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Corporate Profile

Corporate Name

Backs Group Inc.

Established

April 14, 1989

IPO date

JASDAQ September 19, 2001 (Code 4306)

Representative

Tsutomu Okada, President

Business activities

Retail support outsourcing for business-to-consumer (BtoC) companies

Office locations

Through its network of 25 locations across Japan (as of March 31, 2011)

Capital

¥406,970,000 (as of March 31, 2011)

Number of Employees

240 (regular and junior employees; as of March 31, 2011)

Active staff
(monthly average)

4,765 (Contract employees:2,115 Part-time employees:2,651) (as of March 31, 2011)

Subsidiaries

Smart Communications, Inc. JB to B, Inc. Backs China, Inc.

URL

http://www.backs.co.jp/english/
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Major Business-to-Consumer Companies
Companies

providing products and services to end users via a sales channel
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©OHome electronics
volume retailers

©OGeneral merchandisers

ODrugstores

©OHome centers

(Products/service provision)

1 MajorBtoC Companies

All BtoC companies providing
sales and services via a sales channel

Companies requiring a large-scale marketing
and sales system to cope with sales channel

Companies with material aids needed to
provide detailed explanations to customers
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Business Content: Retail Support Outsourcing

S

Market data feedback

Sales channels
and relationships

<

<relationship managers>

Direct
;eed back

*Manage selling area

*Relay manufacturer info

*Collect store info

<0P sales promotions

<sales support>

Direct
feedback
from
consumer:

*Sales support

¥ - Maintain selling area

['a*|-Gather and report data
*3's ",(consumer reaction,
~ competitors information)

<Qualitative/quantitative data>

Rounders’ daily
__Q_ggrational report
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Create market data )

Field staff’s daily sales report




/ Clients List

FY2011

Digital Financial
Electronics Services
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~____ Office locations

Able to provide services nationwide

@Consolidation of sales sites

As of April, 2011 : 25 Offices Shinetsu area
2 Offices

Hokkaido

S 3 Offices

Hokuriku area Tohoku

1 Office

Hokuriku &
" Kanto

2 Offices | _oGmws .. FTF

W W Tokai =
3 Offices #ﬁ oo
' Kyusyu !

Kanto area

10 Offices

"

-~ - Kinki area 2 Offices

Shikoku area

Okinawa .

1"‘ 1 Office

1 Offices
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~_ "Orange collar” work

sales,and other work that require customer interaction as “orange collar” work
= orange collar is the type of position that requires high level of interpersonal communication skill

WHITE BLUE
office work f light duty work

Sales, promotions, customer contact

Characteristics of orange collar staff

= Knowledge - Possessing sufficient information about products and services
o SKill Sales and negofiation expertise built on a high level of communication ability
= Attitude Ability to see things from the company/store perspective

FY2011

FY2009 FY2011
5,690 4,559 4,765
1,735 1,873 2,115
3,955 2,686 2,651

95,889 109,544 123,324
+24,483 +13,655 +13,780
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f”f'/ Z’ Strengths

Operational execution know-how: Become familiar with sales store operations
and execute smooth operational management

=Create database of operational execution know-how from successful cases

m Consumer electronics, camera
and computer
1 Food Supermarkets

FY20 1 1 Drugstores

Mobile phone stores

Tota I n u m ber Of stores M Mobile phone carrier outlet
M liquor retailers

We h ave S u p ported = Home improvement retailers

= Videos, CDs, books (including
24,566stores ~

= Car and bike shops

= Convenience stores

Others

Office locations: Through its network of 25 locations across Japan (as of March 31, 2011)
=The listed company being able to provide a nationwide retail support outsourcing service

ISpeciaIize in marketing and sales:
Supply large number of “orange collar staff”’ suited to marketing and sales
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) Merits of Outsourcing Over Temporary Staffing

Outsourcing

©

Large supply of staff suited to
marketing and sales

Operational management control of on-site functions
*Relation between general and store management

Gathers daily operational reports from staff
*Feedback from retailers/customers

Manages staff motivation

I « Familiarity with culture of each channel
I Manages staff employment

Excellent sales channel measures I




o Growth Strategy: Become a

.
Z “One to One Sales Promotion” Company
Expand service area Enhance service lineup
24 sites nationwide (as of March 2007) *Develop and provide profitable services

*Develop full outsourcing services for in-store promotions

motions Originating in stores]
Increase number of contracts by conducting internet-
based promotions in-store for hesitant consumers.

structural and operational'management.

Rounders
Field Staff -~
M‘Expand
Financial Services
. - : tar
Digital Electronics ya .
BACKS GROUP JVIRTTRE NI ~_Industries
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0 af-—z» Supplementary Material: Difference between
_ Outsourcing and Temporary Staffing

BACKS GROUP

BACKS GROUP

Fee payment Fee payment

Business trust

Temporary

Outsourcing Staff
affing

Conloziny Stelff

Employment

B Outsourcing Services Provided B Temporary Staffing Services Provided
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Forward-Looking Statements

This presentation and its related materials contain forward-looking statements about the plans, strategies, beliefs, and
performance of Backs Group Inc. that are not historical facts. These forward-looking statements are based on current
expectations, estimates, forecasts and projections about the industries in which Backs Group Inc. operates; on
management’s beliefs; and on assumptions made by management. As expectations, estimates, forecasts and
projections are subject to a number of risks, uncertainties, and assumptions, actual results may differ materially from
those projected. Backs Group Inc. therefore wishes to caution readers not to place undue reliance on forward-looking
statements. Furthermore, Backs Group Inc. undertakes no obligation to update any forward-looking statements as a
result of new information, future events, or other developments.

This material is intended for informational purposes only and is not a solicitation or offer to buy or sell securities or
related financial instruments.

You may not copy or redistribute any portion of this presentation without the permission of Backs Group Inc. for any
reason.

_12 -




