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Presentation of 
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Results Presentation Program

Part 1: Overview of the consolidated results for 
FY2003 Q3 

Part 2: Business conditions by segment

Part 3: Results forecasts

Part 4: Future growth strategies

※ These presentation materials include future forecasts based on assumptions, predictions and plans valid as of November 17, 2003.
Actual results may differ greatly from that forecast herein due to the risks associated with the global economy, competitive conditions, 
and exchange rate fluctuations, as well as unknown factors such as natural disasters.  
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Overview of Consolidated 
Results for FY2003 Q3

【【【【Part 1】】】】
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FY2003 Q3 ResultsJune 2003 Interim Results

Idea Cube Co., ltd..
Ucast communications Inc. 　　　　
Payment-One Inc.

Magclick Inc.
Kabegami.com. Inc
Magforce Inc.
GMO Media and Solutions co., Ltd
GMO Magazines Inc.
e-sumai Inc.

Global Media Online Inc.
GMO Hosting and Technologies Inc.
GMO communications Inc.
GMO Research Institute Inc.
Onamae.com Inc.

Name of company

40.6
100.0

（100.0）
86.0

100.0
（50.9）

Magclick Inc.
Kabegami.com. Inc
Magforce Inc.
GMO Media and Solutions co., Ltd.
GMO Magazines Inc.
e-sumai Inc.

40.6
100.0

（100.0）
84.6

100.0
（50.9）

Internet 
Advertising 

Media

I x P

Business   
segment

（35.0）
47.6
40.6

Parent 
company

82.6
100.0
100.0

82.0

Percentage of 
voting rights

(%)

Ucast communications Inc. 　　　　
Payment-One Inc.

Global Media Online Inc.
GMO Hosting and Technologies Inc.
GMO communications Inc.
GMO Research Institute Inc.
Onamae.com Inc.

Name of company

47.6
40.6

Affiliated 
equity 

method 
companies

Parent 
company

81.0
100.0
100.0

82.0
Parent 

company 
and 

consolidated 
subsidiaries

Percentage of 
voting rights

(%)

Classification

Note: Proportions of voting rights (shown in parentheses) are for indirect possession.

* As of Q3 FY2004, Idea cub Inc. is no longer an affiliated company to which the equity method is applied, because of the sale of shares in that company.

Ten consolidated subsidiaries and two affiliated companies to which the equity method is applied.
FY2003 Q3 Results – Scope of Consolidated Results
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111

337

0

55

281

42

3

320

1,503

1,252

3,076

FY2002 3Q
(From July to 
September)

+156.1%

+107.5%

- 28.7%

+95.6%

+88.1%

+8.2%

+79.3%

+74.8%

+27.2%

+17.4%

+27.7%

For the 
previous 

year

+28.2%1,6054,3843,735Business expenses
+31.0%1,9695,6094,409Selling, general and

administrative expenses

+39.8%4471,497856Operating profit
+390.4%185329Non-operating profit
- 25.8%31158146Non-operating expenses

226

506

16

88

434

4,022

FY2003 3Q
(From July to 
September)

+103.7%620242Net profit
+50.4%1,453700Pre-tax profit

N.A79111Extraordinary loss

+59.1%13971Extraordinary profit

+54.6%1,393740Ordinary profit

+30.8% 11,4919,001Sales

For the
previous

year

FY2003 3Q
(Total from 
January to 
September)

FY2003 3Q
(Total from 
January to 
September)

Accounting Area

(million yen)

FY2003 Q3 Results - Overview of Profit & Loss (Consolidated)
- Consolidated sales up to FY2003 Q3 were 11.491 billion yen, up 27.7% from the previous year.

- Consolidated operating profit and ordinary profit up to FY2003 Q3 were 1.497 billion yen and 1.393 billion yen  

respectively, marking significant profit growth of 74.8% and 88.1%, respectively, from the previous year.

- Consolidated net profit up to FY2003 Q3 was 620 million yen, up 156.1% from the previous year.
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14,018

9,174

3,311
4,432
1,909
-113
-364

2,540

2,303

16

2,287

14,018

5,195

6,211
2,242

314
531

-477

8,823

2003 Interim 
Results

2,445

1,312

-
-

234
1,078

0

317

816

666

149

2,445

1,910

412
-33

-3
150

8

534

+/- from 
Interim Results

16,46413,205Total of liabilities, minority equity and 
shareholders’ equity

10,4879,019Total of shareholders’ equity

Market valuation of shares

3,311
4,432
2,143

965
-365

3,311
4,432
1,693

-52
-364

Capital stock
Capital surplus
Earned surplus
Other gaps in appraisal of securities
Own stocks

＜Shareholders’ equity＞

2,8572,563Minority equity

＜Minority equity ＞

3,1191,622Total of liabilities

Increase in deferred tax liabilities68223Fixed liabilities

Increases in advances received2,4361,598Current liabilities

＜Liabilities＞

16,46413,205Total of assets

Market valuation of shares7,1055,306Fixed assets

Growth in operating CF6,624
2,209

311
681

-468

5,488
1,875

404
564

-433

　Cash and deposits
　Accounts receivable – trade
　Deferred tax asset
　Other assets
　Allowance for doubtful debts

9,3587,899Current Assets

NotesFY2003 3QFY 2002 3Q<Assets>
(million yen)

With the introduction of market valuation for shares, the value of total assets has grown significantly.

Server-related subsidiaries 
are performing well.

FY2003 Q3 Balance Sheet (Consolidated)
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(¥ One million)

Cash flow from operating activities stood at 1,674 million yen, with Total cash flow at 782 million yen.

5,391

5,935

-544

-88

-732

-820

51

-53

80

-541

-462

-83

-279

-224

100

307

219

700

739

From January to 
September 2002

From January to 
September 2003

129Loss from investments by the equity method

6,486Balance of cash and cash equivalents at the end of the term

184Increase in cash and cash equivalents with increase in the number 
of consolidated subsidiaries

5,519Balance of cash and cash equivalents at the beginning of the term

782Total of cash flow

46Other increase and decrease

-150Expenses associated with the repayment of loans payable

-103Cash flow from financial activities

-74Other increase and decrease

-311Balance from the collection of loans receivable

Expenditure by Magclick, Inc. on 
company bonds.

-210Expenditure incurred by acquisition of investment securities

-192Expenditure incurred by acquisition of intangible fixed assets

-789Cash flow from investing activities

437Other increase and decrease

Payment of corporate tax, etc.-342Payment of corporate tax, etc.

-423Increase in accounts receivable

182Increase in allowance for doubtful debts

237Depreciation charge

1,453Current net profit before adjustment of taxes, etc. 

1,674Cash flow from operating activities

The objective is corporate 
bonds with stock warrants 
and the implementation of 
business affiliations.

FY2003 Q3 Cash Flow Statement
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-200

-100

0

100

200

300

400

500

600

-5.00%

0.00%

5.00%

10.00%

15.00%

20.00%

Operating profit 33 202 333 320 329 533 516 447

Ordinary profit            -87 189 269 281 271 468 489 434

Net profit -62 39 91 111 -34 192 201 226

Operating profit margin 1.30% 7.00% 11.00% 10.40% 9.90% 14.90% 13.30% 11.10%

Ordinary profit margin -3.30% 6.60% 8.90% 9.10% 8.10% 13.10% 12.50% 10.80%

01/4Q 02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

Impact of increase in labor 
costs(The employment of new 
graduates and mid-career 
employees was done 
simultaneously.)

In the third quarter, the profit rate declined with changes in the composition of sales.

Appropriation of 
extraordinary loss

A loss on valuation of 
investment securities and 
expenses transferred from 
head office

(million yen)

Changes in Profit and Profit Rate (Consolidated)
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0

1000

2000

3000

4000

5000

Total 2,893 3,032 3,076 3,311 3,584 3,883 4,022

Server 1,050 1,145 1,210 1,239 1,234 1,246 1,281

Access 753 714 676 657 632 615 580

Domain 207 247 171 202 278 324 252

Computerization support and
consulting

- - - - 274 533 556

Others 6 3 3 9 58 28 7

Internet ads media 876 921 1,014 1,203 1,108 1,136 1,344

02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

(million yen)

＜I x P Business＞
　・Server
　・Access
　・Domain
　・Computerization support and   

consulting
　・Others

＜Internet Advertising Media ＞
　・Mail advertising
　・Media content
　・Desktop advertising

Changes in sales have been favorable despite some seasonal factors 
affecting the domain segment.

0

10

20

30

40

50

Server 36.3 37.8 39.3 37.4 34.4 32.1 31.9

Access 26 23.5 22 19.8 17.6 15.8 14.4

Domain 7.2 8.2 5.6 6.1 7.8 8.3 6.3

Computerization support and
consulting

- - - - 7.7 13.7 13.8

Others 0.2 0.1 0.1 0.3 1.6 0.7 0.2

Internet ads media 30.3 30.4 33 36.4 30.9 29.3 33.4

02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

（%）

Changes in Sales and in Composition by Business (Consolidated)

Changes in Sales Changes in the Composition of Sales
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0

500

1000

1500

2000

2500

3000

3500

4000

Personnel expense 445 507 572 607 659 741 807 822

Advertising, sales promotion expenses 586 567 576 544 586 577 640 635

Depreciation, rent 236 252 263 261 270 286 289 288

Subcontracting expense, outsourcing expense 115 150 161 204 229 232 274 320

Communication expense 225 206 121 80 83 84 89 97

Rent 215 208 199 210 204 170 159 178

Commissions paid 305 295 336 313 367 434 463 442

Media expense 150 66 61 91 104 97 183 257

Transferred from allowance for doubtful debts 85 78 111 120 124 61 68 55

Others 242 356 293 321 351 364 390 476

01/4Q 02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

(million yen)

Increase in total expenses with growth of purchases in the media segment

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

Operating profit margin 1.3% 7.0% 11.0% 10.4% 10.0% 14.9% 13.3% 11.1%

Personnel expense 16.9% 17.6% 18.9% 19.8% 19.9% 20.7% 20.8% 20.5%

Advertising, sales promotion expenses 22.2% 19.6% 19.0% 17.7% 17.7% 16.1% 16.5% 15.8%

Depreciation, rent 8.9% 8.8% 8.7% 8.5% 8.2% 8.0% 7.4% 7.2%

Subcontracting expense, outsourcing

expense

4.4% 5.2% 5.3% 6.6% 6.9% 6.5% 7.1% 8.0%

Communication expense 8.5% 7.1% 4.0% 2.6% 2.5% 2.4% 2.3% 2.4%

Rent 8.1% 7.2% 6.6% 6.8% 6.2% 4.7% 4.1% 4.4%

Commissions paid 11.6% 10.2% 11.1% 10.2% 11.1% 12.1% 11.9% 11.0%

Media expense 5.7% 2.3% 2.0% 3.0% 3.1% 2.7% 4.7% 6.4%

Transferred from allowance for doubtful

debts

3.2% 2.7% 3.7% 3.9% 3.8% 1.7% 1.8% 1.4%

01/4Q 01/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

Changes in Expenses and in the Composition of Expenses
(Consolidated)

Changes in Expenses Changes in the Composition of Expenses
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0

100

200

300

400

500

600

700

800

900

1000

Part-time employee 148 175 150 233 270 395 350 329

Full-time employee 253 315 321 358 370 393 434 454

01  4Q 02  1Q 02  2Q 02  3Q 02  4Q 03  1Q 03  2Q 03 3Q

(persons)

※The number of employees shown refers to the number of employees at the 
end of each quarter.

In the third quarter, sales per employee increased.

0

2,000

4,000

6,000

8,000

10,000

12,000

14,000

-400

-200

0

200

400

600

800

1000

Per capita ordinary profit -269 481 663 628 547 829 794 706

Per capita sales 8,103 7,344 7,459 6,866 6,675 6,339 6,306 6,530

Average number of
employees during the term

326 394 406 448 496 565 615 616

01/4Q 02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

（thousand yen）
（thousand yen）

※Average number of employees during the term is calculated counting full-time 
employees as 1 and part-time employees as 0.5. 

Number of Employees, and Sales/Ordinary Profit per Employee
(Consolidated)

Changes in the Number of Employees Changes in Sales and Ordinary Profit per Employee
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0

500

1,000

1,500

2,000

2,500

3,000

3,500

4,000

4,500

IxP business 2,025 2,122 2,074 2,114 2,567 2,771 2,707

Internet advertising media business 876 921 1,014 1,203 1,108 1,136 1,344

02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

0

100

200

300

400

500

600

IxP business 143 224 218 196 391 410 330

Internet advertising media
business

58 109 101 132 141 104 117

02/1Q 02/2Q 02/3Q 02/4Q 03/1Q 03/2Q 03/3Q

The variable factor in the IxP business was caused by the seasonal change 
in the domain segment.

※ As GMO Communications, Inc. made the transition from the Internet Advertising Media Business to the IxP Business segment, part of the Mail Advertising 
Business sales are added into the IxP Business in Q1 FY2003.

（million yen） （million yen）

Effect of change in 
segment.

Effect of change in segment.

Change in Sales and Profit by Business Segment (Consolidated)

Changes in Sales by Business Segment Changes in Operating Profit by Business Segment
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Business Conditions by 
Segment

【 Part 2 】
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3,311

-6

3,318

1,203

1,203

2,114

15

－

202

1,239

657

2002.4Q

3,584

-90

3,675

1,108

1,108

2,567

147

274

278

1,234

632

2003.1Q

3,883

-24

3,908

1,136

1,136

2,771

52

533

324

1,246

615

2003.2Q

3,076

-12

3,088

1,014

1,014

2,074

15

－

171

1,210

676

2002.3Q

36363636Others

4,0224,0224,0224,022Consolidated sales

----29292929Elimination of inter-
segment transaction

4,0524,0524,0524,052Subtotal

1,3441,3441,3441,344Segment total

1,3441,3441,3441,344Mail advertising, 
media content, desktop 
advertising

Internet 
advertising media

2,7072,7072,7072,707Segment  total

556556556556　 Computerization 
support and consulting 

252252252252　 Domain
1,2811,2811,2811,281　 Server

580580580580　 Access

IxP
2003. 32003. 32003. 32003. 3QQQQBusiness

(million yen）

Business Conditions by Segment - Sales Summary
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Server Business

Sale of e-mail advertisements40.6％Magclick Inc. 

Management of the site for real estates and 
advertising50.9％e-sumai, Inc 

Desktop advertising business （KabeGami）100.0％Kabegami.com, Inc.

Media content business100.0％GMO Magazines, Inc.

Information gathering about the Internet100.0％GMO Research Institute Inc.

Computerization support and consulting business100.0％GMO communications Inc..

82.0％Onamae.com Co., Ltd.

Desk top advertising business (second browser）47.6％Ucast communications inc. 
Equity method 

companies

O
rdinary 

profit and 
loss

Server business
（Rental server service (hosting service））81.0％GMO hosting and technologies, 

inc.(former ILSE inc ）

Internet advertising 
media business

Other media businesses100.0％Magforce Co., Ltd. 

Planning and development/management of mail 
media

Opt-in mail
86.0％GMO Media and Solutions co., Ltd. 

Computerization support and consulting 
operations

Home page production and management support 
business

Domain business
（Domain registration service）

Access business
（Internet connection service）

Parent 
company

Global Media Online INC.

ＩxＰ business

C
onsolidated sales/consolidated operating profit

40.6％Payment-One, inc. 

Name of company /equity position

Settlement business (credit card billing service）

Business descriptionBusiness segment
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Server Business: Changes in sales and the number of contracts plus future issues.

0

200

400

600

800

1000

1200

1400

0

2000

4000

6000

Server 1018 1,050 1,145 1,210 1,239 1,234 1,246 1,281

Average unitn price per
month

N.A 5,368 5,364 5,021 4,465 4,279 4,154 4,135

01  4Q 02  1Q 02  2Q 02  3Q 02  4Q 03  1Q 03 2Q 03 3Q

（million yen）
Sales see an 5.8% YoY increase. 

（million contracts）

Q3 Achievements
- Continued to win new contracts through 
replacement demand, agency policies and the 
pull-style marketing strategy                             
- Continued strong development of customer base  for 
outsourcing from major corporations, as well  as of the 
small-medium sized enterprise and  SOHO customer 
base.                                                           
- Launched the only portal site in the rental 
server industry: Rensabahonpo.com
Future Issues
-Increased the rate at which new members 
were acquired through a stronger sales force        
-Prevention of withdrawal from membership 
through customer support and the operation 
structure                                                       
-Increase in unit price in selling through the 
provision of services

Sales

0

200

400

600

800

1000

Server 617 672 728 908 934 968 1,007 1048

01  4Q 02  1Q 02  2Q 02  3Q 02  4Q 03  1Q 03  2Q 03  3Q

Compared to Q3 last year…

Increase in sales by 5.8% and increase in 
contracts by 15.4%　　　　↓

Factors behind increased sales 　
-Market growth through improved brand 
strength and proliferation of BB

Number of contracts

（yen）

Trusted from Crayfish 
Co., Ltd.

Change in a part of the 
sales segment

1,294 million yen at the 
former segment

Tops 100,000 
contracts!
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＜＜＜＜Comparison with other major players in the domestic rental server business ＞＞＞＞
　　　　　　　　　　　　　　　　 Company Name　　　　　　　　　　　　　　　　　　　　　　　　No.of Contracts 　　　　 Vs.3 months ago　　　　 Period 　　　　
　　　　 Global Media Online Group* 104,815     　　　　　　　　(+4,066)   　　　　　　　　　　　　2003.9
　　　　 Firstserver 　　　　　　　　 　　　　 　　　　20,000 　　　　 (+1,000)         　　　　 2003.6

Estore 18,076　　　　 　　　　 (+ 123)             2003.9
　　　　 Admiral Systems　　　　　　　　　　　　　　　　　　　　　　　　 10,739       　　　　 (+ 97)    　　　　　　　　　　　　2003.9

* Our figures include 8,209 contracts consigned from Crayfish Co., Ltd. The figures for other companies were taken from company press releases, etc. 

Types of Servers Operated in the Enterprises

39.6

3.832.2

2

15.1

7.3

Hosting (rental）service

Housing service

Own facility

Others

No server

No response

・Around 40% of SMEs  that use 
the Internet rent servers. 
・Development of the SME 
customer base is important given 
the potential demand. 

Source: “Survey on status of information security measures” Ministry of Public Management, Home Affairs, Posts and Telecommunications (Sept. 2002)

36.8

3.241.5

2.1

11.4

5

WWW server Mail server

Trends in the Rental Server Industry, etc.

（％）（％）
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Dependable sales channels, such as major portal sites

Example of Supplying Server Materials through OEM
An increased opportunity for 
contracts through a 
close-knit sales network 
established by finding
customers through major 
portal sites, including 
Yahoo! and MSN, as well as 
the security of having
about 1500 distributors.

Partner Strategy in the Server Business
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Access Business

Sale of e-mail advertisements40.6％Magclick inc. 

Management of the site for real estates and 
advertising50.9％e-sumai, Inc 

Desktop advertising business （KabeGami）100.0％Kabegami.com, Inc.

Media content business100.0％GMO Magazines, Inc.

Information gathering about the Internet100.0％GMO Research Institute Inc.

Computerization support and consulting business100.0％GMO communications Inc.

82.0％Onamae.com Co., Ltd

Desk top advertising business (second browser）47.6％Ucast communications Inc. 
Equity method 

companies

O
rdinary 
profit 

and loss

Server business
（Rental server service (hosting service））81.0％GMO Hosting and Technologies, Inc.

（ formerly iSLE Inc. ）

Internet advertising 
media business

Other media businesses100.0％Magforce Co., Ltd. 

Planning and development/management of mail 
media

Opt-in mail
86.0％GMO Media and Solutions co., Ltd. 

Computerization support and consulting 
operations

Home page production and management support 
business

Domain business
（Domain registration service）

Access business
（Internet connection service）

Parent 
company

Global Media Online inc.

ＩxＰ business

C
onsolidated sales/consolidated operating profit

40.6％Payment-One, Inc. 

Name of company /equity position

Settlement business (credit card billing service）

Business descriptionBusiness segment
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Server Business: Changes in Sales and the Number of Contracts plus Future Issues.

0

200

400

600

800

1000

1200

0

500

1000

1500

2000

2500

Access 834 753 714 676 657 632 615 580

Average unit price per
month

N.A 2,048 1,945 1,856 1,823 1,774 1,740 1,664

01 4Q 02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

（million yen）

Continue to Implement the “Only One” Strategy
In the third quarter, sales decreased 14.2% and 
membership was down 4.4% from the previous year.　　　
　　　　　　　↓
Factors behind increased sales 　　
-Fall in demand for dial-up connections with the spread of   
broadband. 
-Driven by market expansion due to brand penetration and 
the spread of BB. 

Q3 Achievements
-Launched the e-access ADSL24M/1M services
-Launched the Flet’s/ADSL24M service　　　　　
-Launched a low-price service plan supporting     
BFlet’s　

Future Issues
-Differentiation through provision of full service 
for interQ MEMBERS � Implementation of the “Only 
One” Strategy　　　　　　　　　　　　　

-New customers and improved customer service 
through campaigns such as membership Flet’s
membership, replacement and introductions 
through friends
-New customers and customer retention against 
competition from other ISPs through the 
introduction of plans supporting low-priced 
ADSL and FTTH

（persons）

Sales

0

20,000

40,000

60,000

80,000

100,000

120,000

140,000

Access 121,983 122,553 121,986 121,076 119,720 118,409 117,463 115,724

01  4Q 02  1Q 02  2Q 02  3Q 02  4Q 03  1Q 03  2Q 03  3Q

Number of contracts

（yen）
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Domain Business

Sale of e-mail advertisements40.6％Magclick Inc. 

Management of the site for real estates and 
advertising50.9％e-sumai, Inc 

Desktop advertising business （KabeGami）100.0％Kabegami.com, Inc.

Media content business100.0％GMO Magazines, Inc.

Information gathering about the Internet100.0％GMO Research Institute Inc.

Computerization support and consulting business100.0％GMO communications Inc.

82.0％Onamae.com Co., Ltd

Desk top advertising business (second browser）47.6％Ucast communications inc. 
Equity method 

companies

O
rdinary 
profit 

and loss

Server business
（Rental server service (hosting service））81.0％GMO Hosting and Technologies, Inc.

（former iSLE inc. ）

Internet advertising 
media business

Other media businesses100.0％Magforce Inc. 

Planning and development/management of mail 
media

Opt-in mail
86.0％GMO Media and Solutions co., Ltd. 

Computerization support and consulting 
operations

Home page production and management support 
business

Domain business
（Domain registration service）

Access business
（Internet connection service）

Parent 
company

Global Media Online inc.

ＩxＰ businessC
onsolidated sales/consolidated operating profit

40.6％Payment-One, Inc. 

Name of company /equity position

Settlement business (credit card billing service）

Business descriptionBusiness segment
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Domain Business: Changes in sales and registrations, plus future issues.

0

100

200

300

400

0

2000

4000

6000

8000

10000

Domain 217 207 247 171 202 278 324 252

Average unit price per
month

N.A 7,108 6,240 8,582 6,569 8,778 8,343 8,766

01 4Q 02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

（million yen）

（thousand registrations）

In the third quarter, sales increased 
47.1% and the cumulative number of 
domains under management increased 
by 9.6% over the previous year.

　　　　　　↓

Factors behind increased sales　　　　　　　　
-Active demand for renewals thanks to 
detailed renewal notices provided when 
renewal was due. 　　　　　　　　　　　　
-Pull marketing was effective is generating 
strong growth in new registrations. 
-Provision and expansion of services, 
such as diverse methods of settlement

Q3 Achievements 　　　
-Cultivation of a new advertising media 
-Launch of the renewal of info-domains
Future Issues
-To generate new demand by developing sales
channels (agents, etc.) other than Pull sales
-To retain customers by generating synergy 
effects with server products.
-To launch a service for new domains 
(.cn)

Sales

220

240

260

280

300

15

20

25

30

35

40

45

50

Cumulative numbers N.A 243 254 261 277 287 284 286

Number of

registrations/updatings

28 29 39 20 30 31 39 28

(*) Cumulative registration

numbers

249 270 291 305 328 346 365 382

01 4Q 02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

Number of domain registrations

（thousand registrations）

Note: From the previous period, the number of domains is graphically represented by the cumulative number of domains managed, 
rather than cumulative registration numbers. The cumulative number of domains managed refers to the number of effective domain 
registrations.

Despite seasonal changes, sales increase 47.3% over the previous year.

Tentative 
factor caused 
by new 
registration of 
Nihongo.com

Tentative drop 
caused by seasonal 
factors

Tentative factor caused 
by elimination of 
Nihongo.com

（yen）
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0

2,000

4,000

6,000

8,000

10,000

12,000

14,000

16,000

18,000

20,000

22,000

Number of renewal 1,535 384 1,149 4,478 8,557 18,140 6,086 7,848 14,162 19,646 11,939

01 1Q 01 2Q 01 3Q 01 4Q 02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

0

5,000

10,000

15,000

20,000

25,000

30,000

35,000

New registration 34,059 31,348 16,862 23,633 20,636 21,557 13,908 22,970 17,638 19,811 16,854

01 1Q 01 2Q 01 3Q 01 4Q 02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

Changes in the Number of Renewals

Changes in the Number of New Registrations

Influence caused by start of New registrations
・Nihongo.com　10,100 cases
・Hanyo jp Domain　5,874 cases

Influence caused by start of New registrations
・Nihongo.com　2,000 cases
・Hanyo jp Domain 18,500 cases

Changes in the number of 
renewals

-Most renewals are made in 
the second quarter every year.

-Increase in cumulative 
registration leads to an 
increase in renewals.　

⇒ Showing a steady increase

Changes in the number of 
new registrations

-The number of registrations 
tends to be influenced by the 
start of a new domain service.

⇒ Showing a steady demand.

Trends in the Domain Business
（Cases)

（Cases)
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Number of jp registrations 466 488 482 493 502 516 519 537

01/4Q 02/1Q 02/2Ｑ 02/3Ｑ 02/4Ｑ 03/1Ｑ 03/2Ｑ 03/3Q

Changes in the total number of JP domain registrations (cumulative)*

* Prepared by GMO using materials released by JPRS.  

(thousand 
registrations)

No. of JP domain registrations
⇒537,541（increased by 17,888 within 3 months）
　　　　　　　

Breakdown
- Association plus region types (“co.jp” “ne.jp”) 
⇒304,886
- General purpose （“.jp”, “Japanese.jp”）
⇒232,655
＜Source: JPRS. ＞

Rankings of general purpose JP domain name 
registration service providers

No. 1　Onamae.com/ Global Media Online

No. 2　OCN/ NTT Communications

No. 3　Domain Name For Use (D4U)/Humeia
Registry

No. 12　iSLE/GMO Hosting & Technologies
＜Source: JPRS. As of November 14, 2003 ＞

Steady increase in JP domains with Onamae.com the number-one ranking domain provider.

Breakdown of domain acquisitions （According to GMO statistics）

- Corporate entities 　39%
- SOHO catalog businesses 　13%
- SOHO stores 　10%　
- Shopping arcades, cooperatives, 

associations, etc. 　9%
- Medical corporations 　3%
- Lawyers, judicial scriveners, 

politicians, etc. 　3%
- Religious entities 　3%
- Entertainers, etc. 　1%  
- Personal interest 　19% 　　　

Business users 
account for 

around 80%！

Trends in the Domain Industry
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Sale of e-mail advertisements40.6％Magclick Inc. 

Management of the site for real estates and 
advertising50.9％e-sumai, Inc 

Desktop advertising business （KabeGami）100.0％Kabegami.com, Inc.

Media content business100.0％GMO magazines, inc.

Information gathering about the Internet100.0％GMO Research Institute Inc.

Computerization support and consulting business100.0％GMO communications Inc.

82.0％Onamae.com Co., Ltd

Desk top advertising business (second browser）47.6％Ucast communications Inc. 
Equity method 

companies

O
rdinary 
profit 

and loss

Server business
（Rental server service (hosting service））81.0％GMO Hosting and Technologies, Inc.

（formerly iSLE Inc. ）

Internet advertising 
media business

Other media businesses100.0％Magforce Inc. 

Planning and development/management of mail 
media

Opt-in mail
86.0％GMO Media and Solutions Inc. 

Computerization support and consulting 
operations

Home page production and management support 
business

Domain business
（Domain registration service）

Access business
（Internet connection service）

Parent 
company

Global Media Online INC.

ＩxＰ business

C
onsolidated

sales/consolidated operating profit

40.6％Payment-One, Inc. 

Name of company /equity position

Settlement business (credit card billing service）

Business descriptionBusiness segment

Role-sharing in computerization support/consulting 
business

- For large companies … Global Media Online INC.

- For small to mid-sized companies and SOHO …

GMO communications Inc.

Computerization support and consulting operations, Home page production business.
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Homepage production and management support business & Solutions sales for enterprises - GMO

Tangible demand development
GMO sales department compiles manuals and theoretical 
approaches based on successful marketing ventures to be 
used to source large-scale customers.
→ SAIDCAS Theory

Q3 Achievements
- Sales of 102 million yen. (up by 33.0% over the 
previous year.) ・Focus on sales promotion for Web 
management service based on the SAIDCAS theory
-Focus on sales promotion for the customer plan for 
search engine optimization (SEO) service

Future Issues
-To aim to improve sales through synergy with other 
products, such as domains and servers
-To expand sales of the access log analysis tool, the Web 
Diagnosis Tool

http://www.omakaseweb.com/

Computerization Support and Consulting Business: Results and Future Issues (1)
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Marketing of solutions for SOHOs and small-mid sized enterprises – GMO Communications

PUSH marketing for SOHOs and small-mid sized 
enterprises

　　Obtain 75,000 prospective customers in computer 
support through the sales activities of OA products 
for setting up databases for prospective customers 
and a focus on building up the sales force.  The 
figure represents an increase of 13,000 from the 
figure a year ago.

Q3 Achievements
- Sales of 372 million yen (Decreased due to reduced 

number of operating days during the summer 
season)

- Compilation of a new potential customer database
- 89 sales staff→（‐5）
- 182 call-center staff
　→（up by 35 staff members/use of part-time 

employees to launch the solution appointment 
team)　　

Future Issues
-To increase the ability of the sales representatives to 

propose solutions
- To realize one-stop solutions in order increase 

customer satisfaction levels. 

http://www.kantanpack.jp/

http://www.gmo-com.jp/

Computerization Support and Consulting Business: Results and Future Issues (2)
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Internet Advertising Media Business

Sale of e-mail advertisements40.6％Magclick Inc. 

Management of the site for real estates and 
advertising50.9％e-sumai, Inc 

Desktop advertising business （KabeGami）100.0％Kabegami.com, Inc.

Media content business100.0％GMO Magazines, Inc.

Information gathering about the Internet100.0％GMO Research Institute Inc.

Computerization support and consulting business100.0％GMO communications Inc.

82.0％Onamae.com Co., Ltd

Desk top advertising business (second browser）47.6％Ucast communications Inc. 
Equity method 

companies

O
rdinary 
profit 

and loss

Server business
（Rental server service (hosting service））81.0％GMO Hosting and Technologies, Inc.

（formerly iSLE Inc. ）

Internet advertising 
media business

Other media businesses100.0％Magforce Co., Ltd. 

Planning and development/management of mail 
media

Opt-in mail
86.0％GMO Media and Solutions co., Ltd. 

Computerization support and consulting 
operations

Home page production and management support 
business

Domain business
（Domain registration service）

Access business
（Internet connection service）

Parent 
company

Global Media Online INC.

ＩxＰ businessC
onsolidated sales/consolidated operating profit

40.6％Payment-One, Inc. 

Name of company /equity position

Settlement business (credit card billing service）

Business descriptionBusiness segment

Achieved surplus 
for one month

Sales have been 
improving.
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Internet Advertising Media Business

5,822

5,908

6,153
6,428

6,714

6,725

7,298

8,352

9,651

10,016

12,054

12,118

14,181

14,388

15,868

22,744

Number of users 
(1,000 people)

20.73

21.04

21.92
22.89

23.91

23.95

25.99

29.75

34.38

35.68

42.93

43.16

50.51

51.25

56.52

81.01

Reach (%)

1214.Global Media Online
515.Google

1013.NTT-X

3016.Matsushita Electric

812. Plala Networks

1511. Amazon

2910. Asahi Net

139. KDDI

78. Sony

97. NTT Communications

66. NEC

225. Microsoft

34. MSN

43. Nifty

22. Rakuten

11. Yahoo!

Rank in page 
views

Property

Source: Nielsen/Net Ratings Home-Panel, October 2003
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Sales 832 876 921 1,014 1,203 1,108 1,136 1344

Operating profit 23 58 109 101 132 141 104 117

01 4Q 02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

（million yen）

- Sales and operating profit for FY2001 is simply the total figure for the media-related companies before the internal offset.

Quarterly sales and 
operating profit

- Sales and operating profit for FY2001 is simply the total figure for the media-related companies before the internal offset.

（million yen）

-1000

0

1000

2000

3000

4000

5000

Sales 0 0 0 1,857 4,014

Operating profit 0 0 0 -312 401

1998 1999 2000 2001 2002

Annual sales and 
operating profit

Acquisition of 
‘Info-mail’

Acquisition of 
‘Point Mail’

Segment 
change

In the third quarter, sales were up 32.6%, 
achieving a new record for quarterly sales, 
while operating profit was up 15.6% from 
the level a year ago.

　 ↓

<Factors contributing to the increase in 
sales and profit>　

-Good performance of products sold 
through mail magazines and over the Web

-Launch of the EC business

-Improved earnings at subsidiaries 
experiencing deficits

＜Q3 Achievements＞

-Fukibiki.com launched new services, 
including the character bingo service

＜Future Issues＞
　　

-To acquire members for the opt-in mail 
service
-To increase the level of sales activities
-To allow subsidiaries in deficit to move 
into the black

Internet Advertising Media Business: Changes in sales and profit, plus future issues.



31

<Conditions in Q3 2003>
While products sold through Opt-in Mail have failed to perform, the sales of products sold through other mail magazines have been excellent, 
resulting in an increase in sales and profit from the level a year ago.

Opt-in Mail

Mail 
Magazines

Wall paper

My Pop

Mail 
advertising

Desktop 
advertising

<Conditions in Q4 2003>
Focus efforts on boosting medium strength, mainly by attracting members, strengthen sales, and make unprofitable subsidiaries profitable. 　

Mail 
advertising

Desktop 
advertising

Opt-in Mail

Mail 
Magazines

Wall paper

Continued to focus on the acquisition of members.   Income and expenditure have 
continued to improve.   Started establishing relationships with advertising agencies

Excellent sales due to movement of customers away from products sold through Opt-in 
Mail, etc.

Affiliations with major sites have contributed to earnings.  Forecast to move into the black 
on a quarterly basis for the first time

Continued focus on the acquisition of members.  Income and expenditure have continued to 
improve.  Forecast to move into the black for one month from the following quarter

Focus on improved media power/membership database, centering on the acquisition of 
members

Focus on demand development with the introduction of segment-specific, rich media, and 
tie-up type products. 

Reduction in sales due to seasonal factors and reduction in the number of PC members (the 
number of network members was down by 300,000.), etc.

Launched an affiliated service with major sites, including @nifty, BIGLOBE and so-net.  
Mail magazine advertising has shown steady growth.

My Pop

The State of the Internet Advertising Media Business
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Memberships

Sales

Changes in overall membership and gross sales for the GMO Group’s Opt-In Mail Services (M@ilin, Fukubiki.com, Point Mail)

-Sales represent gross sales prior to the deduction of agency commissions. 　 -These figures represent Opt-In Mail Service products only and exclude Mail Magazines and Web-related sales figures.

0

100

200

300

400

500

0

100

200

300

400

500

600

700

800

Membership (10,000 members) 221 251 274 322 349 370 362 339

Sales (million yen) 411 477 502 516 608 698 570 505

01 4Q 02　1Ｑ 02　2Ｑ 02　3Ｑ 02　4Ｑ 03　1Ｑ 03　2Ｑ 03  3Q

Influenced by the reduction in computer network members (down by 300,000), but up by 5.7% from 
the level a year ago

Drop in sales by 11 million yen from the level a year ago due to seasonal factors and the reduction in 
network members

（million yen）(10,000 members)

Opt-In Mail Services: Changes in memberships and sales
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No. of 
Distributions

Unit 
Distribution
Price

Changes in total distributions and unit distribution price for the GMO Group’s Opt-in Mail Services 

0

20,000

40,000

60,000

80,000

100,000

120,000

0

2

4

6

8

10

12

Number of distribution
(1,000 distributions)

41,883 54,137 61,592 69,130 75,413 80,471 99,422

Unit distribution price
(yen)

11.4 9.3 8.6 9 9.3 7.1 5.1

02　1Ｑ 02　2Ｑ 02　3Ｑ 02　4Ｑ 03　1Ｑ 03　2Ｑ 03  3Q

・ These figures represent Opt-In Mail Service products only and exclude Mail Magazines and Web-related sales figures. 

An increase of 61.4% from the level a year ago owing to campaign products, such as limited products 
during the summer holiday period

Unit prices fell 40.7% due to the introduction of products with lower unit prices during 
the above campaign. 

（1,000 messages）
(yen)

Opt-In Mail Services: No. of distributions and unit price
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No. of orders 
received

Average price for 
orders received

A reduction due to the transfer of demand from products sold through the Opt-in Mail services to products 
sold through mail magazines.

Magclick, Inc.　　　　　　　　
No. of agencies Q1

Change in the total number of orders received and the average price of 
those orders for the GMO Group’s Opt-in Mail ServicesChange the no. of Magclick, Inc. clients (no. of agencies) 

0

50

100

150

200

Number of agencies 50 89 107 146 156 156 164

02 1Q 02 2Q 02 3Q 02 4Q 03 1Q 03 2Q 03 3Q

・ These figures represent Opt-In Mail Service products only and exclude Mail Magazines and 

Web-related sales figures. 

0
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1,000

1,500

2,000

2,500

0

50

100

150

200

250

300

350

400

Number of orders received 1,309 1,471 1,626 1,854 2,175 1,893 1722

Average price for orders
received (1,000 yen)

365 342 319 328 320 301 298

02　1Ｑ 02　2Ｑ 02　3Ｑ 02　4Ｑ 03　1Ｑ 03　2Ｑ 03  3Q

Almost leveled off

・The number of agencies includes all agencies dealt with at some stage during the 
quarter, even if just

(thousand yen)（No.）
（No.）

An increase of 57 agencies from the level a year ago (increase in new transactions 
with mid-range and small to medium-sized agencies)

Opt-In Mail Services: Sales conditions
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EC Business launched with the idea of maximizing value for GMO media members. 

＜Successful launch＞
The EC Business was successfully launched on schedule in 
April 2003.
＜ Future Issues ＞
To promote the establishment of the My Needs brand
（site renewal, etc.), enhancement of the product line-up. 
To promote the incubation of EC

＜ Q3 Achievements ＞
Sales: 161 million yen (3.3 times more than the level one year 
ago)

<Future targets>                                                 　　　
Sales target for the full term: 500 million yen

(1,000 yen)

0

10,000

20,000

30,000

40,000

50,000

60,000

70,000

Sales 13,506 14,042 21,198 57,921 41,911 61,531

Apr. May Jun. Jul. Aug. Sept.

Monthly change in sales for the EC business

http://uresen.myneeds.jp http://revlis.myneeds.jp

EC Business: Achievements and Issues
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Own brandsOwn brands

Implement EC through its own brands Implement EC using the existing brands of other 
companies

IT Silver 
accessories

Bestsellers Female items

Marine 
products

My Needs Shopping Network 

Incubation businessIncubation businessECEC BusinessBusiness

Other companiesOther companies’’ brandsbrands

http://www.team-message.com/

http://www.westsideshop.com

Give strong support to establishing a non-mall, independent EC 
site using existing brand strength and the media power of GMO

Shopping network consisting of selected specialty shops 
planned by GMO

Development through both its own brands and the brands of other companies using the 
media power of GMO

Contact lenses

EC Business: Sales Conditions
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【Part 3】

Results Forecasts
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0

2,000

4,000

6,000

8,000

10,000

12,000

14,000

16,000

18,000

Sales 3,703 7,982 9,174 12,313 16,100

1999 2000 2001 2002
2003

(forecast)

0

200
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800

1,000

1,200

1,400

1,600

1,800

2,000

Ordinary profit 784 1,181 167 1,011 1,850

1999 2000 2001 2002 2003(予想)

-200

0

200

400

600

800

1,000

1,200

1,400

Net profit 329 1,195 -113 207 1,030

1999 2000 2001 2002
2003

(forecast)

Sales

Ordinary profit

Net profit

207
＋＋＋＋395.5%

(＋260.8% prior to 
the revision)

1,030
(750 prior to 
the revision)

Net profit

1,011＋82.9%1,850Ordinary 
profit

12,313＋30.7%16,100　Sales

FY2002 
Full-Year 
Results

Compared to previous 
year

FY2003 Full-
Year Forecast

(million yen)(million yen)

(million yen)

Forecast for Full-Year Results for FY2003 (Consolidated)
Net profit revised upward, and dividend raised to six yen
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Future Growth Strategies
【Part 4】
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　　Changes to GMO’s profit structure and an analysis of 
corporate clients.

【Strategy 1】
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～～～～Shift to corporate customers that account for a large percentage of sales ～～～～

Corpo
rate
20%

Indivi
dual
80%

Corpo
rate
83%

Individ
ual
17%

＜ Q2 1999 ＞ ＜ Q2 2003 ＞

Note: Individual customer sales calculated as 28% of Access Business sales + Domain Business sales. 

Change in GMO Customer Base
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Micro Businesses
4,979,989 businesses (less than 10 employees)

Small Businesses (Lower)
641,952 businesses (10 or more employees)

Small Businesses (Upper)
455,896 businesses (20 or more employees)

Middle Organizations
49,660 companies (100 or more employees)

Large Organizations
3,148 companies (1000 or more employees)

※1.No. of private enterprises according to FY2001 statistics from the Ministry of 
Public Management, Home Affairs, Posts and Telecommunications, and the no. of 
corporate entities according to EC research.
*2 - Source: Estimate by the Company and a survey conducted by JPRS

No. of corporate entities

～～～～Computerization progresses from large corporations to SMEs and SOHOs ～～～～

Businesses (※1)

＝approx. 6.1 million

Corporate 
entities (※1)

＝approx. 3 million

Corporate entities with a 
domain(※2)

＝Just under 800,000（.jp＋.com）

（Acquisition of.co.jp domains: 
About 246,000 companies)

(※1)

Japanese Domestic Market (1)
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Micro Businesses
4,979,989 businesses (less than 10 employees)

Small Businesses (Lower)
641,952 businesses (10 or more employees)

Small Businesses (Upper)
455,896 businesses (20 or more employees)

Middle Organizations
49,660 companies (100 or more employees)

Large Organizations
3,148 companies (1000 or more employees)

No. of corporate entities

Outsourced 
operations
= Rental 
servers

Operation of own server

Current 
GMO 

customer 
base

～～～～Computerization progresses from large corporations to SMEs and SOHOs ～～～～

Market 
expansion

■■■■ Prerequisites for growth

1. Increase outsourcing: Subcontract out 
more operations handled in-house. 

2. Market expansion: Source more customers.

Increase 
outsourcing

Japanese Domestic Market (2)
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Growth strategy for I x P （Internet infrastructure 
related) business. 

【 Strategy 2 】
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Product 
strategy
Sales 
strategy

Offer single products Offer One-Stop Solutions

Pull/Mail-order type
(Attract customers through advertising)

Push/Home-visit type
(Sales staff recruit customers)

①

②
Diffusion Rate
(1) Internet users (54.5, 

according to the survey 
conducted by the Ministry of 
Public Management, Home 
Affairs, Posts and 
Telecommunications

(2) Those who run Websites and users 
of rental servers

Combining Push Marketing with Pull Marketing

Sales method
Conventional 

Future

Figure 1: Category of users

Opinion leaders
(small-scale users in the early period)

Innovators
(innovative users)

Early users
(numbers of users in the early period)

Followers
(numbers of users in the later period)

Source: p. 356, Chapter 7, “Innovation and Category of users” in Study on the Diffusion of Innovation, by E.M. Rogers, 1998
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Access

Server

Domain

Net advertising
e-Commerce

Security

-About 60 million people use the Internet.
(According to the Internet White Paper, 2003)

- 55.1% of people regularly shop on the Internet.
(According to the Internet White Paper,  2003)

-About 800,000 companies have acquired their own domain.
(Company estimate, 2003)

-About 78% of people feel anxious about Internet security.
(According to a survey regarding safety in the info-communications field and future technology 
conducted by the Ministry of Public Management, Home Affairs, Posts and Telecommunications

-The Internet ads account for 1.5% of domestic advertising expenses.

Most of products handled by GMO Group are currently at the stage prior to that of Early User.

Service Composition in the GMO Group

(Figure 1) Category of adopters

Opinion leaders
(small-scale users in the early period)

Innovator
(innovative users) Early user

(numbers of users in the early period) Follower
(numbers of adopters in the later period)

Lagado
(traditionalists)
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Mail advertising

Around 382,000 domain 
registrations

Used by around 
105,000 companies

116,000 users

Opt-in Mail
Around 3,700,000 users

12,000,000 users

Desktop 
advertising

.com　　　　.jp　　　　.co.jp
Domain 

acquisition

Credit Card 
Settlement

For Internet 
Solutions…　　　　 Sales 

Market Place Rental Server
Hosting

Provider 
LAN 

construction Home page 
production

Attract 
customers

Mail advertising
Desktop 

advertising

Security
Electronic certification・・・・SSL

Only one corporate entity equipped with the perfect structure for production and direct-sales in Japan

EC Business

Providing One-Stop Internet Solutions to Enterprises
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Entry to the Growing Security Market of Electronic Authentication

～Initiatives implemented by Japan Geo-Trust～

【 Strategy 3 】
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Having made a good start, Japan Geo-Trust Inc. will become the subject for 
consolidated accounting in the next term.

Since the start of its operations on May 13,  
its progress has closely followed the plan.
-The cumulative number of contracts has reached  500, and SOHOs and 
individual customers account  for about 70% of all clients.
‐Examples of corporate clients, in no particular rder : Alpine Inc.,
　J Stream Inc., Fujitsu  Limited, and Fuji Heavy Industries Ltd.

Q3 Achievements
-Launched the security program for government agencies and 
educational institutions, “Quick SSL Premium,” on September 11
-Examples of where the service has been introduced, in no
particular order : Process Technology R & D Laboratories at theUniver-
sity of Tokyo, International University, Yotsukaichi University

Future Issues
-To promote and establish the brand image
-To expand the sales channels (focused agency strategy)
-To develop new products
-To support a mobile phone service
-To acquire large-scale users
-To promote overseas business in the Asian region

0

50

100

150

200

250

300

350

400

450

500

Sales 46 217 287 360 447

May Jun. Jul. Aug. Sept.

（10,000 yen）

Sales and Issues in the Security Business

Sales
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Verisign
32%

Tawte(=Veri
sign)
22%

Self Signed
7%

Comodo
4%

Entrust.net
1%

Other
20%

Geo TrustGeo TrustGeo TrustGeo Trust
14%14%14%14%

Trends in the Electronic Authentication Market (1)
Shares in the electronic authentication 

market in the United States
(September 2003)

（According to a survey conducted by
Security Space)
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0.40.40.40.4

0.60.60.60.6

0.80.80.80.8

1111

1.21.21.21.2

1.41.41.41.4

1.61.61.61.6

1.81.81.81.8

2222

Market size 4,500 7,000 13,000 21,000 30,000

Growth rate Ｎ．Ａ 155.60% 185.70% 161.50% 142.90%

2002
2003

(forecast)
2004

(forecast)
2005

(forecast)
2006

(forecast)

Verisign accounts for 54% of the electronic
authentication market in the United States, 
while Geo Trust has a 14% share.

Security is necessary in such fields as
IP phones, IP home appliances and digital broadcasting.
Therefore, the business environment is supportive.

Change in the size of the electronic 
authentication market in Japan

(According to a survey conducted by Fuji Kimera Research Institute)

With security that has a market share in Japan at the same level
or higher,promote an environment for the Internet so that it can be
used by anybody with a sense of security.

(million yen)
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Trends in the Electronic Authentication Market (2)
Emerging electronic authentication companies, including GeoTrust, will play a 

leading role in the coming years.
Share of all domains = Global share Share of jp domains

December 1999:
Verisign acquired Sort.

January 2001:
GeoTrust entered the 
market.

Share of major 

companies

Share of emerging 

companiesMay 2003:
Japan GeoTrust 
entered the 
market.
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【 SStrategytrategy 44 】

Towards a Strengthening of the Domain 
Business

~ Internet Number~
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e.g. When you enter a 
phone number of a 
certain company, you can 
access to the website of 
such company.

Internet Number is Now a Group Company.

What is Internet Number?
The mechanism to translate complex URLs
to a simple series of numbers

Objective in acquiring the shares
・Differentiation of the domain business
⇒ Providing a corporate client who acquires a domain with an 
Internet number will enable the client to access its own Website
through by simply entering the number.This provision may 
differentiate our domain service from that of other companies.

GMO has become the leading shareholder 
of Internet Number.
Completed undertaking of common stocks in Internet Number
through the allocation of new shares to a third party on October 15.
GMO became the leading shareholder of Internet Number (69.6%).

The spread of Internet number

・10 million media usage numbers are used in the Internet number for 15 
companies and 80 magazines (actual figures for 2002).

・1100 companies and entities have already acquired Internet number.
・Internet numbers support computers as well as mobile phones compatible  
with the Internet, such as i-mode and EZweb.
・Internet number have already been issued to all of the official sites of au,
TU-KA and Vodafone (J-Phone).

Support for all of Mobile Carriers

Internet number
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Example of the Introduction of Internet Numbers (1)

When you enter 
9999 in the URL 
column …

Internet Numbers are the basic technology of the ubiquitous age



55

Example of the Introduction of Internet Numbers (2)
“Internet Number,” a basic technology in the ubiquitous age

<Example in the case of magazines>
e.g. Use over “Ju SEE”

When you enter 1414
in the URL column …

The “Ju SEE” Website
is displayed!

The Website is displayed simply
by entering numbers.
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Growth Strategy for the Internet Advertising Media 
Business

【Strategy 5】
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Concentrate on mailer and desktop advertising and avoid competition from portals like Yahoo and MSN.

Mail mediaMail media
　・ Opt-in Mail
　・ Mail magazines
　・ Mailing lists

Desktop mediaDesktop media
・ Wallpaper 　・my pop

Basic Strategy for Internet Advertising Media Division (1)
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①①①①①①①①

Advertising businessAdvertising business

EE--commerce businesscommerce business

Commission businessCommission business

FeeFee--based businessbased business

②②②②②②②②

①　Increase scale (no. of members): Further horizontal growth of consumer member assets. 

②　Foster loyal customers: Aim to maximize and stabilize per-capita value for members by expanding   

consumer-oriented businesses that generate different types of revenue.

Improve the cash flow
for each member!

Basic Strategy for Internet Advertising Media Division (2)
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Topics (Reports)
1．．．．On September 24, GMO was listed in “Japan Technology 

FAST50,” the growth rate ranking for tech. companies by 
Deloitte Touche Tohmatsu.

2．．．． In the October 27 edition of Forbes magazine in the United 
States, GMO was selected as “Best Under a Billion, 

　　　　　　　　 Forbes Global 200 Best Small Companies for 2003.”

3．．．．GMO became an issue adopted in J-STOCK as of November 4.
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Thank you.

The Internet for Everyone


