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*Thisisthe summary of the concept of M edium-Term Management Plan starting FY 2006.
*The whole content of the plan is scheduled to be publicin April, 2006.

*VVarious management tar get indices, scheduled to settle on based on FY 2005 closing numbers,
areto bepublicin May, 2006.
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1. Core concept : New Medium-Term Management Plan 2

Current Plan New Mid-term Plan
from 2002 to 2005) from 2006 to 2008
«Structural Reform *Expansion of scale
*High profitable business structure | mprovement of profitability

\/

“Improvement of Profitability” — ” : "
“Top level for expense ratio in FY 2004 Coexisting of “ Expansion of the scale

«Top place in balance ratio among three largest and “ Strengthening of profitability”.
companiesin FY 2004

*Top average total investment return among | Competitive Strategy |

Basic Direction

three largest companies for FY2002-FY 2004 Core business domain is domestic market.
“Reinforcement of business Structure” New business model for retail market.
*Top place in sales premium for auto in FY 2003 _ ) _
«Top place among three largest companies Further reinforcement of life and DC business.

in the growth ratio in auto in FY 2004 Business expansion in overseas operation, especialy in

*Embedded value of Himawari Life was BRICs and ASEAN where profit is expected.
¥172.4 billion at the end of FY 2004
*SJDC has achieved top-class status in

the industry, and will contribute to

consolidated profit in FY 2011 Reinforcement of Human Resources, Risk Management and
«Adoption by global major SRI indices such Compliance.

as Dow Jones, FTSE, Ethibel etc.

New operational system established to improve business
efficiency.

Key word Optimal management resour ces allocation




1. Core concept : Corporate vision 3

e
Corporatevision Comprehensive Service Provider Group for Risk and Asset M anagement
s —

| mage of business portfolio _
Healthcar e business
- Healthcare Frontier Japan is established by joint venture with Omron.

Over seas business

Business development in BRIC and ASEAN to
make profit steadily.

Defined contribution
pension plan business

-Sompo Japan DC Securitiesis expected to make profit
with no cumulative lossin FY 2011.

Lifeinsurance business

- Sompo Japan Himawari Life isto contribute to consolifated profit in FY 2007.
- Alliance with Dai-ichi Lifeisto be reinforced.

P& C insurance business

| nvestment

Profit

FY 2007 FY 2011
Time

v



1. Core concept : Capital efficiency and high priority field

M anagement resour cesto beinvested in high efficiency business

Earnings
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High efficiency business

“P& C insurance business’

“Life insurance business’
“DC business’
“BRICs, ASEAN etc.”

L ow efficiency business

“Variable annuity business’
“Underwriting business of
local risksin U.S. and Europe”




2. Business environment : International comparison of saturation rate

(USD) The size of each circle shows premium income in respective market.
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Nomina GDP (previous FY, billion yen) Source:
*National Insurance data Services
*Economic and Social Research Institute,
Cabinet Office, Government of Japan

2. Business environment : cCorrelation of premium income in Japan and nominal GDP 6
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Forecast of Nominal GDP
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. Business environment : Forecast of nominal GDP and demographics

Demographics

age Labor force by age ; 2003

58

55

52

49

46

43

40

37

34

31

28

25

22

unit : thousand
1,300 1,500 1,700 1,900 2,100 2,300

- .
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2. Business environment : Forecast of automobile ownership and household
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Number of household and housing
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2. Business environment

. Further growth is achievable by expanding the market share in the
Conclusion : . .
domestic market as the “winner”.
Expanding P& C market in Japan along with the recovery of economy
ensilﬂigrﬁm Great opportunity for the “winner” to expand the market share in Japan
Large room for Cross-selling in Japan
To expand market share
Thekevis I ncrease of Promotion of
eKeyIs customer base % cross-selling
To surpass other players
‘ Establishment of innovative I T infrastructure
Challenges
- | mplementation of M/S expansion strategy with innovative infrastructure

With “domestic business’ asthe core domain, Sompo Japan will expand top line and profits beyond those of
competitors by allocating management resour ces on setting prioritiesto resolve the challenges.




3. Mgor field in which management resources are to be invested

w | |

Innovativel T Infrastructure

10

(D Strategic Call Center Advanced
(2)New product, workflow and I T system I'T Technology

(3)Knowledge Management System

Expansion of scale
with

| nnovative infrastructure

(1)Strategy for Retail market “New Business M odel”
New Core Agents
Competitive advantage over competing channels
I mproving approaches to direct marketing
Discovering new markets in competitive advantage
Pursuing cross-selling
Upgrading approaches to small- and medium-sized company market
Upgrading approaches to affinity market
Providing optimal products, services and solutions to niche markets

(2)Strategy for Commercial market
Allocate management resources to growing companies
Allocate management resources to expanding markets

(3)Reinfor cement of Life businessand DC business

Base of business development

Human Resour ces, Risk M anagement, Compliance




4. Overview chart of Medium-Term Management Plan 11
Coexisting of “Expansion of the scale” and “ Strengthen of Profitability”
Management Resources
Domestic Business Over seas Business
P& C
Business Dansion G :
Promotion of
BRICs ASEAN
_
Life
Business
Retail Commercial Overseas
DC AM)

(* Asset Management) . . .
Expansion of accessto M anagement Resources *Business expansion
clients by multi distribution are alai% cated to the arowin with JvV

. channels with high quality ) : 9 g Strict underwriting of

Fee Business services Industries. local business

(Healthcare Business etc.)




5. Strategy by market : Retail market

Definition of All markets except large commercial accounts
“Retail markets’ = including small & middle commercial market and affinity market

Expanding multi and high-quality access to customers through multiple channels

Expansion of customer base Cross-&dling Improvement of CS

panding the number of agent Improving the quality of agen Expanding direct access

Creating new agents New core agent

Strong relationship with WIN-WIN model with

agents in competing strategic call center
channels

Strategic call center
Direct and hybrid marketing
Optimal Solutions

Enhancing retail infrastructureto achieve greater efficiency in front-line business processes,
to improve productivity and to make moretime available for salesforces

Utilization of
strategic call
center

I mprovement of
products,
administration,

and system

Knowledge
management
system




5. Strategy by market : Retail market
Strategic Call Center

13

New Business M odel for expanding customer base and enhancing cross-selling

Morethan 1,000 booths ar e expected

M echanism to collect
customer’s needs
and requirements

New business
development

CSCall Center
New market Call Center

*Ilmproving management - . _
 elmproving SJ Brand - New middle market

. _ *Cross-selling
,LrDE)rovmg cs - *New mega channel

5

| mprovement 2 support for \ [Action reform of

of CS @‘,\Q Sales department esdepartment,

Claim handling Agent support Call Center

in 365 days .
EXpanSI on of «Concentrating agent’sinquiry in
. . . call center.
Strategic Service Center distribution channels -Concentrating on core businessin
sales department.




5. Strategy by market : Commercial market 14
Reinforcement of approachesto the growing industries and markets
Allocated management resour ces
m Big chance for the “winner” in the most
deregulated and oligopoly market
Expanding
m Competitive advantage
Talented stuff Market Share
Providing “Best solutions”
Maximum use of Sompo Japan Risk Management, Inc.
Expanding
m Introduction of New business model Customer Base
asretall market
and
m [nnovative IT system Promoting

Cross-sdlling




5. Strategy by market : Overseas business

Two categories from viewpoint of “Profitability” and “ Capital Efficiency”

Profit Center

M anagement resour ces ar e allocated based upon profitability.

15

Support Business

— BRICs
Brazil Experience more than 40 years.
Historical high net income in FY 2004 ( P& C and Life business)
RuUSS a Moscow office will be established soon.
Alliance with top class companies like Ingosstrakh
India Business expansion is expected with local partner
. Established local subsidiary in May, 2005
China Life businessis under study
— ASEAN etc.
Hong Kong, Thailand, and Malaysia are selected as prioritized countries.
Profitable local businesses will be expanded.

Focusing on support of
Japanese Companiesand
contributing to earnings

of adomestic business

Mainly
—1 Europeand U.S

Provide

Global clients

with

best solution




6. Strategy by business : P& C insurance business

/\
Strategy for | Strategy for ‘ Strategy for
Retalil \ Commercial / Overseas

Strategy for
Retention
and
Reinsurance

Strategic alliance

with mega-channels Structural Reform

like DL or banks \ /

of Claims Office

16



6. Strategy by business : Life insurance business

17

| ncrease of corporate value and contribution to consolidated pr ofit

I
/\

Establishment of
new distribution channel

Creation of
new mar ket

Reinfor cement of
agent sales capability

/\

Contributed group corporate value through larger EV

(EV at end of March 2005: ¥172.4 billion)

Accumulation of standard liability reserve to be completed at end of FY 2006
Expected profit ¥10 billion before tax in FY 2007

Himawari Life

Making profit on a consolidated basis in FY 2006
DlY Life Expected profit ¥ 1 billion before tax in FY 2011
Accumulating know-how on direct marketing models




6. Strategy by business : DC&AM business

18

Establishment of top brand and Enhancement of business structure

Acceleration of DC business

Expansion of AM business

{¥

Enhancement of
sales system

6 officesand
60 specialists

I mprovement of
bundle-service

High quality services
provided by SIDC

15 regional banks

Alliance Strategy
DL

Results as of
the end of
August 2005

H

4 )

Commercial || Number of clients Second place
DC 153 M/S 10.3%)

(S J

DC 16,133

f )
Per sonal Participants i> First place

(M/S 29.7%)

_— T

Providing
attractive financial
products

Increasing
operation fee




6. Strategy by business : Healthcare business etc. Investment 19

Healthcare business and other fee business _' nvesiment -
_ _ Further improvement of efficiency
Established new business model Combination with capital strategy

Competitive advantage in health care business

/\

*Enhancement of profitability

*Improvement of efficiency

Full scale entry
in disease management services
in advance of other companies

Development of suitable

diseaserisk control system

/\

*Cooperation with

«Joint venture with Omron Healthcare. )
capital strategy

Starting in October 2005

Healthcare
i *Actuary technology can be used.
Frontier . ) :
sTargeted customer is health insurance union.
Japan

*Fee business that provides health enhancement and
disease management service.




/. Business Infrastructure : Risk Management and Compliance

Risk Management in SJ group and Reinforcement of Compliance

Risk Management

Reinforcement of
Compliance

Base of business development of Sompo Japan /

-

m Upgrading risk management mechanism for both domestic and foreign subsidiaries
in order to meet new regulations and accounting rules.

Sophisticated risk management and risk assessment on a Group basis

m Risk assessment as an important element of the internal management system,

and effective tool for management.

“Spirit of fairness’ in individual practice level and thor oughgoing compliance

m “Spirit of fairness” as corporate culture.

m Built-in self-check and multi-supervision mechanism in operating process.

o

NG

Practice of individual
“Spirit of fairness’

20



7. Business Infrastructure : Human Resource 21

Emﬁloxee’SQrowth < Value-added oEerations - ES+ Hiﬁh ﬁerformance

Employee growth Value added operations

Virtuous
Circle

Improve ES High performance

Promoting
female activities

Improving
training system

Strategic
staff rotation

Strengthening
management capability

. *Premeditated education *High quality training «Optimal allocation
Ean\ch:rrE:t ot and at of human resources
P expansion of activity optimal timing



/. Business Infrastructure : Corporate Governance Capital Strategy 22

Corporate Governance
New Business M odel, new gover nance and inter nal control

» To maximize the effects of new business model, the organization and staff allocation are to be
changed.

» To establish more effective and efficient governance system, the corporate governance and the
internal management system are to be upgraded.

» Toimprove management system for group companies, group company’ s governance systemis
also to be upgraded.

Capital Strategy

Creating shar eholder value by maximization of capital efficiency and appropriatereturn to shareholders

» To create shareholder value, Sompo Japan maximize capital efficiency and maintain financial
soundness. Return on equity (ROE) is to be set asamajor target .

» To maintain adequate capital, measurement of risk amount is to be improved.

» Toimprove consolidated ROE, Sompo Japan allocate adequate capital to both existing business
and new business, and aim at managing both the expansion of the scale and the strengthen of
profitability.

e Toreward shareholders, dividends are to increase steadily.




-This presentation is prepared for information only and is not a solicitation, or offer, to buy or sell the securities of Sompo Japan.
-Information contained in this presentation other than past facts are opinions or estimates at the time preparing the issue.

-These opinions or estimates of future performance are not guaranteed by Sompo Japan, and a large differentiation from described
opinions or estimates may occur due to various uncertain factors.




