
The Nippon Individual Savings Account (NISA), which is small investment accounts that are tax-exempt up to a specified 
limit, was introduced in early 2014 to provide support to individual investors in Japan who wish to build their asset 
portfolios in the medium-to-long term. The NISA is expected to encourage the transition from savings deposits to 
securities investments and lead to a virtuous circle in the economy. At Nomura, the whole firm is working to promote the 
uptake of the NISA among individuals. Prior to the introduction of the NISA system, we held about 3,000 seminars and 
conducted other activities to promote the use of this system among as many clients as possible. As of the end of March 
2014, Nomura clients had opened a total of 1,290,000 of these accounts.

Nomura’s Initiatives

We conducted research on similar systems overseas, 
including the Investment Savings Account system in the 
United Kingdom. We then provided information to the 
relevant government agencies in Japan and to industry 
associations. We also jointly sponsored seminars with 
specialists from various related groups.

To encourage the proactive efforts of individuals to build their 
asset portfolios, we considered ways of promoting the 
system and made suggestions to related parties in many 
areas. We also conducted research on the system and did an awareness survey covering several 
tens of thousands of respondents. We also made suggestions to companies marketing the 
accounts and held training sessions, provided information, and conducted seminars for investors.

To bring about a movement from savings deposits to 
securities investments through the introduction of the 
NISA system, we brought together the internal planning 
functions and other initiatives.

We are making a range of practical approaches regarding 
the NISA system to persons who lack experience in 
investing, including holding seminars and events.
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We received many inquiries from interested clients, and felt 
that people really expected a lot from us. As the 
entranceway to securities investing, we are encouraging 
families to diversify their medium- to long-term investments.

In discussions with persons in charge in 
corporations, we inquired about the 
needs of employees, and are seeking to 
make use of this information to 
differentiate ourselves from other 
companies through our proposals 
for funds and other products.

We are taking particular care to explain 
the merits from the perspective of 
employee benefits and taxation, and by 
giving easy-to-understand explanations 
of methods for building asset portfolios 
as part of life plans.
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to addressing financial issues in Japan?

To draw fully on the abundance of personal financial assets in Japan, which is 

one of the strengths of the Japanese economy, it will be important for these 

resources to be channeled to provide growth capital. In other words, it will be 

necessary to induce flows of funds by encouraging individuals to build asset 

portfolios that reflect risk taking appropriate to their respective life stages.

 The policy of directing flows of funds that went formerly into savings 

deposits into capital markets through the introduction of the NISA will 

provide opportunities for changing the risk-averse consumer behavior that 

has been caused by the prolonged period of deflation. Accordingly, 

improving the performance of funds that have been channeled into capital 

markets through the NISA will be an important task for investment 

managers.

 Individuals who are increasing their holdings in the NISA are looking for 

higher rates of return than on savings deposits by having their funds 

invested in growth areas and in countries and regions where growth is 

expected. Therefore, attaining a higher return than on savings deposits 

means that funds will be channeled into growth areas, and this will help the 

Japanese economy grow.

 As the Japanese population ages, how to channel the financial assets 

that seniors have accumulated into high-yield investments will be a key to 

increasing consumer spending and realizing an economic recovery. To 

establish a flow of funds where household funds are channeled to provide 

growth capital, investment management companies and securities firms will 

be expected to provide investment products that respond to the asset 

formation requirements of people at various life stages.
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