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SLIDE No.

Forward—Looking Statements

This presentation contains forward-looking statements such as forecasts of results of operations, management strategies, objectives and
plans, forecasts of operational data such as expected number of subscribers, and expected dividend payments. All forward-looking statements
that are not historical facts are based on management’s current plans, expectations, assumptions and estimates based on the information
currently available. Some of the projected numbers in this report were derived using certain assumptions that are indispensable for making
such projections in addition to historical facts. These forward-looking statements are subject to various known and unknown risks,
uncertainties and other factors that could cause our actual results to differ materially from those contained in or suggested by any
forward-looking statement. Potential risks and uncertainties include, without limitation, the following:

1. As competition in the market becomes more fierce due to changes in the business environment caused by Mobile Number Portability, new
market entrants, competition from other cellular service providers or other technologies, and other factors could limit our acquisition of new

subscribers retention of existing subscribers, or may lead to decrease in ARPU or an increase in our costs and expenses.

2. Current and new services, usage patterns, and sales schemes introduced by our corporate group may not develop as planned, which could

affect our financial condition and limit our growth.

3. The introduction or change of various laws or regulations or the application of such laws and regulations to our corporate group could restrict

our business operations, which may adversely affect our financial condition and results of operations.

4. Limitations in the amount of frequency spectrum or facilities made available to us could negatively affect our ability to maintain and improve

our service quality and level of customer satisfaction.

5. The W-CDMA technology that we use for our 3G system and/or mobile multimedia services may not be introduced by other overseas

operators, which could limit our ability to offer international services to our subscribers.

6. Our domestic and international investments, alliances and collaborations may not produce the returns or provide the opportunities we expect.

7. As electronic payment capability and many other new features are built into our cellular phones, and services of parties other than those

belonging to our corporate group are provided through our cellular handsets, potential problems resulting from malfunctions, defects or
loss of handsets, or imperfection of services provided by such other parties may arise, which could have an adverse effect on our financial
condition and results of operations.

8. Social problems that could be caused by misuse or misunderstanding of our products and services may adversely affect our credibility or

corporate image.

9. Inadequate handling of confidential business information including personal information by our corporate group, contractors and other

factors,may adversely affect our credibility or corporate image.

10. Owners of intellectual property rights that are essential for our business execution may not grant us the right to license or otherwise use
such intellectual property rights on acceptable terms or at all, which may limit our ability to offer certain technologies, products and/or
services, and we may also be held liable for damage compensation if we infringe the intellectual property rights of others.

11. Earthquakes, power shortages, malfunctioning of equipment, software bugs, computer viruses, cyber attacks, hacking, unauthorized access
and other problems could cause systems failures in the networks required for the provision of service, disrupting our ability to offer services
to our subscribers, and may adversely affect our credibility or corporate image.

12. Concerns about wireless telecommunications health risks may adversely affect our financial condition and results of operations.

13. Our parent company, Nippon Telegraph and Telephone Corporation (NTT), could exercise influence that may not be in the interests of
our other shareholders.
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No. of Cellular Subscriptions

*NTT DOCOMQO's total subscriptions: Approx. 53.7 million
(Japan’s largest mobile phone carrier)

o l FOMA (3G) subscription rate*
B No. of subscriptions (asof july. 31, 2008)

Emobile
0.67 mil (0.6%) ;

¢

M i-mode subscription rate ™

¢

%)

53.72 mil
(51.6%)

au

30.32 mil
(29.1%)

B i-mode flat-rate subscription rate™

Source: Telecommunications Carriers Association (TCA)
*: No. of FOMA (3G) subs / Total cellular (FOMA+mova) subscriptions

** No. of i-mode flat-rate service subs / Total FOMA (3G) subscriptions
***: No. of i-mode subs / Total cellular (FOMA+mova) subscriptions
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SLIDE No.

Gross Handset Sales/Market Share of Net Additions

» Successfully maintained DOCOMO’s market share in gross handset sales
at approx. 50% even after launch of Mobile Number Portability (MNP)

B Market Share of Gross Handset Sales B Market Share of Net Additions
(Estimated)
(Millions units) %)
16 I : Total handsets sold (DOCOMO + au +SOFTBANK)

100

- : Total handsets sold (DOCOMO)

FY06 full-year net Y Fyov full-year net \
adds share : 30.0% /A adds share : 12.8% /,
80 .
| = SOFTBANK
12 /\ = : DOCOMO
4 — QU
60 / \
8 | >4\/
40 '
| 26.1%

20

/
° \\

'
Launch of MNP (Oct. 2006)

0
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 20 FY2006 FY2007 FY2008
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q
FY2006 FY2007 FY2008

@ Calculated based on financial results materials of each company

@ Source: Telecommunications Carriers Association (TCA)
4 Handsets sold by TU-KA and EMOBILE are not included
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Cellular (FOMA+mova) Churn Rate

*Churn rate has declined constantly following the introduction of new business
model

M Cellular (FOMA+mova) Churn Rate

mm— : SOFTBANK

1.63 — AU
(%) 1.60 = : DOCOMO
150 ~_ 1.42
0.98
1.00 ~
0.87
| | e 0.68
050 _ 0.64 0.60 | 5 | ~—
| | | 0.51
New handset purchase method (Nov. 07)
Launcfl1 of MNP (Oct. 2006) New discount services (Aug. 07)
0.00
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q
FY2006 FY2007 FY2008

4 Based on financial results materials of each company
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SLIDE No.

Cellular (FOMA+mova) ARPU

» Growth trend of packet ARPU has been sustained

(yen)
9,000
Full-year agaregate ARPU: ¥ 6, 700 Full-year aggregate ARPU: ¥ 6,360
8,000 (Down 3.0% year—on-year) (Down 5.1% year—-on-year)

7,000 6,720 6,670 6,560 6,550

6,000

5,000
*The ARPU data for FY2006/1Q and FY2006 full-year include the impact of
incurring revenues for the portion of “Nikagetsu Kurikoshi” (two month carry
4,000 over) allowances that are projected to expire, which are estimated as follows:
@FY2006/1Q (actual): 200 yen

@FY2006/full-year (actual): 50 yen

3,000
2,000 i
1,000 :
0 ?
06/4-6(1Q) 7-9(2Q) 10-12(3Q) 07/1-3(4Q): 4-6(1Q) 7-9(2Q)  10-12(3Q) 08/1-3(4Q): 4-6(1Q)
M \oice ARPU 4,930 4,740 4,660 4,450 4,440 4,340 4,090 3,780 3,560
(Incl.) Intl services ARPU 50 50 50 60 60 70 70 80 80
M packet ARPU 1,970 1,980 2,010 2,080 2,120 2,210 2,200 2,270 2,330
(Incl.) i-mode ARPU 1,950 1,960 1,990 2,060 2,090 2,180 2,170 2,230 2,290
YOY changes in packet ARPU (%) 8.2 5.3 6.9 7.2 7.6 11.6 9.5 9.1 9.9

@ International service-related revenues, which had not been included in previous reports, have been included in the ARPU data calculations as of the fiscal year ended Mar. 31, 2006,
in view of their growing contribution to total revenues.
@ For an explanation of ARPU, please see Slide 52 of this document, “Definition and Calculation Methods of MOU and ARPU".
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Capital Expenditures

« CAPEX has been declining due to completion of FOMA'’s horizontal expansion

horizontal eannsion §ua|itz imErovement

(Billions of yen)
1,000

FOMA-related CAPEX
already peaked

750

500
FY2004 FY2005 FY2006 FY2007 FY2008 (Forecast)
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SLIDE No.

Return to Shareholders

*Returning profits to shareholders is considered one of the most important

Issues in our corporate policies

M Dividend per share

(yen/share)

6,000

Dividend payout ratio:Approx.41%
(planned)

5,000 *

4,000

3,000

2,000

1,000

FY04 FY05 FY06 FYo7 FY08 (planned)

B Total shareholder returns

[ FY2007 (actual)

(Billions of yen)
400

i Repurchase
: of shares 8;1ctua|)
{ 150.

Authorized
budget for
300

N
ree repurchase
. B EE

442.4 - Total
dividends

205.7

100

0

Free cash flow (FYO7 actual) Shareholder returns (FYO7 actual)

* Actual amount spent for repurchase of shares from Jun. 20, 2007 to Jun. 19, 2008

[ FY2008 (planned)

(Billions of yen)

400
e ity Authorized
w00 | Temporary impact of | budget for
¢ handset installment | share
‘ repurchase
.. L Paymentsysem | 1568
_Total
100 dividends

Free cash flow 205.0
80.0

Shareholder retums (FY08 plan)

Free cash flow (FYO8 forecast)
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Cellular Phone Market

B Transformation to a company attaching

B Changes in market environment ans n 1o
priority to satisfying user needs

(Million subs)

, Expansion phase
Annual subscriber

growth: 5 million

Focus on new subscriber acquisition

wo | e
Carrier-lead approach (“*Push” type)

% Technology/functionality-oriented

Annual subscriber

growth: 10 million
60 Cellular market total

Mature phase
" Mature
’ : phase Focus on existing subscribers
d Sy (loyalty building)
20
ocomo » Customer-lead approach (“Pull” type)

Expansion
phase

» Service/performance-oriented

96/3 98/3 00/3 02/3 04/3 06/3 08/3
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SLIDE No.

DOCOMO Reform (1)

Execute “New DOCOMO Commitments” to transform DOCOMO
from a customer-centric viewpoint

“New DOCOMO Commitments” ) New brand logo )

Apr. 18, 2008 July 1, 2008

[T Y]
e ..00 ®o,

We will refine our brand and strengthen ties

with our customers B:) éo MO dsc o mo

We will solicit and incorporate feedback
from customers so that we continue to
exceed their expectations

Integration of regional subsidiaries)

We will continue to innovate so that
we can earn the respect and admiration July 1, 2008
of people worldwide

Hokkaido J| Hokuriku | Chugoku

docomo

We will become an organization whose Tohoku f| Tokai | Shikoku

energetic staff is capable of overcoming
all challenges in pursuit of our corporate vision Chuo || Kansai J| Kyushu

Nationwide operations
under a single entity
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DOCOMO Reform (2)

«Carry out reform seeking proposals and comments from all levels of
the company--from top management to rank-and-file employees.

kAol ONE

-CNa ioﬁwide caravan) |’
: docomo

-*'I':,k

| "

Solicit reform ‘1 To become
MY customer’s

T¢

“Only One”

Eploye'

“~
aWarenessiSuivey
: o= 1_

Sreind oromotion
tramning

e B ——

Internal

communication

'—_h ."3 5 ll.__i- o
P ; _..r I
JBoardimember: ==
pogticamp

N W <
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SLIDE No.

Business Process Review from Customer Viewpoint

* Plan to carry out extensive review of our entire business operation,
ranging from customer treatment to network coverage

Examples of processes under review |

Front » Strengthen customer counters (expansion of DOCOMO Shops)
activities * Reinforce front-activity supporting system (establishment of Front Support Center)

* Improve handset repair acceptance procedures and handset return methods
* Revamp “DOCOMO Premier Club”
(Provide hig_]her points to Iong_;—term users, provide free battery packs, etc.)

After-sales
support

Network

» Proper and swift response to customer requests (e.g., customer visit, etc.)
coverage

» Coverage improvement focusing on areas where customers frequently use phones

improvement

eImprove ease of use
SET I *Enrich lineup of new handsets
tailored to user’s lifestyle needs

*Review of existing services

Services «Provide personalized services

« Strengthen mobile phone safety
classes and other activities

» Broader adoption of “universal
design”

 Easy-to-understand billing plans
=]l{TTaleWelETEM - Billing plans meticulously CSR
responding to customer needs

|IR.Presentation
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New Business Model

» Transition to a business model suited to a mature market by offering
“new discount services” and “new purchase methods” as a set

New Discount Services New Handset Purchase Methods

Time-binding contracts Time-binding contracts
for use of network service for use of cellular handset

NJa-3-X

PENTHE N
EREIIE
EEEEES  E




SLIDE No.

New Discount Services

* Introduced new discount packages in August 2007

!SGW ngCOUﬂt services )

With 21 2-yesr corltract™
oasic rrosinly fee: 50% OFF

from ey 1 24-hours
(Launched Aug. 2007) free voice calls

E:‘ between family members

(from April 2008)

Subscription to
“Fami-wari MAX 50" required

Note: This slide describes the principal contents of each service. For details concerning the conditions for service provision, please see DOCOMO's web site and other DOCOMO materials
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SLIDE No.

New Handset Purchase Methods

* Introduced two courses as new handset purchase options in Nov. 2007

t A Offers cheaper monthly charges in return for asking
Value Course subscribers to shoulder cost of handset

B Handset price {Value Course: concept)

*Lower distributor commissions ! -
= Higher market price © Lower “Value Course”
. : distributor : Rise in handset price
(Installment payment scheme provided) : commissions : handset price e R
= 3 Discount on
balsic rrtljonthl ¢ °
charge
B Basic monthly charge Handset price
. . unaer u
» Discounts provided to make conventional value

Basic monthl mPIan”
Sl n
c%arge 4 onthly

charge
A
Handset price Monthly charge

T : B [ ower upfront handset costs but no discounts on
Basic Course monthlypcharges

Bl Handset price

» Offers ¥15,750 discount on handset price
conditioned upon 2-year use of same handset

plans

up for rise in handset prices
(¥1,680/month lower than conventional plans®)

B Monthly charge

* No changes from conventional plans

* Offers a discount of ¥1,680/month to the basic monthly charge before applying various discount packages

IR.Presentation 17 /1 53




SLIDE No.

New Business Model

« Adoption of new business model has expanded steadily

New Discount Services)

Bl Number of subscriptions New Purchase Methods)

(Million subscribers) [7;*.‘:31]]* EIEEIRSE [17;2;1][*

35

31.00 “Value Course” selection rate*: 97%
(FY2008/1Q)

30

25

20

“Value Plan” subscribers:
Topped 10 million

(July 26, 2008)

1)2-2-2 [l R=92

07/9 07/12 08/3 = 08/6 09/3
(Forecast)

* Percentage of users who chose “Value Course” among total users who purchased a handset using new purchase method
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Successful Reduction of Churn Rate

 Churn rate decreased to 0.51% due mainly to growing acceptance of

new business models, etc.

M Cellular (FOMA+mova) Churn Rate

Full-year churn rate: 0.78%

Full-year churn rate: 0.80%

1.00
0.64%
0.50 ~
i 0,
New discount services (Aug. 07) 051/0
New handset purchase method (Nov. 07)
0.00
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q
FY2006 FY2007 FY2008
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Directions of Service Development (Growth Strategies)

« Aim to expand three key business domains (flat-rate subscription, life assistant
and int’l businesses) to have more customers use our services more

conveniently for a longer period

Flat-rate subscription

business

2 assistant busines

International business

WET-L

Game

Mussic B\idoo
Channel

Music

arEar

One-seg TV Credit

[=1=F" = E

uuuuuuuuuuuuuuu

WORLD WING

A7

EFmalud/vard

Video

(R)

Auction

Search/ads
e-wallet

FIEor-siTES~sIE
WORLD CALL

Home Area

e-novels/
e-comics

PS navigatio

Maps

[

Toru&n

9

Transform “Telecom infrastructure”
into “Lifestyle infrastructure”

Telecommunications infrastructure
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SLIDE No.

Diversification of Revenue Models

« Aim to diversify revenue models in three key business domains

business | :
e_nt/tle-up Overseas | t/alliance
(Business operation reve ains, royalty income, etc.)

Soluti enues :
(B-to-B-to-C, & ata center, etc.) Solution/c revenues

.. Revenue share/ _
cOnENIErEnlies CommissiGnievenues Int'| services revenues

(credit, advertisement; proxy: bill collection, (int'l roaming, int] dialing)
(“pake-hodai”; “i-channel”, commpdity sales; etc)

“Music/VideorChannel”, etc.)
‘ l

Usage-tsasedlailiing

(D2sichmenthlyAFEESStaiic)

Telecommunications infrastructure

IR _Presentation. 22 /53




SLIDE No.

Flat—-Rate Subscription Business (1)

* No. of “pake-hodai” subscriptions* grew to 13.4 million

“‘pake-hodai” Subscriptions )

(Million subscribers)

0

06/6 06/9 06/12 07/3 07/6 07/9 07/12 08/3 08/6

* Inclusive of “pake-hodai full” subscriptions

Principal Actions )

] Expanded HSDPA uptake

(As of Jun. 30, 2008)

> Population coverage: 98%

> User base of compatible handsets:

over 9 million

B Two-tier flat-rate plan for packet access
(Planned for launch in Oct. 2008)

“pake-hodai double”

> Applicable to i-mode access

> Starts from ¥980/month with charge
ceiling of ¥4,200/month* (tax excluded)

T
B

Grow flat-rate subscriptions
& packet usage

* The charge ceiling for users accessing via full-browser i-mode handsets will be
¥5,700/month (tax excluded)
Note: This slide describes the principal contents of each service. For details concerning
the conditions for service provision, please see DOCOMO’s web site and other
DOCOMO materials.

23 /53
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SLIDE No.

Flat—-Rate Subscription Business (2)

* Aim to further advance “mobile video” by providing a wide array of
services tailored to customer’s viewing style

; Music & Video ;

' ' Video ;
Rich lineup of Video clip uploading Video captured by

video content i-appli movie user can be easily
now available bp : : uploaded on to
on i-mode! 50MB i-motion Internet blogs and

: other sites!
(via “Home U”)

Video . .
Windows®
more

Convey emotions ‘Decome-Anime” Media Video Egablgs viiawin fof
: video developed for

Videophone PC sites
on mobile devices!

One_segment TV - .
Transfer “PocketU

o One-segment TV video to )
e Blu-ray disc Video regorded and
e e recorders can be easily ported

expressively
using video!

is bec#orpm!g the to mobile déevices!

“FOMA High-Speed” /“Home U”
Billing plans “pake-haodai”/ “pake-hodar full”
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SLIDE No.

Life Assistant Business

* DCMX subs grew to 6.44 million and no. of iD payment terminals installed reached 340,000
* User base of GPS-enabled handsets topped 15 million, and usage of location information-

related services has been growing

Credit ]
Bl DCMX membership

(Million subscribers)

6.44 mil
9 mil

As of Jun. 30, 2008:
Mar. 31, 2009 (forecast):

07/6 07/9 07/12 08/3 08/6 09/3

(Forecast)

B iD payment terminals installed
340,000 units
400,000 units

As of Jun. 30, 2008:

Mar. 31, 2009 (forecast):

B Overseas deployment of iD

To start in Guam & China  (From July 2008) (Planned)

Location Information |

B User base of GPS-enabled handsets

(Million subscribers)

15

07/6 07/9 07/12 08/3 08/6

Bl Map applications BGPS navigation

@2007 ZENRIN DataCom Ca, LTD.

© NATIVIME JAPAN
- Map: Shobunsha Publications, Inc./
Sumitomo Electric Industries, Ltd.

(2008 ZENRIN DataComn
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SLIDE No.

International Business (1)

* Aim to grow international business in three key areas

Enterprise Overseas
solutions

International
roaming

business
deployment

For overseas offices \ Mainly in Asia / Pacific

For travelers / visitors

In;g:\?iit;onal roammg Propose solutions to Investment / alliances
e Japanese enterprises
International calls Lith overseas KTFE <oomes J
e OPLoT [y Scomo (g o2
WORLD CHL. L

CON=XUS  ereferred Services through

MOBILE ALLIANCE [CalLg collaborations
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SLIDE No.

International Business (2)

* International services revenues increased 25% year-on-year

International services |

B Int’'| services revenues

(Billions of yen)
15 ——

I :Int| dialing revenues +25% 12 9

Il :/nt'l roaming revenues
+41% 10.3 ‘

FY06/1Q FY07/1Q FYo8/1Q

H No. of Int’l roaming users
(% of own-handset roamers

(Roaming service users: 1,000 subs) to total roaming users)
1,000 100

I | :Int'l roaming users (aggregate) 905i release

800 === :% of own-handset roamers to total

80

600

60
400 40
200 20

0

FY06/1Q 2Q 3Q 40 FYo7/10 20 3Q 40 FYos/1Q

Enterprise solutions |

B Establishment of DOCOMO China

Corporate marketing targeting locally based
Japanese companies

> Corporate communication solutions

> ITC consulting

Investment/Alliance )

Binvestment in TMIB (Bangladesh)planned)

> Amount to be invested:
Approx. 37 billion yen

> Aim to secure growth
opportunities in Asia/Pacific
region
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SLIDE No.

International Business (3)

Principal investees (Overseas) |

Overseas subsidiaries/offices

M Representative office: Paris, Beijing, Shanghai,

CoNXuUs Singapore, Hanoi
COR=XUS Time: Dec. 2005 Il Research labs: USA, Europe, Beijing
. S M Other subsidiaries: DOCOMO USA, DOCOMO
Hong Kong/ Amount: ¥65.6 billion , _
Time: Dec. 1999 Ownership: 10.5% KTF Europe, DOCOMO China, etc.
Amount: ¥46.2 billion mE Hutchison Telecom .
Ownership: 24.19% == Hongkong docomo
. Time: Feb. 2001
‘ FarEasTones AMOUuNt: ¥68.8 billion
— ES188 Ownership: 4.7%
’ . J
A o & e .
uam .
l - Time: Dec. 2006
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, By =
{ Time: Within FY2008 § A BUAMEELL - Amount: ¥9.4 billion
3 (planned) RENg— ‘ f “ L ﬁ.ﬁﬁl" Ownership: 100% )
' Amount: approx.¥37 hillion )

Ownership: 30% gﬁi ER

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, CON=XUS

AT SIS Time: Mar. 2006
Time: Mar. 2008 Time: Dec. 2004 O PLDT amount: ¥151.2 billion

. e Ownership: 14.1%
Amount: ¥10.2 billion Amount: ¥30.5 billion ggcomo N SMART pr 28
o Ownership: 100%  pocomo interTouch ~

Ownership: 16.5%

umobde

*As of June. 30, 2008
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"1 29] Projected Growth of Each Business Domain

Luonduosgns

—
Fﬁ’:
g
Q
>
—

Revenue

size - -
\40 billion ¥80 billion ¥100 billion

«Jeuoneualu|

*: Revenue sizes are estimated based on the number of “pake-hodai” and "i-channel” subscriptions. Projected revenue boosting effect is the cumulative effect for FY07 and 08.
**: Includes international services revenues, dividends from overseas investees and revenue contribution of overseas affiliates accounted for by equity method, etc.
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@ Network Evolution Plans (1)

* Facilitate network evolution and speed/capacity enhancements

~2006 2007 2008 2009

Transmission speed
1G 4 First in the world )
to succeed in Preparations for the future

5Gbps outdoor

transmission Su per3G
(LTE)

HSPA

DL:7.2~14.4M UL:5.7M

HSDPA

DL:3.6M UL:384K

W-CDMA

DL:384K UL:384Kx
x DL : Downlink

UL : Uplink

IP-enabled

Complete
Gl -. development of | .
\ Femto Cell BTS




SLIDE No.

Network Evolution Plans (2)

* Achieved steadfast progress in preparations for network evolution

B Super 3G (LTE) Field Trial

Succeeded in transmission at

250Mbps ©pownink+ SOMbPS (upiink

(March 2008)
( Base Station )

YRP DOCOMO R&D Center

FEATX anteﬁ
foEMINMD.(2 sectors)

e Downlink: 250Mbps
s Uplink: 50 Mbps

( Mobile Station )

B Conversion to all-IP Network

Plan to offer all services via a
common infrastructure in the future

o 0

Other
operator's
network

A\

ALL-IP networl)

?r”r'?

3G \ Super 3 “ PWLAN
PN Voice (LTE)G'" G Rt
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SLIDE No.

LTE Adoption Trends

* We believe LTE to become the world’s mainstream next-generation
mobile communications standard

(" Europe ( USA
3G gen’\tla?g%ion 3G
Vodafone (uk) | W-CDMA AT&T | W-CDMA |

Orange (France) | W-CDMA LTE Veri M |
l erizon 0 '
T-Mobile (cermany) | W-CDMA

Telefonica (spain) | W-CDMA Sprint M | Not decided

Next.
generation

LTE

Bl Timing of introduction (planned)

(" Japan
i generation 2000 | 2010 | 2011~
DOCOMO [ wcoma | ;
dOCO mO Corrl;rgveélcgzlmsgn:ttem ggg}g]y%('gr?:
SoftBank [ w-coma N LTE |
Principa| Commercial
KDDI M p carriers lDeploymem

@ Descriptions above were extracted from newspaper articles, etc.

@ Descriptions above contain items under study
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SLIDE No.

Diversification of Handset Lineup

[ Diversification of input/output devices

Qwerty keyboard Touch panel

Bluetooth

= \ = ! [P906i] =}
iaGaazans | =
- TR | [SH9061] ‘ [SH06ITV]
[BlackBerry8707h] : e D Z
[HT1100] [htcz) [P9OSITV]  £4100] ‘[HTHOO]

[ Convenient advancements for carrying a handset 24x7

Waterproof Health management Design collaboration

[F706i]

[N906iu ]

[SH706iW] [Raku Réku Phone V] [GLLDL Aol v L) [N906i]

[F801i] [F705i]
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SLIDE No.

Handset Platform

* Trend to create common & open handset platform has been accelerating
« DOCOMO participates in and contributes to all relevant organizations
(Symbian, Linux and Android)

(" Symbian OS

"~ Nokia | Symbian Foundation

DOCOMO Common & Announced

open structure June 2008

(" Linux OS

Vodafone Access Limo Foundation

PMC NEC DOCOMO

Samsung Motorola Common & Established
open structure Jan. 2007

(" Android

Google T-Mobile

Open Handset Alliance
HTC A  Qualcomm DOCOMO

Samsung Motoroia Common & Established
open structure Nov. 2007
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SLIDE No.

Operator Pack

» Software developed for DOCOMO to be bundled in a package
and provided to handset manufacturers

B Operator Pack (conceptual)

Projected effects )

Manufacturer proprietary
implementation

> Lower handset prices

Common area
(middleware) > Japanese handset manufacturers’
entry into overseas markets

(ON)

> Entry by foreign handset
manufacturers into DOCOMO’s

Change software structure 1
business

To be implemented from 2009/2H
(planned)

Global Operator
applications* ack**

1ed anbiun
-lainjoejnuey

* Global applications: et of standard applications that can be used globally
** Qperator Pack: Suite of DOCOMO-specific applications
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SLIDE No.

Service Evolution Plans

« Aim to have Cellular phones to evolve into a “life-support device”
providing “personalized” behavior assistance to each user

souoyd Jejnj@o Ag paAe|d sojoy

A

Personalizatiem™

and Cyber

world convergence <e-wallet

*Location search
Security

Life
Supporp

IT advancCegieEn

Info.
ayss

Internet access * Search engine
*Game +Filtering *Video
*One-seg TV +Music <Comics

Services closely tied to “individual” needs

Phone that will do XXX
for or on behalf of user

Services closely tied to everyday needs

Phone that can do

Cellular's added value
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SLIDE No.

Enhance handset functions through collaboration
between handset and server

System for functional enhancement (collaboration with server) )

Part of handset functions
to be carried out by server group
(data memarization/processing, etc.)

5 Ipers J(| fﬁ)

itency improvement
twork allows

Triin cligrt Priorie 09g deitel securiy servic

@
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SLIDE No.

FY2008/1Q Financial Results

[ UsGAAP ||

- _ 2009/3 Progress to
0w [T CUUEC | coe  EEECER

OF’(eriﬁtig‘r?S%‘ivyee”n‘;es 1,1829  1,170.2 -1.1% 4,768.0 24.5%

Ce””g”fg::j;;*z;j“”es 1,032.7 936.4 -9.3% 3,605.0 26.0%

Oper.at.ing Expenses 979.0 873.8 -10.7% 3,938.0 22.2%
(Billions of yen)

O(gflflf‘;':gci?;g[]‘;e 203.9 296.5 +45.4% 830.0 35.7%

T o o e e 205.5 288.4|  +40.4% 835.0 34.5%

(B;T'lfé;gcgff‘;een) 122.8 1735|  +41.3% 503.0 34.5%

Ty 32.7 40.1|  +7.4poins 34.1 :

A ot ant 1o 49.2 -105.6 : 80.0 -

@ Consolidated financial statements in this document are unaudited.
* For an explanation of the calculation processes for these numbers, please see the reconciliations to the most directly comparable financial measures
calculated and presented in accordance with GAAP on Slide 53 and the IR page of our website, www.nttdocomo.co.jp.
**Adjusted free cash flow excludes the effects of uncollected revenues due to bank holidays at the end of the fiscal year and changes in investment for
cash management purposes with original maturities of longer than three months.
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SLIDE No.

Operating Revenues

US GAAP ||

(Billions of yen)

6,000
4,768.0 5,000
4,000
3,000
-1.1%
2,000
11820 W 11702
1,000
0
(Billions of yen) 2007/4-6(1Q) 2008/4-6(1Q) 2009/3 (Full year forecast)
M Equipment sales revenues 120.6 192.8 965.0
I1 Other revenues 25.8 41.1 198.0
1 PHS revenues 3.8 - -
1 Cellular services revenues (voice, packet) 1,032.7 936.4 3,605.0

@ “International services revenues” are included in “Cellular services revenues (voice, packet)”.
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SLIDE No.

Operating Expenses Cuscarr )

(Billions of yen)

5,000
! . 4,000
3,000
-10.7% 2,000
979.0
I I 873.8 1,000
(Billions of yen) 2007/4-6(1Q) 2008/4-6(1Q) 2009/3(Full year forecast)
I Personnel expenses 62.8 63.2 250.0
M Taxes and public duties 9.8 9.7 40.0
M Depreciation and amortization 177.1 168.5 751.0
Il Loss on disposal of property, plant and 7.6 6.0 63.0
equipment and intangible assets
I Communication network charges 88.1 82.3 327.0
1 Non-personnel expenses 633.5 544.0 2,507.0
(Incl.) Revenue-linked expenses* 456.5 354.7 1,640.0
(Incl.) Other non-personnel expenses 177.0 189.3 867.0

* Revenue-linked expenses: Cost of equipment sold + distributor commissions + cost of DOCOMO Point service
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SLIDE No.

Capital Expenditures

(Billions of yen)

719.0
+8.3%

(Billions of yen) 2007/4-6(1Q) 2008/4-6(1Q) 2009/3 (Full year forecast)
1 Other (information systems, etc.) 24.9 25.2 153.0

B PHS business 0.1 0.0 0.0

1 Mobile phone business (FOMA) 106.9 115.6 472.0

11 Mobile phone business (mova) 2.7 2.6 8.0

1 Mobile phone business (Other) 16.7 20.3 86.0

1,000
900
800
700
600
500
400
300
200
100

0

45 / 53



SLIDE No.

Cellular (FOMA+mova) MOU

 MOU for FY2008/1Q was 137 minutes (down 2.1% year-on-year)

(minutes) (%)
200 25

(Down 4.2% year-on-year )

VU Full-year MOU: 144 minutes Full-year MOU: 138 minutes
(Down 3.4% year-on-year) L

160

140

120

100

80

60

40

20

06/4-6(1Q) 7-9(2Q) 10-12(3Q)  07/1-3(4Q)  07/4-6(1Q) 7-9(2Q) 10-12(3Q)  08/1-3(4Q)  08/4-6(1Q)

e M OU(Left axis) 145 146 146 139 140 140 139 135 137

Year-on-year changes in MOU (Right axis) -2.7 -39 -33 -48 -34 -4.1 -48 -29 21
4 For an explanation of MOU, please see Slide 52 of this document, “Definition and Calculation Methods of MOU and ARPU”.
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SLIDE No.

Subscriber Migration to FOMA

* FOMA subscribers grew to 45.2 million (84.3% of DOCOMOQ's total subs)
» Stop accepting new mova subscribers on Nov. 30, 2008 (planned)

(Million subs.)

60 Numbers in parentheses indicate the percentage of FOMA subscriptions to total cellular subscriptions

54.47
52.85

mova

50
49.52
(90.9%)
40
(84.3%)
37.85
30 (71.6%)
P 26.22

(50.7%)

0 fazm

06/6 06/9 06/12 07/3 07/6 07/9 07/12 08/3 08/6 09/3(Forecast)

@ Inclusive of Communication Module Service subscribers
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SLIDE No.

Growth of Packet Traffic

* Increased video content usage contributed to growth of flat-rate
subscriptions and packet ARPU

Growth of data traffic (FOMA))

€]zt I=(eR : Still image data
: Video data
: Other

(Stillimage and video data are partly included)

i-motion

GIF+JPEG

05/9 05/12 06/3 06/6 06/9 06/12 07/3 07/6 07/9 07/12 08/3 08/6
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SLIDE No.

Credit Business

r Domains of DOCOMO’s Credit BUSINESS = TIrrrrriI I It e e e .

Roles Services provided by DOCOMO

fi | * A new credit brand ﬁ
*Define rules 3 I )| established by Docomo
*Provide a platform « Provides an open payment platforn

. * Credit lines from ¥200,000/month

* C_:red't card DCMX]| ¢ Int’l brand cards are also issued
ISssuance * Revolving payment/cashing

DCMDC

» Easy-to-use mobile credit service

. %im%le application directly from
andset

DC.M.X * Billed together with monthly

mini phone bills

* Instant credit line up to ¥10,000/

.
s NN R R AN NN AN NN NN NN EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE

month DCMDC MiN:.
Aceuirer * Merchant * Merchants to be acquired by L
, ) . business partners (e.g., Sumitomo Mitsui
ousiness acquisition Card, etc.)
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SLIDE No.

Mobile Credit Payment: Business Model

Relation of players

il il i -

_ Card
issuance

Money flow (image):
Ex.: When user spends ¥10,000 shopping

Total revenue§|

¥160 |_gw'| ¥150
=R
T =H
(2]
23
¥
o
So ¥10
33 ‘
> ¥20
&
=]
¥250 »| ¥80
o3
35
oS
£z
¥10,000 |—=2.5%, ¥9,750
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SLIDE No.

| 51 Reduction of Network Costs

"o hetwor”
Use of compact base stations Reduce circuit costs

ALL-IP network

*Use of generic equipment

*Integration and capacit
enhancement of networ
equipment

(Today) (Future)
Transform
1P H%%csi;r];%rs i%%ket circuit-switched

connections to IP
ALL-IP

ATM 1P

Enrich lineup of
compact base stations

*Use different base
station equipment
depending on cell size

(Base station equipment lineup)

Standard type

Small/mid-size type

100pINO

Optical fiber-extended BS

Standard type

Small/mid-size type

Integrated/small-size type

1oopu|

FOMA booster

— — b e e e e

Femto cell BTS*

Convert leased circuits

into own transmission lines
Optimization by circuit type

{Circuit cost per base station})

Down 25%
Down 40%

.

FY2007

FY2008
(forecast)

FY2006

*BTS:Base Transceiver Station
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SLIDE No.

Definition and Calculation Methods of MOU and ARPU

€ MOU (Minutes of usage): Average communication time per one month per one user.
€@ ARPU (Average monthly Revenue Per Unit):
Average monthly revenue per unit, or ARPU, is used to measure average monthly operating revenues attributable to designated services on a per
subscription basis. ARPU is calculated by dividing various revenue items included in our wireless services revenues, such as monthly charges, voice
transmission charges and packet transmission charges, from designated services which are incurred consistently each month, by the number of active
subscriptions to the relevant services. Accordingly, the calculation of ARPU excludes revenues that are not representative of monthly average usage such
as activation fees. We believe that our ARPU figures provide useful information to analyze the average usage per subscription and the impacts of
changes in our billing arrangements. The revenue items included in the numerators of our ARPU figures are based on our U.S. GAAP results of operations.
@ Aggregate ARPU (FOMA+mova): Voice ARPU (FOMA+mova) + Packet ARPU (FOMA+mova)
< Voice ARPU (FOMA+mova): Voice ARPU (FOMA+mova) Related Revenues (monthly charges, voice transmission charges) /
No. of active cellular phone subscriptions (FOMA+mova)
< Packet ARPU (FOMA+mova): {Packet ARPU (FOMA) Related Revenues (monthly charges, packet transmission charges) +
i-mode ARPU (mova) Related Revenues (monthly charges, packet transmission charges)} /
No. of active cellular phone subscriptions (FOMA+mova)
< i-mode ARPU (FOMA+mova): i-mode ARPU (FOMA+mova) Related Revenues (monthly charges, packet transmission charges) /
No. of active cellular phone subscriptions (FOMA+mova)
@ Aggregate ARPU (FOMA): Voice ARPU (FOMA) + Packet ARPU (FOMA)
< Voice ARPU (FOMA): Voice ARPU (FOMA) Related Revenues (monthly charges, voice transmission charges) / No. of active
cellular phone subscriptions (FOMA)
< Packet ARPU (FOMA): Packet ARPU (FOMA) Related Revenues (monthly charges, packet transmission charges) / No. of active
cellular phone subscriptions (FOMA)
< i-mode ARPU (FOMA): i-mode ARPU (FOMA) Related Revenues (monthly charges, packet transmission charges) / No. of active
cellular phone subscriptions (FOMA)
@ Aggregate ARPU (mova): Voice ARPU (mova) + i-mode ARPU (mova)
<> Voice ARPU (mova): Voice ARPU (mova) Related Revenues (monthly charges, voice transmission charges) / No. of active
cellular phone subscriptions (mova)
< i-mode ARPU (mova): i-mode ARPU (mova) Related Revenues (monthly charges, packet transmission charges) / No. of active
cellular phone subscriptions (mova)
@ Number of active subscriptions used in ARPU and MOU calculations are as follows:
< Quarterly data: sum of “No. of active subscriptions in each month™ of the current quarter
< Half-year data: sum of “No. of active subscriptions in each month™* of the current half
< Full-year data: sum of “No. of active subscriptions in each month™* of the current fiscal year
*“No. of active subscriptions in each month™: (No. of subs at end of previous month + No. of subs at end of current month)/2
X The revenues and no. of subscriptions of Communication Module Service are not included in the above calculation of ARPU and MOU.
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SLIDE No.

Reconciliation of the Disclosed Non—-GAAP Financial Measures to
the Most Directly Comparable GAAP Financial Measures

1. EBITDA and EBITDA margin Billions of yen
Three months ended  Three months ended
June 30, 2008 June 30, 2007

a. EBITDA ¥ 469.7 ¥ 386.6
Depreciation and amortization (168.5) (177.2)
Losses on sale or disposal of property, plant and equipment 4.7) (5.7)
Operating income 296.5 203.9
Other income (expense) (8.1) 1.6
Income taxes (118.0) (82.6)
Equity in net income (losses) of affiliates 3.1 (0.1)
Minority interests in consolidated subsidiaries (0.0) (0.0)
b. Net income 173.5 122.8
c. Total operating revenues 1,170.2 1,182.9

EBITDA margin (=a/c) 40.1% 32.7%

Net income margin (=b/c) 14.8% 10.4%

Note: EBITDA and EBITDA margin, as we use them, are different from EBITDA as used in Item 10(e) of regulation S-K and may not be comparable to
similarly titled measures used by other companies.

2. Free cash flows excluding irregular factors and changes in investments for cash management purpose
Billions of yen

Three months ended  Three months ended

June 30, 2008 June 30, 2007

Free cash flows excluding irregular factors and changes in investments

for cash management purpose ¥ (1105.6) ¥ 49.2
Irregular factors (1) - (4.0)
Changes of investments for cash management purpose (2) 50.4 97.7
Free cash flows (55.2) 142.9
Net cash used in investing activities (190.4) (157.8)
Net cash provided by operating activities 135.3 300.7

Note: (1) Irregular factors represent the effects of uncollected revenues due to a bank closure at the end of the fiscal period.
Irregular factors during the three months ended June 30, 2007 was net effects of bank closures as of March 31, 2007 and June 30, 2007.

(2)Changes in investments for cash management purpose were derived from purchases, redemption at maturity and disposals of financial instruments
held for cash management purpose with original maturities of longer than three months.

IR.Presentation

53 /53



docomo

Names of companies, products, etc., contained in this document are the trademarks or registered trademarks of their respective organizations




	Cover
	Forward-Looking Statements
	Business Overview
	No. of Cellular Subscriptions
	Gross Handset Sales/Market Share of Net Additions
	Cellular (FOMA+mova) Churn Rate
	Cellular (FOMA+mova) ARPU
	Capital Expenditures
	Return to Shareholders

	DOCOMO Reform
	Cellular Phone Market
	DOCOMO Reform (1)
	DOCOMO Reform (2)
	Business Process Review from Customre Viewpoint

	New Business Model
	New Business Model
	New Discount Services
	New Handset Purchase Methods
	New Business Model
	Successful Reduction of Churn Rate

	Growth Strategies
	Directions of Service Development (Growth Strategies)
	Diversification of Revenue Models
	Flat-Rate Subscription Business (1)
	Flat-Rate Subscription Business (2)
	Life Assistant Business
	International Business (1)
	International Business (2)
	International Business (3)
	Projected Growth of Each Business Domain

	Network Evolution Plans
	Network Evolution Plans (1)
	Network Evolution Plans (2)
	LTE Adoption Trends

	Handset Evolution Plans
	Diversification of Handset Lineup
	Handset Platform
	Operator Pack
	Service Evolution Plans
	Enhance handset functions through collaboration between handset and server

	Back Cover
	Appendices
	FY2008/1Q Financial Results
	Operating Revenues
	Operating Expences
	Capital Expenditures
	Cellular (FOMA+mova) MOU
	Subscriber Migration to FOMA
	Growth of Packet Traffic
	Credit Business
	Mobile Credit Payment: Business Model
	Reduction of Network Costs
	Definition and Calculation Methods of MOU and ARPU
	Reconciliation of the Disclosed Non-GAAP Financial Measures to  the Most Directly Comparable GAAP Financial Measures

	Back Cover

