
Lifecycle Management Model (Demonstrate FP Function)

YM Asset
Management

Wrap-type
investment
trusts, etc.

Customers

Seniors, wealthy and 
semi-wealthy classes

Asset formation class

YM Securities

Banks

Sales channels
with banks as core

YM Life Planning

YMFG FP brand
Services optimized for a variety of customers

Mediation,
introduction

Mediation,
introduction

The three banks
Receive insurance sales commissions

Increase Group 
investment trust balance

Return customers’ investment needs back upstream
<PDCA cycle of optimal product design>

Provide
products

High-quality investments, 
structure bonds, stocks, etc.

Resume investment trusts, 
savings-type insurance

Investment trust sales, 
protection-type insurance

Compensation in line with added value 
Differentiate ourselves from other banks

A structure for providing optimal products and services to match lifecycle and asset scale
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