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To Our Shareholders

I am pleased to present this report on MOSHI MOSHI HOTLINE’s
business performance for the first half of its 22nd business year, ending
March 31, 2009.

During the consolidated interim period under review, uncer-
tainty about the future direction of the global economy deepened
further in the wake of the subprime loan problem in the United
States. Nevertheless, the outsourcing business of call center opera-
tions enjoyed steady growth overall, supported by strong demand
from companies seeking to boost operational efficiency at their points
of contact with customers. Despite negative factors such as the with-
drawal from low-profit operations and a decline in demand related to
the outbound promotional campaign business, our Group achieved
incremental growth, thanks to demand for the large-scale spot busi-
ness, which was concentrated in the first quarter, and the expansion
of the range of demand for the non-spot business.

As a result, net sales during the consolidated interim period
under review rose 8% year on year, to ¥33,269 million, exceeding the
projection made at the beginning of the fiscal year.

In terms of profits, the recruitment efficiency of human
resources improved with the cooling of the economy, and—
although a temporary factor—the staff utilization rate rose, thanks
to the receipt of large-scale spot business contracts. Consequently,
we were able to attain a rate of profitability slightly higher than the
level in the corresponding period of the previous year.

As a result, consolidated ordinary income for the interim period
under review increased 18%, to ¥4,332 million, and consolidated net
income rose 20%, to ¥2,528 million.

These services faced a number of adverse factors, including a decline
in demand for services for the mobile communications industry,
as the switching of mobile operators under the mobile number
portability service reached a level of saturation, as well as the
Company’s withdrawal from low-profit operations. Nevertheless,
the volume of large-scale spot business contracts we received for
a limited period exceeded the projection at the beginning of the
fiscal year. As a result, both new and existing non-spot business
operations posted steady, if unspectacular, incremental growth in
a broad range of industries, thereby compensating for the negative
factors that we encountered.

As a result, consolidated net sales for inbound services rose 5%
year on year, to ¥19,565 million.
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Not only was there the impact of the falloff in public opinion surveys
related to the House of Councilors elections held in July 2007, but also
demand for certain financial institutions decreased from the previous
year due to the slowdown in the economy. Demand was strong, however,
for services for telecommunications operators and government and other
public offices, which more than offset the negative factors.

As a result, consolidated net sales for outbound services
increased 30%, to ¥4,519 million.

Demand for back-office services from telecommunications operators
declined as the demand stemming from the mobile number portability
service ran its course. However, thanks to the contribution from demand
for the large-scale spot business that has continued since the previous
fiscal year, coupled with a steady increase in demand for staff
dispatching primarily for financial institutions, the positive factors
outnumbered the negative ones.

As a result, consolidated net sales for telemarketing-related services
rose 7%, to ¥9,175 million.

Thank you for your steadfast understanding and support of
MOSHI MOSHI HOTLINE. We sincerely request the continuing
understanding and support of all our shareholders.

December 2008
Sincerely yours,

Hideaki Takeno, President
MOSHI MOSHI HOTLINE, INC.
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Panel discussion for female
employees aged around 30 years
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In May 2008, the Company’s website was substantially revised and
updated. We have formulated three major management policies—
“Customers First,” “Emphasis on Quality” and “Confidentiality”—
and to uphold these policies, we are thorough in ensuring that our
employees always treat with sincerity our loyal corporate clients and
stakeholders, including shareholders.

The renovated website features a design that employs white as
the basic color to symbolize our policy of sincerity. We plan to upgrade
Investor Information placed in the upper portion of the website’s top
page in the future. We hope you will enjoy it.
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Currently, more than 20,000 staff members are assigned to our call
center operations. Of these, women account for about 75%, mak-
ing them an integral part of the services provided by the Company.
Women, however, experience life events such as marriage and child-
birth that greatly affect their career development. In particular, the
experience of childbirth requires a woman to remain away from the
workplace for a lengthy period of time. As a result, a large number of
women end up not returning to the workforce.

“People,” however, are the key asset of our company. Unless
we can remedy the situation in which high-caliber, experienced staff
members end up leaving the workplace, our efforts to improve quality
and productivity will be hindered.

This situation prompted us to launch the “Smile Diversity
Project.” As a beginning, we called together a panel discussion for
our female employees aged around 30 years, inviting those who have
returned to work after childbirth and their supervisors to discuss how
to overcome various challenges including life events.

The project is just getting started. We will step up our activity
in the future, with the aim of creating a workplace environment that
enables employees to lengthen their careers with us.
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Growth of the Telemarketing Industry
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Note: The above numbers are estimates by Yano Research Institute.
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MOSHI MOSHI Now
Launch of the Call Center
Operation View Service

In October 2008, we began offering the Call Center Operation View
(CCOV) service, a call center operation report generation service
that indicates visually the balance between the degree of customer
satisfaction and operational efficiency.

For companies that operate call centers, which represent the
contact point with their customers, boosting customer satisfaction has
become an issue of primary importance. In reality, however, the bud-
get allotted to call center operations is limited, and in many cases com-
panies face difficulty in finding the right balance between customer
satisfaction and budgets.

The CCOV service we offer is intended to be useful in provid-
ing services that can satisfy customers within a budgetary constraint
at call centers run by general
companies. Through this

service, we seek to commu-
nicate and win acknowledg-
ment of our corporate value.

Uik— k0B IIb
Sample report for our CCOV service

[ The Telemarketing Industry Grew 10.5% in 2007,
Reaching ¥475 Billion

In September 2008, Yano Research Institute Ltd., one of the leading
market research companies in Japan, released a report titled “Current
Status and Future Perspectives of the Call Center/Contact Center
Market 2008.”

According to the report, the size of the telemarketing industry
amounted to ¥475 billion in 2007, posting a substantial year-on-year rise
0f 10.5%, and the industry is forecast to continue enjoying healthy growth
and expand to ¥508 billion in 2008. This would be an increase of 6.9%
from 2007, although the growth rate will slow due to a falloff in special
procurement demand that drove the industry’s expansion in 2007.

We believe call centers will play an important role from the perspective
of maximizing human resources in a society that is currently experiencing
a decrease in population. We are therefore committed to contributing to
society through the sound growth of the Company’s business.



. q:ﬁiiﬁg%jdﬁlﬁ% Consolidated Balance Sheets

(B7M. KEHE  Millions of yen)

55 21 #5522 HArhRY | HMiREE

As of As of Amount of
Sep. 2007 | Sep.2008 change
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(BRM. KEtHE Millions of yen)

BEEDE / Assets
I RENEE

Current assets

RERURE

Cash and deposits

TTHE

Accounts receivable

ZDfth

Other current assets

Il. BE&EE
Fixed assets
B EEEE
Tangible fixed assets
R EEEE
Intangible fixed assets
KREZDMDEE
Investments and other assets
BELE
Total assets

B(EDEB / Liabilities
I mEIafE

Current liabilities

Kbz

Accrued expenses

Z it

Other current liabilities

N ERa=1

Long-term liabilities
aEaE
Total liabilities
HUEEEDEB / Shareholders’ equity
I REEX

Owners' equity
BEE
Paid-in capital
BXRIRE

Capital surplus

FERRE

Retained earnings

E[=Z5

Treasury stock

MEEARGE

Total owners’ equity

. 5H - REEEE

Valuation and translation adjustments
Z DA HEESFEHli=gE S
Valuation difference on available-for-sale securities

B - REEES A

Total valuation and translation adjustments

MEESS

Total net assets

BfEMEESE

Total liabilities and net assets

21,822 | 24,080 | +2,257
5,637 6,200 +562
6,751 6,136 -615

9433 | 11,744 | +2,310
10,167 | 11,391 | +1,223
1,272 1,287 +15
170 133 =37
8,724 9970 | +1,245
31,990 | 35471 | +3,481
7,945 7,441 -503

3,911 3,608 -303
4,033 3,832 —200

225 169 -56
8,170 7,610 -560

998 998 0
1,230 1,202 -28
22234 | 26,134 | +3,899
—666 -384 +281
23,797 | 27,950 | +4,153
22 -89 -112

22 -89 -112
23,820 | 27,861 | +4,041
31,990 | 35471 | +3,481

55 21 #AcPR| 55 22 KA | iRk (%)

For the six For the six | Percentage
months ended | months ended| change
Sep. 2007 Sep. 2008

. 55.E®& / Netsales

Il. 55.LRfH

Cost of sales

So eI

Gross profit

RRERU—REES

Selling, general and administrative expenses

BRI

Operating income

IV. BRI

Non-operating income

V. EXNER

Non-operating expenses

ZEnn

Ordinary income

VI. $55IFI

Extraordinary income

VI $3RUER

Extraordinary losses

HiESAEAIPRITI

Income before income taxes

EAB, (ERBERUSEER

Corporation, inhabitants and enterprise taxes

EABIERER

Corporation tax adjustment

R

Net income

30,707 | 33,269 +8.3
24,724 | 26,541 +7.3

5,983 6,728 +12.5
2,384 2,482 +4.1
3,598 4,246 +18.0
71 92 +29.9
10 5 —47.3
3,659 4,332 +18.4
+345.7
45 37 -18.6
3,618 4,320 +194
1,450 1,687 +16.4
52 104 +98.3

2,116 2,528 +19.5




