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It is my privilege to report on the Company's
performance in its 13th business year.

Telemarketing business revenues up 23%

Our mainstay inbound services continued to perform strongly as cli-
ent entities activated their strategy of differentiation through superior
customer services. Outbound services, which we have reinforced in
recent years, also generated higher demand. As a result, telemarketing
business revenues amounted to ¥17,289 million, up 23% from the pre-
vious year.

Inbound services boosted by demand from financial sector
Demand for services targeting the broadcasting sector-a huge market
second following the telecommunications sector-declined due to the
effects of relocation as a result of consolidation of call centers in pre-
ceding term. Services to other sectors, however, remain in high gear,
leading to a 16% gain to sales from inbound services, to ¥9,784 mil-
lion. Responding to ongoing progress in market deregulation, our ser-
vices for the financial sector, including online services for securities
and insurance companies, are helping boost sales from inbound ser-
vices.

Outbound services propelled by demand from
acquisition-type businesses

In recent years, the Company has remained closely aware of expand-
ing demand for outbound services, established new outbound cen-
ters, and nurtured its human resources. In the year under review,
acquisition of large-volume business, together with growing demand
for promotional services, propelled sales from outbound services a
solid 68%, to ¥3,345 million. We reported numerous cases in which
corporations with strong brand recognition chose telemarketing as
their marketing tactic in such stages as acquiring customers and sales
promotion.

Telemarketing-related services generated from increased
demand for temporary help and consulting sectors

Sales from telemarketing-related services, centering on call center ad-
ministrative processing and temporary help, grew due to their close
link with inbound services. Sales climbed 13%, to ¥4,158 million. De-
mand from the consulting sector-including temporary help for in-com-
pany call centers, especially for the financial sector, as well as educa-
tion and training services-is growing steadily.
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The Company plans to focus on the following
topics in its 14th business term.

Responding to demand for electronic
commerce-related services

In April 2000, we set up the E-Commerce Business Department.
We have already started providing management of Web enable
call centers, and fulfillment services-integrated services from or-
der receipt to inventory management, distribution, returned goods
management, and bill collection-for television shopping - the
telemarketing goods sales business. Based on this infrastructure,
we will aim to become a "platform corporation" in the e-com-
merce sector while studying business alliances with companies
with different strengths. We intend to consolidate our position
accordingly.

I Strengthen outbound services

Surveys reveal that the unit cost of conducting sales via call cen-
ters is about half the cost of conventional face-to-face sales pitches.
We believe that demand for telemarketing as a sales method will
grow even further in the future. In April 2000, we opened an
outbound center in Yokohama, and we plan to further strengthen
our outbound capacity throughout the year. While the Company's
inbound-to-outbound ratio is currently about 3:1, we wish to move
the ratio toward 3:2 in the future.

I In-house network construction

Services provided in client companies have always represented a
major source of our business. The staff ratio between head office
and elsewhere (outbound centers, branches, client companies)
has grown to 1:4, illustrating rising demand from corporate man-
agement based on "dispersion." We have obtained ISO 9001 certi-
fication and promoted standardization of know-how, but this year
we must ensure that further expansion and dispersion does not
encourage lower quality and higher costs. For this reason, we
plan to construct an in-house information platform.
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I Inbound services

These services, which we provide at the request of client companies,
focus on operation of "customer service centers" and other call centers
that have been set up by those client companies. Our services cover
not only responding to telephone and e-mail inquiries from consum-
ers contacting the call center, but extends to strengthening the trust
between our client companies and their customers.

I Outbound services

Our outbound services are mainly new product introduction and other
sales promotion services aimed at consumers. Here, we draw on cus-
tomer data owned by the client company, as well as data accumulated
at the call centers. Recently, the "pinpoint" approach utilizing data
mining analysis is growing in popularity.

I Telemarketing-related services

These services center on the back-office activities (administrative pro-
cessing) of call centers. They also include training of call center staff,
organizing temporary help, and revenues from various consulting ser-
vices.
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Information TEL/WEB
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I ISO 9001 certification for education department

In November 1999, the Company became the first in the industry to
obtain 1SO 9001 certification for its human resource recruitment and
training operations. The quality and productivity of a call center is
determined by how well its human assets have been trained. By fo-
cusing on standardization, we are now able to provide more consis-
tent levels of quality and higher speed than ever before.

I Major expansion of outbound service capacity

In November 1999, we established an outbound center in Kawagoe,
our fifth such facility, to meet rising demand for outbound services. In
April 2000, we closed a center in Kawasaki and opened one in
Yokohama's Landmark Center, in order to raise productivity.




goooooddg e o 6 o o o s e s 0 e s e s

oooooooooooOooOoOooOoboO0oboO0bO0oOooOooOooOooo
0000000000000 0@o00@mnng@OMO0000O0
oooomoboomooooooo0o0oooo0oooo0o0oomonn
oobooooooooo

oooooomoooooooooooooomooobooonoo
OwarehouseD 00 M O00O00000O00O0O0O0O0OOOOOOOOOO
goo0oooooooboomoOoOooOooooO0o0ooooooOobn
ooooooo0oboOo0ooOooOoOoboOo0OoOoOoOoOoOomooOoooo
ocoo0oooOo0omoo0omooOooooOoOo0oo@mooomoo
oooooooooooooooooon

ooooobo0mooooooooooo0oomooooooooooo
oooo0ooooooOoOOnooOmooooOoboooboobooooo
ooo0oo0oo0oo0oo0o0oO0oo0o0oO0ooO0obOOoomooooonoo
oooo0oooomobooooobooooboooobooooobomong
oo0o@obo0omooooooo0oooooooooOo0o0oooo00o
oomoboooboooomoooo@moomooomooon
ooobooooooboooo

ocoo0oOo0ooooOoOoOoOoOooooOoOoOoOoOoOom

e DOODOOOOO
goooo0ooomooobooooo0oomooooooOooon
goooo0oooooooooboo0o0oooboomOoooooon
goooob0ooOooooobooooooob0ooomoooooo
gooooOo0ooOoOo0ooO0oOoO0oOoOoOoOoOobOoOOooooOo

e D0OODOOOODmMODOOIIOOO
goboooooo0ooo0oooboooooooobooOoooOoooo
oobd0oO0oooo0o0o0omoOoooboboonooomooogog
goooOoooooobooooobooooooboooobooooobooo
gooooo

e DOODOOOOO
goooooooooooooboo0o0oomoooooooonoo
gbooo0ooo0oO0oooooooooo0o0ooooO0oO0oooonog
0000000o0o00ooooooooooooooooooonoo
goooooo

gooooOoO0OO0OO0OOO0OO0O0m@omoooooooOoOoOoOoOOoOn
ooooomooo0omobooooooo0oomooooooooo
oooooooood

In this section, we will describe the Data Mining Services, which the company
started in 1999. As the name suggests, "mining" means digging into mountains
of data in search of "mineral veins," such as various trends and patterns.

In practice, we use various statistical analysis techniques to address the
huge volumes of data accumulated in data warehouses. In the process, we
uncover many real cause-effect relationships that would normally be over-
looked or regarded as irrelevant. Such newly discovered cause-effect relation-
ships can contribute significantly to such tasks as devising sales strategies,
improving service levels, measuring demand, and controlling risk.

The most famous data mining case involved a supermarket in the United
States. Trial data mining among various products revealed that disposable
diapers and beer-two seemingly unrelated items-are often purchased together.
From here, it can be assumed that women are not the only ones who pur-
chase disposable diapers, but men too, and they also purchase beer while in
the store. Apparently, that supermarket subsequently located disposable dia-
per and beer shelves close together, with sales increasing as a result.

Following are three sample cases where data mining is being practically applied.

e Pinpointing dissatisfied members in advance
With membership services, the cost of acquiring new members is generally
higher than maintaining existing ones. By using data mining, we were able
to measure each member's potential for discontinuing membership, allow-
ing the club to implement retention programs aimed only at those with a
high potential of discontinuation.

o Direct mail support
For companies utilizing direct mail (DM) as a marketing tool, raising the
several-percent potential of scoring a market hit is an important task. For
this reason, a growing number of companies are using data mining to
pinpoint definite patterns with regard to who they should send DM and
when it should be sent, in order to extract most benefit from the mailing.

o Locating potentially superior members
Based on the characteristics of members who have made a large contribu-
tion to earnings in the past, it is possible to pinpoint superior members
from among those who currently make a minimal contribution. From there,
potentially good contributors can be targeted with a tailored promotion
program.

Our call centers collect a wealth of information, including customers' opin-
ions, orders, and specific characteristics. At MOSHI MOSHI HOTLINE, our
challenge is to work solely on behalf of our clients providing customer data,
in order to propose the "next step" that they should take.



m [ 0000 0O O Balance Sheets

(O O O O Millions of yen)

Total liabilities and shareholders'equity

0130 0120 ooo
Mar.2000 | Mar.1999 OO 00O

0000 /Assets

gmood 6,142 5,421 +721
Current assets
goooono 2,980 2,744 +236
Cash
ooo 2,076 1,759 +317
Accounts receivable
ooo 1,086 918 +168
Other current assets

omoog 2,259 1,413 +846
Fixed assets
gpoooog 824 522 +302
Tangible fixed assets
gpoooog 149 65 +84
Intangible fixed assets
gpoooogo 1,285 825 +460
Investments and other assets
gpooo 8,402 6,835 +1567
Total assets

0000 / Liabilities

omoog 2,414 2,474 ge6o0
Current liabilites

omoog 164 100 +64
Long-term liabilities
gpooo 2,578 2,574 +4
Total liabilities

0000 / Shareholder equity

gmono 998 918 +80
Common stock

gmooono 1,202 1,158 +44
Additional paid-in capital

omoogo 76 62 +14
Legal reserve

oMmoogooo 3,545 2,121 +1424
Retained earnings
gpooo 5,823 4,261 +1562
Total shareholders'equity
gpooooboo 8,402 6,835 +1567

m [] 00O 0O 0 O Statements of Income

(O O O O Millions of yen)

0130 0120 oogd
2000 1999 ood
ooo 19,340 | 17,081 +13.2
Net sales
ooooooooooooo 17,289 | 14,013 +23.4
Telemarketing business revenue
oooooobooooooo 1,740 2,748 | 0 36.7
Telemarketing product sales
oooooooooooo 310 319 02.8
Other sales
oooo 14,809 | 12,857 +15.2
Cost of sales
ooooo 4,530 4,223 +7.3
Gross profit
gooooooooo 2,301 2,238 +2.8
SG&A expenses
oooo 2,229 1,985 +12.3
Operating income
ooooo 213 15 +1320
Non-operating income
goooooooo 2 6 0 66.7
Interest and dividend income
ooo 211 9 +2244
Other receivable income
ooood 11 59 081.4
Non-operating expenses
gooboooooa 0 4 O
Interest and discount charges
oo 11 55 0 80.0
Other expenses
oooo 2,431 1,941 +25.2
Ordinary income
oooo 135 2 +6650
Extraordinary income
oooo 39 23 +69.6
Extraordinary losses
goobooooo 2,527 1,920 +31.6
Income before income taxes
gooboooboooo 1,140 976 +16.8
Corporation inhabitants and enterprise taxes
oooooono 056 O O
Corporation tax adjustment
ooood 1,442 944 +52.8
Net income

OboooobDO0o000ODOO00M130000000000200000MO000000001260
0000o0oO000o0mOO014000000000000



« 0000000

(O 0O 0OThousands of yen)

« 000000000000

(O 0O 0OThousands of yen)

0oao

0130
000011040 10
000012030310

oo Ooo0
Item Amount
O ooooooo 1,767,323
Unappropriated Earnings
O ooooo
Cash Earnings Appropriated
omoooo 19,400
Earned Surplus Reserve
DO00mOooo003100 179,549
Cash Dividends
omoooo 13,750
Officers Bonuses
(Cooooo) 13,0000
(Directors Bonuses)
(oooDooO (750)
(Auditors Bonuses)
omoooo
Voluntary reserve
gooooo 1,300,000 | 1,512,699
Contingency Reserve
O oboooo 254,624
Earned Surplus Carried Forward to Next Term
1.0000000000000 .. 21,096,0000
2.000000000 .. ..5,791,9200
3.0000 .. .3,6970
4.000
oooooono ooooo opooo
Shares Persent
(Shareholders) 9 (e o
1 Oo0oooooo 2,014 34.78
Mitsui & Co.,Ltd
2 000000O0oO0oooooo 516 8.91
CENTRAL SECURITY PATOROL
3 oooOooooooo 150 2.60
00000000o0oooooo
The Chuo Mitsui Trust & Banking Co., Ltd.
4 000000oooo 150 2.59
Nippon Life Insurance Company
5 00 DOOC 0O0000000O 0000 0ooca 143 2.47
The Chase Manhattanbank NA London
6 gooooooOoOoooooooo 142 2.46
Employees' shareholding Association
7 000000oooo 120 2.09
THE SAKURA BANK, LIMITED
8 Oo0oooooo 120 2.07
Nippon Shinpan Co.,Ltd
9 goooooood 120 2.07
SUMITOMOBANK LTD
i10|000000000O0 120 2.07
MITSUI MUTUAL LIFE INSURANCE,CO.

0000000000000D000
1M oo0ooooao
200000
300000000000
4A0000000000000
5000000000
6000O0oO0oOoO0n
7000O00oo0oon
sooOoooon
9.0000
10000000000
110000000
1200000000
1300000000
140000000
150000000000
60000000000
170000000000
1800000000
oo
1voo0oooooooo
20000000
2100000000
00o00000000000000
0000000000000000
100000000000000
200000000000000
3000000
4000000
50000000000
O0oooOooooooooooon
00o0oo0ooooOooooooo
10000000
20000000000
00o00000000000000
00o0000o00o00o0oa
00o00o00o00o00oooa
000000000000000000
00o0000o00o00o0oa

2,527,625
210,910
34,379
17,811
5,501

0 8,420
0o 2,276
o 1,187
147
1,951
9,735

0 98,434
0 111,756
127,587
0 216,863
0 34,823
2,405

o 8,000

2,456,293
2,421

0o 147

0 1,339,310

1,119,256

0 375,487
0 114,800
0 291,477

9,384
0o 37,531

0O 809,912

0O 132,673
919

0 131,754
177,589
3,194,962
58,164

3,430,716
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O O0D0O0O Head Office(Tokyo)
0o000000002-6-50000000000000
2-6-5, Yoyogi, Shibuya-ku, Tokyo 151-0053

TEL: 03-5351-7200 FAX: 03-5351-3300

0000 sapporoBranch
0000000000007-2-13 00000
7-2-13, Odori-nishi, Chuo-ku, Sapporo-shi

Hokkaido 060-0042

TEL: 011-210-1000 FAX: 011-218-2200

0000 sendaiBranch

Oo0oooooOoooo2-11-1
oooooooorr

2-11-1, Chuo, Aoba-ku, Sendai-shi, Miyagi 980-0021
TEL: 022-222-3122 FAX: 022-222-3022

00000000 Minatomirai Branch

0000000000000002-2-1
0 000000000040F

2-2-1, Mi irai, Nishi-ku, hi,
Kanagawa 220-8140

TEL: 045-226-2500 FAX: 045-226-2501

00000 NagoyaBranch

0000000000379 0O0000O9F
3-7-9, Sakae, Naka-ku, Nagoya-shi, Aichi 460-0008
TEL: 052-265-3600 FAX: 052-265-3636

0000 osakaBranch

0000oo0ooo000o01-9-60
000000000 2mF

1-9-6, Edobori, Nishi-ku, Osaka-shi, Osaka 550-0002
TEL: 06-6444-0555 FAX: 06-6444-1444

0000 HiroshimaBranch

00o0o0oooo000oe-11-10
NHKO OO O0O000000 15F
2-11-10, Otemachi, Naka-ku, Hiroshima-shi,
Hiroshima 730-0051

TEL: 082-542-4100 FAX: 082-542-4101

oo
®

‘@ oooo

00020000000

0000 FukuokaBranch
000oo0oo0o0o000o0o01-34
000000304k

1-3-4, Nagahama, Chuo-ku, Fukuoka-shi, Fukuoka 810-0072
TEL: 092-725-0345 FAX: 092-725-0400

00020000000 Tokyo 2nd Call Center
Oo0o0000002-22-2 0000O405F
2-22-2, Koishikawa, Bunkyo-ku Tokyo 112-0002

TEL: 03-5802-8444 FAX: 03-5802-8439

000000 Tokorozawa Center
Oo0000000s551-3 0000002F
551-3, Kume, Tokorozawa-shi, Saitama 359-1131
TEL: 042-996-6200 FAX: 042-996-6201

000000 Kawagoe Center
goooO0oo0o0oo0O00e-1 OO0O0O0O5F
6-1, Kujirai-shinden, Kawagoe-shi, Saitama
TEL: 0492-34-8211 FAX: 0492-34-8212

0000000 Kokubunji Center

0000000002122 0000000007F
2-12-2, Hon-cho, Kokubunji-shi, Tokyo 185-0012
TEL: 042-328-7666 FAX: 042-328-7667

000000 Tama Center

000000001152 000000000004F
1-15-2, Ochiai, Tama-shi, Tokyo 206-0033
TEL: 042-338-3701 FAX: 042-338-3703

0000000000 Landmark Center

ooooooooooooooo2-2-1
00000000000 40F

2-2-1, Minatomirai, Nishi-ku, Yokohama-shi,
Kanagawa 220-8140

TEL: 045-683-7800 FAX: 045-683-7801

Board of Directors, Auditors/Notice

0000 Board of directores

goooooo
President

0O0DO0ooao
Managing Director

0O0DO0OG0oao
Managing Director

ODODOoDoao
Director

0Oo0ODOooao
Director

0Oo0ODOooao
Director

0Oo0ODOooao
Director

ODODOoDoao
Director

ODODOoDoao
Auditor

0Oo0ODOooao
Auditor

Oo000o0ao
Auditor

Oo000o0ao
Auditor

goooo
Shoji Takagi
goooo
Kazuo Shidara

goooo
Yoshihiro Shimomura

goooo
Koichi Matsumoto

ooooo
Katsuhiko Suganuma

ooooo
Morimasa Sato

goooo
Hiromi Fujita
oooog
Kenichi Yamamoto

goooo
Toshio Inoue

ooooo
Masataka lzusa

ooooo
Hirokazu Hirachi

ooooo
Kazuyuki Matsumoto
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