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Â This is Kikuta, Chief Financial Officer.

Â Once again, I would like to thank you very much for participating in today's 

conference for our group.

Â I would like to talk about the status of major KPI in the medium -term management 

plan.

Â Please see page 4.
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Â This section provides a review of our capital and financial initiatives.

Â First, regarding risk control, we continue to make steady progress in reducing market-

related risks. The progress rate against the 3 year target set in the medium-term 

management plan was 80% at the end of this 1H. ESR remained largely unchanged 

from the previous fiscal year-end, although the financial market environment was 

highly volatile in this 1H, particularly overseas interest rates. We will continue to 

appropriately control risks and strive to improve our risk profile and ensure the 

stability of our financial soundness.

Â This is followed by capital and cash generation. Although we made downward 

revisions to our earnings forecasts, based on discussions with group companies, we 

believe that the estimated amount of remittances to the holding company based on 

the results for the current fiscal year can secure the initial forecast of ¥240 billion. As a 

result, the remittance ratio is expected to be more than 100% overall.

Â Finally, about capital and cash allocation. During the period under the current 

medium-term management plan, the Company returned profits to shareholders 

totaling approximately ¥470 billion, and has worked to expand shareholder payouts. 

Dividends per share for the current fiscal year are scheduled to increase from the 

previous fiscal year. There is no change to the plan announced in May to complete the 

share buybacks of up to ¥120 billion by the end of March next year. Our track record 

in strategic investment, including our TOB in ipet, reflects our selection of scarce 

investment opportunities. As a result, strategic investment totaled ¥230 billion. We 

will continue to aim for both enhanced shareholder payouts and strategic investments 

for growth.

Â Refer to page 5.
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Â Market evaluation and business results for the first half are shown.

Â Relative TSR fell from a favorable position at the end of the previous fiscal year, 

ranking 2nd relative to other companies globally, but was ranked 4th in the middle or 

higher position at the end of this 1H. In addition, the beta of our stock relative to the 

market as a whole, including factors of financial market conditions, has been gradually 

declining.

Â This is followed by performance in the first half of the year. Group adjusted profit fell 

below the level of the same period of the previous fiscal year due to the impact of 

rising overseas interest rates and an increase in payments related to the COVID-19 at 

DL.

Â As for the value of new business, sales of DFL grew significantly, as overseas interest 

rates rose and foreign currency-denominated savings-type products became 

increasingly attractive. Meanwhile, at DL, it is taking time to penetrate the various 

sales reforms that we are currently implementing, and new policies sold have 

progressed below expectations.

Â In light of these 1H performances and future prospects, the Group adjusted profit and 

the value of new business were revised downward in the full-year forecast.

Â See page 6.
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Â This section provides details on market-related risk reduction.

Â Reductions in market-related risks totaled approximately ¥450 billion since the 

beginning of the medium -term management plan, including ¥63 billion reduction in 

this 1H.

Â In terms of reducing interest rate risk, the domestic and overseas interest rate 

environment was extremely volatile in this 1H. Therefore, the Group has been 

operating in a somewhat restrained manner while steadily implementing yen-

denominated bond purchases on a certain scale in the interest rate reduction. In the 

2H, we will reduce interest rate risk with a view to increasing the pace in light of 

market trends. We also made steady progress in reducing market risk associated with 

equity holdings in line with our plan.

Â With these initiatives, ESR was 229% amid significant changes in financial conditions. 

The amount of integrated risk was largely unchanged from the end of the previous 

fiscal year. Despite the effects of risk reduction and positive market-fluctuating factors, 

there was an increase in insurance risk, including the completion of the acquisition of 

Westpac Life in Australia.

Â Refer to page 7.
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Â The risk profile of the Group is shown below.

Â There has been continuous improvement in the risk profile, with market-related risks 

at 62% and insurance risks at 34% at the end of this 1H.

Â ESR's sensitivity to financial markets has also improved continuously, confirming that 

its stability has increased.

Â Please see page 8.
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Â We shift to business performance. First, I would like to talk about Group adjusted 

profit.

Â Group adjusted profit in this 1H decreased from the same period of the previous fiscal 

year due to an increase in payments for the COVID-19 related hospitalization benefits 

and currency hedging costs at DL and the negative impact of higher overseas interest 

rates at DFL and PLC.

Â Revisions to the full-year forecast are shown on the right. DL expects a large increase 

in the COVID-19 related payments and currency hedging costs, but is expected to be 

largely offset by improvements in capital gains and losses from investment 

management and a decrease in reinsurance ceding expenses.

Â Meanwhile, PLC reflected its forecast that non-operating valuation losses, which were 

incurred mainly due to rising overseas interest rates, would continue until the end of 

the fiscal year. As a result, the Group adjusted profit for the current fiscal year is 

expected to be around ¥240 billion.

Â Please see page 9.
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Â In light of the rapid increase in the volatility of overseas interest rates in the current 

fiscal year, DL reviewed its foreign-currency hedged bond investment.

Â DL has been reducing the exposure to foreign-currency hedged bond since the 2H of 

the previous fiscal year, but the extent and pace of the increase in overseas interest 

rates since this April has greatly exceeded our expectations. As a result, we have 

experienced significant increases in currency hedging costs and unrealized losses, 

which have resulted in the materialization of risk of fluctuations in overseas interest 

rates.

Â DL has reviewed the fact that it was necessary to reduce the exposure in faster pace 

amid rapid market fluctuations, and has again strengthened its investment 

management and risk management frameworks.

Â Specifically, from the perspective of risk and return, we basically reduce the exposure 

to foreign -currency hedged bond, and accelerate accumulating yen-denominated 

bonds for the interest rate risk reduction. We will assess future potential market 

fluctuations more appropriately and reflect stricter asset allocation to foreign -currency 

hedged bond investment.

Â In addition to these initiatives in the investment division, the risk management 

division and other related divisions will monitor the operation proactively and 

strengthen check-and-balance function in order to improve the prompt risk control.

Â Please see page 10.
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Â For your reference, we have summarized the changes in the exposure to foreign-

currency hedged bond at DL and the outlook of currency hedging costs for the 

current fiscal year.

Â While the outlook for overseas interest rates remains at a high level, we anticipate 

currency hedging costs of around ¥90 billion for the current fiscal year as a result of 

the reduction in the balance.

Â We will continue to control the exposure in the direction of reduction.

Â Please see page 11.
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Â This is the result of new business.

Â Domestic and overseas new policies sold in this 1H were supported by significant 

growth of DFL and PLC which benefited from rising overseas interest rates.

Â Sales representative channel in DL also contributed significantly to the expansion of 

DFL's product sales. However, while DL is currently engaged in a variety of sales 

reforms, including product and consulting methods, its full -fledged recovery will still 

require time.

Â As a result, DL's downward revision of the value of new business forecast is expected 

to exceed the upward revision of DFL and PLC for the current fiscal year, group total 

forecast is at around ¥135 billion.

Â Please see page 12.
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Â This is the status of EEV, which represents corporate value.

Â Excluding shareholder dividends and the impact of foreign exchange, EEV decreased 

by approximately 2% from the end of March previous fiscal year, primarily due to 

differences between assumptions and results derived from financial market-volatility 

at DL and PLC, as well as the impact of assumptions changes. DL reflected the 

prospect of increase in payments related to the COVID-19 in its EEV.

Â However, we can confirm that the sensitivity of EEV to changes in financial markets 

has declined steadily, mainly due to efforts to reduce market-related risks. At the end 

of this 1H, the total sensitivity to fluctuations in interest rates and equity markets was 

less than minus 10%, increasing the stability of corporate value.

Â Please see page 13.
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Â There is no change in our policy on shareholder payouts.

Â Although we have revised downward our earnings forecast for the full fiscal year, we will 

maintain the dividend per share at 86 yen, which is our initial forecast.

Â There is also no change in the plan to complete the share buybacks of up to ¥120 billion 

by the end of March next year.

Â Please refer to page 14.
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Â The cash position at the holding company is being updated.

Â We believe that, after discussions with subsidiaries, the amount of remittances based 

on this fiscal year's performance will be at a level that will allow us to secure free cash 

of ¥240 billion, which we initially anticipated. As a result, the remittance ratio on the 

currently revised group adjusted profit is expected to be more than 100%.

Â In preparation for the cash outflows associated with the acquisitions of Partners Life 

and ipet, DL provided short-term borrowings of approximately ¥110 billion to secure a 

certain cash buffer at the holding company.

Â The cash position at the holding company covering the end of the next fiscal year, 

including free cash of ¥240 billion based on this fiscal year's performance, is expected 

to total approximately ¥380 billion.

Â Please refer to page 15.
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Â This section summarizes the use of holding company cash during the period of the 

current medium-term management plan.

Â When the cash balance at the start of the medium-term management plan is 

combined with free cash generation during the period, the total is approximately ¥1 

trillion. Of this amount, ¥550 billion, which is the majority of total cash, will be used to 

enhance shareholder payouts, including the planned amount of shareholder dividends 

for the current fiscal year.

Â Meanwhile, in strategic investments, we have made a total of approximately ¥230 

billion in around existing businesses and digital innovation field. Under strict due 

diligence, profitability is determined based on an IRR against the cost of capital 

considering the characteristics of the investee's business and other factors. The most 

recently announced ipet TOB is also assumed a return of almost 10%. Going forward, 

we will continue to selectively consider strategic investment opportunities that will 

lead to increase in our corporate value over the medium to long term under strict 

financial discipline.

Â Based on the current cash flow outlook, a total of just under ¥200 billion will be used 

as a source of funds for new strategic investments and additional shareholder payouts 

by the end of the next fiscal year. We will continue to aim at both enhancing 

shareholder payouts and making strategic investments for growth.

Â Please refer to page 16.
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Â Finally, the status of relative TSR.

Â The relative TSR since the beginning of the medium-term management plan was at a 

level above the middle level as of the end of this 1H. However, if we look only at the 

current fiscal year performance, we have remained at a low level.

Â In order to improve our superiority in the relative TSR and reduce our stock price beta, 

we intend to further accelerate our capital circulation management initiatives, which 

aim to expand our business and improve capital efficiency by collecting excess capital 

from subsidiaries to the holding company and allocating effectively to shareholder 

payouts and strategic investments.

Â This ends my presentation.
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Â Here is Inagaki.

Â Once again, I would like to thank you all for participating today.

Â I will explain the circumstances of our business strategy,  initiatives, including 
domestic and overseas operations.

Â Please see the page 19.
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Â This time, I will explain three themes.

Â The first theme is our initiatives related to òExpand and explore business portfolio."

Â The second theme is the initiatives for " Create four experiential values" set forth in the 

Medium-Term Management Plan.

Â The third theme is the circumstances of payments related to COVID-19, which has a 

major impact on the Company's business results for this fiscal year.

Â To begin with, please refer to page 20 for initiatives related to the first theme, òExpand 

and explore business portfolio."
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Â In the domestic market of Japan, where we used to operate our business, various 

social issues are emerging, such as concerns about the public pension system and an 

increase in the burden of medical and nursing care costs, as well as adverse effects on 

the local economy and industry due to depopulation, along with demographic 

changes accompanying the progress of a super-aging society and the acceleration of 

the declining birthrate.

Â On the other hand, the business and social environment surrounding us are changing 

dramatically in the form of the acceleration of digitalization triggered by COVID-19 

and the reduction of the information gap between product providers such as ours and 

customers. At the same time, customers are getting interested in maintaining health 

and preventing illnesses. The values of customers, including these, are becoming more 

diversified and segmented.

Â Amid the emergence of these social issues and changes in the environment, we are 

progressing òExpand and explore our business portfolioó through expanding our core 

business, acquiring new organizational capabilities, and expanding business wings to 

create four experiential values, aiming to achieve sustainable growth for the future.

Â Please see page 21.
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Â Three projects were realized this fiscal year as an initiative to òExpand and explore 

business portfolio."

Â In July, we invested in YuLife, which is a group insurance company in the United 

Kingdom and has distinctive business models and strengths in digital.

Â In August, we decided to acquire Partners Life in New Zealand, which has a deep 

geographical and economic relationship with Australia, where we already have 

operations and has similarities in the nature of the market.

Â Partners Life is a company that is achieving rapid growth in the New Zealand life 

insurance market with its strengths in management models and digital capabilities 

that distinguish it from traditional insurance companies.

Â We also made efforts to expand our business wings into new domains in the domestic 

market.

Â TOB is underway to acquire ipet Holdings, a pet insurance company which has a ipet

Insurance as a core subsidiary.

Â I will explain about each investment and acquisition.

Â Please see page 22.
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Â YuLife, which we invested in July, is an tech-driven group insurance company founded 

in the United Kingdom in 2016, and is establishing an ecosystem that links companies, 

employees, and various well-being service providers, centered on apps with excellent 

user experience.

Â YuLifeõsapps, which has game-like features and allows users to have fun while 

improving their health, has gained strong support from users. YuLifeis growing 

rapidly as a group insurance company, with its client companies highly appreciating 

the system that promotes employeeõs health and increases productivity and 

engagement. The company launched its business in the United States in October this 

year.

Â While the relationship is minority investments, we are promote to enhance our 

business in group insurance, health and medical area, by acquiring their know-how 

through talent exchange. 

Â Partners Life, which we announced its acquisition in August, is an emerging life 

insurance group that has grown rapidly to No. 2 in the New Zealand life insurance 

market in around 10 years after foundation.

Â Unlike traditional life insurance companies, they utilize cloud-based systems and 

outsourcing without having a large -scale system on its own, which enables agile and 

efficient business operations.

Â Both YuLifeand Partners Life are realizing high growth through advanced business 

models and digital capabilities. As we consider that we can learn from their strengths 

for our domestic and overseas group companies, we aim to create future synergies.

Â Please see page 23.
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Â Next, I will explain TOB of ipet Holdings, a major domestic pet insurance company, 

announced the other day.

Â Since 2019, ipet and we have formed a business alliance and built a trustworthy 

relationship through sales of pet insurance in our sales reps channel and personnel 

exchanges. We are very pleased to be able to bring ipet into our group this time.

Â I believe that many people in the household own pets, but the positioning of pets in 

the household is changing dramatically amid the trend toward nuclear families. 

Recently, pets provide great pleasure to their lives as a mental base for their owners, 

and contribute to the improvement of their QOL.

Â From the perspective of "Enhancing Connections" in our CX design strategy, we have 

positioned this initiative as a new challenge that transcends the traditional business 

domain of life insurance, leading to contribute to the happiness of our customers.

Â The pet-related market continues to grow stably as pets become a more important 

position in the household. In particular, pet insurance is a market with high double -

digit growth. Pet insurance coverage in Japan remains low compared to overseas 

countries.

Â Medical expenses for pets which must be paid in full by themselves are on the 

increase. From this perspective also, there is room for an increase in the pet insurance 

coverage ratio going forward, and we believe pet insurance is a rare domestic market 

with growth potential in the field of insurance.

Â Please see the page 24.
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Â A brief overview of ipet is shown here.

Â In the pet insurance industry, ipet currently holds the second largest market share as 

one of the major players in the industry.

Â In terms of the number of policies in force and premium written, ipet has achieved 

growth that exceeds the market as a whole and its industry peers, and has steadily 

expanded its business base.

Â We will be able to capture higher growth potential more effectively through ipet, 

which has a strong presence in the growing pet insurance market.

Â Please see the page 25.
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Â We summarize the distinctive characteristics behind ipet's strong presence.

Â ipet has strengths in contact with customers at the time of sales and benefit payment, 

which is important for insurance business.

Â At the time of sales, ipet has a strong distribution network through some largest pet 

shops. Sales through pet shops account for about 70% of total sales. In recent years, 

we have also focused on sales through Web channels and transfer meetings, which 

are diversifying sales channels.

Â One of the business risks of pet insurance is the control of the loss ratio. New policies 

sold through pet shops are mainly at the age of 0 right after the birth to younger age, 

and their health status is relatively good. This has enabled ipet to secure a lower loss 

ratio than the other major players in the industry.

Â At the time of benefit payment , ipet provides a òover-the-counter settlement system" 

that enables insurance claim procedures at animal hospital counters, and we have a 

nationwide network of more than 5,000 hospitals. Convenience in the event of 

insurance claims is one of the greatest experiential values for customers. In the pet 

insurance industry, the top two companies, including ipet, are providing this system 

oligopolistically , which is a major barrier to entry.

Â Against the background of these characteristics, ipet has been achieving high growth.

Â Please see the page 26.
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