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n FY2012 Results Highlights




FY2012 Full-Year Results Highlights e

B Recorded an increase in operating revenues, but a decrease
In operating income over the previous fiscal year
B Significantly expanded smartphone and Xi LTE user base

Operating revenues: ¥4,470.1 billion (Up 5.4% year-on-year)
Operating income : ¥ 837.2 billion (Down 4.3% year-on-year)
Net income : ¥ 495.6 billion (Up 6.8% year-on-year)

[ Results Highlights ]

> Packet revenues™: ¥1,893.9 billion (Up 6.1% year-on-year)

> Total handsets sold: 23.55 million units (Up 6.6% year-on-year)

> No. of smartphones sold: 13.29 million units (Up 50.7% year-on-year)

> Xi LTE subscriptions: 11.57 million (Up 5.2-fold compared to the
number as of Mar. 31, 2012)

@ Consolidated financial statements in this document are unaudited
*1: Net income attributable to NTT DOCOMO, INC. *2: Definition of items comprising the packet revenues was changed beginning with this financial results presentation. 2
For details, please see “Reclasification of P/L items” in this document.



FY2012 Selected Financial Results

GAAP

FY2011 FY2012 Changes
(Billions of yen) Full year (1) Full year (2) (1) = (2)

Operating revenues 4,240.0 4,470.1| +230.1
Operating expenses 3,365.5 3,632.9, +267.4

Operating income 874.5 837.2 -37.3

Net income attributable to NTT
DOCOMO, INC.

EBITDA margin (%)™t 37.3 35.1 -2.2

463.9 495.6 +31.7

Capital expenditures 726.8 753.7 +26.8

Adjusted free cash flow™1™ 503.5 225.6 -277.9

*1: For an explanation of the calculation processes of these numbers, please see the reconciliations to the most directly comparable financial measures calculated and presented in
accordance with U.S. GAAP and the IR page of our website, www.nttdocomo.co.jp

*2: Adjusted free cash flow excludes the effects of uncollected revenues caused by bank holidays at the end of the fiscal term or the of transfer of recievables of telephone charges 3
to NTT FINANCE CORPORARION. and chanaes in investments for cash manaaement purposes with oriainal maturities of lonaer than three months.
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Key Factors Behind YOY Changes

N OEerating Income ,
u.S.

Increase in equipment sales GAAP

revenues:
Up ¥259.2 billion

Increase in ...
mobile services Increase in | |

revenues™*3: equipment sales

Up ¥40.0 billion Increase in expenses*2: Increase in
1 | | 1 D other operating Upp¥95_6 bilion  depreciation/
¥8745 bl 1on | | revenues™3: ?mortlzaéltlon, |
............ Up ¥128.9 billion o0ss on disposal illi
St of property, plant, | | ¥ 837.2 billion
equipment & Increase in

intangible assets: other ex .
as penses:
Up¥39.4 billion  5'¥13274 billion

Impact of “Monthly
Support” discounts:
Down ¥198.0 billion

Operating revenues: Operating expenses:
Up ¥230.1 billion / Up ¥267.4 billion

FY2011 FY2012

*1: Excluding impact of “Monthly Support” discounts ~ *2: Sum of cost of equipment sold and commissions to agent resellers
*3: Definitions of some operating revenues items were changed beginning with this financial results presentation. For details, please see “Reclassification of P/L Iltems” in this document.



Net Adds Acquisition

Struggled with the acquisition of net adds due to increased
MNP outflows, despite brisk new handset sales

2.50

2.00

1.50

1.00

0.50

(Million subs)
2.21
1.60
1Q 2Q 3Q 4Q

New handset sales

FY2011 actual

(Thousand subs)

548

391

266
201

1Q 2Q 3Q 4Q
Net additions

FY2012 actual



S

martphone Sales & User Base

No. of smartphone users almost doubled in 1 year

(Million units)

(Million subs)

13.29 Approx
. 18.7
Up 51%6
8.82 ‘
Approx.
10.0
FY2011 FY2012 Mar. 31, 2012 Mar. 31, 2013

No. of smartphones sold

No. of smartphone users



X1 LTE Subscriptions/Packet Revenues

e Xi LTE subs topped 12 million (Apr. 20, 2013)
» Packet revenues grew by ¥109.3 billion year-on-year

(Million subs) 0 (Billions of yen)
Up 620 1 g893.9
11.57 1,784.6
Up
5.2-fold
2.22
Mar. 31, 2012 Mar. 31, 2013 FY2011 FY2012
Xi LTE subscriptions Packet revenues ™

% Definition of items comprising the packet revenues was changed beginning with this financial results presentation. For details, please see “Reclassification of P/L items” in this document. 7



“dmarket”/Smart ARPU

«“dmarket” portal expanding at a favorable pace
« Smart ARPU (FY12/4Q): Up ¥100 year-on-year

(Billions of yen)
“dvideo” (FY12 track record)
No. of subs: 4.13 million
Revenues: ¥18.5 billion Approx. 23.0

Up
11.5-fold

Approx. 2.0

FY2011 FY2012

“dmarket” revenues

(Yen)

460
‘ 420
390 Up 28%
370 year-on-year
360
FY11/4Q FY12/1Q 2Q 3Q 4Q
Smart ARPU
YOY changes: +20 +40 +60 +100

8



FY2012: Summary

€ Established a solid user base of smartphones
toward the future as a result of successful
Implementation of various sales promotions

€ Enriched “dmarket” store lineup, and
steadily increased new business revenues

& Faced an uphill battle in reducing MNP port-outs
and securing net adds

€ Achieved revised operating income target
(¥820 billion) through cost control including
sales expenses



ﬂ FY2013 Prospects and Principal Actions

10



FY2013 Forecasts

(Billions of yen)

FY2012
Full year (1)

FY2013
Full-year

forecast (2)

Operating revenues

Operating expenses

Operating income

Net income attributable to
NTT DOCOMO, INC.

EBITDA margin (%)™!
Capital expenditures

Adjusted free cash flow™1*2

4,470.1
3,632.9
837.2

495.6

35.1
733.7
225.6

4,640.0

3,800.0
840.0

510.0

34.2
700.0
400.0

U.S.
GAAP

Changes
(1) = @)

+169.9

+167.1

+2.8

-14.4

-0.9
-53.7
+174.4

*1: For an explanation of the calculation processes of these numbers, please see the reconciliations to the most directly comparable financial measures calculated and presented in

accordance with U.S. GAAP and the IR page of our website, www.nttdocomo.co.jp

*2: Adjusted free cash flow excludes the effects of uncollected revenues caused by bank holidays at the end of the fiscal term or the of transfer of recievables of telephone charges

to NTT FINANCE CORPORARION, and changes in investments for cash management purposes with original maturities of longer than three months.

11
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FY2013 Operating Income
Forecast (Breakdown) ,

GAAP

Increase in mobile*l*2
Services revenues :

Up ¥80.0 billion
Improved profitability
of equipment sales-  New business
related business revenues:

(excluding effects of - ey
structural reformy: U ¥10.0 billion ¥840 billion

Up ¥120.0 billion | |

¥837.2 billion O

Decrease in expenses
due to structural reform :
Down ¥110.0 billion

Increase in expenses
associated with
stepped up Xi LTE roll-
— _— - Out:

Impact of “Monthly Up ¥60.0 billion
Support” discounts:

Down ¥260.0 billion

FY2013 (forecast)

12

FY2012

*1: Excluding impact of “Monthly Support” discounts
*2: Definitions of some operating revenues items were changed beginning with this financial results presentation. For details, please see “Reclassification of P/L Items” in this document.



FY2013 Capital Expenditures
Forecast (Breakdown)

FY2013 CAPEX projected to decrease to ¥700-billion level,
as a result of more efficient utilization of CAPEX in spite of

stepped up Xi LTE investments

Increase in
Xi LTE-related
investments:

¥753.7 billion Up a0 biion
‘ \ ............... ¥700.0 billion

Decrease in investments |—| ..............

for dispersion of key Other efficiency
facilities and network improvement
infrastructure measures:
advancement: Down ¥14.0 billion

Down ¥50.0 billion

Decrease in
FOMA-related
investments:

Down ¥130.0 billion

FY2012 FY2013 (forecast)

13



FY2013 Operational Indicators (Forecast)

FY2013

i SRR o
Net additions (uition subs) 1.41 1.85 +0.44
Total handsets sold ition units) 23.55 24.50 +0.95
Smartphones sold ition units) 13.29 16.00 +2.71
Xi LTE subs wiion subs) 11.57 25.00 +13.43
Packet Revenues ilions of yen) 1,893.9 1,956.0 +62.1
Smart ARPU (en) 420 510 +90

14



FY2013 Business Management Policies

e

“Become a Smart Life Partner”

Safety/Security

Mobile business

)N basic elements
her expand user base

* Enrich cloud-based services
« Expand new revenue sources

= =

Devices B kaz zz—t7x> || Network EIZUZINED. @AM Services TN
B el L pe e e ey ":Ea?gh

Clearly present
recommended models

Thorough quality Introduction of
enhancement of “Service Pack” &
Xi LTE service enrichment of “dmarket”

Reinforcement of management foundation through structural reform

15



Easy to Understand & Choose Devices

 Steadily regained product competitiveness
 Make thorough efforts to improve product strength and appeal
even further

Sold approx. 600,000 units Sold approx. 630,000 units
in 5 months after release in 2.5 months after release
Reinforce product appeal
from the viewpoint of
“innovativeness”
“ease of use & sense of security”

Concentrate resources

on key models
AQUOS PHONE ZET4 APERIAZ by narro)\:ving down
SH-02E SO-02E

product lineup
Market share ranking of mobile phones sold at mass retailers™:
No. 1 for 8 straight weeks No.1 for 6 straight weeks

(From Nov. 26, 2012- Jan. 20, 2013) (From Feb. 4, 2013 to Mar. 17, 2013)

*Market share ranking calculated by the number of models sold in a week
*Based on a survey of cumulative number of mobile handsets sold at major mass retailers across Japan by GfK Japan 1 6



docomo LTE| X J

X1 LTE Service Featuring
Outstanding Connectivitx & Usabilitz

Double the number of Xi LTE base stations one year ahead of
original schedule, and accelerate roll-out of high-speed areas

Thorough improvement of connectivity ~ Expedited roll-out of high-speed areas =

- No. of Xi base stations — 75M bpS Compatible base stations
Mar. 2014:
Mar. 2013: 24,400 50 . 000 (Plan as of Dec. 2012)
Mar. 2013: 4,000 - 6,800
€ Plan moved forward by 1 year compared to 2012 summer » Accelerate
Jun. 2013:10,000 15,000
sites sites

— Improved voice call continuity ——

DOCOMO supports two-way — 1 1 2 . 5 M b pS ‘Compatible areas

handover between 3G & LTE

R s (Plan as of Dec. 2012)
e M. LTE voice call continuity rate . g
) on the Yamanote Line: 29/7.1% Jun. 2013: 52 cities 100 cities

., 9

= | TE connection Furthermore,
3G connection (Max. downlink speed)
* P t f ti that intained LTE tion t 1 1 1
rcentage o et hat mananed LTE conecionto 150Mb [0S service to be started within FY2013
(Based on a survey conducted by DOCOMO) L ahead of the com pEtItlon

17



docomo LTE| X J

Third-Partx LTE Qualitx Survey Results

DOCOMO ranked No. 1 in both area coverage and speed

* Quality comparison using principal handset models of each carrier

® 100% area coverage in Tohoku, Chugoku and Kyushu regions

® 100% area coverage in “business/office districts”, “busy streets/meeting spots”, “airports”
® No. 1 downlink speed in all 13 categories of places with heavy human traffic

[ Nikkei BP Consulting: “Large-scale LTE area survey covering record-high 1,000 locations nationwide” ]

Average downlink

Carrier Area coverage speed (Mbps)
docomo | g7.494 16.06
AXPERIA Z
aul 87.1% 10.72
iIPhone 5
Sc_)ftBank 90.9% 9.49
iPhone 5

Survey period: March 30-April 15, 2013 (By Nikkei BP Consulting)

* Area coverage: The percentage of locations where LTE connection was provided among the total 1,188 locations surveyed
* Average downlink speed: The average download speed of each model at locations where LTE data connection was established.
Transmission speed measurements were performed using the “RBB TODAY SPEED TEST” application. 1 8


http://www.au.kddi.com/?bid=we-we-gn-0001

“DOCOMO Service Pack” for

Affordable and Worrx—Free Use

An affordable assortment of services
for convenient and worry-free use

Total monthly fee: ¥525

Offers maximum enjoyment at
a surprisingly affordable rate!

P @ SR

Unlimited access to approx. 100 popular
content titles in various categories

Optional cloud capacity

(€] “i-concier (Additional 50GB)
() = =| “Photo Collection”
=3

“Data Storage Box” '~

EJE H-E2)1T

Planned for launch
Mid-May 2013

Anshin Pack ~N

Total monthly fee: ¥630

Meticulous customer support to
ensure peace of mind at all times

9. R

“Anshin
Network % 'ﬂ" s Q
2|

“Mobile Phone
Protection &
Delivery Service”

Security”

“Smartphone
Anshin R
e B L
Support”

19



FIEO259F
Accelerated Expansion of “dmarket”

Further increase no. of stores and items
In pursuit of an attractive marketplace

FIEO359F

Create a market
that offers
infinite enjoyment

20



Prioritz Pro'!ect: Health

Provide total support for customers’ “wellness”

Mutual coordination among
different services

Healthy/

Organic food
docomo

e HEALTHCARE

e
?ﬁdlﬁk
ABC

Cooking Studio
Recipe/
Dietary education

Exercise

Proposal of lifestyle

Central management of
healthcare data

Sleep/
healing

FJE0
DR

Medlcal
insurance

Contact with medical doctors/pharmacists

.

~

OAK I.A'lI'H unnuz‘rmﬁ

misg g UFETTLES

Exercise machlne l

i Bodymo.
Exercise assistance
service

x

OAK LAWN MARKETING

i o R e

Health appliances
21



Enrichment & Expansion of Health Services

Healthcare services tailored to “your” personal needs

Make “body data” visible » Provide “body care” tips & advice
Apr. 2013 Jun. 2013 /Veh, Winter 2013
NN\ : : Body care agent
Watashi-move karada no kimochi (t!ntative nameg)
Safe storage of Advice based Close support for

your “body data”

on your body rhythms you to lead a healthy life

\V Diet/ ) ﬁ

Your avatar

* Advice delivered Exercise
on a daily basis
* Notice given in e
case of abnormality|

* Sympathy money
support

- ’a .
| Measurement Examines your sleep \

=

Wearable devices
(future)

7 e« 0o B CE P
| : -
Thermometer Sleep meter Sleep monitor Body composition Pedometer

meter

in 10 seconds quality

Easy data
transfer

ssau||am 1noA Joj yoddns aadoud aay0O




E Toward Medium-Term Growth

Become a “Smart Life Partner”

23



“Become a Smart Life Partner”

Safety/
Security




“Become a Smart Life Partner”
- The Values We Provide In Serving Customers

* Deliver the right message at the right time, making a selection from massive
amounts of information

* Provide behavior assistance to help users lead a “convenient”,
and “enjoyable” life

Offer proper support based
on professional knowledge

Propose products/services
that match customer’s
tastes and preferences

Smart Life
Partner

Enable monitoring of daily
activities anytime/anywhere
to ensure peace of mind

Planning

Arrange plans for smooth and
hassle-free realization of

customer requirements
N ————————————————————————

( Evolution of communications brought about by mobile )

safe and secure”

25



Evolution to “Become a Smart Life Partner” (1)
- Expansion of Usage Opportunities

Evolution that allows users to enjoy maximum value In various
usage scenarios

Platform & Service Provider

m~™
d dacome
= ' HEALTHCARE

mode

Transform ourselves by also functioning
as a service provider leveraging “docomo cloud”

Platfornﬁrovide\
docomo

Mobile network Mobile devices
v

Network type-agnostic Free and convenient access
seamless environment from any device

Network-independent Device-independent

WIEIOPUERLICET o Wk P &=
of other carriers) : J network !

26
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Evolution to “Become a Smart Life Partner” (2)
- Construction of Service Foundation

Prepare an environment that allows greater number of customers
to use our services

Service users
Global

Network-independent

Circuit users

docomo

)
%355 Phone number
35o@
55 Ei : carrier-independent)
>
o3 ? ) . —
—Q@ Authentication/billing platform

|

27



“Become a Smart Life Partner”
- Global Strategies

Become a “Smart Life Partner” on a global scale by promoting business
deployment suited to the stage of development in each market

CBD
Voice-centric Mobile internet Q)
q
................................................................................................................................ we
/\ :
- - - *
Services/ Business deployment suited D
service to the stage of development
platform . J P
in each market
/\ """"""""""""""""""""" —_AAAEe—e—e———————— T/
Basic
platform GIobaI_MZM _
(payment/ Global enterprise marketing
authentication)
L
Business infrastructure
collaboration with COI\B(US
Network carriers ettt etcn 3
"Th.‘ H_ da‘:ﬂma ‘ PAREARTOM % 1
< mb'j I:AIAI POTAME PACITIC o dafone En. kt | ﬂ y 2 8




“Become a Smart Life Partner”

- Organizational Change

Establishment of Smart-life Business Division

\

Transfer authority to
business division to
shorten time to market

More strongly promote
service creation/expansion

Promote business
In eight new fields
and strengthen alliances

(Planned for Jul. 1, 2013)

Smart-life Business Division

Media/
content

)

Commerce

~—
)

Finance

N~
)

Environment/
ecology

.
Medical/
healthcare

Safety/
security/
education
Mobile
(Mail/
phonebook, etc)

Common
platform

(Payment, etc)

M2M

Content Business
Department

Mobile Retail
Department

Financial Business
Department

Smart-life Solutions Department

Smart-life Planning Department

M2M Business Department

29



E Toward Medium-Term Growth

Further Income Expansion

30



Projected Growth of Total Revenues

Expand total revenues by propelling the growth of
packet/new business revenues

Total revenues: oN the upswing )

nd
] d to expa
business revenues- projecte

ew

N

FY2010 FY2011 FY2012 FY2013 FY2014 FY2015
(Forecast) (Target) (Target)
Voice Packet Other
I I revenues revenues revenues

31



Expansion of New Business Revenues

* New business revenues expanding steadily
 Estimated to be ¥700 billion for FY2013

Approx. 535
Approx. 120

Approx. 205

Approx. 115

~ Phpprox. 58]

Approx. 700

Approx. 180

Approx. 220

Approx. 160

(Billions of yen)

Approx. 1,000

Other

Finance/
payment
Approx. 250

Commerce
Approx. 300

FY2012

Smart ARPU ¥420

FY2013 (Forecast)

¥510

FY2015 (Target)

¥670

32



Reinforcement of Management Foundation

e Accelerate structural reform
e Improve cost efficiency by ¥250 billion in FY2015

FY2013 FY2015
FY2012 (forecast) (target)
¥50 billion
reduction
¥160 billion
reduction e ¥250 billion
Cost efficiency
Improvement

*Cost reduction compared to the level of FY2011 3 3



Return to Shareholders

Continue stable dividend payment and maintain one of
the top payout ratios among Japanese companies

(Yen)

6,000 6,000

B Dividend —¢——Payoutratio

5,200 5,200

FY2008 FY2009 FY2010 FY2011 FY2012 (planned) FY2013 (expected) 34

The amount of expected dividend per share for FY2013 presented herein does not reflect any adjustments for the 1-for-100 stock split planned to take effect on Oct. 1, 2013



Before Concluding...

€ Achieved FY2012 full-year targets through implementation
of various promotions and other measures

€ During this period of major transition, we will concentrate
our management resources into priority areas, and review
every aspect of our operations from scratch

€ By propelling business expansion and structural reform,
we will aim to generate over 900 billion in operating income
as early as possible

€ We will press ahead toward the goal of becoming a
“Smart Life Partner”

35
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Reclassification of P/L Items

(Reference)
Current Future Corresponding
ARPU
‘ Voice revenues ‘ Voice ARPU
Basic charge :
‘ (“i-mode”/’sp-mode”) ‘ Cellul SETVICES
Packet revenues eliuiar Al Packet ARPU
Packet communication _ SErvices
Charge ere.IeSS revenues Packet
servicesg
“i-channel”, “i-concier”, revenues
Rever_]ues ‘ “MapNavi”, etc. ‘
associated .
with “dmarket”, “Mobile Phone Other
mobile services ‘ Protection & Delivery” ‘ operating Smart ARPU
“NOTTV”, etc.
Other revenues
Revenues from subsidiaries revenues
(Examples) OLM, Radishbo-ya, Tower Records Japan, etc.
‘ Equipment sales revenues ‘ ‘ Equipment sales ‘ ‘Equment sales
revenues revenues
(Reference) Amounts affected by reclassification (Billions of yen)
FY2011 1Q 2Q 3Q 4Q | Full year FY2012 1Q 2Q 3Q 4Q Full year
(Former) (Former)

445.3 | 461.2 | 465.2 | 472.2 | 1,843.9 485.1 | 490.5 | 501.3 499.0 1,975.9

Packet revenues Packet revenues

(New) (New)

430.8 | 446.9 | 450.4 | 456.6 | 1,784.6
Packet revenues Packet revenues

467.4 | 470.4 | 480.0 476.1 1,893.9

Affected amount| 14.5 14.3 14.8 15.6 59.2 |Affected amount| 17.7 20.1 21.3 22.9 82.0




Operating Revenues

4,470.1
4,240.0

U.S.
GAAP

(Billions of yen)

4,640.0

Fy2011 FY2012 FY2013 (Full-year forecast)
I Mobile services revenues 3,326.5 3,168.5 2,990.0
Il Other operating revenues 414.6 543.6 664.0
M Equipment sales revenues 498.9 758.1 986.0

@ “International services revenues” are included in “Mobile services revenues”

39



Operating Expenses

3,365.5

3,632.9

U.S.
GAAP

(Billions of yen)

3,800.0

FY2013 (Full-year

FY2011 FY2012 forecast)
Il Personnel expenses 272.9 280.1 292.0
M Taxes and public duties 38.8 38.6 38.0
I Depreciation and amortization 684.8 700.2 725.0
Il Loss on disposal of property, plant and 40.3 64.2 60.0
equipment and intangible assets
I Communication network charges 211.2 207.5 185.0
M Non-personnel expenses 2,117.6 2,342.4 2,500.0
(Incl) Revenue-linked expenses 1,170.6 1265.4 1,349.0
(Incl) Other non-personnel expenses 947.0 1076.9 1,151.0

%k Revenue linked expenses: Cost of equipment sold + commissions to agent resellers + loyalty program expenses

40



CaEitaI Eernditu res

U.S.
GAAP

(Billions of yen)

7'26' i] 700.0

FY2011 FY2012 FY2013 (Full-year forecast)
Il Mobile phone business (LTE) 92.3 218.9 356.0
F Mobile phone business (FOMA) 320.5 201.6 70.0
I Mobile phone business (other) 147.6 185.6 139.0
1 Other (information systems, etc) 165.2 147.5 136.0

41



OEerationaI Results and Forecasts

FY2011 Changes FY2013
(D) (@3 - (@ Full-year forecast
Number of subscriptions (thousands) 60,129 61,536 1,407 63,400
FOMA 57,905 49,970 -7,935 38,110
Xi 2,225 11,566 9,341 25,300
i-mode 42,321 32,688 -9,634 24,030
sp-mode 9,586 18,285 8,698 27,160
Communication module service 2,330 3,169 839 3,690
Net additional subscriptions (thousands) 2,120 1,407 -713 1,870
Total handsets sold 22,089 23,555 1,466 -
& | Handsets sold New Xi subscription 1,206 2.840 1,634 -
:-:) (t(l':zslsuzr::;) Xi ](Crgz?;l?:%&fAsubscription | 1,056 6,995 5.039 1
; handsets sold élljgscr;?;:rtsupgrade Py X 37 653 616 -
g without New FOMA subscription 5,168 4,575 -5903 -
o involving sales | .\ ?rz?nn?(? of subscription 833 29 -805 .
by DOCOMO) FOMA handset upgrade 13.786 8 463 -5.323 _
by FOMA subscribers ’ ’ !
Churn rate (%) 0.60 0.82 0.22 -
Aggregate ARPU (yen) 5,140 4,840 -300 4,570
Voice ARPU (yen) 2,200 1,730 -470 1,340
Packet ARPU (yen) 2,590 2,690 100 2,720
Smart ARPU (yen) 350 420 70 510
MOU (minutes) 126 117 -9 -

42



Aggregate ARPU/MOU

: Voice ARPU - Packet ARPU | | : Smart ARPU
(Yen)

2,530 2.610 2,600
2,620 2,660 2,670 2 720
2,690
R.720
2,340 N
2,280 2,190 1,980 1,900 1,810 1,710 1,520
1,340
FY2011/1Q 2Q 3Q 4Q FY2012/1Q 2Q 3Q 4Q FY2013
(full-year forecast)
MOU
(minutes) 128 129 126 121 119 119 118 110

€ ARPU data contained in this document are calculated based on the new ARPU definition
4@ For an explanation regarding the definition and calculation methods of ARPU and MOU, please see slide “Definition and Calculation Methods of ARPU and MOU* in this document 4 3



Impact of “Monthly Support”

Discounts on Aggregate ARPU

(Yen)
FY2011 FY2012 FY2013
Full-
1Q 2Q 30Q 4Q 1Q 2Q 3Q 4Q year
forecast
Monthly Support” impact 10 -40 60 -110  -180  -290 -390  -510  -700
on aggregate ARPU
Impact on voice ARPU -10 -40 -60 -90 -140 -210 -280 -340 -440
Impact on packet ARPU 0 0 0 -20 -40 -80 -110 -170 -260
* Exclusive of “Monthly
Support” Impact
Aggregate ARPU 5,230/ 5,280| 5,210 5,070, 5,110 5,160, 5,240 5,180| 5,270
Voice ARPU 2,350, 2,320 2,250, 2,070 2,040, 2,020f 1,990 1,860 1,780
Packet ARPU 2,530, 2,610) 2,600, 2,640/ 2,700, 2,750 2,830 2,860 2,980
Smart ARPU 350 350 360 360 370 390 420 460 510

€ Smart ARPU is not impacted by “Monthly Support” discounts

€ ARPU data contained in this document are calculated based on the new ARPU definition

€ For an explanation of ARPU, please see slide “Definition and Calculation Methods of ARPU and MOU

“in this document
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Definition and Calculation Methods of
ARPU and MOU

i. Definition of ARPU and MOU
a. 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 operating revenues from our
mobile communications services and a part of other operating revenues by the number of active subscriptions to our wireless
services in the relevant periods. 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.

b. MOU (Minutes of Use): Average monthly communication time per subscription.

ii. ARPU Calculation Methods

Aggregate ARPU = Voice ARPU + Packet ARPU + Smart ARPU

- Voice ARPU : Voice ARPU Related Revenues (basic monthly charges, voice communication charges)
/ No. of active subscriptions

- Packet ARPU : Packet ARPU Related Revenues (basic monthly charges, packet communication charges)
/ No. of active subscriptions

- Smart ARPU : A part of other operating revenues (revenues from content services, proxy bill collection commissions,
mobile phone insurance service, advertising and others) / No. of active subscriptions
iii. Active Subscriptions Calculation Methods

Sum of No. of active subscriptions for each month ((No. of subscriptions at the end of previous month + No. of subscriptions at
the end of current month) / 2) during the relevant period

Note: Subscriptions and revenues for communication module services, “Phone Number Storage” and “Mail Address Storage” services
are not included in the ARPU and MOU calculations.
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Reconciliation of the Disclosed Non-GAAP Financial Measures
to the Most Directly Comparable GAAP Financial Measures

)
i. EBITDA and EBITDA margin

Billions of yen
M:f;r g:dizr;gm Year ended Year ended
(Foreca’sts) March 31, 2012 March 31, 2013
a. EBITDA ¥ 1,588.0 ¥1,583.3 ¥1,569.3
Depreciation and amortization (725.0) (684.8) (700.2)
Loss on sale or disposal of property, plant and equipment (23.0) (24.1) (31.9)
Operating income 840.0 874.5 837.2
Other income (expense) 10.0 25 4.5
Income taxes (335.0) (402.5) (337.6)
Equity in net income (losses) of affiliates (13.0) (13.5) (18.8)
Less: Net (income) loss attributable to noncontrolling interests 8.0 3.0 10.3
b. Net income attributable to NTT DOCOMO, INC. 510.0 463.9 495.6
¢. Operating revenues 4,640.0 4240.0 4,470.1
EBITDA margin (=a/c) 34.2% 37.3% 35.1%
Net income margin (=b/c) 11.0% 10.9% 11.1%

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.

ii. Free cash flows excluding irregular factors and effect by transfer of receivables and changes in investments for cash management purposes

Billions of yen
Yeir ended Year ended Year ended
March 31, 2014 March 31, 2012 March 31, 2013

(Forecasts)
"Free cash flows excluding irregular factors and effect by transfer of
receivables and changes in investments for cash management purposes” ¥ 400.0 ¥503.5 ¥ 225.6
Irregular factors (1) - (147.0) 147.0
Effect of transfer of receivables(2) - - (242.0)
Changes in investments for cash management purposes(3) - (220.5) 99.9
Free cash flows 400.0 136.0 230.5
Net cash used in investing activities (703.0) (974.6) (701.9)
Net cash provided by operating activities 1,103.0 1,110.6 932.4

Note: (1) Irregular factors represent the effects of uncollected revenues due to a bank closure at the end of the fiscal period.

(2) Effect of transfer of receivables represents the effect caused by the uncollected amounts of transferred receivables of telephone charges to NTT FINANCE CORPORATION. Since the payment conditions of the consideration of claims transferred to NTT FINANCE CORPORATION
are set approximately equivalent to our cash collection cycle history, an impact derived from the transfer of receivables is not significant.

year ended March, 2012 and 2013 includes changes in investments for cash management purposes. The effect of changes in investments for cash management purposes is not taken into account when we forecasted net cash used in investing activities for the year ending March 31, 2014

(3) Changes in investments for cash management purposes were derived from purchases, redemption at maturity and disposals of financial instruments held for cash management purposes with original maturities of longer than three months. Net cash used in investing activities for the
due to the difficulties in forecasting such effect. 4 6
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Special Note Regarding Forward-Looking Statements

This earnings release contains forward-looking statements such as forecasts of results of operations, management strategies, objectives and plans, forecasts of operational
data such as the expected number of subscription, and the 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 earnings
release

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)Changes in the market environment in the telecommunications industry, such as intensifying competition from other businesses or other technologies caused by Mobile
Number Portability, development of appealing new handsets, new market entrants, mergers among other service providers and other factors, or the expansion of the
areas of competition could limit the acquisition of new subscriptions and retention of existing subscriptions by our corporate group or it may lead to ARPU diminishing
at a greater than expected rate, an increase in our costs or an inability to reduce expenses as expected.

(2)If current and new services, usage patterns, and sales schemes proposed and introduced by our corporate group cannot developed as planned, or if unanticipated
expenses arise the financial condition of our corporate group could be affected and our growth could be limited.

(3)The introduction or change of various laws or regulations inside and outside of Japan, 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 and could increase our costs.

(5)0ther mobile service providers in the world may not adopt the technologies and the frequency bands that are compatible with those used by our corporate group’s
mobile communications system on a continuing basis, which could affect our ability to sufficiently offer international services.

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

(7)Malfunctions, defects or imperfection in our products and services or those of other parties may give rise to problems.

(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 others 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 a license or other use of such intellectual property rights, which
may result in our inability to offer certain technologies, products and/or services, and our corporate group may also be held liable for damage compensation if we
infringe upon the intellectual property rights of others. In addition, the illicit use of the intellectual property rights owned by our corporate group could reduce the
license revenues actually obtained and may inhibit our competitive superiority.

(11)Events and incidents caused by natural disasters, social infrastructure paralysis such as power shortages, proliferation of harmful substances, terror or other
destructive acts, the malfunctioning of equipment, software bugs, deliberate incidents induced by computer viruses, cyber attacks, equipment misconfiguration,
hacking, unauthorized access and other problems could cause failure in our networks, distribution channels and/or other factors necessary for the provision of service,
disrupting our ability to offer services to our subscribers, and such incidents may adversely affect our credibility or corporate image, or lead to a reduction of revenues
and/or increase of costs.

(12)Concerns about adverse health effects arising from wireless telecommunication may spread and consequently 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.

Company names, product names, service names, logos and brands included in this document are the trademarks or registered trademarks of NTT DOCOMO, INC. or their
respective organizations.

+ d anime store is a trademark of KDDI Corporation.

+ iPhone is a trademark of Apple Inc.

* The iPhone trademark is used under a license from Aiphone K.K.
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