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CONSOLIDATED FINANCIAL HIGHLIGHTS
INTAGE Inc. and Consolidated Subsidiaries
Years ended March 31, 2005, 2004 and 2003

Thousands of
Millions of yen U.S. dollars

2005 2004 2003 2005

Net sales . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ¥26,619 ¥23,899 ¥23,494 $248,034

Operating income . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2,186 1,708 1,821 20,369

Income before income taxes . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 1,770 1,267 1,385 16,493

Net income . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 997 666 721 9,290

Total assets . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 17,365 15,191 14,638 161,806

Total shareholders’ equity . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 6,238 5,367 4,835 58,125

Yen U.S. dollars

Amounts per share of common stock:

Net income . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ¥  94.13 ¥  63.33 ¥  68.39 $      0.88

Cash dividends . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 14.00 12.00 12.00 0.13

Note: U.S. dollar amounts have been translated, for convenience only, at the rate of ¥107.32 to US$1 prevailing on March 31, 2005.
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TO OUR SHAREHOLDERS AND INVESTORS

IN APRIL 2005, INTAGE LAUNCHED ITS EIGHTH MEDIUM-TERM BUSINESS PLAN,

SETTING FORTH A BASIC OBJECTIVE OF REALIZING THE INTELLIGENCE PROVIDER BUSINESS

BY MEANS OF CONCERTED ACTION AS “TEAM INTAGE.”

ACHIEVEMENT OF RECORD HIGH EARNINGS IN THE YEAR ENDED MARCH 31, 2005

The INTAGE Group is a unique corporate group that operates in three business sectors: Marketing Research

and Consulting, System Solutions, and Medical Solutions. Our corporate mission is to integrate these busi-

nesses around the common axis of intelligence and serve as an intelligence provider that renders compre-

hensive support for clients’ marketing and other business activities.

Market conditions in the year under review, the fiscal year ended March 31, 2005, developed favorably for

each of our businesses. According to Ministry of Economy, Trade and Industry statistics, sales in the informa-

tion services industry exceeded prior-year levels for most months of the fiscal year. Expansion of Internet

research fueled strong growth in the marketing research industry. Also, against a backdrop of robust new

drug development demand from pharmaceutical companies, expansion continued in the contract research

organization (CRO) market, which is the central focus of INTAGE’s activities in the medical sector.

In this business environment, in the year under review, INTAGE put forward a basic policy of maximizing

client value in every business process and set ourselves priority tasks, including increasing the product

appeal of our mainstay panel research services, securing growth potential for the custom research busi-

ness, and pursuing a new business by means of the development of personal eye (an individual consumer

panel survey).

As a result of these activities, INTAGE achieved record high revenues and earnings in the fiscal year

ended March 31, 2005, posting consolidated net sales of ¥26,619 million (an increase of 11.4% year on

year), operating income of ¥2,186 million (an increase of 28.0%), ordinary income of ¥2,165 million (an

increase of 31.1%), and net income of ¥997 million (an increase of 49.8%).

According to figures published by the American Marketing Association, the INTAGE Group ranks first in

Japan and twelfth worldwide in sales among marketing research firms.

Norio Taori
President and
Representative Director
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SUMMARY OF THE SEVENTH MEDIUM-TERM BUSINESS PLAN

The fiscal year ended March 31, 2005 was the final year of the Seventh Medium-Term Business Plan, which

INTAGE formulated and implemented with the aim of “Evolving into an intelligence provider.” Although,

as I mentioned previously, we achieved record high revenues and earnings during the year, we were un-

able to reach the numerical targets set at the time the business plan was formulated. The principal reasons

for the shortfall against the targets included a review of the expansion strategy for the System Solutions

business and the discontinuation of the SSJ project which was launched to make inroads with the media

strategy, a project that did not produce the expected results.

These setbacks notwithstanding, we delivered the following results with respect to the high-priority

tasks in the Seventh Medium-Term Business Plan.

1. FORMATION OF THE ESSENCE OF AN INTELLIGENCE PROVIDER

For INTAGE, a company that operates in unique business domains, the development of services that com-

bine research and systems is a means of creating new markets. We are already involved in the provision of

high-value-added integrated solutions in the areas of Customer Relationship Management (CRM), Supply

Chain Management (SCM), and Sales Force Automation (SFA) and are confident that the groundwork to

support future growth has been laid.

2. ACTIVE INVESTMENT IN NEW BUSINESSES

INTAGE has actively invested in growth sectors. With regard to investment in Group companies, in March

2002, we established the subsidiary INTAGE Marketing Consulting (Shanghai) Co., Ltd. in China. In October

2002 we established INTAGE Interactive Inc., a joint venture with Yahoo Japan Corporation, and in April 2003,

we integrated the INTAGE CRO operation with subsidiary IBRD JAPAN CORPORATION, which changed its

name to ASKLEP Inc. Even as we have invested heavily in growth from existing businesses, notably the renewal

of mainstay panel services SCI (a nationwide consumer household syndicated panel survey) and SRI (a nation-

wide retailer panel survey), we have released personal eye, a new panel survey of individual consumers.

3. INCREASE IN COST COMPETITIVENESS

INTAGE has rigorously engaged in Group-level management, practiced outsourcing and business special-

ization, and put in place an enhanced performance-based personnel system.

4. ESTABLISHMENT OF COMPETITIVE ADVANTAGE BY MEANS OF MANAGEMENT SYSTEMS

INTAGE has actively and successfully pursued ISO certification and introduction of the Information Security

Management System (ISMS) and other management systems.

I am confident that engaging in the high-priority tasks described above has produced results that will

open the way to future growth. In the Eighth Medium-Term Business Plan we intend to build on the

groundwork that has been laid to ensure further growth and profitability.
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BASIC POLICIES IN THE EIGHTH MEDIUM-TERM BUSINESS PLAN

Our objective for the Eighth Medium-Term Business Plan, which starts in the fiscal year ending March 31,

2006, is to provide clients with new high-value-added solutions that take full advantage of the manage-

ment resources of the INTAGE Group under the banner “Team INTAGE.”

To fully realize the Intelligence Provider Business, INTAGE’s unique business model, in April 2005, we

dissolved the business unit structure in place since INTAGE was first established and introduced an organi-

zation consisting of functionally specialized divisions — the Marketing Division, Solutions Division, and

Technology Division — and corporate administrative departments. The purpose of the new organizational

structure is to support the organizational fusion of research and systems and to bolster integrated solu-

tions proposal capabilities that leverage the strengths of the INTAGE Group.

In November 2005, the INTAGE Group will open new corporate offices in the Akihabara district of Tokyo

to accommodate the new organizational structure. Relocating the base of operations to central Tokyo will

support an integrated sales effort and the provision of total solutions by reducing physical distance to and

from clients. Another objective for the relocation is to engage in workstyle innovation and increase the

productivity of intellectual labor by taking full advantage of information technology. We also seek to

enhance INTAGE’s name recognition and build the corporate brand, and to that end have acquired the

naming rights to the office building.

SETTING OUR SIGHTS ON FURTHER DRAMATIC GROWTH

The strengths of the INTAGE Group are high-quality data obtained from research, large-scale, excellent

research systems for data tabulation and analysis, the operation of the System Solutions business, and

specialized expertise in the medical sector. The core competence that supports these businesses is research

data and business data evaluation, analysis, and handling capabilities. INTAGE aims to contribute to

clients’ business success through the design of appropriate information gathering, the provision of

actionable insights found beyond research, and the construction of a framework for the effective utili-

zation of this information.

In recent years the rapid spread of broadband has ushered in an era in which anyone can easily access

the Internet. The INTAGE Group will invest in the development of infrastructure for research using the

Internet to effectively exploit this tremendous business opportunity and will nurture Internet research into

a new driver of growth for the Group.

The future to which the INTAGE Group aspires holds in store many numerous business opportunities. I

invite you to look forward with high expectations to the continued efforts of “Team INTAGE” to create the

Intelligence Provider Business.

Norio Taori

President and Representative Director
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➔

THE INTAGE GROUP HAS LAUNCHED THE EIGHTH MEDIUM-TERM BUSINESS PLAN

TO AGGRESSIVELY BUILD ON THE GROUNDWORK LAID WITH THE SEVENTH MEDIUM-TERM

BUSINESS PLAN. IN IMPLEMENTING THE NEW BUSINESS PLAN, INTAGE WILL SPEED UP

THE PACE OF ITS EVOLUTION ON THE BASIS OF A NEW GROWTH SCENARIO.

FEATURE
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BUSINESS MISSION BY DIVISION
■ MARKETING DIVISION
The mission of the Marketing Division with respect to

sales is to stand at the forefront of the INTAGE Group

and contribute to our clients’ business success by en-

gaging in proposal-based selling of solutions available

only from INTAGE. In its internal role, the division is

responsible for the sales objectives of the entire Group

and has the mission of formulating and implementing

business growth scenarios.

We believe that while in the Marketing Research

and Consulting business INTAGE enjoys an extremely

powerful competitive advantage in research techniques

and computer systems, issues remain in the area of

“actionable insights” that lie beyond research. To

address these issues, the division will engage in

proposal-based selling of solutions grounded in the

client’s point of view without being bound by prod-

ucts and services offered heretofore, adding value in

existing businesses and opening up business domains.

■ SOLUTIONS DIVISION
The mission of the Solutions Division is to make maxi-

mum use of specialized expertise such as research and

systems techniques, data handling techniques, and

research data and business data integration techniques

to realize the solutions clients request through the

Marketing Division. The division also bears responsi-

bility as a profit center for the quality (customer

satisfaction), profitability, and growth potential of

index products.

■ TECHNOLOGY DIVISION
In the transition to the new organizational structure,

the Technology Division has the mission of taking a

group-wide view in optimizing systems that heretofore

were designed and operated by division, by business

process, or by client, increasing customer satisfaction,

and improving operating efficiency. The establishment

of the Technology Division is a new experiment con-

ducted from the perspective of the “Team INTAGE”

concept, and the division plays an important role in

group-wide risk management.

■ CORPORATE ADMINISTRATIVE DEPARTMENTS
INTAGE aspires to maintain strong corporate admin-

istrative departments that contribute to smooth busi-

ness execution in the divisions. Specifically, we will

create a corporate culture by which the corporate

administrative departments proactively identify prob-

lems faced by INTAGE business units, actively involve

themselves in addressing those problems, and contrib-

ute to solutions.

Corporate 
administrative 
departments

Marketing Division
Client creation and acquisition, 

solutions proposals

Solutions Division
Integration of INTAGE products, 

realization of value

Marketing 
Information Division

Business 
Intelligence Division

Technology Division
Overall optimization and standardization, 

quality maintenance and low cost

Corporate administrative 
departments 

From a business unit structure 
to a division structure

Clients

Clients

Transition From a Divisional Organization to a Headquarters Organization
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➔ FEATURE: Priority Investment Areas

1. SHIFT TO INTERNET RESEARCH

The highest-priority task with respect to investment in

new business sectors is to drive the shift to Internet

research. According to the Communications Usage

Trend Survey issued by the Ministry of Internal Affairs

and Communications, in 2004, the number of Internet

users in Japan reached 79.48 million, fully 62.3% of the

population. Against the background of this recent in-

crease in the number of Internet users, needs for Inter-

net research that offers the speed and low cost

characteristics of the Internet are rapidly heightening.

Reflecting this trend, Internet research has assumed

greater prominence in the INTAGE Group’s custom re-

search, accounting for about 25% of the total in the

fiscal year ended March 31, 2005. Growth in sales of

Internet research was particularly strong during the

two-year period up to March 2005, when sales more

than doubled each year.

The shift to Internet research is significant to INTAGE

in three ways.

(1) In the custom research sector, not only will INTAGE

convert from conventional research methods such

as door-to-door surveys and mail surveys to online

research, we will also take advantage of the speed

and low cost characteristic of the Internet to enter

newly opened markets in earnest.

(2) INTAGE expects the framework of Internet research

to become a lever for building competitive advan-

tage in customer relationship management, data-

base marketing, and other integrated solutions.

(3) Internet research infrastructure will be an essential

requirement in the medical and financial research

markets, which are expected to show strong growth

in the coming years. Accordingly, INTAGE will ex-

pand its monitor network and build panels of spe-

cialists through business alliances.

2. HEALTHCARE SECTOR

Stable growth is expected in the healthcare sector

(including the medical business) as the aging of society

progresses. The INTAGE Group will provide total solu-

tions in this sector by demonstrating further synergy in

contract research organization (CRO) services, site man-

agement organization (SMO) services, medical market-

ing research, systems for pharmaceutical companies,

and SDI. In addition, we will strengthen our response

to the introduction of IT in the healthcare sector by

providing Rep Track MR (marketing representative)

activities monitoring data based on the enhancement

of Internet-based medical systems infrastructure and

moving forward with support for electronic data cap-

turing (EDC) in post-marketing clinical studies.

INTAGE HAS SET FORTH THE FOLLOWING FIVE PRIORITY

INVESTMENT AREAS IN THE EIGHTH MEDIUM-TERM BUSINESS PLAN.

Internet Research Sales — Three-Year Actual Results and
the Medium-Term Business Plan Forecast (100 millions of yen)

200 40 60

03/3 Actual

04/3 Actual

05/3 Actual

06/3 Forecast

07/3 Forecast

08/3 Forecast
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3. CRM, SCM, SFA, DBM AND OTHER INTEGRATED SOLUTIONS
Database marketing (DBM) is the business sector in

which INTAGE can most effectively apply its unique

characteristics and strengths to link research results to

actual marketing action by providing services that take

full advantage of the Group’s research assets and sys-

tems construction capabilities. Services that combine

research capabilities and systems capabilities in this way

are integrated solutions, and INTAGE will step up the

provision of these services, including customer relation-

ship management (CRM), supply chain management

(SCM), sales force automation (SFA) and DBM.

4. THE LAUNCH OF PERSONAL EYE AND RENEWAL OF CONSUMER PANELS
Released in January 2005, the personal eye panel sur-

vey of individual consumers makes it possible to supple-

ment data on consumption within the home by using a

compact barcode scanner developed by INTAGE to fol-

low purchase behavior at the office, school, and other

locations away from the home. Future plans call for

increasing data accuracy and added value by further

expanding the monitor panel, which currently consists

of about 2,000 monitors in the Greater Tokyo area.

With regard to consumer panel surveys, for which

growth has been notably sluggish, we are considering

a renewal program that will go beyond the conven-

tional concept of providing market surveillance data

with the aim of providing data for the purpose of un-

derstanding consumer behavior.

5. ADVANCEMENT OF GLOBALIZATION AND INTAGE’S BUSINESS IN CHINA

At INTAGE Marketing Consulting (Shanghai) Co., Ltd.,

INTAGE aims to develop its business in China by expand-

ing beyond the current services centered on custom

research to offer panel surveys and Internet research.

Through this and other initiatives, we plan to strengthen

the global network and further advance the globaliza-

tion of the INTAGE Group.

Post-launchLaunchManufacturing/DistributionResearch and Development

Marketing Intelligence
● Sales data provision/checking
● Performance management
● Formulation of sales plans, etc. ● Master management

MR Activity-related Services
● Customer targeting (incaster)
● Area analysis/strategy formulation (Area Manager)
● Integrated MR activity-related services (SFA)

GPSP/GVP Response
● Initial post-launch surveys
● Subsequent post-launch surveys
● Post-launch survey EDC (CapToolA-sol.)
● Collection and distribution of safety-related information

Market Analysis/Product Databases
● MR activity evaluation tools
(Rep Track)

● Diabetes Web panel surveys
● OTC sales trend indicators (SDI)
● In-store shelf allocation data
(INTAGE real POS)

● OTC product databases (OTC-DI,
JSM-DB)

Health Promotion
● Employee health
promotion (Sukoyaka
Support 21)

SCM
● Demand Planning System
● Logistics Planning System
● Manufacturing plan
simulation

● Investigation of potential
distributors

Planning-related Services
● Formulation of
manufacturing plans

CRO
● Monitoring
● DM/BS
● EDC
● Establishment of protocols

SMO
● Clinical trials office operation
● Clinical Research Coordinator
(CRC) placement

● Clinical trials system support

Medical Research
● Market surveys
● Concept research surveys
● Sales projections
● Review of promotional tools

The INTAGE Group’s Healthcare Business Strategy
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REVIEW OF OPERATIONS

Marketing Research and Consulting is the INTAGE

Group’s core business, accounting for 60% of consoli-

dated net sales. The mainstay products in the Market-

ing Research and Consulting business are panel surveys.

The conduct of continuous panel surveys of respondents

(individuals, households, retailers, and so forth) for

long, fixed periods of time makes it possible to evalu-

ate data captured in time series. INTAGE also provides

custom research, which is conducted on an ad hoc basis

to resolve specific marketing issues.

■ TRENDS IN THE YEAR UNDER REVIEW
In the fiscal year under review, the Company strength-

ened collaboration with consolidated subsidiary INTAGE

Interactive Inc., and sales in the custom research sector,

which includes Internet research, increased sharply. In

results from mainstay panel surveys, sales of SCI, a mature

product, decreased. On the other hand, new client

acquisition led to the second consecutive year-on-year

increase in sales of SRI. With regard to profit, higher prof-

its attendant on the increase in sales of custom research

and SRI brought an increase in operating income even

as investment in personal eye was absorbed. As a result

of these developments, net sales from the Marketing

Research and Consulting segment increased by 12.4%

year on year to ¥15,938 million, and operating income

increased by 14.3% to ¥1,716 million.

■ FUTURE STRATEGIES
In the custom research sector, the Company will fur-

ther strengthen collaboration with INTAGE Interactive

with a view to further business scale expansion. In the

consumer panel survey sector, the Company will nur-

ture newly launched personal eye and bolster the prod-

uct power of SCI, the core consumer panel. In the retail

panel survey sector, the Company will seek to create

new value-added services by enhancing data quality,

for which INTAGE sets the industry standard.

MARKETING RESEARCH AND CONSULTING

Consolidated Net Sales for Market Research
and Consulting (Millions of yen)

14,180

13,195

13,197

15,938

02/3

03/3

04/3

05/3

Contribution to
Consolidated Net Sales

60%

00/3 01/3 02/3 03/3 04/3 05/3

SRI Net Sales ¥32.3 ¥35.7 ¥40.3 ¥41.8 ¥48.1 ¥50.4

Syndicated POS Retail Panel Services No. of Clients 138 146 165 165 186 182

SDI Net Sales ¥11.0 ¥11.7 ¥12.1 ¥12.1 ¥12.3 ¥12.7

Syndicated OTC Drug Panel Services No. of Clients 75 78 74 75 69 72

SCI Net Sales ¥30.1 ¥30.9 ¥30.5 ¥30.4 ¥30.2 ¥29.2

Syndicated Consumer Panel Services No. of Clients 135 137 139 147 141 146

SLI Net Sales ¥  4.6 ¥  5.1 ¥  7.3 ¥  6.5 ¥  6.4 ¥  7.0

Syndicated Ladies Panel Services No. of Clients 25 29 38 34 31 32

Custom Research Business*1
Net Sales ¥31.4 ¥34.0 ¥45.0

No. of Clients*2 (240) (290) (470)

Notes: 1. “Net Sales” and “No. of clients” for Custom Research Business for the fiscal years ended March 31, 2000, 2001 and 2002
are not disclosed.

2. The number of Internet surveys, etc. is approximate because there are duplications with subsidiaries.

(100 millions of yen, company)
Sales Comparison of Principal Research Businesses



15INTAGE Inc.  Annual Report 2005

SYSTEM SOLUTIONS

The System Solutions business accounts for 28% of the

INTAGE Group’s consolidated net sales. In this segment,

INTAGE applies leading-edge information technology

and marketing expertise in a new business model for

providing business solutions involving evaluation, analy-

sis, and consultation concerning the vast amount of data

involved in clients’ business activities.

■ TRENDS IN THE YEAR UNDER REVIEW
In the fiscal year under review, INTAGE increased Sys-

tem Solutions sales by progressing the transition to

high-value-added business intelligence services and

strengthening linkage with the Marketing Research and

Consulting business. A reinforced sales effort also

brought higher sales of existing services, notably large

orders for data center services. Operating income

MEDICAL SOLUTIONS

The Medical Solutions business accounts for 12% of the

INTAGE Group’s consolidated net sales. The mainstay

services in this business are CRO monitoring and data

management and analysis. The INTAGE Group provides

a total CRO solution involving education, systems, and

services related to pharmaceuticals clinical develop-

ment. INTAGE also offers SMO services, including the

contract provision of clinical research coordination and

clinical trials office services.

■ TRENDS IN THE YEAR UNDER REVIEW
In the fiscal year under review, sales from the CRO

operation increased sharply owing to higher sales of

monitoring services and data management and analy-

sis services. Operating income surged due to factors

increased due to the shift to high-value-added busi-

ness intelligence services and the efficient operation

of existing services. As a result, net sales from the Sys-

tem Solutions segment increased by 4.2% year on year

to ¥7,542 million, and operating income increased by

52.6% to ¥212 million.

■ FUTURE STRATEGIES
INTAGE will move forward with the transition to high-

value-added business intelligence services. Also, hav-

ing eliminated the business unit structure and adopted

the new organizational structure, the Company will

strengthen the linkage with the Marketing Research

and Consulting business and expand integrated solu-

tions that leverage the combined strength of the

INTAGE Group.

including the increase in CRO sales. On the other hand,

SMO sales fell, and the operating loss from this busi-

ness increased. As a result, net sales from the Medical

Solutions segment increased by 26.4% year on year to

¥3,139 million, and operating income increased by

290.6% to ¥258 million.

■ FUTURE STRATEGIES
Positioning consolidated subsidiary ASKLEP Inc. at the

core of the segment strategy, INTAGE will establish a

business structure, optimize business processes, and

seek competitive advantage in the CRO industry as a

total solutions provider in the area of pharmaceuticals

clinical testing services. INTAGE will also seek to estab-

lish a solid business base in SMO services.

Consolidated Net Sales for System Solutions
(Millions of yen)

02/3

03/3

04/3

05/3

7,236

8,142

8,497

7,542

Contribution to
Consolidated Net Sales

28%

Consolidated Net Sales for Medical Solutions
(Millions of yen)

02/3

03/3

04/3

05/3

2,483

2,156

1,656

3,139

Contribution to
Consolidated Net Sales

12%
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CORPORATE GOVERNANCE

BASIC POLICY ON CORPORATE GOVERNANCE
As a company supported by numerous stakeholders, INTAGE recog-

nizes that its responsibilities go beyond improving business perfor-

mance and extend to ensuring soundness, fairness, and transparency

in management.

In the belief that proactive information disclosure is necessary to

ensure management transparency, INTAGE has established the Cor-

porate Communications Group within the Corporate Planning

Department and strives to appropriately disclose management infor-

mation. INTAGE works to ensure the timely provision of news releases,

STATE OF IMPLEMENTATION OF CORPORATE GOVERNANCE MEASURES
■ DESCRIPTION OF MANAGEMENT ORGANIZATION
The Company has adopted the statutory auditor system, not the com-

mittee system. To introduce objective opinions about management

in general, the Company has appointed one outside director to the

Board of Directors. The outside director expresses opinions about

management in general at board meetings, and the Board reflects

those opinions in its deliberations and decisions. The Company also

has appointed two outside auditors among its four corporate audi-

tors. The outside auditors, along with the standing auditors, attend

meetings of the Board of Directors, auditing and serving as a check

on business execution by the directors. The outside director and out-

side corporate auditors are not full-time employees of the Company

and have no particular vested interest in the Company.

■ STATE OF DEVELOPMENT OF INTERNAL CONTROL SYSTEMS
In order to ensure rapid decision making, the Company convenes the

Board of Directors at least once monthly and holds management

meetings at least twice monthly. Participants designated by the Presi-

dent and CEO (standing directors, standing corporate auditors, and

key line managers) attend the management meetings and, in accor-

dance with the Company’s Regulations Concerning the Division of

Duties and Authority, deliberate and decide on important manage-

ment and business execution matters and management policies. To

strengthen group-level management, the representative directors of

principal subsidiaries attend the management meetings as observers.

In addition, all standing directors and standing corporate auditors

attend a regular weekly management liaison meeting.

■ STATE OF INTERNAL AUDITS AND STATUTORY AUDITS
The Internal Audit Office, an organization of four full-time employ-

ees responsible for internal audits, reports directly to the President

and CEO. Based on The Company’s management philosophy, man-

agement policies, and regulations, the office conducts as necessary

internal audits from the standpoint of organizational management

and the fairness, accuracy, and effectiveness of the conduct of busi-

ness. On the basis of the Company’s Internal Audit Regulations and

Procedures, the audit procedures involve preparation of an audit plan,

conduct of the audit, reporting on audit results, and confirmation of

post-audit improvement.

The Company’s Board of Auditors comprises two standing corpo-

rate auditors and two outside corporate auditors. In accordance with

the audit policies determined by the Board of Auditors, the corpo-

rate auditors attend meetings of the Board of Directors and other

important meetings to monitor the management decision making

process, express appropriate opinions, ascertain the timely execution

of business, and audit legality.

To improve the effectiveness and efficiency of each other’s audits,

the Internal Audit Office and Board of Auditors engage in mutual

cooperation through such means as holding a monthly audit liaison

meeting to exchange information related to auditing of the INTAGE

Group as a whole.

The Internal Audit Office and Board of Auditors maintain close

cooperation with the independent auditors, exchanging opinions and

information concerning audits.

■ STATE OF DEVELOPMENT OF RISK MANAGEMENT SYSTEMS
INTAGE has appointed the board director with responsibility for risk

management as Chief Risk Officer and established the Risk Manage-

ment Committee made up of representatives from Group business units.

The Corporate Affairs Department and Corporate Planning Depart-

ment collaborate and engage in cross-sectional supervision and regu-

lation of risk management and work to strengthen preparedness. The

Company undergoes periodic outside audits of quality management

in accordance with the ISO9001 system, in which it has obtained certi-

fication. The Company applies and operates group-wide a personal

information protection system based on Privacy Mark certification and

has established an organization within the Corporate Affairs Depart-

ment that is proceeding with the construction of an Information Secu-

rity Management System and a risk management system. We have

distributed to employees a compliance handbook that summarizes the

Group’s ethical charter, corporate philosophy, and employee conduct

guidelines and work to ensure compliance. As part of the effort to

ensure that operations adhere to the corporate ethics charter and

employee conduct guidelines, the Company has established a dedi-

cated compliance hotline that connects to the Company’s law firm.

■ OTHER THIRD-PARTY INVOLVEMENT IN CORPORATE
GOVERNANCE

The Company engages the services of KPMG Azsa & Company to per-

form financial audits and strives to accurately report financial infor-

mation. Three certified public accountants, eight assistant certified

public accountants, and one other person assist with the Company’s

financial auditing.

The Company contracts with three law firms, including Miyakezaka

Sogo Law Offices, to provide monthly legal consultation and other

suggestions and guidance as necessary.

the holding of business results briefings, and the timely posting of

quarterly, half-year, and full-year financial statements, annual secu-

rities reports, and other investor information on its corporate web-

site. Believing that it is important to provide full and complete

explanations to shareholders, INTAGE avoids the practice of holding

its general meeting of shareholders on the same day as other compa-

nies and holds a shareholder briefing session and shareholder get-

together after the general meeting of shareholders.
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DETAILS OF EXECUTIVE COMPENSATION
The details of executive compensation are as follows.

(Millions of yen)

Standing Outside
Standing Outside corporate corporate

Category directors directors auditors auditors

Compensation based on the
Articles of Incorporation and a
resolution of the general
meeting of shareholders

72 3 28 7

Executive bonuses through
distribution of earnings 12 – – –

Retirement benefits approved by
a resolution of the general
meeting of shareholders

– 0 2 –

Total 84 4 30 7

Note: The above amount does not include ¥96 million of employee salaries
(including bonuses) of standing directors who have duties in an em-
ployee capacity.

DETAILS OF AUDITOR COMPENSATION
Compensation for services stipulated in Article 2, Paragraph 1 of the

Certified Public Accountant Law was ¥23 million. Compensation for

other work was ¥2 million.

BOARD OF DIRECTORS AND CORPORATE AUDITORS

Front row (from left): Director, Hiroyuki Ichinose; Director, Tsuneo Suzuki; Director and Chairman of the Board,
Keiji Tanaka; President and Representative Director, Norio Taori; Executive Managing
Director, Koshiro Uezumi; Director, Osamu Kudo; Director, Kozaburo Inoue

Back row (from left): Director, Ko Miyazaki; Director, Itaru Nango; Senior Corporate Auditor, Takeshi Kurosu;
Corporate Auditor, Akira Shiga; Corporate Auditor, Masaru Takagi; Senior Corporate
Auditor, Kiyoji Ito

DIRECTOR AND

CHAIRMAN OF THE BOARD

Keiji Tanaka

PRESIDENT AND

REPRESENTATIVE DIRECTOR

Norio Taori

EXECUTIVE MANAGING

DIRECTOR

Koshiro Uezumi

DIRECTORS

Tsuneo Suzuki

Osamu Kudo

Hiroyuki Ichinose

Itaru Nango

Ko Miyazaki

Kozaburo Inoue

SENIOR CORPORATE AUDITORS

Takeshi Kurosu

Kiyoji Ito

CORPORATE AUDITORS

Akira Shiga

Masaru Takagi

(As of June 24, 2005)


