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� Targets for operating results and other forward-
looking statements contained in this presentation 
represent management�s judgments based on 
information available at the time this presentation 
was prepared. Such statements embody a variety of 
uncertainties.

� Consequently, actual results may differ from these 
targets and forecasts. Investors are therefore 
cautioned not to make investment decisions based 
solely on these forward-looking statements.

Disclaimer
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� 3Q FY2010 Summary

� For the Future Growth
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Summary

� Downward revision for FY2010 full year financial guidance
• Due to the rapid changes in business environment, we revised our full year financial 

guidance downward.
• This reflects extraordinary losses occurred by strategy change and global restructuring.

� 3Q results were in line to plan
• Contributions by IP licensing and net sales outperformed 3Q plan.
• Managed and downsized SG&A expenses (continued from the first half of FY2010).

� Organization and business structure changes to be finalized by 
end of this FY will align for future growth

• Finalize restructuring in both organization and business.
• Decide on concrete growth scenario and framework.
• Further clarify responsibilities for management and business to achieve successful 

implementation of new scenario.
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FY2010 Financial Outlook (1/2)

� Net Sales: 25,000 (-5,843, vs. budget)

� Operating Profit: 3,600 ( +766,   ditto          )

� Ordinary Profit: 3,500  ( +459,   ditto          )

� Net Income: -350  (-1,419,  ditto          )

� Net Sales: 25,000 (-5,843, vs. budget)

� Operating Profit: 3,600 ( +766,   ditto          )

� Ordinary Profit: 3,500  ( +459,   ditto          )

� Net Income: -350  (-1,419,  ditto          )

FY2010 financial guidance has been revised downwardFY2010 financial guidance has been revised downward

Revised FY2010 Financial Guidance (as of Dec 8, 2010, JPY in Mil)Revised FY2010 Financial Guidance (as of Dec 8, 2010, JPY in Mil)

� Major Events/Items to affect 
sales decrease (JPY in Mil)

� Major Events/Items to be marked as 
Extraordinary Losses (JPY in Mil):

approx. 5,800
944

1,195

443

• Decrease in expected 
sales from ACCESS Linux 
Platform� :

• Special retirement expenses in 
global offices

• Office move expenses:

• Loss on cancelled 
projects, First ELSE�:

*Figures in consolidated basis
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FY2010 Financial Outlook 2/2
Major Causes for Downward Revision

Anticipated sales decrease in mobile phone market and extraordinary losses due to 
strategy/organizational optimization resulted in downward revision of FY2010 guidance
Anticipated sales decrease in mobile phone market and extraordinary losses due to 

strategy/organizational optimization resulted in downward revision of FY2010 guidance

� Mobile Market Transition
• Explosive growth of �Smartphones� (iPhone, Android TM)

• Open sourcing of competitive platforms (Android, Symbian, MeeGo, etc.)

Dramatic decrease of �Feature Phones� volume (ACCESS � core 
business) in both Japanese and advanced markets

� Difficulty in monetizing ACCESS Linux Platform� (ALP )

� Optimizing Costs for Strategic Global Organizational 
Reform
• Shifting business focus away from ALP
• Reduction in headcount for optimized resource allocation

Result in extraordinary losses at the end of this FY

Goal to minimize risk in achieving continuous growth for the future
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Consolidated Results, 3Q FY2010

Net SalesNet Sales

Net 
Income

Net 
Income

Ordinary 
Profit

Ordinary 
Profit

Operating
Profit

Operating
Profit

� Royalty sales are favorable, contributed by IP licensing, resulting in net 
sales of JPY17,112 mil --- an increase of JPY1,064 mil.

� Increase in net sales and decreased SG&A pushed operating profit up 
JPY4,940 mil, to JPY1,068 mil

� Ordinary profit resulted in JPY840 mil, a JPY4,557 mil increase over 
budget

� Affected by RIF for subsidiaries and other factors, net income resulted 
in a loss of JPY1,239 mil, an increase of JPY1,276 mil over budget

Budget
(A)

Results
(B)

(B) - (A)
Variance

(%)
FY2009 Q3

(C)
Results

(B)
(B) - (C)

Variance
(%)

Net Sales 16,048 17,112 1,064 6.6% 15,557 17,112 1,554 10.0%
Operating Profit -3,872 1,068 4,940 - -5,942 1,068 7,010 -
Ordinary Profit -3,716 840 4,557 - -5,853 840 6,693 -
Net Income -2,516 -1,239 1,276 - -3,906 -1,239 2,666 -

JPY 
in Mil.
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� 3Q FY2010 Summary

� For the Future Growth

� Appendix
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To Date and Going Forward

Reflect on current situation and improve for futureReflect on current situation and improve for future

9

� Lessons learned 
• Delays in business decision making in fast moving industry
• Lack of experience and expertise in managing global large scale 

engineering projects

� Our core competencies
• Cash/resources for our re-growth from strategic IP licensing and other products

• Reach to clients on global basis covering major markets

• Best-in-class technology/expertise that give us strategic options in growing 
markets/segments, including emerging countries

�Quick decision making and policy implementation 
are keys to success�

�Strong business base for global markets�
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New Basis for ACCESS Growth

Plan to re-start the growth stage in FY2012Plan to re-start the growth stage in FY2012

FY2010FY2010 FY2011FY2011 FY2012FY2012 FY2013FY2013

�Finalize 
Organizational 
Restructuring�

�Start Business 
Reformation�

�Establish Basis 
for Growth�

�Re-Start 
Growth 
Phase�

�Achieve 
Striding 
Growth�G

ro
w

th
R

e-startin
g

G
ro

w
th

R
e-startin

g
R

eo
rg

an
ize fo

r
G

ro
w

th
R

eo
rg

an
ize fo

r
G

ro
w

th



' 2010 ACCESS CO., LTD. All rights reserved.

Net Sales and Ordinary Profit FY2009 FY2013

25,000

32,400

2,865
3,500
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FY2009 FY2010 FY2011 FY2012 FY2013

0
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2,000

3,000

4,000

5,000

6,000

7,000

8,000

9,000

10,000

Net Sales)

Target to re-start our growth phase in FY2012 in both sales and profitTarget to re-start our growth phase in FY2012 in both sales and profit

Consolidated Net Sales and Ordinary Profit (FY2009 FY2013, JPY in MilConsolidated Net Sales and Ordinary Profit (FY2009 FY2013, JPY in Mil

(Result) Estimated (Plan)

11

�Establish
Basis for 
Growth�

�Re-Start 
Growth 
Phase�

�Achieve 
Striding 
Growth�

Ordinary Profit)

Net Sales:
17,000 20,000

Expand Net Sales and Ordinary Profit

Ordinary Profit:
1,000 2,000
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FY2011 FY2013 Policies

Business
Strategy

R&D

Unifying Business/Technologies/Organization for strategic approachUnifying Business/Technologies/Organization for strategic approach

�Focus on providing total solutions as
Software + Service�

In addition to BtoB, strengthen BtoC

�Aspire to be No.1 player in HTML5�

Establish a leading position  
in the next web standard

Organization
�Strengthen business decision-making in a dynamic industry; 

execute strategy implementation for quick business expansion�

Clarify responsibilities for 
Management and Execution
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Business Strategy
�Add BtoC to existing BtoB-centric model�

Keep the profit from core business in Japanese market, 
and establish global expansion in non-Japanese market

Keep the profit from core business in Japanese market, 
and establish global expansion in non-Japanese market

� IP Infusion: Get leading position in network software 
industry

� IP Infusion: Get leading position in network software 
industry

� Establish profit generating path in both B-C and 
B-B-C business models

� Establish profit generating path in both B-C and 
B-B-C business models

� Japanese Market: Re-strengthen software business� Japanese Market: Re-strengthen software business

� Global Markets (Europe, North America, China and 
Korea): Accelerate business expansion

� Global Markets (Europe, North America, China and 
Korea): Accelerate business expansion

11

22

33

44

55

� Establish the business base, leveraging current 
expertise to date

� Establish the business base, leveraging current 
expertise to date

Network
Software
Business

Media
Service

Business

U
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o
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Software
Biz

Software
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Global 
Biz 

Group

Global 
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Group

Front-
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Front-
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1. Japanese Market: Re-strengthen software   
business - Targeted Markets and Approach

Conduct business in both growing and shrinking marketConduct business in both growing and shrinking market

0

1,000

2,000
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2010 2011 2012 2013

0
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2009 2014

(Projected) (Forecast)

Annual Shipment Units ForecastAnnual Shipment Units Forecast

Connected Devices ForecastConnected Devices Forecast

*Source: YANO Research , ACCESS(mil units)

Source: Fuji Chimera Research Institute

Feature
Phones
Feature
Phones

Digital 
Home 

Devices

Digital 
Home 

Devices

� Retain opportunities in 
shrinking sector

• Secure business opportunities from 

expected replacement purchase

• Continue cost optimization 

� Expand business in growing 
market

• Provide new/unique services for 
devices, using our assets/technologies

• Exploit connected devices segment 

with embedded software

-60%

2.6X

exclude 
PCs and 
mobile 
phones

(mil units)

(Projected) (Forecast)
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Expanding internet connected devices Expanding ACCESS Powered devicesExpanding internet connected devices Expanding ACCESS Powered devices

1. Japanese Market: Re-strengthen software   
business - Track Record

Panasonic, 
Pioneer

SONY, SHARP, Toshiba, Mitsubishi Electric, HITACHI, FUNAI ELECTRIC, SKY PerfecTV!, 
BUFFALO, I O DATA

SHARP,
KYOCERA MITA

FUJIFILM, SONY

SHARP, Fujitsu Toshiba Mobile Communications, NEC CASIO Mobile Communications,
Panasonic Mobile Communications, KYOCERA,

SAMSUNG ELECTRONICS, Sony Ericsson, LG Electronics, 

Automotive 
Navigation

Multi-function 
Printers

Mobile Phones

DTV, STB, Tuners

Digital Cameras, DPFs, 
E-book Readers, Game 

Consoles
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2. Global Markets (Europe, North America, China and Korea):

- Targeted Markets and Approach

Expand in both B2B/B2C business through swift adoption 
of our existing products/services to new market

Expand in both B2B/B2C business through swift adoption 
of our existing products/services to new market

53 48

65

0%

20%

40%

60%

80%

100%

65
57

71

0%

50%

100%

150%

200%

250%

300%

Smart
Phone
Smart
Phone

CE
Markets*

CE
Markets*

DTV, 
Game 
Console. 
Digital 
Camera, 
DPF, PVR, 
etc.

Market Scale and Growth Forecast, 
2010 to 2014 (Units in Mil.)

Market Scale and Growth Forecast, 
2010 to 2014 (Units in Mil.)

Expected Growth 
Rate

Source: ABI Research

North AmericaNorth America Asia, including
Japan

Asia, including
Japan

Pies represent projected installed units for 2010 (millions)

�Markets with current
ACCESS presence

• Strengthen relationship between 
major client for our further growth

• Promote B-C/B-B-C business 
model to keep up with growing 
smartphone market

�Emerging markets

• Establish local customer base 
leveraging our global sales 
network and relationships with 
existing global customers

• Strategically adopt and/or modify 
our existing products/services for 
emerging markets

Western
Europe

Western
Europe
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Strong business base for STB/DTV
� Penetrated into the major middleware 

venders in the market, e.g. Cabot, S&T, 
NDS

Making our path to manufacturers
even wider

� Shipped ACCESS Powered STB from 
Vestel

� Automotive navigation is another area of 
business opportunity

Promote both B2B and B2C/B2B2C 
businesses

� B2B2C: on-going discussion with 
publishers and other players

Refer US market as a model case for
our service business

Motorola deploying NetFront products for 
their China/Asia/South American markets

Growing business with 
major global Chinese HSV

� Strong business relationship with major 
Chinese HSVs, e.g. Huawei, ZTE, TCL 
Communication

Identify other Chinese HSVs as 
potential partners for our China 
market growth

Expanding business with three major 
handset vendors

� Samsung, LGE, Pantech deploy 
NetFront� products for both global and 
Japanese markets

Expand into manufactures for both
mobile phone and CE devices
leveraging our global track records

2. Global Markets (Europe, North America, China and Korea):
Accelerate business expansion



' 2010 ACCESS CO., LTD. All rights reserved. 18

3. Establish profit generating path for B-C/B-B-C 
business models � Targeted Markets and Approach

Establish business model for both B-C and 
B-B-C to expand our business in smartphone market

Establish business model for both B-C and 
B-B-C to expand our business in smartphone market

228
286

347
406

467
529

0
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2010 2011 2012 2013 2014 2015

Estimated Global Shipment of 
Smartphone

Estimated Global Shipment of 
Smartphone

Expected to increase in 
shipments on global basis

New Business ModelNew Business Model

E-publishing 
platform

� Premium 
apps 
(download)

� Mobile Ads

� Search 
function with 
ads

� ASP service
� Revenue 
share on 
contents sold

� Enhance 
promotion 
program for end-
users

� Tie-up with search 
engine vendors

� Create our own ad 
platform

� Sales activities to 
publishers

PrioritiesRevenue SourceSource: ABI Research

Average annual 
growth rate: 18.3%

(Projected) (Estimates)

(mil units)
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3. Establish profit generating path for B-C/B-B-C 
business models � Track Record 1/2

NetFrontTM Life Series (launched on Nov. 15, 2010)
• Software family of smartphone apps for end users that make 

their life easier and more fun

� Business Model
• Search function with ads, application with ads, premium apps, provide apps delivery solutions, etc.
• Utilize existing sales channels to operators/manufacturers

� Business Tie-Ups
• Japan: Yahoo Japan Corporation (Nov. 15)
• China: Baidu, Inc (Nov. 24)
• Discussion on-going with other search engine operators

19

NetFrontTM Life
Browser

NetFrontTM Life
Documents

NetFrontTM Life
Screen
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Contents/Apps delivery solution for clients
• Provide total solutions for e-pub to publisher, 

e.g. apps for smartphone/tablets, store servers, distribution system, etc.
• B-B-C business: Provide our system designed for NetFront� Life service

� Our prospects
• 3 � 4 publishers, 3 distributors/on-line shop operat ors

� Business model
• System usage fees, revenue share from contents sold/ad visited, etc.

Service 
Providers

ewer Client

Android, iOS

Store Server

Business 
Model:
System usage, 
Revenue share 
from 
contents/Ads, 
etc

20

Business opportunity for us in providing total solutions for 
delivering contents/apps to end-users, where not many vendors 
are able to manage such client demand

3. Establish profit generating path for B-C/B-B-C
business models � Track Records 2/2
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4. Establish business base in Media Service Business
- Targeted Markets and Approach

Establish business base to maximize ROI, leveraging expertise to dateEstablish business base to maximize ROI, leveraging expertise to date

21

New Business Model
Continues ROI test

Client
Sales/Ads/

Relationship building

Purchase/
participate

Revenue ShareCommission

End UsersMedia options

Real activities

Sales Events

Planning Aggregation Production/
Management

� Appealing contents� +    �Technologies�

Edit

Plan/Produce Aggregate

HTML 5

Software Engineering

Leveraging strength from 
activities to date
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5.Gain Leading Position in the Network Business 
(IP Infusion) � Targeted Markets and Approach

Seek growth opportunity in global markets, 
offering solutions to meet increasing demands 
Seek growth opportunity in global markets, 

offering solutions to meet increasing demands 

� Expected to expand 
rapidly on global basis

� Legacy technology 
invites heavy loads in 
data transmission

� Legacy technology 
invites heavy loads in 
data transmission

� Capability is critical in 
next generation 
networking

� Capability is critical in 
next generation 
networking

� Increasing demand to 
transition to IPv6 from 
traditional IPv4

� Increasing demand to 
transition to IPv6 from 
traditional IPv4

� Increasing demand to 
optimize power loads 
on real-time basis

� Increasing demand to 
optimize power loads 
on real-time basis

22

� Data traffic to increase 
dramatically due to 
increasing number/usage    
of connected devices

peta-bites/month Source:Cisco VNI Mobile, 2010

Global 
Data 

Traffic

Global 
Data 

Traffic

Smart 
Grid 

Market

Smart 
Grid 

Market

Source: Fuji Keizai Group, 2010

(Projected) (Estimate)

Yen in Bil

X16

X6

* devices for smart meters/AMI, demand responses, and network related
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5.Gain Leading Position in the Network Businesses 
(IP Infusion) � Targeted Markets and Approach

Strengthening client portfolio on global basisStrengthening client portfolio on global basis

NeedsNeeds ClientsClients

� Decrease in loads� Decrease in loads

� Capability in next 
generation networking

� Capability in next 
generation networking

� Transition to IPv6 
technology

� Transition to IPv6 
technology

� Optimize power loads 
on real-time basis

� Optimize power loads 
on real-time basis

US/Europe 
major 
communication 
system vendors

US/Europe 
major 
communication 
system vendors

Soft Bank, 
others

Soft Bank, 
others

IBM
(Blade Network 

Technologies)

IBM
(Blade Network 

Technologies)

Major SIsMajor SIs

Our SolutionOur Solution

IPv6 over IPv4 tunneling solutionsIPv6 over IPv4 tunneling solutions

Offering next generation networkingOffering next generation networking

Data centers, Cloud computingData centers, Cloud computing

Smart sensor networkSmart sensor network

23




