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Insurance Distribution in Japan & Nippon Life’s Distribution

Strategy )
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Overview of Life Insurance Distribution Channels in Japan NG NISSAY

+In Japan there are mainly 4 types of distribution channels and each insurers distribute their
products through one or more channels based on each distribution strategy

CS:W%?OI I;;()!ggi%tgg 44.0%  A0.6pt All population Pac:ﬁe;gf ga?égdsléf\tjcgith
| Benemwnce 302% ASSR QERL scoumintonof mhentance
ey e e gcmmer e

comr / o imenet  LS%  H0dpt 00 ‘éﬁgtémgr - S;rr?xgﬁ? Lﬁiﬁfni”'

Recently, Companies 'in other industries with “a huge amount of customers” entering
the life insurance business (Entering to “Selling Agent” business)

*Joint Package :Assembly of several products of different life insurers with comprehensive coverage similar to packaged products of major life insurers.
Sold by independent muiti-tied agencies. a.g.) whole life of A company and cancer of B company and medical of C company

(Z) P &2 bR P 74

pAdfEaad (UTHAER 22 )R P RERR S
AEHEER £ 2014 & R £ A #iah G 49,229 4 o
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Overview of Nippon Life’s Sales Representative Channel @ Nissay

In addition to Traditional sales representative channel, we organize specialized sales representative
channels to capture diversifying customer needs

7 || Share
Channel TVPE' Target Customer #or rep51 i | #of New Business

11 Trad|t|onal

43,162 88.2%
Life Plaza Specialized in  Orphan policy hoiders who have not 2,480 5.2%
maintaining been servrced by assigned reps

existing : E
Customer Servica customers | BUSV on weekday o 536 1.1%
| Worksite Financial B lage | L0
Coordinator | Individuals of | companies | 2,159 47%

. worksite market in

T A & Spedialized in RPN S :

acquiring new metropofitan cities SMES o 477 0.7%
— customers

Good LifeAdvisory | Customer base of each reps 7 0.1%
Dept. . {built through prior carriar) ek
49,229 100.0%

1 As of April 2015. Reps in trial period are included In # of
Life Plaza, Customer service and Area Service Caordinator

*
EESRURINS P A2 fra",!f BRERRH LAk
¥Fiten¥E R K ¢ 35 LifePlaza 2 7 PRG% 0 §

F Ty e o Life Plaza i & JRA:ZEF % 2 3825 2 %
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2o T3 B L R4 &R (Double Coverage System ) » =
@#ﬁﬁﬁ%ﬁ’@%“ﬂﬁi%ﬁm;ﬁﬁﬁﬁgﬁm
%> & d LifePlaza k@ 2 = » B EEL 29 IRFF> 2 5 4

ﬁ%?i%*ﬁ%ﬁﬁﬁﬁ%°yﬂf PR AR AT

( Worksite Financial Coordinator ~ Area Service Coordinator )>
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& %42 (Double Coverage System)

Detail of sales rep channel @ Life Plaza Sales Representative © NISSAY

Overview of “Double Coverage” system

v After rep resigned, other reps take over the customers according to customers’ residential areas or worksite areas
v If assigned reps have NOT provided services for longer than a year, the customer regarded as target of “Double Coverage”

+ Hol Holding otphy "
Cgig%ﬂ;er * Ha ~« Have NOT.
12 monthsh

;
K
[
[
]
£
i

v"We assign new reps according to takeover of worksite and residential -area

v Assigned rep provide after sales services (e.g. Know-Your-Policy-Activity

Responsible
Rep

v LP sales reps make outbound cails

| | v On demand for service, Life Plaza sales reps visit
customers to provide necessary services and
consultatlon for upsell / cross -self
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Proprietary sales representative as agent of other insurers Q@ NissAY

Nippon Life have made agreement with several insurers on agency distribution of specific insurance
products through proprietary sales representative channel

(There are certain types of insurance products that we can not undertake due to regulation or
products that we choose not to develop because of cots or other reasons)

.................... Q) NISSAY T —
's R A (1996~)
i Third-Party o} ‘ Property insurance |
% | (car insurance etc.)

i Distributors .
Distributorship @ (iih_r:lliLn‘: (2010~) |
Agreement | . '

Customers -

Foreign currency |
denominated insurance|

Sell insurance Capitar }
- products of Relationship (saving-type)
NLI and other
insurers M (2015~)

Medical insurance for

AL L L L 2 those who NLI can

Insurance premium | not underwrite due

- . | to medical history
orc ox Undertake insurance policies I ehumber i ) shows the yer

! NI started distribution |

_
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Defense Force » SDF) & 3% 2 A+ % & 3>
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1. 08 R % b
£¢ (2

P AE

Gl

LR ARTIE T b g

T g OFRR R AE T 1952 & A 2

BB REFEGORGRE S B & ITHGE Z
kg 2L M E s - &2 Gibraltar & iF:g

|’3’
5-

Gibraltar pL ¥ %' > %' “7t8 =R
¥ Gibraltar &2 p A% 7 1 € 2 45114 & g

Gibraltar's School Market

» Gibraltar %' 2 7 22 p A%
FHMEZAD ARY € IR A
L ¥cEm 2k 2t enintg (Kyoko insurance > 12 F

LT RaEPE (R LS KT
H ¢ 3 ps2-3F T Gibraltar
VAR L € MR

Tig 73 e

~ ¥4 € %' (Association Business of Gibraltar Life )

3B D B~ p ehi(Self-

FH RS TR

T FARTIA
£€)EiT fikd

i-nEhag
2 fLuyEEs ) by Ax
& iTik

Pannersh\p with Japan Educational MutualAssoclatlon & WeEfale Foundat:on i
(publlc interest |ncorpo:ated foundatnon) (Nikkyoko)

ESchool teachers g
Purchase of Kyoko Insurance I
and clam payment

Undertaking of mutual-aid

Various non-profitable
, activities

programs

Japan Educational Mutual
Association & Welfare Foundation

@ Gibraltar

Public interest incorporated
foundation
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‘Newly hiréd r.lﬁa-lrrr.iag‘;‘e Chud b%fth Children leaving home Rehrement
Youth :
Kyoko iew Kyoko Insurance
Insurance Products
designed

specifically
WL lnsurat % teachers -

N + Model plan for fam:ly (spouse/ohlldren etc )

(2) ®%Y %%
QR)E- 5 F (Fwmlrn ~ #&)
4. 2P AET € 2GR FARE & T B

(1) 5 2R ¢ > p » 4757 KT A4 L B3

(2) 1 &d 2> FRENKFES KRG EERES (Y
% 300 = etk St EAER ) o

(B) P AN ERHKEFY 5 g B e @By Kfrit'g s 45
A (f 452%) 0 drde i RIKEF 0 2 9 53 F A > W
K X BKETHE KT R

IR

14



(4) #3 2015 & 3 ¥ b » H4x# H b Gibraltar § »<i% ¥ %%
b£iF2 33.8%; ATE QR A2 316% 0 gl
U3 2 4% 3327 hE& i H o

(5) BB FF ik 2 da R > BERFFARET > THEKTE

(=) p @ (Self-Defense Force » SDF) # 3~
Gibraltar & B} 383 2444 & £ i » o SDF Bk | F 7 304 1+
R o d W3 e ¢ 9 Gibraltar 2 ix B8 &% o
Gibraltar ¢ SDF # 3¢ 3 »cif 8 v 5 5 32.6% > ¢
% 27.8%

RTE FL

15



z ~ 4§t (Future of Life Insurance — Lifenet’s Challenge )

A FAA T H A0 P AGS AL K AT b

A vt B > 2015 # % 20.1% o FE 3 2050 & #-if 40% o F) R
R SEVE S5 N R E S It A

£33 WY B F B AT R 2 R R E A
i

2. F 7 R
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FF KR BHDRGE &

3. it kB ARE
B 2P AR R T OFES RRETR O SR E K
EHEAE /}3 P "k“‘ﬁ&lbﬂ 7 - o Zlﬁ"fﬁﬁi’“—‘%—fﬁ"‘ﬁ v i
Foas AL v A HEDEY S REER S35l i
ABRF RS FRERIANRE S FENLDBRE RS
(% EiE% )

(=) Lifenet i%* = @ (Lifnet insurance company ) 2. £] =
LAIFRR—"2 M g2 7 f 3
W3 20 E P A paAeT e~ B0 20.4% 0 ApERT S R © R
G ERRR A AT A E T 20~30 RERK R
Lifenet %6 € 37He AR 8 - FIREF R L 2 p 4% -

2. &Y vk

(1)  »=fi1* p & "SafetyNet ; 5e il : - 435 %3 7 5% 1,000
BPFRFEE; B2 3R DR%F SMEF T

100%z. i35 o
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I ~ &% 1@ L (Strategy and Policy of Independent Agency Channel )

(=) # E MR (Market Representative ) &
Gibraltar % 2 7 4+ iR R @ A 2 P Tk L5 B MR
FIR - 5 FR P H2RE > FEERREES 2 IR 5
FERp 2 g NI A R T E 2 AR e NI A 2 H E g
RELTBREMRE EEH L om FIM L3 3 RE £ 4 2
MR #] & £.¢ & o

) B NIE A 2 4GS
R R R VY PN LR RN U R
éﬁ%y%#%%ﬂg&éﬁ\g?iﬁ%\%%%ﬁi’%%
AP fFEEEALAHLE A FTE MR MR L & B
é%%ﬁg&a‘%ﬁﬁﬁﬁﬁﬁ‘Wﬁﬁéﬁi%’MRl

(

Iy
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PR PR (Ao AR HIT) 2 LB
3 BELAAE AEINERZHNELZE FaT 2 ik o

(2) Frg I X & FI K
1. ¥t o
(D) #4808 &6 - BB EF T FLF F RER SR
AP | [
| AEHRPUREH D BABEBR) T FLF Ko
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TS ER
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: s ot : 8 High quality fhigh 2
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(2) MR2"SH1 B 2RI 4 B0 > RE @ RGO 725
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( foreign-currency denominated life insurance product) % £
8 BB i %4 (Long-term care insurance) e
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+ ~ 4277 %% (Sales Strategy of PGF Life )
KB AFALT F B s

Japan'’s life insurance business operated by Prudential Group

B LP Channel B LC Channel

Customized “need-based sales” by Teachers, SDF, and Shoko™* markets
Life Planners (LP), who are :
professionals of life insurance Bl IA Channel

é Professional independent agencies,

Vo

Accounting firm agencies, Inhouse agencies

B Financial institutions-affiliated Channel
— Bancassurance Channel (Over-the-counter sales at bank

| Bancassurance = Word coined from French banque + assurance |

Mega banks, Trust banks, Regional banks, Securities companies, and
Financial institutions-affiliated agencies

C)REFEZFE-BFIAFFEES FRIAUF &
1. 2014 & p *#8FiF'& F > FRA P & ¢ 80% - Prudential
Gibraltar Financial Life Insurance Company ( 4 i # PGF) &
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Transition of deregulation in bancassurance in Japan

I Major insurance products saleable at banks & deregulation

Rapid expansion
of bancassurance
market

() AFm% 3

1.

PIRE " 1P ARIeF AT 85%fF 7 * 4250 P 5 3R

HEFFH2Z%HH > S%BETLIRGFLILTH 3L 7%

BEART R R L ERIREFARLIT R

htTki P AR AMIER 2015 & 1 7 A=B3 T o A A LRI

FoUo R AR BT B A2 A BT H e (12
TR B B3 FE BRI B S 122 F B e

Fe) o FlM G VRS 2 RIeREE L Ao YE AR

FBrrRFEARS O DROEERT G & § b
d AT E HU S E R F A FERIENRRLTA

J‘.\.\

N

(1) PGFHi* A ¥ ifrg 2 Bdb ~ 53 2 %FEFTRARSY
THEREL G MR F R BELE R ARG &



(2) PGF p # i 4 % 4% % A3 % % £ Z% (US Dollar-
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T &7 dp i kg R R (Insurance Consultant )
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Sales support byPGF L|fe

Sales Model Using Secondees
(Professionals from insurance
companies conduct sales promotion)

Send secondees to banks, who will conduct
nsurance sales at the banks and provide
suppor ank employees
- Effective particularly in the sales o
protection products.
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