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1.1.1.1. Net AdditionsNet AdditionsMobile Business
/ “au”
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<50.4%>
<22.5%>

<65.8%>
<24.7%>

of TU-KA migrants to “au”
keeping same numbers

*The line chart excludes the 
effect of TU-KA migration

in the net-adds share.

Net Adds share
Net Adds

（’000subs）（Market share）

full-year/FY2005.3 full-year/FY2006.3

Total subs
Net Adds

Share of :
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1.49%

1.26% 1.21%
1.11%

1.23%
1.37%

1.51%
1.40%

0.0%

0.5%

1.0%

1.5%

2.0%

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

11..22. . Churn RateChurn Rate

<1.44%>

Improved
0.24 points yoy

<1.20%> <1.39%>

FY2005.3 FY2006.3 FY2007.3(E)

Full-year

Mobile Business
/ “au”

Note: Churn rate is calculated for ordinary handsets which exclude module-type terminals.
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1.31.3. . Sales CommissionsSales CommissionsMobile Business
/ “au”

30,000

35,000

40,000

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
0

*New purchases
&  upgrade models

Average commissions /unit*
（yen）

FY2005.3 FY2006.3

（Billions of yen）

（yen）

（’000 units）

FY2005.3 FY2006.3 FY2007.3(E)
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

94.0 114.0 112.0 124.0 102.0 119.0 119.0 152.0

37,000 39,000 39,000 38,000 38,000 37,000 35,000 38,000

2,550 2,930 2,870 3,230 2,700 3,220 3,370 3,960 13,250 14,920

492.0 551.0

37,000 37,000

Sales commissions

Average commissions/unit 

Number of units sold

444.0

11,590

38,000
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1,720 1,730 1,720 1,780 1,810 1,890
4,400 3,920 3,600 3,520 3,490 3,460 3,460 3,470

5,540 5,570 5,470 5,180 5,300 5,200 4,880 4,650

7,150 7,270 6,970 6,640 6,480 6,530 6,220 5,840

1,890 1,9301,960

5,240

169 171 167
158 159 159

151
163

70

90

110

130

150

170

190

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
0
2,000
4,000
6,000
8,000
10,000
12,000
14,000

1.41.4. Trend of . Trend of ARPUARPU

yoy change                                    
total            ▲¥130 （▲1.8%）

of Voice  ▲¥280 （▲5.2%）
of Data    ＋ ¥150 （＋8.6%）

11,550

7,260 6,9607,300 7,190

11,190
10,570

< ¥ 7,170 >
< ¥ 5,430 >
< ¥1,740 >

10,160

6,580
7,050

9,970

7,190

9,990

7,090
(▲460)

(▲500)

(+40)

9,680

Total ARPU WIN ARPU

< ¥7,040 >
< ¥5,150 >
< ¥1,890 >

6,840

9,310
MoU

FY2005.3 FY2006.3FY2005.3FY2006.3

Total

Voice

Data

FY2007.3
full-year F

（yen）（mins.）

Full-year total ARPU
of Voice 
of  Data

Mobile Business
/ “au”
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22. Update on . Update on WINWIN
■ Expanded flat-rate plan to even wider customer base through 

Double Teigaku (Light), resulting increased data ARPU among users.

42% 58%

4,319
5,550

6,750

3,252

8,280

14,330
77%

83% 82% 81% 81%

0%

20%

40%

60%

80%

100%

3/'05 6/'05 9/'05 12/'05 3/'06 3/'07
0

4,000

8,000

12,000

16,000

20,000

▲ 2,500

▲ 2,000

▲ 1,500

▲ 1,000

▲ 500

0

500

1,000

1,500

12/'03 4/'04 8/'04 12/'04 4/'05 8/'05 12/'05

Growth of WIN Subs

17% 36% 55%WIN／au
sub ratio

(E)

Breakdown of WIN Subs

Changes of ARPU : 1X →WIN

Changed to 
Double Teigaku

(yen)

Flat-rate
take-up ratio

Total subs
（‘000 subs）

Note: Percentage of the simple total of subs who sign up in 4Q/FY06.3.

New subscriptionUpgrades

Note: Comparison of pre- and post-switch monthly ARPU 
for the month when users switched to WIN.

Mobile Business
/ “au”
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3.3. Boost AllBoost All--Round Product AttractivenessRound Product Attractiveness(2)(2)Mobile Business
/ “au”

■ Promote differentiation by leveraging competitive advantage in infrastructure
to boost all-round product attractiveness in terms of handset, charges and content.

*  PCSV：PC site viewer

cdmaOne CDMA2000
1x

1xEV-DO
（Rev.0）

1xEV-DO
Rev.A

Evolution

au LISTEN MOBILE SERVICE

Handsets Content &ApplicationsCharges

PCSV flat-rate

“Light”
Double Teigaku (two-tiered flat rate)

Chaku Uta Full

Safe NavigationPassenger-seat Navigation

TV

Infrastructure

CY2002 CY2003CY1998 To be Launched in CY2006

MY PLAN SUPPORT 

http://www.au.kddi.com/ezweb/service/anshin/index.html
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3. Boost All3. Boost All--Round Product Attractiveness (2)Round Product Attractiveness (2)
■Boost all-round product attractiveness in spring selling season 

via 7 new WIN spring models, MY Discount Plan and LISMO. 

Music Content7 WIN Spring Models

LISMO: Link with PCs

No. of  total downloads:approx.4.7million

No. of downloads per active user

-W41T (HDD-enabled)           : 4.9DL
-Ave. LISMO-capable models: 3.8DL

- Ave. Chaku-uta Full® models:2.9DL

Chaku-Uta Full®

Individuals Given 
Family Discount Rate  

harmonization

About 20% of 
LISMO-capable 
handset-users 

installed special 
software in PCs

(Note) No. of subs downloaded
and updated latest software 
from the website during   
March 17 – 31, 2006.

(Note) Results for March 2006.

(with two-year contract)

* downloads of free-content included.

* only downloads of paid content included.

Mobile Business
/ “au”
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44. Boost Sales from Content/Media Biz. (. Boost Sales from Content/Media Biz. (11))

（Billions of yen）

0.0

5.0

10.0

15.0

20.0

25.0

30.0

FY2005.3 FY2006.3 FY2007.3(E)

Collaborative content
EC
Advertising
Content-fee collection

56% 50% 40%

9%

25%

24%

26%
18%

17%
19%

24.0

17.5

11.3

16%

Keep growing by 1.5 times yoy

■ Steady growth in sales of Content/Media Business, reaching ¥17.5B in FY2006.3.

Sales of Content/Media Biz

Mobile Business
/ “au”

■ Shift from focus on content-fee collection and aim for growth in new areas 
including advertising businesses, EC(e-commerce), and collaborative content.

& others
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Mobile Business
/ “au” 44. Boost Sales from Content/Media Biz. (2). Boost Sales from Content/Media Biz. (2)
■ Introduction of flat-rate plan have stimulated a desire to download rich content 

(high quality, high capacity) and need for information browsing along with 
growing number of free sites.

Stimulate demand

Attractive portable setup

Actively utilize 
PCSV

Strengthen 
DL content

Charge for 
valuable 
content

Free
information -

always, anywhere

Permeate flat-rate plan Innovate infrastructure

Content DL needs Information browsing needs
(Free information. via internet)

Expand 
content sales

Improve 
data ARPU

Increase 
ad revenue

■ Improve business model and maximize sales by developing measures to 
address changing customer needs. 

* DL: download
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55. . MMeasureseasures to Reduce Handset Coststo Reduce Handset CostsMobile Business
/ “au”

0% 50% 100%

FY2005.3

FY2006.3

FY2007.3(E) 1XWIN

'03冬モデル

'06春モデル

■ Reduce WIN handset costs through KCP (KDDI Common Platform) etc. 

■ Average “au” handset procurement costs/unit is expected to be below previous
year’s result despite enhancing lineup, adding functions and increasing the sales
ratio of WIN handsets. 

WIN handset cost reduction WIN:1X - ratio of handset sales

- Increase ratio of WIN handsets- Reduce development costs via KCP
•Max. 3 mega-pixel camera
•Standard equipped with LISMO / 

Chaku-uta Full
•Some models with HDD / PCSV /
FeliCa / One Seg functionality

Enhance 
functions

'06 spring
models

'03 winter
models

(first in series)

Material 
costs

•0.3 mega-pixel camera
•Chaku Uta

Devt.costs
& others

Handset 
procurement cost




