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Good morning ladies and gentlemen. Unfortunately{iMr.Morio couldn't arrange
the schedule, and can't come here today. So, T'd like to make a speech

for him. My name is Suzuki.

First of all{ﬂvideo 8 business have been growing constantlyféince the first
intredudction of 8mm camcorder in 1985.;zAnd in 1988}fthe sales

of PV division feached to 20 billion yen.
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B this chart ShOWS?/ﬁﬁﬂﬁﬁtj&EEevﬂf camcorder g&ﬁnﬁa.{gﬁzfzé%g. %\ -and we can
expect/that an introduction of the video walkman/ﬂlll be good opportunlty to
stimulate the markep/éf 8mm VIR Deck and Video Walkman.
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The total production amount;éf Sony's Video 8 productgreached/%o over 5 million

. o ) AET,
units,in :last April.’ And now. we have capacity to produc$A2OO thousand units

; : f
per a month. //
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Next;fI'd like to talk about 8mm format share/in_the camcorder categolya/ e
el _,._4.,, .:._:."_-_ ot

In Japan, " 8um format gets over 40% i “and r@cently'/by the introduction of Hi-8
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i &g eder:,  the matket share is ‘growing
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This chart shows/the impact of introduction of the TR-SSfét Akihabara and
Nihonbashi,(yhere are the paticular market for electronics products in Japan;

Maybe/&ou can see/%rom this chart /how big the impact was !
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- : iRy used—to—record-children's—erowth, but |the TR~

5§fis developeq/én the concept dﬁ/mtravellingj/%or new market cultivation.

In the USA markep;/VHS—C is placed between full size VHS and 8mmf/and tend to

decline.f/On the other hand;Eaw%ﬁg=%gniiﬁg;q;#éaaﬁé6ﬂ, Videc 8 increases its

share steadily.
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In Europe market//I '11 take up the Germany/for examplef The format share of

pi f --L? Pty ‘;-1) /
8mm,constantly keeps 4f8=to-45%.
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I've been telling yog/bnlyzmﬂgy good aspects so fapf'but analyzing today's
situationg/‘we can't be optimistiqféo easilygf Because some problems arose
recently.
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First, we can see (vague) shadow of eo=8 business growth.
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Second(/En the USA and Europg{ the market invently has been increased/”and
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cénsequentlyféiscounting the pricg“became a daily event.

Last year,/we introduce the Video Walkmanyén the consept of "Personal Videoj/

inte the marketf’and it became a big topicf/‘But we realize/%hatfit is not so

/

easy/%o establish this businessf
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In order to/overcome these situation and continue to develop Video 8 business,”

as this chart showgi we must put the basic concept .”
And A Dol by

"Video§ &s:aseg\benefit " as a slogan,
and actualize
"Technical improvement to draW'out:%hg/as much potentioal of 8mm format -as
- . P i
possible n/ ﬁén, _%(ﬁ*7>bbt oo TT o
and develop
; L P o “J;;
"Products ,to cultivate new demands " R AN A S A
and/carry out the marketing for

"Reliable business™

These are our basic ideology é% PV division.
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By the way, "8MM STRATEGY MEETNG" was held in March 1989 /with large attendance

of the presidents;éf worldwide sales companies;éo fix 8mm as a standard format

of the world/ﬁy CO-0OPp DIV./”The comfirmed items at that time/were;
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* Treat Video 8 . as CO-OP Project.

/

* Have a common understanding that we are in the format war against VHS, and

eope—witirthat .,

x Aim/%he over 50% of the final sharq/in camcorder marketf and in order to

- 5 Eo . .
realize it, carry forwar@/%o format the video 8 family formatlogfand invest in

soft war$/bositively.

* Assign the expansion of Video Walkman as an important items.
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“He—heard—that—aooordimg-tr—the decision-of—taaw=EPM;| the president of each sales
|

company/%ake the responsibility_éf resorce allocatioh and action.planffor :

Video 8 promotioq/fand concrete actioqf%ill be started at the next ITM.



