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Ｑ．For the fiscal year ending in March 2015, ORIX Life posted a profit of approx. 58 billion yen 
and shareholders’ equity of approx. 280 billion yen under U.S. GAAP.  What are your future 
prospects? 

Ａ．The businesses of the ORIX Group are a combination of “hunting-type” businesses and 
“agricultural-type” businesses, and the business of ORIX Life is recognized as 
“agricultural-type” where profits are earned through steady accumulation of assets. ORIX 
Life aims to contribute to the profit of the entire Group by maintaining the annual growth 
rate at 10% or more.   

 
Ｑ．Between the existing channels and the new channels, which will lead to a higher ROE? 
Ａ．The profitability does not vary that much depending on channels.  The captive agent 

channel may result in a relatively low ROE, however, it will not negatively impact the ROE 
level of the entire Group.  Unless the assumed ratios of channels significantly change, we 
don’t think the ROE will deteriorate.  

 
Ｑ．The growth rate of ORIX Life is higher than those of competitors. What are the factors that 

differentiate ORIX Life from others?   
Ａ．One of the factors substantially contributing to the differentiation is the pricing of our 

insurance products. Compared to other life insurers, we make every effort to ensure 
low-cost operation in order to hold down the operating cost. 

 
Ｑ. Recently, M&A activities in the insurance industry are drawing attention. As an inorganic 

strategy to grow, are you considering M&A? 
Ａ．ORIX Life is not proactive about acquiring other life insurers at present, but rather places 

priority to fortifying the existing business foundation.  
 
Q．How do you view the opportunities for asset management in Japan? Is there a possibility for 

ORIX Life to become one of the vehicles in expanding the asset management business of 
the ORIX Group?   

Ａ．While the yen-based asset management environment continues to be severe, domestic 
elderly customers who have assets appear to be changing their mindset toward risk-taking, 
as such, there are opportunities in Japan. However, at this point, it is more important for us 
to inject resources into the more profitable life insurance business than to expand the asset 
management business.  

  



 
Q．In your presentation, you stressed that ORIX Life will strengthen bank assurance through 

the merger with Hartford Life. Specifically, what will this initiative bring about? 
A．This integration will allow us to utilize the skills and knowhow of former Hartford Life to 

handle asset management-type products, in addition to existing coverage-type products of 
ORIX Life. Furthermore, we will be able to expand the distribution channels with banks 
which ORIX Life had not work together in the past, and this will allow us to form new 
business relationships more than 100 banks in total. Unit selling price of former Hartford 
customers who hold variable annuities is high and many of them are quality customers. To 
those customers, we will approach them and propose new services including inheritance 
related solutions, as the need for such service is rising.  

 
Q．Prices are set low at ORIX Life, but would that not pose a risk of loss in insurance 

underwriting in the future?   
A  Insurance premium consists of the risk premium portion which is allocated to future 

payments and the loading premium portion which is allocated to the company operation, 
and ORIX Life realizes low prices by cutting the loading premium. We maintain low-cost 
operations through eliminating unnecessary processes diligently and automating processes 
rather than discounting the risk premium for future payments. 

 
 
Disclaimer: 
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change without notice. The information contained in these materials has not been independently verified and its accuracy is not 
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They are based on a number of assumptions about the Company’s operations and are subject to risks, uncertainties and other 
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those described under “Risk Factors” in the Company’s most recent annual report on Form 20-F filed with the U.S. Securities and 
Exchange Commission and under “Business Risk” of the securities report (yukashouken houkokusho) filed with the Director of the 
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