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A Report from the Front Lines Special Feature 2
Growth Strategy Based on 
Strength of Fiduciary Services Business

Since prior to completing the repayment of public funds in
January 2004, Sumitomo Trust has been striving to enhance its
profitability and business model, in an effort to achieve the corpo-
rate goal of establishing itself as an “asset management financial
institution that can provide sophisticated investment management
and perfect custody.” The fiduciary services business, which com-
bines elements of both asset management and custody, has been the
cornerstone of this business strategy.

Enhancing Profitability with a Focus on 
“Trustee-ness” and “STB-ness” 

In order to prevent our businesses and products from becom-
ing commoditized and enhance our profitability, it is important
that we provide customers with the added value generated by our
characteristics as a trustee.

1. Measures to Strengthen Competitiveness in the Fiduciary Services Business

To this end, we have made comprehensive efforts to develop
our fiduciary services into a solutions business. Specifically, we
have enhanced (1) our consulting function, which involves close
examination of the particular circumstances of each customer (cor-
porate pension fund) and identification of problems and needs,
and (2) our “multi-plan, multi-product” approach, which provides
an optimal solution tailored to the specific circumstances of each
customer, and these have given us a competitive edge.

Developing Our Business 
into a “Japanese Master Manager”

Through our “multi-plan” consulting service, which integrates
our “Trustee-ness” in designing custom-made pension plans tai-
lored to each customer, we provide meticulous support for practi-

cal affairs related to the introduction and operation of pension and
retirement benefit plans, based on the advanced expertise that rep-
resents our “STB-ness” — an institution well-versed in all aspects
of Japanese pension and retirement benefits plan.

Meanwhile, in asset management, Sumitomo Trust offers the
best mix of products through our “multi-product” approach,
selecting from a variety of investment products, including our own
and those of other companies, and taking advantage of the prowess
in asset management and due diligence that we have acquired as an
institutional investor.

As a result, we have won the esteem of customers for the high
quality of our solutions for both institutional and operational mat-
ters related to pension plans, and for our broad business framework
that serves as a one-stop shop for a full range of services, from plan
designing and operation to asset administration. In our pension
trust business, the balance of assets under management amounted
to around 6.5 trillion yen as of the end of fiscal year 2007. Our
pension trust business has been performing remarkably, as illustrat-
ed by the fact that our share of the market for pension trusts
undertaken by trust banks has registered a net increase for 68 con-
secutive months (as of March 2008). Moreover, the balance of
assets under management at Sumitomo Trust as a whole, including
public pension assets entrusted to it, stood at around 27 trillion
yen as of the end of fiscal year 2007, making the company one of
the largest asset management organizations in Japan.

Until now, we have enhanced our profitability by devoting
intense efforts to strengthening our various individual functions.
From now on, we will seek to develop our fiduciary services-based
business model into a Japanese master manager by further
strengthening and integrating those functions.

• Measures for Enforcing Profitability
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Below, we will explain in more detail “Trustee-ness” and “STB-ness” 
focusing on the keywords “multi-plan” and “multi product.”

2. “Multi-Plan” Approach — Serving as a Strategic Partner for Corporate Pensions

A Rush to Reform Corporate Pension Plans after 2000
After 2000, the flaws of Japanese corporate pension systems

were rapidly brought out into the open.
This was caused by changes in pension-related accounting and

tax systems, as well as deterioration in the investment performance
of pension funds. Disclosure of financial information regarding
pension funds started in 2002, in line with the introduction of
retirement benefit accounting standards, and the system allowing
reserves for retirement benefit payments to be booked as losses was
abolished in the same year. Meanwhile, by the first half of fiscal
2002, the combined retirement benefit liabilities of the 1,656 list-
ed companies*1 had ballooned to around 80 trillion yen, or about
half the total amount of shareholders’ equity*2, and this problem
was compounded as corporate pension funds posted a negative
investment return for three consecutive years from 2002. Under
these circumstances, a rapidly increasing number of companies
reviewed and reformed their pension plans in the early 2000s.
*1 Excluding financial companies
*2 Based on a Nihon Keizai Shimbun article on August 24, 2003.

Serving as a Strategic Partner for Corporate Pensions
and Companies through Consulting

Previously, pension asset management companies such as trust
banks and life insurance companies had provided a pension plan
consulting service for free, mostly as an “accessory service” attached
to their asset management, and Sumitomo Trust was no exception.
Also, corporate pension funds used to choose their asset managers
mainly on the basis of the business relations between their founder
companies and the financial institutions.

However, we started to charge fees for our consulting service
in June 2000, believing that the quality of our consulting would
become the key to winning pension plan consulting deals, and
anticipating a market expansion. We have strived to further
enhance our competitive edge since then.

The pension plan consulting service not only requires expert
knowledge regarding a broad range of matters, including labor and
personnel affairs and corporate value, but also involves such chal-
lenges as accommodating the interests of the wide range of stake-
holders concerned. However, we have succeeded in establishing
our position as a strategic partner for corporate pension funds and
companies by making sure to meet the requirements of customers,
taking advantage of our “Trustee-ness” and “STB-ness.”



• Ratio of Active Management (corporate pension) and
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Pioneer in Alternative Investment Products
In the global stock downturn after 2000, the limitations of

conventional types of diversified investment were exposed.
Until then, Japanese corporate pension funds had diversified

their investment based on allocating assets to the “traditional four
asset categories,” namely domestic stocks, domestic bonds, foreign
stocks and foreign bonds. However, as the markets in countries
around the world started to show similar movements, in line with
economic and financial market globalization and the bursting of
the IT bubble, doubts arose about the effectiveness of conventional
types of diversified investment.

In this situation, Sumitomo Trust, while enhancing its asset
management capability, started to actively offer alternative investment
products, such as hedge funds managed by other companies and real
estate-backed securities, in 2001, taking the lead in the industry. 

At a time when it was implicitly assumed that asset manage-
ment companies would offer in-house investment vehicles to cus-
tomers, considering — let alone implementing — the idea of
selling investment products from other companies was quite an
unusual move. However, our decision to go ahead with this
approach in pursuit of optimal asset management for our cus-
tomers, followed by an excellent investment performance, has
enabled us to win their high esteem.

3. “Multi-Product Approach” — Integrating Internal Resources in the Spirit of Trusteeship

Comprehensive Due Diligence Function Based on the
“Uniqueness of Sumitomo Trust”

The “multi-product” approach, which gives our asset manage-
ment business a competitive edge, is backed by a broad array of
internal resources and diverse expertise.

Sumitomo Trust has experts for each of the various types of
products and services in relevant divisions. For example, experts in
our real estate division satisfy the needs of customers looking for real
estate-related products, while experts in our Wholesale Financial
Services Business cater to customers needing services related to private
equity and credit investment, including overseas investment. In this
way, we enable our customers to choose the products and investments
best suited to them. Meanwhile, alternative investment conducted on
our own account has contributed to our acquisition of know-how
related to the fiduciary services business, representing an example of
our various divisions contributing to each other in ways that enhance
the asset management capability of Sumitomo Trust as a whole.

Consequently, Sumitomo Trust has become one of the lead-
ers in alternative investment products in terms of the size of
entrusted assets.

Establishment of Japan Trustee Services Bank

For products and services whose commoditization is inevitable, it is possible to pursue efficiency by reducing costs based on an

economy of scale. This concept was realized through the establishment in 2000 of Japan Trustee Services Bank, a trust bank spe-

cializing in asset administration, as a joint venture between Sumitomo Trust and the former Daiwa Bank (now reorganized as Resona

Bank). The assets entrusted to Sumitomo Trust and the former Daiwa Bank — as well as the Chuo Mitsui Trust and Banking

Company, Limited, which also became a joint venture partner in 2002 — were concentrated at Japan Trustee Services Bank in order

to attain an economy of scale. As a result, we have been able to enhance our price competitiveness and continuously improve the

quality of administrative services. 
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Prioritized Strategies

1. Improve “Investment Sales”
(1) Newly introduce the matrix organization of marketing and product
(2) Leverage capability of fiduciary business regarding asset management consulting

and product development in improving services to targeted retail customers
(3) Expand the customer base of NPO, financial institution and corporation market

2. Expand Wealth Management Business
(1) Enhance the customer base of private banking clients and high net worth clients by

providing solutions based on customers’ attributes i.e entrepreneur, land owner etc.
(2) Provide a wide range of products/services of “STB-ness” such as will trust, business

succession, investment products, and real estate related services
(3) Promote sales of SMA by expanding line-ups

3. Expand Comprehensive Real Estate Business
(1) Diversify revenue sources from real estate related businesses; real estate investment

management, real estate securitization, property management services, etc.
(2) Capture real estate related business opportunities by leveraging finance function
(3) Develop real estate investment products and services for high net worth/private banking

 clients and foreign investors

4. Enhance Profitability of Credit Portfolio
(1) Diversify credit portfolio by increasing allocation to individual/market-based loans
(2) Continuously restructure credit portfolio by propelling our business model of the “Asset

management-oriented financial intermediary” with emphasis on market-based loan

Evolve Our Business Model of
“Asset Management-Oriented

Financial Intermediary”

Sharpen and
Redevelop

Investor
Marketing
Strategy

Enrich and
Expand

Products

Enhance
ROA

The fiduciary services business constitutes the core of our new
midterm management plan starting in fiscal year 2008.

Under this plan, Sumitomo Trust will strive to achieve the goal
of establishing itself as a Japanese master manager by enhancing indi-
vidual businesses while strengthening organic collaboration between
them. At the same time, we will take advantage of our strength in
the pension business, such as our prowess in asset management,
product development and consulting, in order to enhance our
wholesale and retail financial services businesses and increase sales
and management fee revenue, thus further strengthening our finan-
cial foundations. Moreover, Sumitomo Trust will develop its compa-

4. Aiming to Become an Asset Management-Oriented Financial Solutions Group

ny-wide business model toward an independent and unique “asset
management-oriented financial intermediary services group.”

Currently, Japan is engaging in efforts, at both the public and
private sector level, to promote “market-based indirect finance” in
order to expand its financial markets while enhancing their fairness
and efficiency. In this context, we hope to contribute to promoting
the flow of funds “from savings to investments,” as a financial inter-
mediary catering to the interests of investors, by exploiting the syner-
gy of trust service and our diverse expertise reflecting “STB-ness,” as
well as the know-how and achievements that we have accumulated.

• Prioritized Strategies of the New Midterm Management Plan (FY2008 to FY2010)
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