customer service deliv-
ery platform. By doing so, we will address diversifying customer needs, with 
the aim of providing services that surpass the expectations of customers.

Main Activities
Nippon Life recognizes that the social mission of the life insurance business is 
to deliver peace of mind. Accordingly, Nippon Life has endeavored to make 
payments of claims and benefits accurately and quickly. Moreover, we took 
steps to fully address the needs of customers impacted by the earthquakes 
and heavy rains that occurred in the fiscal year ended March 31, 2019. For 
example, we swiftly introduced various special handling procedures, including 
simplified procedures for requesting the payment of claims and benefits.

Currently, we are implementing the following two measures to raise the 
sophistication of our customer service delivery platform: (1) Enhance sup-
port for customers who require considerate and thoughtful responses; and 

(2) Upgrade contact lines that address changes in lifestyles.
With regard to the first measure, we have encouraged elderly policyhold-

ers to register with the Family Contact Information Register. Additionally, we 
updated our tablets for sales representatives in April 2019. The tablets have 
been upgraded to a design that makes it easier to view and understand 
information.

With regard to the second measure, in September 2018 we began pro-
viding a smartphone app that customers can use to perform a variety of 
procedures*. Through a personal identification feature based on biometric 
data, we have improved customer convenience even more.

* As of July 2019, the smartphone app can be used to perform policy loan procedures. We plan to steadily upgrade and increase the features available on the app.

Customer Service

We will provide services that  
touch people’s hearts.
—Going over and beyond customer expectations—

Customer-Oriented Business Operations
As a life insurance company, Nippon Life has created the Customer-Oriented Operational Management Policy and the Details of Initiatives for Customer-
Oriented Operational Management to further promote customer-oriented business operations. We will use the medium- to long-term trend in the customer 
satisfaction level to measure the level of compliance with these policies.

Customer-Oriented Operational Management Policy

 1. Customer-Oriented Business Operations
In line with the Fundamental Management Principles of Nippon 
Life, and to provide life insurance products and incidental services 
that customers truly want, as well as to continue to fulfill our long-
term coverage responsibilities to customers, Nippon Life endeavors 
to be customer-oriented in all of our business operations.

 2. Development of Life Insurance Products and  
Incidental Services
Nippon Life accurately grasps societal demands and customers’ 
needs, and strives to develop life insurance products and inciden-
tal services that customers truly want.

 3. Solicitation of Life Insurance Products
To ensure that customers will select products that are appropriate 
for them, Nippon Life strives to make sure that the following 
points are adhered to when life insurance products are solicited:
1)  Solicitors propose products based on a comprehensive consid-

eration of the customer’s situation, including their knowledge 
of insurance and other financial products, the customer’s 
purpose for enrolling in life insurance, the customer’s age, as 
well as family and asset situation.

2)  Solicitors explain the details and mechanisms of life insurance 
products to customers in simple language so that they ade-
quately understand them, and make sure that the products 
meet the customer’s individual needs.

3)  For such products as variable annuities, foreign currency- 
denominated insurance and investment trusts that entail 
market risk, in addition to 1) and 2) above, we recommend 
those considered most appropriate for each customer’s invest-
ment experience while giving appropriate explanations 
regarding products and their risks.

 4. Outsourcing Solicitation to Agencies
When outsourcing solicitation to an agency for the first time, 
Nippon Life confirms the agency has established systems to 
ensure the appropriate proposal of products and other actions as 
stipulated in 3. In addition, we provide instruction and education 
so that these systems are maintained and improved.

 5. Payment of Claims and Benefits
1)  Nippon Life has customers regularly check the details of life 

insurance products they are enrolled in, as well as check any 
events that could result in the payment of claims or bene-
fits. We also strive to provide information according to the 
customer’s life cycle and propose coverage reviews and 
adjustments.

2)  In addition to having easy-to-understand and highly conve-
nient procedures through an efficient administrative system 
and through adequate explanations to customers, we strive to 
make payments of claims and benefits accurately and quickly.

 6. Enhancing Service Channels
To quickly and properly provide customer service, including solic-
iting life insurance products and providing information and help-
ing with procedures after enrollment, we build and develop the 
sales representative channel and other service channels, with a 
focus on face-to-face service.

 7. Efforts to Use Customer Feedback in Our Business
To sincerely and speedily address customers’ demands, Nippon 
Life values and learns from customer feedback, and uses feedback 
to improve business operations.

 8. Asset Management
To reliably pay future claims and benefits, Nippon Life manages 
assets with an eye on safety, profitability, liquidity, and the public 
nature of our business.

 9. Appropriate Management of Conflicts of Interest
We will establish a system to appropriately ascertain and manage 
transactions that could unfairly harm customers’ interests, and 
strive to maintain and improve this system.

10. Efforts to Have the Policy Disseminated throughout the 
Organization
We will continue to establish salary and training systems to 
ensure our employees act in a customer-oriented manner in all of 
their business operations, and we will work to have the policy 
disseminated throughout the organization.

Fiscal year ended March 31

(Unit: Billions of Yen)

20192018

¥2,493.9 billion(Nonconsolidated)

Fiscal year ended March 31

(Unit: %)

20192018

Customer Satisfaction Survey
For the �scal year ended March 31, 2019

89.2%(Nonconsolidated)

90.8

61.2

29.6

89.2 2,493.9

Death and 
Other Claims   1,048.5

Satis�ed
28.9

Somewhat satis�ed
60.3

Annuity Payments   791.9

Health and 
Other Bene�ts   653.4

2,484.2

649.2

1,032.7

802.2

Total Payments of Death and Other Claims, 
Annuity Payments, and Health and Other Bene�ts
For the �scal year ended March 31, 2019Total of “Satis�ed” and “Somewhat satis�ed” responses
Total for individuals 
and companies
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Conclusion of a Policy

An Event Occurs That Is a Reason for Payment of Claims or Benefits

Receiving Payment of Claims, etc.

After-Sales Services Extending from Application through Receipt of Claims and Benefits
Nippon Life is committed to properly fulfilling its role as a life insurer by 
steadily meeting its coverage obligations to customers as its greatest social 
responsibility.

Accordingly, we work in many ways to enhance service levels to meet 
customer needs from enrollment through the receipt of insurance claims 
and benefits.

A
pplication Procedures

D
uring the Term

 of a Policy

Receiving Paym
ent of Claim

s, etc.
D

uring the Term
 of a Policy

Policy Details Reminder
Once a year, information regarding the insurance policies in which customers are 
enrolled, confirmation of premiums and payouts, policyholder dividends and other 
topics is sent to customers by post. Customers can view the latest details of their pol-
icies in the Policyholder Services section of the Nissay website.

Policy Details Confirmation Activities
Sales representatives visit customers and confirm the details of their policies and note 
whether they have been hospitalized, had any surgeries or other medical procedures. 
Sales representatives also provide customers with useful information regarding health-
care and other topics.

Key details confirmed and information provided:
● Explanations about the policies in which customers are currently enrolled, 

reasons for payment of claims and benefits (whether the policyholder has 
been hospitalized or had surgery or other medical procedures), registered 
customer information including addresses

● Medical-related and other information that is useful to customers, informa-
tion about Nippon Life’s products and services

● Use of Zutto Motto Service, etc.

Provision of Information Relating to Policy Coverage Revision 
Systems

When considering an insurance plan using the coverage revision system, we provide 

explanations about other methods for revising coverage details and use materials to 

clearly show how insurance plans will differ before and after using this system.

Confirmation of Policy Content via the Internet
Policyholders can access a variety of services by logging on to the Nissay website, such 
as confirming their policy content, procedures related to the Zutto Motto Service, 
changing addresses and withdrawals for policy loans.

Requesting Payment of Insurance Claims and Benefits
In the case of unexpected events that may warrant the payment of insurance 
claims or benefits, the first thing to do is to contact us through your sales repre-
sentative, visit a nearby Nissay Life Plaza or other service counter, or telephone 
one of our call centers.

Guidance for Application Procedures
To ensure that customers receive full payments of claims and benefits, Nippon Life 
provides documents with information about the application procedure and related 
matters along with various booklets, pamphlets and videos.

Support for Death Benefit Recipients
Death benefit recipients (or the surviving family) can take advantage of the Nissay 
Bereaved Relative Support Service, which offers complete support for the various 
procedures that must be carried out when a policyholder passes away.

Policy details reminder

Policy details

Notices from Nippon Life

Materials for customers to use when 
using the coverage revision system

Other Important Notices
In addition to the above, Nippon Life pro-
vides a variety of notices including 
Certification of Life Insurance Premium 
Deduction, and depending on the policy, 
the Guidance on Policy Maturity and the 
Guidance on Payment of Survival Benefits 
(Automatic Deferral).

Certification of Life Insurance  
Premium Deduction

Nissay website

Application Procedures and Process

(1) Explanation of  
Important Matters

To prevent unreasonable loss for customers due to a lack of information, once they have decided on a 
plan, we explain to customers items we would especially like them to confirm including product details, 
disclosure obligations, and examples of when insurance claims and benefits cannot be paid.

(2) Confirmation of  
Customer Intention

After explaining the important matters, we ask customers to confirm that the product is what they 
really want.

(3) Disclosure
We ask customers to provide accurate and complete disclosures because an insurance policy or rider may 
be canceled on the grounds of nondisclosure in the event that facts are not disclosed or inaccurate 
information is provided, leaving us unable to pay insurance claims and benefits.

(4) Guidance on Policies  
and Services

To ensure greater peace of mind for customers, in addition to sales representatives, customer service 
representatives also conduct meetings with customers to provide explanations via telephone or an actual 
visit to confirm application details.

Nissay Bereaved Relative Support Service
● We offer telephone consultation and advice regarding taxes, procedures, and other mat-

ters that need to be addressed upon a policyholder’s death.*1

● We offer information about asset inheritance via materials to be used as a reference in 
determining inheritance taxes.*2

● We offer support and referrals to professionals who can handle procedures on behalf of 
bereaved relatives in cases where old age, living far away, or other circumstances make it 
difficult for them to complete the procedures on their own.*3

*1 The consultation and advice is regarding general matters. We refer customers to specialists depending on their needs.
*2 SOUZOKU ANSHIN SUPPORT CO., LTD. provides the materials for reference under the supervision of a tax accountant corporation. Since the estimates provided in the materials are based on 

certain assumptions, they cannot be used for inheritance tax filings and the like.
*3 Depending on required services, we may recommend that beneficiaries enter into an agreement with a tax accountant corporation, judicial scrivener corporation, or administrative scrivener 

corporation. Services rendered under such agreements with those corporations, including support with administrative procedures and proxy services, are subject to fees.

Available Services

● Confirmation of the Content of Policies
● Zutto Motto Service Procedures and  

Other Items
● Various Procedures
· Change of contact information, address or telephone 

number
· Registration or change of mobile phone number, place 

of work, or e-mail address
· Registration or change of family information
· Register for/make changes to policy details family alert 

service
· Registration or change of password
· Termination of automatic transaction services
· Confirmation of claim procedures
· Changes in handling of bank transfer account or 

changes in bank account for transfers
· Reissue of a certification of life insurance premium 

deduction
· Request forms for changes to riders
· Request forms for benefit claims

● Loans, Withdrawals, Repayments and Payments
· Withdrawals for policy loans,  

accumulated dividends,  
deferred insurance payments, etc.

· Repayment of policy loans
· Payment of premiums

Withdrawal

Payment

Business O
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Nissay call centers

Maki Sato
Call Center (Tokyo)

I aim to provide detailed service to customers by listening attentively to their needs.
Everyone at the call center is working together each day to improve their knowledge of operations and their verbal communi-

cation skills so that we can provide service in accordance with the situation of each individual customer.

 I have been assigned to the call center for one year now. I strive to serve not only as a contact point for the customer with 

the company, but also to listen attentively to each individual customer through interpersonal communication and provide a 

detailed response. Nowadays I often get a really positive response from customers who have been glad to have me for 

reception and feel that I have upheld Nippon Life’s good reputation.

I get the greatest satisfaction when I feel that my efforts have touched the customer’s heart.

 Looking forward, I hope to continue meeting customers’ needs in detail as a representative of the Company, and to make 

customers glad to have called us.

Ensuring Proper Underwriting and Claim Payments

 ■  Enhancing the Training of Assessment Specialists
Nippon Life has introduced a structured training system for developing 
assessment specialists responsible for policy underwriting and insurance 
claims. It also conducts in-house examinations and provides training in 
essential medical and legal knowledge.

Nippon Life encourages employees to take the Life Insurance Payment 
Specialist examination offered by the Life Insurance Association of Japan. As 
of March 31, 2019, the cumulative total of those who have passed the 
exam was 6,342.

 ■  Better Explanations for Customers
To ensure that policyholders receive all claim and benefit payments they are 
entitled to, Nippon Life has prepared booklets called About the Receipt of 
Insurance Claims and Benefits. We have also prepared materials that allow 
customers themselves to confirm that nothing has been overlooked during 
the claim and benefit payment application process and again when the 
payment is received. Through these services, we provide better explanations 

to our customers. These activities demonstrate how we are doing what is 
needed to give customers full explanations.

Nippon Life has a consultation counter for the receipt of payments of 
insurance claims and benefits by customers. The consultation counter allows 
customers to check decisions regarding the payment of insurance claims 
and benefits.

 ■  Upgrading Administrative Systems
In the fiscal year ended March 31, 2013, we commenced operation of the 
New Integrated System, which reflects a drastic overhaul of our existing 
main system and covers all areas and processes pertaining to customer 
service, from proposing and underwriting an insurance policy to receiving 
insurance claims and benefits. As a result, we have achieved more accurate 

and faster underwriting and payment operations. In the fiscal year ended 
March 31, 2015, we made improvements to our customer services, includ-
ing a way for customers to request the mailing of payment claim forms via 
the Nissay website.

 ■  Strengthening Medical Research and Development
We analyze previously compiled medical data in addition to utilizing 
advanced IT and dispatching instructors to Osaka University’s Graduate 
School of Medicine Faculty of Medicine to conduct the latest research in 

the medical and nursing care fields while working to develop new products 
suited to customer needs and reviewing our underwriting standards.

Services for the Elderly
To ensure that customers are able to keep their policies with peace of mind, we are advancing initiatives based on the special needs of elderly customers 
throughout the policy lifecycle, including enrollment, after-sales services, and benefit payments.

A
t Enrollm

ent
W

hile the Policy Is A
ctive / 

D
uring Paym

ents

● Accompanied by a Family Member
We recommend that a family member accompanies an elderly customer when they carry out the enrollment procedures, and we strive
to have them understand the policy details.

● Guidance on Policies and Services
A customer service representative meets with the customer to confirm the application details and provide information on administrative
procedures and services.

● Family Contact Information Register
To prepare for the case that an elderly customer cannot make an inquiry themselves, we offer a service that provides policy information
to family members who have been registered in advance.

● Specifying or Changing the Designated Proxy Claimant
Elderly customers are likely to eventually have difficulty carrying out administrative procedures on their own. If an elderly customer
has not specified a designated proxy claimant, we have them specify someone. In addition, we recommend that customers designate
someone from a younger generation (their children’s generation, for example), or change the designated person to someone from a
younger generation.

● Nissay Bereaved Relative Support Service
We offer a free telephone consultation service regarding tax, procedural and other matters that need to be addressed upon the
insured’s death. We also provide specialists (for a fee) depending on the administrative procedures that are required.

comuoon® (Table-Top Microphone and Speaker System)
A communication support device for people who have  

difficulty hearing speech due to hearing loss.

Phone Line for Elderly Customers
Calls are directly connected to an operator and the operator politely and patiently helps the customer using easy-to-understand language. In 
addition, we provide follow-up calls to customers to whom we mailed documents, in order to help them fill out forms.

Initiatives to Improve Services for Persons with Disabilities
Nissay Life Plazas are equipped with communication sheets (a tool to 
facilitate communication when conversation is difficult), table-top micro-
phone and speaker systems, gentle slopes for wheelchairs, and other tools 
to help customers with disabilities receive services.

Provide Simple Administrative Procedures and Services that Allow Customers to  
Execute Procedures Anytime and Anywhere

 ■  Internet and Call Centers
Nissay Website

We strive to enhance our services and make them easier to use.

(1) Policyholder Website
Policyholders can confirm their policy details and easily carry out procedures such as changing 
their address.

(2) Guidance Website 
Provides various information such as how to file a policy claim and receive policy benefits.
We have introduced a conversation-format inquiry response function utilizing AI.

Nissay Call Centers

We have specialist operators who answer calls from customers, handle all requests, such as for 
changing addresses as well as requests for insurance claims and benefits in a simple, convenient 
and efficient manner.

We also offer face-to-face services for assistance with an operator using a TV system at certain 
post offices, as well as a service in which operators help customers to navigate the Nissay website 
while being able to see the same screen as the customer.
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 ■  Number of Complaints Received from Customers in the Fiscal Year Ended March 31, 2019

Content Number Primary Examples% of Total

New policy related
(Policy enrollment) 6,074 11.0 ● Dissatisfaction concerning explanation when enrolling in an insurance policy

● Dissatisfaction concerning actions of sales representatives to sell policies

Receipt related
(Payment of premiums) 4,437 8.1 ● Dissatisfaction concerning remittances and automatic deductions

Maintenance related
(Procedures after enrollment) 21,630 39.3 ● Dissatisfaction concerning automatic transaction services

● Dissatisfaction concerning policy cancellation procedure

Claims and benefits related 
(Payment of insurance claims and benefits) 6,778 12.3 ● Dissatisfaction concerning procedure for payment of claims and benefits

● Dissatisfaction concerning procedure for payment of maturity benefits

Others 16,177 29.3 ● Dissatisfaction concerning after-sales services
● Dissatisfaction concerning the attitude, manners or behavior of sales representatives

Total 55,096 100.0

Number of customer communications 
(Opinions, requests, consultations, 
dissatisfaction, positive feedbacks and  
other communications)

2,188,536

Note: This information is based on the number and type of incidents when the communication is received and is categorized in accordance with standards of the Life Insurance Association of Japan.

 ■  Number of Payments of Insurance Claims and Benefits, Payments Denied and Reasons—Fiscal Year Ended March 31, 2019
(Unit: Number of Cases)

Insurance claims Benefits
Total

Mortality Accident Serious 
disability Others Total Mortality Hospitalization Surgery Disability Others Total

Total payments made 83,468 580 1,915 21,830 107,793 6,345 609,127 499,461 961 333,201 1,449,095 1,556,888

Not categorized as a reason 
for payment 4 31 648 2,774 3,457 1 2,158 42,422 167 884 45,632 49,089

Categorized as an exemption 330 13 1 4 348 2 248 78 0 35 363 711

Cancellation of policies due 
to nondisclosure 35 0 0 4 39 0 89 106 0 2 197 236

Cancellation or invalidation 
due to fraud 0 0 0 0 0 0 0 0 0 0 0 0

Invalidation due to illegal 
acquisition 0 0 0 0 0 0 0 0 0 0 0 0

Cancellation due to serious 
matters 0 0 0 0 0 0 0 0 0 0 0 0

Others 0 0 0 0 0 0 0 0 0 0 0 0

Total payments denied 369 44 649 2,782 3,844 3 2,495 42,606 167 921 46,192 50,036

Notes: 1. The above represent the total for individual and group insurance policies upon which claims were filed.
2. Figures do not include policies that require no payment assessment, such as maturity benefits, survival benefits, single payments, annuities and other benefits.
3. The number of payments denied does not include applications for events that are obviously not covered, such as claims for which the number of hospitalization days is less than the minimum prescribed in the 

policy terms and conditions, and no special payment investigation was performed as a result.
4. Regarding payments for group insurance underwritten by multiple companies, the figures include policies for which Nippon Life is the lead underwriter.
5. Figures in the above table are based on standards of the Life Insurance Association of Japan.

 ■  Reasons Denied Payments and Content

Reasons Denied Payments Content

Not categorized as  
a reason for payment

The Policy Terms and Conditions stipulate reasons for payment of respective claims and benefits. Payments of claims or benefits can be 
denied on an individual basis if the contents of the insurance claim made by the customer do not qualify for payment under the terms of 
the policy.
Example: •  Claim for payment of surgery that does not qualify for payment under the terms the policy.

Categorized as an exemption

The Policy Terms and Conditions stipulate reasons why respective claims and benefits may not be paid. Payments of claims or benefits can 
be denied on an individual basis if the contents of the insurance claim made by the customer falls under one of these reasons.
Examples: •  Claim for payment of death benefit where death occurred due to the suicide of the insured within the period prescribed under 

the terms of the policy
•  Claim for payment of death benefit where death of the insured was due to an intentional act of the policyholder or the des-

ignated beneficiary of the policy

Cancellation of policies 
due to nondisclosure

An insurance policy or rider can be canceled in the event of any relevant fraudulent actions by the policyholder, the insured, or the recipient 
of the insurance claims or benefits. Insurance claims or benefits cannot be paid in such cases, and any premiums already paid will not be 
refunded.

Cancellation or invalidation 
due to fraud

An insurance policy or rider can be canceled (or invalidated) in the event of any relevant fraudulent actions by the policyholder, the insured, 
or the recipient of the insurance claims or benefits. Insurance claims or benefits cannot be paid in such cases, and any premiums already 
paid will not be refunded.

Invalidation due to 
illegal acquisition

An insurance policy or rider can be rendered invalid in cases where the policyholder enrolls in a policy with the intention of gaining insurance 
claim payments or benefits illegally, either personally or through a third party. Insurance claims or benefits cannot be paid in such cases, 
and any premiums already paid will not be refunded.

Cancellation due to 
serious matters

An insurance policy or rider can be canceled in the event of the fraudulent staging of an accident with the aim of gaining related insurance 
claim payments or benefits, or of any other fraudulent related actions such as production of a forged medical diagnosis. Insurance claims 
or benefits cannot be paid in such cases, but the surrender value of the policy is paid to the policyholder.

Customer Feedback
Guided by the “Voluntary Declaration of Customer Dedication” that outlines 
its philosophy and policy on activities towards customer-oriented manage-
ment, Nippon Life treats customer feedback as a precious resource for 
improving services and works to improve its management and services from 
the customer’s perspective.

For customer feedback, Nippon Life defines a complaint as “any expres-
sion of dissatisfaction by a customer (regardless of the facts).” The purpose 

of using this definition of a complaint is to incorporate a broad range of 
customers’ opinions and dissatisfaction and then make extensive use of this 
information for business improvement measures.

Besides working to resolve complaints quickly, precipitating causes are 
analyzed, countermeasures are reviewed and steps are taken to prevent a 
recurrence.

Payments of Insurance Claims and Benefits
Life insurance is a system in which a large number of people participate in 
mutual support through insurance coverage in the event of sickness, injury 
or other unforeseen circumstances.

During the fiscal year ended March 31, 2019, Nippon Life made 107,793 

payments of insurance claims and 1,449,095 payments of other benefits.
In contrast, we determined that the payment of insurance claims should 

not be made in 3,844 cases and that the payment of other benefits should 
not be made in 46,192 cases.

Financial ADR System
The financial ADR system is a procedure for out-of-court settlement 
of disputes* in the field of finance. The system can be used when 
policyholders and other customers cannot satisfactorily resolve a 
problem between themselves and a financial institution, including a 
life insurance company, despite much dialogue.

In the life insurance industry, the Life Insurance Association of 
Japan has been designated by the Ministry of Finance as a Designated 
Dispute Resolution Organization for implementing out-of-court settle-
ment procedures* relating to life insurance based on the ADR system.

Nippon Life has concluded a basic contract with the Life Insurance 
Association of Japan for implementing procedures relating to conflict 
resolution services.

[Contact Points for Designated Dispute Resolution Organizations]
The Life Insurance Association of Japan Life Insurance Consultation Center

Tel. +81-3-3286-2648

Location
3rd floor, Shin-Kokusai Building, 4-1 Marunouchi 3-Chome, 
Chiyoda-ku, Tokyo 100-0005, Japan

Reception 
hours

09:00–17:00 (except weekends and public holidays)

Website https://www.seiho.or.jp/english/about/contact/

Note: You can have a consultation at your closest contact point.

Contact list
https://www.seiho.or.jp/contact/about/list/

* ADR procedures use a neutral and fair third party to help achieve a flexible solution to problems rather than making a judgment. 
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Yosuke Matsunaga 
Director and

Senior Managing Executive Officer

Recognition of the environment

Continued ultra-low interest rate environment

Investment strategy points

(1) Ensure long-term stable investment returns

High level of uncertainty in the market environment

(2) Strengthen risk-response capabilities

(3) Build a robust investment management foundation

Aim to transition to a sustainable society while securing investment returns
Basic Approach to 
ESG Finance and 

Investment

ESG Finance 
and Investment 

Methods

Themed investment 
and �nance

Integration Engagement Negative screening

Foreign securities
29.7%

Loans
11.1%

Real estate 2.5%

Other 6.1%
Cash, deposits, and call loans 1.6%

Monetary receivables 
purchased
0.4%

Public and corporate 
domestic bonds
35.2%

Domestic stocks
13.4%

Asset Management

Putting first priority on fulfilling our coverage 
obligations and achieving stable growth of 
investment returns

Recognition of the Business Environment and Basic Strategy
The asset management environment is growing increasingly severe, with 
ultra-low interest rates continuing globally and a high level of uncertainty 
in the market. These conditions seem likely to continue.

In this environment, Nippon Life’s mission in asset management is to 
fulfill its long-term commitment to policyholders under life insurance agree-
ments, and to pay a greater amount of dividends to policyholders in a stable 
manner over the long term.

Specifically, to ensure that we provide policyholders with promised 
returns in a stable manner, we have based our asset portfolio management 

on Japanese government bonds and other yen-denominated fixed-income 
instruments. Using stringent risk management and ensuring sound manage-
ment, we also invest in foreign securities and other risk assets. We aim to 
construct diversified portfolios and to increase our returns through carefully 
managed transactions in line with the cyclical movement of markets over 
the medium to long term.

Moreover, we emphasize security, profitability, liquidity, and the public 
nature of our business in our asset investment approach.

Basic Thinking on Asset Management
Specifically, to ensure that we provide policyholders with promised returns 
in a stable manner, we have based our asset portfolio management on 
Japanese government bonds and other yen-denominated fixed-income 
instruments in line with an ALM* approach.

Furthermore, with an eye to increasing investment returns and spreading 
risk, we also invest in foreign securities, stocks, and other risk assets using 
stringent risk management and ensuring sound management.

We will strive to work in policyholders’ long-term interests and manage 
assets in consideration of the public nature of our company considering the 
meaning of the life insurance business.

* ALM (asset liability management): A method of comprehensively grasping and managing assets and
liabilities.

Main Activities
To secure investment returns in an adverse environment and uphold our 
coverage obligations to policyholders, we focus on three points: (1) Ensure 
long-term stable investment returns, (2) Strengthen risk-response capabili-
ties, and (3) Build a robust investment management foundation.

(1) To ensure long-term stable investment returns, we will bolster our 
investment and finance in new and growing fields, including project finance 
and real assets. Moreover, we will also look to contribute to the achieve-
ment of the SDGs from an investment management perspective by promot-
ing ESG investment and finance having first ensured profitability.

(2) To strengthen our risk-response capabilities, we make sure that we 
can respond with agility to market fluctuations by identifying potential risk 
concerns, and promoting forward-looking risk management to study and 
implement any necessary countermeasures.

(3) To build a robust investment management foundation, each Group 
company, including our asset management companies, leverages its exper-
tise to establish a unified Group-wide investment management structure 
that can realize efficient, sophisticated investment management. In addi-
tion, we uphold our social responsibilities as an institutional investor 
through stewardship activities and so forth.

Breakdown of General Account Portfolio 
(¥66,826.7 billion as of March 31, 2019)

Ensure Long-Term Stable Investment Returns

 ■  Approach to Investment and Finance in New and Growing Fields
To ensure stable investment returns over the long term, even in a harsh 
environment with ultra-low interest rates, we have bolstered investment 
and finance in new and growing domains, such as project finance, and in 
real assets, including infrastructure investment.

To promote this initiative, during the period of the medium-term man-
agement plan for the fiscal years ended or ending March 31, 2018–2021, 

we have established a quantitative target for investment in new and grow-
ing domains of ¥2 trillion, including ¥700 billion for ESG-themed invest-
ments and finance.

The Structured Finance Dept., which was established in the fiscal year 
ended March 31, 2018, has achieved steady results in new and growing 
domains such as overseas project finance.

 ■  ESG Investment and Finance
We have actively engaged in ESG investment and finance, which contributes 
to solving environmental problems and helping society. This activity is based 
on our wish to have a harmonious coexistence with the environment, the 
community, and society, and to share stable growth together with the 
economy and companies.

We are pursuing not only a quantitative target of ¥700 billion for 
ESG-themed finance, but also integration of ESG elements into the 
investment and finance decision-making process and engagement involv-
ing dialogue that includes ESG topics. Through the use of these various 
investment and finance approaches, we will promote ESG-related invest-
ment and finance activities.

In the fiscal year ended March 31, 2019, we announced a negative 
screening policy prohibiting investment and finance in companies that 
manufacture cluster munitions and prohibiting in principle new investment 
in coal-fired thermal power generation operations.

In addition, in April 2019, Nippon Life became the first insurance com-
pany in Asia to adopt the Equator Principles, a framework of international 
guidelines for considering environmental and social factors in project 
finance and related activities.

Nippon Life will continue to contribute to the formation of a sustainable 
society as an institutional investor by strengthening its ESG initiatives in 
accordance with asset characteristics.
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Loans extended to domestic corporations (¥ billion)
4,791.2 (100.0%)

Buildings for leasing (No. of buildings)
267 (100.0%)

Note: As of March 31, 2019

Hokkaido
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KantoChubuKinki
Shikoku

ChugokuKyushu

 ■  Examples of Investment and Finance in the  
Fiscal Year Ended March 31, 2019

Investment in Overseas Farmland Investment Fund
This fund operates farmland in Australia and other countries, helping to solve the social issue 
of food security by providing a stable supply of food, stabilizing farmers’ incomes, and imple-
menting environmentally considerate farming management.

Nippon Life Finances Onshore Windfarm Project in Australia
This finance will be used to operate an onshore windfarm project with 132.3 MW power gen-
eration capacity in Australia, supporting greater use of renewable energy in the country.

Note: The above SDG logos are the main goals that we expect to contribute to through our investment and finance activities.

Photograph: The Hancock Natural Resource Group

 ■  Initiatives to Support the Growth of Local Communities and Society
Life insurance companies are highly social and public businesses, and 
Nippon Life has been conducting asset management from the viewpoint of 
making use of the long-term nature of its funds as a life insurance company 
to coexist with the environment, local communities and society, as well as 
steadily growing along with Japan’s economy and companies.

For example, in loan transactions, we strive to support the development 
of regions and industries by extending loans to customers across Japan, not 
just large corporations. We are also active in real estate investment. Through 
a broad range of investments in office buildings nationwide, we are contrib-
uting to regional development.

Domestic Corporate Loans and Buildings for Leasing: 
Regional Breakdown

Strengthening Our Ability to Respond to Risk
Now that investment techniques have become more diverse and complex, 
investment risk management is assuming increased importance. The 
Company is particularly focused on strengthening its ability to respond to 
risk, which is one of its stated investment strategy points.

Specifically, we are working to establish systems that enable us to 
respond swiftly to any changes in the environment based on close monitor-
ing of individual investees and the market conditions. In particular, we 
identify potential risk concerns that could have a large impact on profitability 

as well as our financial soundness, and we promote forward-looking risk 
management to study and implement any necessary countermeasures.

At Nippon Life, investment departments strive to limit exposure to risk 
by strictly selecting and diversifying investments, while risk management 
and assessment management departments provide checks by measuring the 
amount of risk in the portfolio and performing individual credit assessments 
and other tasks.

(Where there are issues to be discussed)
Support initiatives to resolve the issues

Medium- to long-term 
increase in 

corporate value

Constructive dialogue
Win-win relationship

STEP 1

Analysis of 
investee companies

STEP 2

Dialogue 

STEP 4

Monitoring

STEP 3

Exercise voting rights

Basic Cycle of Stewardship Activities

Constructing an Investment Management Foundation

 ■  Dialogue with Investee Companies to Promote Growth
Nippon Life has adopted Japan’s Stewardship Code of Principles for 
Responsible Institutional Investors, and we are implementing stewardship 
activities appropriately in line with each principle.

Given the public nature and liability characteristics of the life insurance 
business, Nippon Life’s has adopted a basic policy on equity investment of 
receiving the benefits of an investees’ corporate value increase through 
stable shareholder returns and growth in stock price. We have always 
emphasized the important of holding dialogue with investees to encourage 

their corporate value increase over the medium to long term. In these 
activities, we believe it is important to grow together by building win-win 
relationships based on mutual trust. In addition, when deciding whether to 
vote for or against proposals, we do not make sweeping decisions, but 
rather engage in dialogue to make detailed judgments based on our under-
standing of the individual status of each company and its initiatives for 
improvement.

Basic Stance Regarding Stewardship Activities
● We will engage in constructive dialogue with investee companies to raise their enterprise value over the medium to long term by continuously 

revisiting the content of the dialogue from a plan, do, check, act (PDCA) perspective.

● In exercising voting rights at general shareholders’ meetings, we will not make sweeping decisions for or against matters. Rather, we will engage in 
dialogue to convey our views and concerns to the company and encourage improvement. In the event that improvement at investee companies 
cannot be expected even through dialogue, we will consider exercising our voting rights by voting against a relevant proposal and suchlike.

Main Initiatives Regarding Stewardship Activities

<Main Initiatives to Date>
● Conducted dialogue with over 300 companies that had important issues 

to be discussed
● Established the Stewardship Advisory Committee comprising a majority 

of members from outside the Company, thereby bolstering governance
● Effective use of outside ESG assessment information

<Near-Term Initiatives>
● From April 2019, we increased the number of persons working on 

dialogue by 2 to 12 members (including 6 specializing in stewardship)
● Development of dialogue management system (Strengthen PDCA cycle 

for dialogue activities)

Please see the Nissay website for more information on our efforts related to Japan’s Stewardship Code, including actual examples of dialogue and achievements.

https://www.nissay.co.jp/kaisha/otsutaeshitai/shisan_unyou/ssc/

Note: The PRI are a set of principles aiming to realize a sustainable society by proposing that institutional investors incorporate ESG issues in their investment decisions.

 Signing the United Nations Principles for Responsible Investment (PRI)*
Nippon Life and Nissay Asset Management have signed the PRI as 
part of the Nippon Life Group’s commitment to the formation of a 
sustainable society.

Nissay Asset Management in particular is the industry leader in 
ESG investment and received the highest rating of “A+” in the 
“Strategy and Governance” category, the “ESG Integration” for listed 
shares (direct operations) category, and the “Active Ownership” of 
listed equity (direct operations).

We received the “A+” rating in “Strategy and Governance” for the 
fourth consecutive year, and in “ESG Integration” for listed shares 
(direct operations) for the third consecutive year. The rating was 
received for “Active Ownership” of listed equity (direct operations) for 
the first time.
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Nippon Life
(Investment 

Management 
Sector)

TAIJU LIFE
(Investment 

Management 
Sector)

Nippon 
Wealth Life

(Investment 
Management 

Sector)

Life Insurance CompaniesAsset Management Companies

Reliance Nippon Life　
Asset Management Limited

The TCW Group, Inc.

Nippon Life Global
Investors

Americas, Inc.

Nippon Life Global
Investors

Singapore Limited

Nippon Life Global
Investors

Europe PLC

Nippon Life Schroders
Asset Management

Europe Limited

Local Subsidiary Conducting
Overseas Operations

Investment Affiliates

Nissay Leasing Co., Ltd.

Property leases, as well as 
provision of financing 
schemes, etc.

NLI Research Institute

Surveys and research of pricing 
models, systems, regulations, 
etc., on an outsourcing basis

The Master Trust Bank of Japan, Ltd.

Trust bank exclusively engaging in 
the asset administration business, 
such as securities custody

Nissay Capital Co., Ltd.

Funding for growth companies 
through investment in start-ups 
and management support

Nissay Credit Guarantee Co., Ltd.

Credit screening, guarantee 
underwriting, etc., related to 
apartment and home loans for 
individuals

Nissay Realty Management Co., Ltd.

Sharing of real estate investment 
techniques utilizing private-
placement REITs

Sharing of Group’s total 
investment know-how, 

enhancement of 
investment capabilities

Post Advisory Group, LLC

Nissay 
Asset Management 
Corporation

Life Insurance Business

Domestic Asset Management Business Overseas Asset Management Business

Domestic and Overseas 
Group Companies

Contribute to strengthening 
life insurance investment management capabilities

Capture asset-building needs

Aims to realize further growth through the 
provision of asset management services 
distinct to the Nippon Life Group and 

customer-oriented business development
Strengthen the earnings bases in 

growing overseas markets

Promote healthy 
competition and 

collaboration

Domestic Asset Management Market Global Asset Management Market

Nissay Asset Management Corporation

Daiki Yamada
Credit Investment 
Department

Group Investment Network
The Nippon Life Group has built a global investment network that includes 
investment offices both in Japan and overseas. Through the network, we are 
working to utilize the Group’s integrated investment know-how and further 
bolster investment capabilities while leveraging each member of the Group’s 

respective strengths.
In order to manage customers’ valuable premiums, we utilize this Group 

investment network to globally diversify our assets as well as our sources 
of investment returns. 

Asset Management Business
We expect growth in the markets for asset management in Japan and 
overseas based on its close affinity with the core life insurance business. 
Centered on Nissay Asset Management Corporation, we develop asset 
management operations together with Group companies, including 

overseas companies in which we have invested and alliance partners. We 
will nurture these operations as another pillar that will complement our life 
insurance business in the long term. 

I would like to capture more revenue from spreads and pass on the results to customers.
The Credit Investment Department mainly invests in credit (corporate bonds) issued by companies in Japan and overseas. Credit 

is an asset capable of generating relatively high returns by capturing spreads even in an ultra-low interest rate environment. 

As such, it is garnering attention, even globally, and we are strengthening our efforts in the domain.

 As an analyst covering Europe, I strive to be more knowledgeable than anyone else in the world about the companies I 

cover. In addition to keeping up with related news, earnings information, and so forth, I work to gather information in a timely 

manner by meeting with companies. By analyzing that information from a specialist, multifaceted perspective, I want to build 

up credit assets and tie that to capturing revenue from spreads.

 Going forward, I will continue to grow as a professional and invest the precious premiums that customers have entrusted 

us with, keeping in mind both security and profitability.

Nissay Asset Management Corporation
Nissay Asset Management offers an exten-
sive lineup of products, including equities, 
bonds, and alternative instruments. The 
company leverages its insurance asset 
management expertise to assist customers 
in steadily building assets over the long 
term. It manages over ¥13 trillion in client assets.

Post Advisory Group, LLC
Post Advisory Group is a U.S. asset man-
agement firm specializing in high-yield 
corporate bonds. With demand for high-
yield investments growing in Japan and 
overseas amid ultra-low interest rates, we 
supply Post Advisory Group investment 
products through Nissay Asset Management.

Reliance Nippon Life Asset Management Limited
Reliance Nippon Life Asset Management 
occupies a top position in India’s fund 
management industry, which is expected 
to grow on the back of strong economic 
development. It is also one of the asset 
management companies entrusted with 
the stewardship of Indian public pension funds.

The TCW Group, Inc.
The TCW Group is a U.S.-based asset man-
agement firm with especially strong 
fixed-income operations. It provides a wide 
range of products centered on fixed- income 
investment including the largest invest-
ment trust in the U.S., and is entrusted with 
the stewardship of the world’s largest pensions and institutional investors. It 
manages approximately $190 billion in client assets.
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Yutaka Ideguchi 
Director and  

Managing Executive Officer

Significance of Overseas Businesses Strategy

×

Earnings

Group 
synergies

Regional and 
business 

diversification

Japan

Asia-Pacific U.S. and
Europe

Insurance
Asset

management

Strengthening Our 
Management Base

New Investment
Opportunities

Growth in Existing 
Business

Recognition of the Business Environment and Basic Strategy
Nippon Life has been working in overseas business to fulfill its mission to 
maximize policyholder interests even amid all types of environmental 
changes. In developing overseas business, we have three key objectives: 
(1) accrue earnings by tapping into growth in overseas market, (2) stabilize 
the Company’s operations through regional and business diversification, 
and (3) create synergies by mutually utilizing the products, services, and 

know-how of each company within the Group.
In growing overseas business, we will firmly maintain our basic strategy 

of forging strong relationships built on trust with local partners and man-
agement teams, and sharing and instilling Nippon Life’s philosophy: putting 
customers first and conducting operations with a view to the long term.

Main Activities
Through insurance and asset management business in the U.S., Europe and 
the Asia-Pacific region, Nippon Life has been building an earnings base to 
drive sustainable growth across the Group. We currently operate insurance 
business in six countries and asset management business in four countries. 
Targeting growth at each company, Nippon Life provides management 
support, collaborates in utilizing initiatives and expertise among companies 
within the Group in order to create synergies. We carefully consider new 

investments, looking to expand our business portfolio from a medium- to 
long-term perspective.

Further, we take steps to strengthen and enhance our management 
foundation that supports overseas business expansion, including advancing 
the Group governance framework and developing global human resources. 
We also actively research overseas trends, including regulations and the 
latest initiatives, through our representative offices.

Overseas Business

We aim to maximize benefits for policyholders 
through Nippon Life’s distinctive overseas 
business development.

Overseas Insurance Business
The global life insurance market, of which a major stake has been held in Europe, U.S. and Japan, is now seen to be spreading worldwide along with eco-
nomic growth and populations increase in Asia and other newly emerging markets. To make the most of future medium- to long-term earnings opportunities, 
Nippon Life has been expanding its insurance business in the U.S., Australia, India, China, Thailand, and Indonesia.

 ■  Nippon Life Insurance Company of America
Established in 1991, Nippon Life has about 97% stake in the company. We mainly provide group 
medical insurance for Japanese, South Korean, Chinese and local companies through our bases 
in New York, Los Angeles, Chicago, and other cities. Under the motto “Nissay even in America,” 
we are working to expand the Nippon Life brand’s reach in the U.S. In particular, the firm has 
built a strongly favorable reputation among Japanese and South Korean companies that are 
operating in the U.S. by offering customer service in Japanese and Korean.

Since its establishment, we have sent directors and other personnel from the Company to 
Nippon Life Insurance Company of America, and we are striving to strengthen the earnings base 
by supporting business management, sales activities, and other functions.

 ■  MLC Limited
In October 2016, Nippon Life acquired 80% stake in the life insurance business of MLC, formerly 
a subsidiary of National Australia Bank (NAB) and built a partnership with NAB.

In addition to managing and monitoring MLC through Nippon Life appointed directors and 
employees, we are proactively capitalizing on our overseas business experience to date, provid-
ing our support and sharing business expertise throughout the Group. Together with our partner 
NAB, we aim to realize MLC’s vision to be “an Australia’s leading and most trusted life insurer.”

 ■  Reliance Nippon Life Insurance Company Limited
In October 2011, Nippon Life invested in Reliance Life, a life insurance company under the 
umbrella of the India-based Reliance Group. In March 2016, we increased our stake in Reliance 
Life to 49% of its outstanding shares and it was renamed as the current Reliance Nippon Life 
Insurance Company Limited.

We are sharing our experiences and best practices as well as enhancing business manage-
ment through the assignment of directors and other personnel to the company. For instance, we 
are drawing attention in India by creating sales channels to service customers in a more detailed 
fashion, based on the activity model adopted by Nippon Life’s sales representatives working in 
Japan. Moving ahead, we will get even more involved in operations and further promote col-
laborative frameworks so that we can develop together.
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Overseas Asset Management Business
Nippon Life has developed overseas asset management business based on its close affinity with our life insurance business. We have operations in 
four countries which are expected to sustain market growth—the U.S., the U.K., India, and Singapore. Please refer to p. 48–49 for details of each 
company.

 ■  Great Wall Changsheng Life Insurance Co., Ltd.
Established in September 2003 as the first joint venture in Shanghai between a Japanese life 
insurance company and a local firm, Great Wall Changsheng Life Insurance is currently devel-
oping its business activities in seven regions centered on the Yangtze River Delta Region. 
(Nippon Life has about 30% stake in the company.)

We aim for Great Wall Changsheng Life Insurance to be a life insurance company that is 
trusted and chosen by customers. To that end, we are dispatching our directors and other per-
sonnel to the company to advance its business management, risk management, and governance. 
We are also developing products and services such as cancer insurance for visitors to Japan that 
are unique to the Japan-China joint venture as well as providing global services for Japanese 
corporations.

 ■  Bangkok Life Assurance Public Company Limited
Nippon Life started investing in Bangkok Life, one of Thailand’s leading life insurance companies, 
in 1997. Today, we hold approximately 25% stake. As customers’ needs become increasingly 
diverse, Bangkok Life is focusing on growing the organization of agents possessing advanced 
consulting skills.

Along with sending directors and other personnel to Bangkok Life in order to strengthen its 
governance, Nippon Life is promoting collaborative frameworks to bolster actuarial operations 
and agent organizations as well as cultivate business with local Japanese companies.

 ■  PT Asuransi Jiwa Sequis Life
In October 2014, we acquired an equity stake of around 20%, combining direct and indirect 
holdings, in PT Asuransi Jiwa Sequis Life (Sequis Life), a life insurance subsidiary of the 
Indonesian company PT Gunung Sewu Kencana. Sequis Life has strong financial soundness and 
offers high-quality services provided through sales agents. We dispatch personnel such as a 
komisaris (commissioner) to share our expertise. In addition, we will continue to contribute to 
further growth through collaborating with local Japanese companies, and also through support-
ing the development of the middle-income strata of society.

Promoting Personnel Exchanges
Since the fiscal year 2012, Nippon Life has held forums on a continuous 
basis with overseas insurers in which Nippon Life has invested, with the aim 
of generating synergies and boosting profitability through the sharing of 
case studies of best practices. In the fiscal year 2018, we held a Global 
Executive Forum, newly bringing together top management from seven 
overseas insurance and asset management companies* in six countries. In 
addition, we hold seminars for managerial representatives of life insurers 

from various countries, including countries where Nippon Life does not 
operate yet, to promote business development and forge personal networks. 
Moreover, we undertake numerous exchanges of personnel with our alliance 
partners, including conducting internships and inviting various personnel 
from partners to work with us.

* Nippon Life Insurance Company of America, MLC Limited, Reliance Nippon Life Insurance Company 
Limited, Great Wall Changsheng Life Insurance. CO., Ltd., Bangkok Life Assurance Public Company 
Limited, PT Asuransi Jiwa Sequis Life, and Reliance Nippon Life Asset Management Limited.

Holding of Global Executive Forum
We held the Global Executive Forum for the purposes of (1) sharing Nippon Life’s man-
agement principles and the group values, (2) discussing management strategies and 
challenges, (3) sharing global best practices and the latest knowledge, and (4) developing 
the next generation of leaders. In addition to the CEOs of overseas firms, we brought 
together senior management that would lead the next generation at the forum. We 
introduced the history and Fundamental Management Principles of Nippon Life, held 
round table meetings with Nippon Life’s President Hiroshi Shimizu, and exchanged opin-
ions on the Group’s governance, and other topics.

Research
Nippon Life gathers and analyzes a wide range of information from representative offices and 
subsidiaries in New York, London, Frankfurt, Singapore and Beijing regarding the financial and 
insurance businesses in these areas. This information includes regulatory trends, markets, and 
products and services, and is put to use in our business activities.

New York Representative Office

Tsukasa 
Utsunomiya
Nippon Life Insurance 
Company of America

I want to provide peace of mind to many customers, with the motto  
“Nissay even in America.”
In 2017, I was assigned to Nippon Life Insurance Company of America. After working in group insurance sales at the New York 

Branch, I moved on to my current role in corporate planning at the Head Office.

 Our company has employees that are originally from 21 different countries but we all share Nippon Life’s fundamental 

principles and values as we provide insurance products to a wide range of customers. When I was a sales representative, I also 

strove to attentively assist customers.

 Now, I am involved in the planning and execution of things like product and service improvement and governance enhance-

ment. I feel that my work creating new value together with members from different backgrounds is very rewarding. Going 

forward, I will continue to work in a unified manner with local executives and staff, so as to deliver peace of mind to many 

customers and pass on the synergies and value generated in the U.S. to customers in Japan.

 Establishment of a Life Insurance Joint Venture in Myanmar
In March 2018, we established a representative office in Yangon, 
Myanmar. We have been conducting research on the financial and 
economic situation as well as the life insurance market in the country. 
In March 2019, we entered into an agreement to form a joint venture 
for life insurance business with Grand Guardian Insurance Holding 

Public Company Limited, which is affiliated with the Shwe Taung 
Group—a prominent local conglomerate. Moving forward, we plan to 
submit documents to Myanmar’s financial authorities for approval and 
carry out other procedures necessary to launch new business.
 (As of May 31, 2019)
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