
Supporting Customers’ Asset Building

Supporting Customers’ Pursuit of a Richer Life

We will continue to develop relationships of trust with our customers by working closely with them to design their life plans and 
create opportunities for asset-building.
	 With accelerating digitalization reducing opportunities to make face-to-face contact with customers, our sales branches and 
consultation channels that are open on holidays will work together to create asset-building opportunities and construct a customer 
base that connects to the next generation.

	Providing customers with asset-building opportunities

Opportunity Purpose

Building a customer base
for the next generation

Conducting sales promotion designed to build a stable, long-term funding base and
an operational foundation for sustainable growth
To strengthen points of contact with all types of customers
To employ an integrated approach with holiday sales offices (headquarters sales channels)

Home loans

Constructing a foundation that recognizes life events and
promoting comprehensive transactions
Establishing a starting point for personal transactions through home purchases
Promoting comprehensive transactions with home loan customers through cooperation using other channels

Level-Premium
Insurance,

NISA, iDeCo

Reinforcing contact points through face-to-face sales
Leveraging the strengths of locations such as commercial facilities with high customer appeal 
Introducing approaches that take into account life plans such as NISA, iDeCo, and loans

Unsecured loan
assets

under custody

Reinforcing contact points through non-face-to-face sales
Introducing approaches addressing asset formation and consumer finance needs 
Employing non-face-to-face tools such as telemarketing, SMS, and online consultations

Channel collaboration
centered on branch offices
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Direct centers

L-Plaza

Branches

Enhancement of non-face-to-face channels 

Enhancing the Nanto Bank App’s functionality
We are adding to our financial functions by reinforcing our non-financial functions, such as through integration with the Nara Super App to improve user convenience.

Use of the Direct Center
We propose enabling asset-building and various loan activities through telephone and online services. These approaches respond to the wide-ranging needs of our future customer base,
the asset-building demographic, who are unable to meet with us on weekdays.

New online inheritance reception form
In April 2025, we launched a new online inheritance reception form to improve convenience for customers who have inherited assets. Responding to inheritance needs can contribute to
capturing next-generation transactions.

Nanto Bank App Nara Super App

Online completion of various administrative procedures

Launched in April 2024.
Service menu expansion under way

Service expansion targeting 600,000 users by 2034

Nara Super App
link icon installation

Pop-up notifications for
Nara Prefecture Information

Subsidy applications

Civil Service
Exam application

Personalized
information provision

Prefectural
newsletter

Prefectural Government
administrative procedures

Facility reservation
service

Prefectural school entrance
exam application acceptance

Nanto Bank App usage by age Average individual deposit balance

FY2025
planned

FY2023
actual

FY2024
actual

436

441

(¥10 billion)

Teens-30s
42%

40s-50s
41%

60s and above
17%

83% of users are young,
asset-building individuals under 50.

(As of end March 2025)

446

When it comes to customers’ asset formation, changes in social conditions, including a falling birthrate and an aging and declining 
population, have been impacting their lives and financial situations. Today, we are supporting creation of an environment that enables 
many of them to conduct sustainable, stable asset formation from an early stage.
	 We are expanding our customer base and helping customers realize prosperous lifestyles by establishing asset-building 
structures that match the life plans and life stages of individual customers.

	Basic policy

Realizing Sound, Sustainable Management (Engagement with Customers)
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We offer a NISA account and installment investment package as part of efforts to expand our customer base with high future loyalty. 
This has contributed to an increased rate of NISA account usage.

The Bank is united in efforts to contribute to improving the financial literacy of local customers, and to remain customers’ bank of choice.

	NISA and financial education

Transition to NISA accounts (objective) Regional banks/Shinkin banks (credit unions)  NISA usage rate ranking

2023/3 2023/9 2024/3 2024/9 2025/3

46,187 48,440 51,311 53,981 55,698

Financial literacy officer Asset Consulting Department

Regional and occupational seminars 
School visits
NISA and iDeCo promotional activities

Creating growth
opportunities

Support through training

[Reference] 
Seminar history

FY2023
79 seminars,

1,646 attendees

FY2024

309 seminars,
4,920 attendees

Information-sharing

Providing high-quality information through Headquarters-sponsored
seminars and events
Expanding seminar content and regular cross-generational in-Bank training 
Strengthening collaboration with public institutions (J-FLEC) and
Shinkin banks in Nara prefecture

A home purchase is said to be the largest expense in most people’s lives and one of the most important events in their life planning. 
Nanto Bank will strive to expand the number of transactions by strengthening contacts with customers who sign up for home loans 
and meeting their needs for asset formation in addition to providing home loans tailored to their needs.
	 As concerns our home loan operations, moreover, we are augmenting our efforts to improve productivity and profitability 
through strategic integration of sales, administration, and planning, while also adopting online mortgage services. Starting this 
fiscal year, we are consolidating regional real estate distribution and construction needs and centralizing regional information in 
collaboration with Headquarters.

We provide consulting services based on comprehensive knowledge of customers’ total assets to resolve their issues and earn their 
trust, leading to younger-generation transactions.

Home loan initiatives

	Total asset consulting

1st half 2024 1st half 20252nd half 2024

Web application rate Electronic contract rate

Activities aimed at deal-creation primarily in the Nara regionStrategic integration of sales, administration, and planning through the establishment of L Plaza Nara 

Web-based housing loan service 
UX/UI improvements Popularization of electronic contracts

Business expansion through home loans
Increasing the numbers of home loans in the Nara region

by structuring projects related to
local real estate distribution and construction

Reduced application
input fields 

Flexible use of electronic contracts 

Improved productivity and profitability Collaboration with real estate business-matching offices

3.8%

46.6%

9.8%

60.7%

15.0%

65.0%

Increased loyalty rates
for various transactions

Payroll transfers

Unsecured loans

Banking apps

FY2023 FY2024

48.3% 69.7%

15.0% 37.7%

— 70.0%

Branch offices

L Plaza Nara
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Collaboration between
L Plaza and sales offices
Understanding local
real estate needs

Collaboration

Understanding total assets Consulting Earning customer trust

Financial asset
information

Real estate holdings
information

Family structure

Transactions with
other banks

Assets under custody/
securities

Real estate

Trusts/succession

Asset consolidation
in Nanto Bank through
increased value-added

face-to-face transactions

Securing
younger-generation

transactions

Number of investment trusts and monthly transfer amount Number of testamentary trusts

FY2022
actual

FY2023
actual

FY2024
actual

FY2022
actual

FY2023
actual

FY2024
actual

1,824

1,097

5.5
6.8

7.8 (10,000)
(Cases)

(1 million yen)

Monthly transfer amount Number of contracts

1,996

402341
466

1 Chuo Labor Bank

2 Hachijuni Bank

3 Bank of Kyoto

4 Nanto Bank

5 Chiba Kogyo Bank

*As of end December 2024, from R&I “Fund Information”

President’s 
Message

Building Trust
and Reassurance

Promoting Digital
Transformation

Sustainability 
Initiatives

Management
Plan Human Capital Governance

Realizing Sound, Sustainable Management
(Engagement with Regional Society) (Engagement with Customers)
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