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V I S I O N
Nissan: Enriching People’s Lives

M I S S I O N
Nissan provides unique and innovative automotive products
and services that deliver superior measurable values to all
stakeholders* in alliance with Renault.

*Our stakeholders include customers, shareholders, employees, dealers, suppliers,
as well as the communities where we work and operate.

This annual report presents financial results for the fiscal period
ending March 31, 2008. The report also provides shareholders
with insights into Nissan’s management team. Through one-on-
one interviews, various members of executive management,
including President and Chief Executive Officer Carlos Ghosn,
discuss the philosophy and direction of Nissan.

This annual report contains forward-looking statements on Nissan’s plans
and targets, and related operating investment, product planning and
production targets. Please note that there can be no assurance that these
targets and plans will actually be achieved. Achieving them will depend on
many factors, including Nissan’s activities and development as well as the
dynamics of the automobile industry worldwide and the global economy.
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F I N A N C I A L  H I G H L I G H T S

Nissan Motor Co., Ltd. and Consolidated Subsidiaries
Fiscal years 2007, 2006, 2005, 2004 and 2003
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Millions of
U.S. dollars (Note 1)

Millions of yen (except per
(except per share amounts and number of employees) share amounts)

2007 2006 2005 2004 2003 2007
For the years ended Mar. 31, 2008 Mar. 31, 2007 Mar. 31, 2006 Mar. 31, 2005 Mar. 31, 2004 Mar. 31, 2008

Net sales ¥10,824,238 ¥10,468,583 ¥9,428,292 ¥8,576,277 ¥7,429,219 $108,242

Operating income 790,830 776,939 871,841 861,160 824,855 7,908

Net income 482,261 460,796 518,050 512,281 503,667 4,823

Net income per share (Note 2) 117.76 112.33 126.94 125.16 122.02 1.18

Cash dividends paid (Note 3) 151,725 131,064 105,661 94,236 74,594 1,517

Net assets (Note 4) ¥3,849,443 ¥3,876,994 — — — $38,494

Shareholders’ equity (Note 4) — — ¥3,087,983 ¥2,465,750 ¥2,023,994 —

Total assets 11,939,482 12,402,208 11,481,426 9,848,523 7,859,856 119,395

Net automotive
interest-bearing debt (Note 5) (180,232) (254,638) (372,893) (205,791) 13,603 (1,802)

Number of employees 180,535 186,336 183,356 183,607 123,748 —

Notes: 1. Unless indicated otherwise, all dollar figures herein refer to U.S. currency. Yen amounts have been translated into U.S. dollars, for convenience
only, at ¥100=$1, the approximate exchange rate on March 31, 2008.

2. Net income per share amounts are based on the weighted average number of shares of common stock outstanding during each year.
Figures for net income per share are in exact yen and U.S. dollars.
Number of shares outstanding as of March 31, 2008: 4,520,715,112.

3. Cash dividends during the full year by subsidiary companies to non-Nissan minority shareholders are not included.
4. Effective April 1, 2006, the company adopted a new accounting standard for presentation of net assets in the balance sheet and related

implementation guidance. Under the new accounting standard, net assets represent aggregate of previous shareholders’ equity, share
subscription rights and minority interests.

5. Net automotive interest-bearing debt is calculated by subtracting cash and cash equivalents from interest-bearing debt in the automobile and
eliminations segment. A negative figure represents that the ending balance of cash and cash equivalents exceeds that of interest-bearing debt.
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L E T T E R  F R O M  T H E  P R E S I D E N T  A N D  C E O
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In fiscal 2007 Nissan delivered solid results during
one of the most challenging years in recent memory.
Our performance reflected the capabilities of people
throughout our company. We have had many
opportunities to stretch and learn while competing on
a rapidly changing world stage.

As we look ahead, we expect our capabilities to
continue to be tested.

The automotive market is in a period of
significant recession in nearly every developed
market, and demand is stabilizing in emerging
markets. Uncertainty is echoed in the global financial
system, which has been disturbed by institutional
collapses, decreased credit availability and massive
bank rescue measures. Many market watchers
expect the fallout from this serious economic crisis
to last through 2010, acknowledging that the risk is
unpredictable and difficult to measure.

What is Nissan’s position amid the turmoil? Our
responsibility is to steer a course through the storm,
with focused, disciplined management, and to be
poised to grow when economic conditions improve.

Our course is outlined in our new business plan,
NISSAN GT 2012, which emphasizes growth and
trust. NISSAN GT 2012 combines our plans for
growth with our desires for sustainable development,
and its three major corporate commitments identify
our priorities for the next five years.

The first commitment is to quality, which is essential
for a world-class automaker and the integrity of its
brands. We are working to set the industry standard in
quality in our products, services, brands, management
and overall operations. With no difference between our
performance and any category leader, our performance
should enhance the relationships of trust we have with
our customers and other stakeholders.

The second commitment is for Nissan to become
a global leader in zero-emission vehicles, along with
Renault. We will launch all-electric cars in the United
States and Japan in 2010, and we will mass-market
them globally in 2012. Nissan will provide an
automotive answer to today’s most pressing
environmental issues, delivering more pleasure of
mobility with next-generation technologies.

NISSAN GT 2012’s third commitment is to
achieve 5 percent revenue growth on average

between fiscal 2008 and fiscal 2012. Our product
plan will support revenue growth, delivering a steady
cadence of passenger vehicle launches, as well as
an accelerated global release of light commercial
vehicles starting in 2010.

The Alliance with Renault continues to be a vital
growth pillar for Nissan, and we have taken strategic
steps forward on many fronts. We have made major
investments in new manufacturing complexes in
India and Morocco. We are preparing the Alliance
ultra-low-cost car, one that will allow many people to
have access to transportation they could not have
afforded otherwise. We are exploring opportunities
through Renault’s partnership with Avtovaz in Russia.
We are working together to mass-market electric
vehicles and achieve zero-emission leadership in the
global automobile industry. The Renault-Nissan
Alliance is becoming more proactive, creating value
both in familiar markets and in new, growing markets.

As we begin to implement NISSAN GT 2012,
market conditions are presenting serious challenges
for every automaker, but these conditions are not
expected to last forever. Our senior leadership team
will act prudently to protect Nissan’s results and our
cash flow in fiscal 2008 and to support our
performance in fiscal 2009 and 2010. We will be
aided by Nissan’s strategic decisions and actions
from the past few years, which have resulted in
better focus on our customers, improved brand
strength and stronger financial health. When growth
resumes, Nissan will be ready with the right products,
the right technologies and the right performance.

With NISSAN GT 2012, we have a clear direction
for the next five years. Despite current headwinds, we
are excited about the possibilities we see for growth in
developing markets and for a new era of sustainable
mobility. Growth and trust are much more than
business plan themes; they are essential imperatives
on which Nissan’s future will be sustained.

Carlos Ghosn
President and Chief Executive Officer
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L E T T E R  F R O M  T H E  C F O

Some wonder why Nissan required a CFO after four
years without one. Simply put, we are expanding in
multiple markets, becoming a more global entity, and
a CFO is there to ensure that the company
possesses the resources to continue that growth.
Having a CFO also lends the finance function a more
visible profile, both internally and externally.

My background and experience have been
strongly related to the automotive and finance
industries. I covered the global car industry for a
large New York bank before joining Renault’s
financial team. While serving as the finance services
director at Renault, I worked on all of the company’s
M&A transactions, including Nissan, of course, but
also Mack Trucks, Volvo, Dacia, Samsung, Avtovaz in
Russia, and even the repurchase of the Benetton
Formula One racing team. I have been involved with
Nissan since discussions commenced with Renault
in June of 1998, and I was a member of the Nissan
Diesel board until 2004.

At Nissan, the CFO oversees the treasury
functions, investor relations, tax and customs issues
and the newly created Sales Finance Business Unit.
We share the M&A function with corporate planning,
buying, selling and restructuring companies and
assets, including our internal affiliates. Our office
also participates in the examination and evaluation of
potential new partnerships in the global auto
industry.

Operating profit, which has been a major Nissan
objective for years, reflects how well we sell our cars,
and how profitable we are. While certain
shareholders and other external observers often
focus on operating profit, this measure tells only part
of the story. We believe free cash flow is a better
gauge, because it encompasses every facet of the
company. In addition to operating margin, free cash
flow also shows how we manage our balance sheet:
the efficiency of our investments, appropriate levels
of inventory and accounts receivable, and so on. Our
previous financial indicator—Return on Invested
Capital (ROIC)—is still a valid measure. However, the
explanation of ROIC can become overtly complex
and technical at times. Cash, on the other hand, is an
easy notion to understand.

Free cash flow is also an important external
indicator that is closely monitored by investors,
analysts and banks, as it measures our ability to pay
our shareholders and debtholders. Nissan benefits
from a strong balance sheet with a large equity base.
Maintaining availability of cash is of the utmost
importance when the automotive industry is facing so
many risks: volatile raw material prices, steep
declines and changes in demand and product mix in
mature markets, adverse foreign exchange rate
movements, and a rapid decline in the lending
capacity of banks and financial markets.

Controlling costs is not enough to overcome the
risk of raw material prices. We also need to adjust
our retail prices upward, and this is what we did
worldwide.

The second risk I had mentioned is equally
powerful. With a wide range and mix of smaller SUVs
and passenger cars, we are probably in a better
position than European and U.S. manufacturers. To
adapt to this new demand, we can rely on our
manufacturing flexibility—a consistent strong point
for Nissan. Despite our good product mix and a
higher market share in many countries, the present
worldwide downturn will put pressure on our sales
volumes.

ALAIN DASSAS
Chief Financial Officer
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We are countering foreign exchange rate
fluctuations by manufacturing where we sell
whenever possible, since the best way to hedge is to
keep your costs in the same currency as your
revenues. That also reduces logistics-related
expenses and custom duties, which are very
significant for an international company like Nissan.
Developing our manufacturing facilities in Russia,
China and India also serves the same purpose.

Sharing investments costs with our Alliance
partner optimizes capital expenditures. Renault is
investing in Morocco, for example, and we benefit.
We are investing in Mexico, to Renault’s benefit.
Now, we are sharing capacity, engineering, and
development on the Alliance ultra-low-cost car in a
new country for both of us—India. This reduces
capital expenditures, which makes both companies
leaner and more efficient.

Investors putting their money into Nissan
appreciate our dividend policy. As we announced, our
2008 dividend will be 42 yen per share. We are also
taking care of our other stakeholders—customers,
employees, and suppliers. Safeguarding the
environment is another priority, and why we are
focusing strongly on electric vehicles, sharing related
investment and research and development costs with
Renault.

The liquidity risk is probably the most dangerous
one of all. Today, it’s even more pronounced, and it
can quickly become a factor that determines survival.
To hedge this risk, we have external resources—
including unused credit facilities from our major
banks—and internal resources, represented by our
cash flow generating capacity.

The major components of cash flow are
operating profit, capital expenditures, and changes in
working capital. With our fiscal 2008 operating
capital under pressure, we have to rely on tight
controls of our capital expenditures and limit our
investment to key core projects. We also need to
ensure that each component of working capital is
under constant control and optimization. These
components include accounts receivable, or what our
customers owe us; accounts payable, what we owe
to our suppliers; and every type of inventory, from
new vehicles to used cars to parts and components.
The present worldwide liquidity crisis makes the
monitoring of our cash flow absolutely mandatory,
because it is a clear imperative for our survival.

Alain Dassas
Chief Financial Officer
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R E N A U L T - N I S S A N  A L L I A N C E

The Alliance is a partnership based on trust and
mutual respect. The transparency of the organization
ensures clear decision-making for speed,
accountability and high standards of performance.
Weaving the strengths of Nissan and Renault together
creates synergies through common structures, cross-
company teams, shared platforms and components.

To pull in and retain the best talent, the Alliance
offers superior working conditions and challenging
opportunities, encouraging employees to adopt an
entrepreneurial approach open to the world at large.
The Alliance also generates attractive returns for the
shareholders of both companies, complies with
recognized best practices in corporate governance,
and faithfully upholds the principles of sustainable
development.

Objectives
The Alliance pursues a strategy of profitable growth
with three primary objectives in mind:

• Win customer recognition as one of the top
three automotive groups for the quality and
value of its products and services, in every
business region and market segment

• Rank among the top three automotive groups in
critical technologies, with each partner taking
the lead in specific domains of excellence

• Keep operating margins high and maintain
strong growth rates, and consistently generate
total operating profit that places it among the
top three automotive groups in the world

The core strategy of the Alliance has proven its
worth. Renault and Nissan sold a total of 6,160,046
vehicles in 2007, attaining a global market share of
9.1 percent and setting a new annual sales record.

Cooperation and synergies
The Alliance continues to grow through both its
existing operations and significant new investments.
In May 2008, Renault and Nissan announced an
Alliance partnership with the Indian auto
manufacturer Bajaj Motors that will develop and
market an ultra-low-cost car from 2011.

In Russia, the plant Nissan is building in St.
Petersburg is scheduled to open in 2009, while
Renault has continued operations with Avtoframos
and launched a strategic partnership with Avtovaz
that will reinforce the Alliance presence in Russia
and offer added capacity of over 750,000 cars a
year.

Alliance manufacturing facilities currently under
construction—one in Chennai, India, and another in
Tangiers, Morocco—will eventually produce 400,000
vehicles a year for their respective regions. The
Alliance has also agreed to mass-market electric
vehicles, and has already signed agreements with
nations and states such as Israel, Denmark, Portugal
and Tennessee.

Both companies in the Alliance will continue to
grow through innovative collaboration, leveraging the
expertise of this uniquely successful partnership for
mutual progress and profit.

The Principles of the Alliance

The Renault Laguna (left) and Nissan Teana
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Stimulating the Market
to Create a Positive Growth Cycle

Japan’s auto market is facing an unprecedented
drought. Starting in fiscal 2006, total demand
fell by nearly 540,000 units.

B
eyond the demographic and market
changes—including an aging populace, low
birthrate, and the growing diversification in
consumer tastes—the surge in gasoline prices

has decreased demand. The shift to mini-vehicles
has also accelerated the decrease, resulting in sales
of just 3.43 million registered vehicles during fiscal
2007—the lowest level since 1974. Every automaker
is launching more new models in an attempt to
reenergize the market, which has led to more
relentless competition.

As the market grows increasingly harsh,
maintaining sales and production and boosting
profitability are essential to keeping Japan globally
competitive. Now is the time to introduce innovative
changes that will revitalize the market and shift
business into a positive growth cycle. The Japan
Performance Revival Plan, a project we launched in
fiscal 2007, one year before NISSAN GT 2012, is
our engine for accomplishing that goal. The plan’s
four pillars promote makeovers in every area,
including manufacturing, sales, and administration.

The first pillar is to bring more attractive products
and technologies to market. We are reacting to the
radical shifts in consumer values by accelerating our
efforts to provide innovative vehicles that excite
drivers. We believe our market presence is growing
stronger as a result. Sales of new models in fiscal
2007 exceeded our estimates, and vehicles updated
with minor changes such as the Serena have been
selling steadily. During the next five years, Nissan
plans to launch 60 new models globally—33 of them
in Japan—and we will continue to anticipate

changing market needs and offer striking cars with
exceptional performance.

The second pillar is to refine our marketing skills.
As announced in March 2007, the objective of our
network strategy is to bolster dealer operations,
focusing on the quality of our sales interactions,
including higher productivity and more effective
customer-handling skills. Our fully incorporated
regional companies began these reforms in the
Tokai area in 2007, followed by the greater Tokyo
metropolitan and Kinki regions in June 2008. They
are sharing operational know-how and best practices
of top-performing outlets.

Cost structure reform is the third pillar of our
plan. We have been revamping our sales network
and production system since the Nissan Revival Plan
years. As the Japanese market shrinks and
production becomes both more globalized and
localized, domestic sales and production volumes
have dropped drastically.

To reinforce our operational base here, we must
seize every opportunity for cost efficiency and
optimization. One recent initiative is the “in-plant
challenge,” which promotes low-cost automation,
further integrating onsite manufacturing ability and
the technical skills of our engineers. Starting at the
Oppama plant, we are introducing this at all our
factories here. Our aim is to have the best, most
cost-competitive plants in the world.

The last pillar is to expand our value-chain
business. Nissan’s share of new vehicle sales in
Japan was 13.6 percent in fiscal 2007. In the
broadest sense, we supplied around half of all new
vehicles. This includes expanding segments—such
as the rental car business—where we can become
more prominent. During a period in which we expect
less demand for new vehicles from consumers,
enlarging the value chain will supplement sales and
stabilize our earnings.

That, in turn, will build Nissan’s business base
and spur a rise in our investments in human
resources and outlets, benefiting the greater value
chain that exists outside our company. In this way,
Nissan will help energize and activate a positive
growth cycle in Japan’s marketplace.

TOSHIYUKI SHIGA
Chief Operating Officer
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REGIONAL
HIGHLIGHTS

N O R T H  A M E R I C A

Staying on the Road in America

I oversee sales and marketing for both the
Nissan and Infiniti brands in North America.
Until April, I held a similar position in Nissan
Europe. I’ve noticed three key differences
between the two regions. First, the United
States is a single, fairly homogeneous market,
which makes marketing here more
straightforward. In Europe, I dealt with more
than thirty different markets and many
languages.

S
econd, the product lineups of the two are quite
different. The U.S. is primarily a gasoline
market, whereas diesel dominates in Europe. It
has also had a much higher mix of trucks, with

pickups and SUVs outselling passenger cars. Recent
increases in U.S. gas prices, however, have
significantly affected both total market demand and
the product mix. By European standards, four dollars
a gallon is cheap, but the shock is severe enough
that Americans are cutting back on driving,
postponing purchases and migrating to smaller
passenger vehicles and crossovers.

The third difference is the dealer network and
distribution system. Dealers are much larger here,
and customers expect to buy from stock. In Europe,
people are prepared to place an order and wait for
the car of their choice.

Our key achievement in fiscal 2007 was earning
a record market share. In a market that fell 4 percent,
our share rose from 6.3 to 6.7 percent, and we once
again sold over a million vehicles. We owe that to our
strong lineup of smaller sedans and crossovers.
Nissan and Infiniti offer two of the freshest lineups
around, and we are far less dependent on trucks
than many other makers, leaving us better able to
cope with the recent market shift.

We saw strong performances from several
volume products during the first quarter of fiscal
2008. The Versa was up 21 percent, for example,
the Sentra gained 8 percent, and the Altima—our
best-selling vehicle—rose 23 percent. The new
Infiniti G37 Coupe has been doing especially well,
and the Rogue is the right car when people are
downsizing and searching for fuel economy.

We also welcomed the GT-R into the Nissan
range. This halo car has attracted huge media
interest. The new Murano and Maxima debuted
recently as well, and the 370Z rolls out at the end of
fiscal 2008. We launched the all-new Infiniti FX, and
the G37 convertible will arrive late in fiscal 2008.

Nissan has never sold LCVs in the U.S., but that
changes in 2010. We have brand-new vehicles in the
pipeline that I am sure will suit the American
commercial user. We will soon appoint a number of
Nissan dealers to run dedicated LCV outlets.

The three headline commitments of NISSAN GT
2012 promise a great deal for both Nissan and
Infiniti. We will be refreshing and replacing existing
models, extending our market coverage with all-
new vehicles and carrying out a product onslaught
during this five-year stretch. With the race on to
upgrade fuel efficiency, we will refine powertrain
and engine performance, offering exciting new
technologies like the V6 diesel on the Maxima and
our own hybrid in 2010.

The zero-emission-vehicle strategy is a key
breakthrough, and we will launch an electric vehicle
in the U.S. in 2010. Finally, the key commitment to
quality leadership will enhance the trust factor any
strong brand requires. We are already seeing positive
feedback on this in third-party quality surveys. We
are primed to build on our past successes despite a
challenging market environment in North America.

Maxima

BRIAN CAROLIN
Senior Vice President
Nissan North America, Inc.
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Stepping Up the Pace
Russia

My territory is Eastern Europe, and basically
every market I oversee—including Russia, the
Ukraine, Poland, Hungary, the Czech Republic,
Slovakia, Romania, Bulgaria and Turkey—is
growing. My mission is to capitalize on that
growth.

R
ussia is our big driver. In fiscal 2007 we sold
141,000 units there, up from 85,000 the year
before, overachieving our target by more than
20,000 units and raising market share from

4.3 to 5.1 percent. Political stability, foreign
investment and a hot economy are fueling this market
growth, particularly sales of oil, gas, precious metals
and so on. The buying power of Russian consumers is
rising, bringing more expensive vehicles within reach.

We launched several new cars in Russia during
fiscal 2007. Qashqai debuted in the spring, and is
performing phenomenally there and throughout
Europe—over 15,000 units are on back order in
Russia. We brought out the new X-TRAIL in Europe
in August, and buyer response in Russia has been
particularly strong. The Tiida compact sedan and
hatchback, introduced in October, have been a
pleasant surprise. Fiscal 2007 was also the first full
year for the Infiniti brand here. Despite having only
two dealerships in Moscow and one in St.
Petersburg, and just three models—the FX, G and
M—we sold 5,500 units.

We will be expanding our Russian sales network
from 55 outlets in 2007 to 160 by 2012, and rapidly
spreading east. Our Russian partners are strong,
both financially and in their car retailing expertise.
With the luxury market growing, we will also add
Infiniti outlets in Moscow and St. Petersburg, and
open new dealerships in all major regional cities
during the next few years.

Our nationwide consumer credit program, Nissan
Finance, is another potent factor, providing area
coverage our competitors do not. In a mature market
a credit program is nothing special, but in Russia—
where most customers pay in cash—it attracts new
business. Our brand image here is solid as well,
thanks to years of effort. Competition is intensifying,
however, so we are spending heavily on media, PR
and communications.

Although our fiscal 2008 goal is to maintain the
current market share, we could increase it if we have
more supply. Furthermore, in the fall we will introduce
the Qashqai+2—a great-looking new crossover with
better utility—and an all-new Murano. And although
domestic brands currently rule Russia’s LCV space,
we will be challenging that in 2008, starting with our
NP300 pickup, then Cabstar in September and
eventually a full range of Nissan LCVs. LCV buyers
are mostly corporate customers who expect special
treatment, so we are setting up a separate LCV
dealer network.

Nissan’s policy is to manufacture close to
markets where we have critical mass. Our new St.
Petersburg plant will begin producing the new Teana
next February, followed by X-TRAIL. Competitors
currently dominate the luxury saloon car segment,
but this next-generation Teana will be quite
competitive. The Alliance tie-up with Avtovaz also has
great potential.

If conditions remain essentially unchanged, I
predict that Russia will become Europe’s second-
biggest market after Germany. The current forecast
is for a TIV of 3.3 million units in fiscal 2008, up from
2.8 million last year. We are confident that we can be
a dominant player in this key market.

TORU SAITO
Senior Vice President
Nissan International SA

The groundbreaking ceremony for the new St. Petersburg plant
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REGIONAL
HIGHLIGHTS

Going After Premium Status in Europe
Infiniti

I lead Infiniti Europe—the sales company for the
entire continent—and my task is to launch the
brand here effectively across all facets of the
business.

W
e chose to introduce Infiniti in the European
market now for two reasons. First, we are
hitting a sweet spot in the product cycle,
including the refreshment of the G lineup,

FX and the new EX, which is a smaller vehicle very
suitable for Europe. The second and principal reason
is the Alliance-produced V6 diesel engine that will
debut in this diesel-centric market in March 2010.

We are investing a great deal to match our cars
to European requirements and tastes. We have made
around five hundred changes to the FX, for example,
including interior touchpoints and the car’s
suspension and brakes, the latter primarily because
Europeans drive at higher average speeds than U.S.
drivers do.

We start selling in October 2008, in a market-by-
market phased launch. We will offer four models at
first: the G, G Coupe, EX and FX, all petrol only. In
2009, we bring out the G convertible, and in 2010
the diesel models will arrive. To enhance our brand
recognition and differentiate ourselves, we will be
focusing on our crossover models.

We will establish nine sites in France, Spain, Italy
and other eastern European markets. By spring
2010 there will be approximately eighty sites across
the network spanning 24 countries, including the two
biggest markets, Germany and the UK. This strategy
reflects the availability of two things: diesel models,
which improve the business case for our dealers, and
property, which takes longer to secure.

Our network strategy reflects our product lineup.
We offer V6 models exclusively, so we occupy a

market segment concentrated in large metropolitan
areas. Under our lean and centralized wholesale
organization, those eighty sites will provide around
65 percent market coverage while offering our
dealer-partners a stable business opportunity and a
profitable return on their investment. Although the
coverage is relatively low, from a dealer perspective it
is more attractive. They have a larger potential
market and thus more profit potential. We are, after
all, asking them to invest heavily—as a new brand, we
must tell customers who and what we are, and
premium facilities in the right locations involve
significant commitments. From our side, having
dedicated sales networks and fewer entities to deal
will help us enormously from a logistical perspective
and give us a lean, cost-effective structure.

Customer service is another decisive aspect. Our
research indicates that many Tier 1 brand customers
in Europe do not feel well served. They are buying
luxury cars but receiving the same levels of service
mass-market customers do. We want Infiniti
customers to feel special, and our customer service
approach will be something quite different from the
industry norm.

We carried out benchmarking with assorted
luxury premium brands, goods, and services to
ensure this, and hired key team members from
various premium brands outside the car industry.
They possess the intellectual ability, insights and
motivation to support Infiniti in a fresh and creative
way. We are also hiring more experienced personnel
to handle our customer contact center. By the end of
the NISSAN GT 2012 midterm plan, I expect to see
Infiniti recognized as a credible premium brand in
Europe, with customer service to match.

An Infiniti dealer showroom in Russia

JIM WRIGHT
Vice President
Nissan International SA
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G E N E R A L  O V E R S E A S  M A R K E T S

The China Factor in GOM
China

China represented 43 percent of our total sales
in GOM in fiscal 2007, making this a
tremendously important market for Nissan. This
first year of our new midterm business plan is
therefore a very challenging time for us.

I
run Dongfeng Motor Co., Ltd. (DFL), a joint
venture owned equally by Dongfeng and Nissan
that is the only JV in China to offer a
comprehensive lineup. In 2004, DFL began

implementing a strategic business plan here called
Plan 23 (Plan Two Cubed) to build our foundation.
“Two Cubed” refers to our three goals of doubling
sales volume and revenue, double-digit operating
profit, and making this joint venture a learning
organization between two companies—Dongfeng
and Nissan.

The plan worked. Between 2003 and 2007, DFL
surpassed its sales goal, jumping from 298,000 units
to 610,000 units annually. Operating profit rose 69
percent between 2004 and 2007. Staff from the two
entities also successfully united cross-culturally and
cross-functionally under the Dongfeng Nissan
Management Way, and we became a learning
organization in many areas. One example: we
doubled our productivity between 2003 and 2007,
a direct result of efforts by our motivated employees
and management.

That set the stage for Plan 13 (Plan One Cubed),
our new five-year business plan. One Cubed lays out
a strategy for building a strong base in China and
global competitiveness atop three pillars: significant
growth; operational enrichment through first-class
quality; and becoming the most trusted car company
in China.

We are seeking one million in sales and 100
billion yuan in revenue by 2012. To achieve this

ambitious target, we will launch more than ten new
passenger vehicle models and more than five new
LCVs. Four new models have already debuted this
year—Qashqai, Livina C-Gear, an all-new Teana, and
X-TRAIL.

To serve customers better, we are widening our
sales network. By 2012, we will have 420 outlets
for passenger vehicles, up 40 percent from 2007.
We are also boosting production capacity to sustain
our growth curve. DFL already has an annual
capacity of 860,000 units, and we are investing
a billion yuan in our new Zhengzhou Nissan plant,
which starts operations in 2010 with a capacity of
over 120,000 units.

Operational enrichment entails becoming first
class in cost-competitiveness and the quality of
products, sales and service. Accelerating localization
is critical to that effort, so in 2006 we established an
R&D center in Guangzhou. By 2012, we intend to
increase local content in our passenger vehicles from
the current level of 70 percent to 90 percent. We
also built a training center for dealers in Guangzhou
to enhance CS and started an auto finance company
in Shanghai to offer customers more payment
options.

Protecting the environment is one way of gaining
stakeholder respect and becoming a trusted
company. The new Teana offers a smart navigation
system that enables drivers to avoid congested roads
by plotting the shortest possible route. A test of the
system in Beijing showed that a 30 percent
utilization rate has the potential to cut CO2 by up to
27 percent.

Although this is my first year as DFL’s president,
I have been a board member since the beginning and
know the company well. DFL has already achieved a
great deal, and I am confident that we have many
more opportunities for sustainable growth.

KIMIYASU NAKAMURA
President
Dongfeng Motor Co., Ltd.

Teana
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REGIONAL
HIGHLIGHTS

Gaining Momentum in the New New World
Middle East, Africa, Latin America and the Caribbean

Sales in our region of GOM—what I call “the
new new world”—remain very hot. We moved
over 384,000 units in the Middle East, Africa,
Latin America and the Caribbean in fiscal 2007,
a rise of nearly 22 percent and a rate 4 percent
higher than 2006. Our market share is growing
everywhere. GOM’s relative weight within
Nissan has also nearly doubled since 2000,
rising from 15 percent to 28 percent last year.

C
hina, Japan and other economic powers are
driving our sales up as they invest heavily in
Latin American, African and Middle Eastern
nations rich in energy and raw materials. In

turn, those countries are using the revenues to build
their infrastructure, which creates a powerful
demand for workhorse vehicles such as 4X4s and
pickups. The striking and sustainable growth has
inspired us to invest more in these territories.

As the regional motoring market expands, it is
exhibiting a dual personality. While some customers
naturally desire the latest models and features,
inflation worries steer many people to earlier models
that still offer great value and quality. In effect, we
are doubling our offering in certain lineups and
simultaneously extending the lifespan of successful
products. As an example, we launched the new
Navara pickup truck across the whole region but
retained the D22, a price-competitive pickup that
appeals to fleet customers and working people. We
also sell the new X-TRAIL alongside its predecessor,
the X-TRAIL Classic, in several markets.

A notable characteristic of this region is that 60
percent of the people in many GOM countries are
under thirty. That translates into big families, so in
2007 we launched two models of our new Livina
family of global cars in multiple markets. They have

proven tremendously popular—Livina won the best
MPV station wagon award in South Africa, and even
in that otherwise slow market we are unable to
satisfy demand. In 2008, we will introduce the Livina
family throughout the region, including a new Livina,
the sporty new X-Gear hatchback.

We are also rolling out the new Murano and
Teana in several markets, and introducing segment-
busting cars like the Tiida, which offers a huge
interior for a compact. Our latest compact crossover,
the Qashqai, is massively successful wherever we
bring it to market. In Saudi Arabia, the Altima was
again named editor’s choice for best Japanese
sedan, and the GT-R won Car of the Year even
before its Dubai Motor Show debut.

At the high end, Infiniti is the fastest-growing
luxury brand in the Middle East, up 43 percent last
year. We are opening standalone Infiniti outlets in
2008, especially in the Gulf—starting in Kuwait,
Oman, Dubai, and likely doing the same in Jiddah—
and launching the much-anticipated new Infiniti
FX50.

We are nurturing this spectacular growth and
basing our distribution strategy on “champions”—
influential distributors with years of outstanding
results. They are closely connected to the market
and community and cognizant of buying trends.
Instead of Nissan pushing them to sell, they are
pulling us.

Although our brand has proven itself globally, we
still often underestimate our potential. Mr. Ghosn
challenges us constantly on this score, so we are
becoming more aggressive in our planning. Case in
point: we have set a minimum regional sales target of
400,000 units in the Middle East, from 198,000 in
fiscal 2007, to meet one of NISSAN GT 2012’s
expansion breakthroughs.

Turning Tide: GT-R revealed in Dubai Motor Show was the first outside Japan.

GILLES NORMAND
Corporate Vice President
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Prior Fiscal Year Current Fiscal Year
(As of March 31, 2007) (As of March 31, 2008)

Amounts Ratio Amounts Ratio
Accounts Notes (Millions of yen) (%) (Millions of yen) (%)

Assets
I. Current assets

1. Cash on hand and in banks *3 457,925 570,225
2. Trade notes and accounts receivable *3 679,119 688,300

*6
3. Sales finance receivables *3 3,557,223 3,234,433
4. Securities 28,255 24,643
5. Finished goods 712,696 709,798
6. Other inventories 291,975 295,367
7. Deferred tax assets 324,979 299,306
8. Other 536,797 552,061
9. Allowance for doubtful accounts (96,083) (79,909)

Total current assets 6,492,886 52.4 6,294,224 52.7

II. Fixed assets
1. Property, plant and equipment *1

*3
(1) Buildings and structures 713,159 709,149
(2) Machinery, equipment and vehicles *2 2,726,338 2,517,838
(3) Land 733,651 720,370
(4) Construction in progress 152,829 153,909
(5) Other 551,211 4,877,188 39.3 525,286 4,626,552 38.7

2. Intangible fixed assets *3 185,313 1.5 186,346 1.6
*4

3. Investments and other assets
(1) Investment securities *5 386,212 452,169
(2) Long-term loans receivable 26,322 24,555
(3) Deferred tax assets 157,495 94,420
(4) Other 281,204 266,009
(5) Allowance for doubtful accounts (4,412) 846,821 6.8 (4,793) 832,360 7.0

Total fixed assets 5,909,322 47.6 5,645,258 47.3

Total assets 12,402,208 100.0 11,939,482 100.0



4 3N i s s a n  A n n u a l  R e p o r t  2 0 0 8

Prior Fiscal Year Current Fiscal Year
(As of March 31, 2007) (As of March 31, 2008)

Amounts Ratio Amounts Ratio
Accounts Notes (Millions of yen) (%) (Millions of yen) (%)

Liabilities
I. Current liabilities

1. Trade notes and accounts payable *6 1,103,186 1,119,430
2. Short-term borrowings *3 1,056,319 988,342
3. Current portion of long-term borrowings *3 974,695 666,844
4. Commercial paper 965,238 951,843
5. Current portion of bonds 101,159 149,998
6. Lease obligations 50,421 75,554
7. Accrued expenses 589,337 563,672
8. Deferred tax liabilities 9,064 1,501
9. Accrued warranty costs 92,279 91,151

10. Other 633,621 634,281

Total current liabilities 5,575,319 44.9 5,242,616 43.9

II. Long-term liabilities
1. Bonds 729,707 772,725
2. Long-term borrowings *3 1,167,814 1,050,889
3. Lease obligations 59,140 85,389
4. Deferred tax liabilities 507,600 461,792
5. Accrued warranty costs 130,111 112,522
6. Accrued retirement benefits 194,494 177,485
7. Accrued directors’ retirement benefits — 3,883
8. Other 161,029 182,738

Total long-term liabilities 2,949,895 23.8 2,847,423 23.9

Total liabilities 8,525,214 68.7 8,090,039 67.8

Net assets
I. Shareholders’ equity

1. Common stock 605,814 4.9 605,814 5.1
2. Capital surplus 804,470 6.5 804,470 6.7
3. Retained earnings 2,402,726 19.4 2,726,859 22.8
4. Treasury stock (226,394) (1.9) (269,003) (2.2)

Total shareholders’ equity 3,586,616 28.9 3,868,140 32.4

II. Valuation, translation adjustments 
and others

1. Unrealized holding gain on securities 5,826 0.1 5,750 0.0
2. Unrealized gain and loss from hedging 

instruments 1,817 0.0 (8,471) (0.1)
3. Adjustments for revaluation of the

accounts of the consolidated subsidiaries
based on general price level accounting 68,923 0.6 79,417 0.7

4. Land revaluation of foreign subsidiaries 5,095 0.0 6,238 0.1
5. Unfunded retirement benefit obligation 

of foreign subsidiaries (13,826) (0.1) (4,290) 0.0
6. Translation adjustments (109,214) (0.9) (441,820) (3.7)

Total valuation, translation adjustments 
and others (41,379) (0.3) (363,176) (3.0)

III. Share subscription rights 2,711 0.0 1,714 0.0

IV. Minority interests 329,046 2.7 342,765 2.8

Total net assets 3,876,994 31.3 3,849,443 32.2

Total liabilities and net assets 12,402,208 100.0 11,939,482 100.0
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Prior Fiscal Year Current Fiscal Year

From April 1, 2006 From April 1, 2007[ To March 31, 2007 ] [ To March 31, 2008 ]
Amounts Ratio Amounts Ratio

Accounts Notes (Millions of yen) (%) (Millions of yen) (%)

I. Net sales 10,468,583 100.0 10,824,238 100.0
II. Cost of sales *1 8,027,186 76.7 8,407,398 77.7

Gross profit 2,441,397 23.3 2,416,840 22.3

III. Selling, general and administrative expenses *1
1. Advertising expenses 274,833 275,857
2. Service costs 76,481 73,236
3. Provision for warranty costs 115,490 95,408
4. Other selling expenses 415,269 395,095
5. Salaries and wages 381,284 381,673
6. Retirement benefit expenses 33,491 35,719
7. Supplies 8,395 7,527
8. Depreciation and amortization 73,045 75,742
9. Provision for doubtful accounts 38,282 43,776

10. Amortization of goodwill 6,337 7,565
11. Other 241,551 1,664,458 15.9 234,412 1,626,010 15.0

Operating income 776,939 7.4 790,830 7.3

IV. Non-operating income
1. Interest income 24,313 25,343
2. Dividend income 1,233 2,862
3. Equity in earnings of affiliates 20,187 37,217
4. Exchange gain 5,796 —
5. Miscellaneous income 14,385 65,914 0.7 16,405 81,827 0.8

V. Non-operating expenses
1. Interest expense 30,664 36,118
2. Amortization of net retirement benefit 

obligation at transition 10,928 11,009
3. Loss on the net monetary position due 

to restatement 12,211 6,902
4. Exchange loss — 28,991
5. Miscellaneous expenses 27,999 81,802 0.8 23,237 106,257 1.0

Ordinary income 761,051 7.3 766,400 7.1

VI. Special gains
1. Gain on sales of fixed assets *2 31,973 80,089
2. Gain on sales of investment securities 15,714 3,715
3. Prior period adjustments 5,193 —
4. Gain on implementation of a defined 

contribution plans 19,285 1,076
5. Other 1,522 73,687 0.7 3,258 88,138 0.8

VII. Special losses
1. Loss on sales of fixed assets *2 3,475 1,538
2. Loss on disposal of fixed assets 25,402 21,754
3. Impairment loss *3 22,673 8,878
4. Loss on sales of investment securities 6,234 240
5. Write-down of investments and receivables 2,252 2,934
6. Loss on dilution resulting from 

restructuring of domestic dealers 5,914 —
7. Prior period adjustments 4,689 —
8. Loss on business restructuring of 

consolidated subsidiaries 3,824 5,414
9. Loss on implementation of a defined 

contribution plans 503 220
10. Loss on relocation of the headquarters 

of a subsidiary in North America 10,827 1,895
11. Special addition to retirement benefits 31,933 14,350
12. Directors’ retirement benefits payable due 

to discontinuance of the benefits system — 6,533
13. Other 19,580 137,306 1.3 22,824 86,580 0.8

Income before income taxes and minority 
interests 697,432 6.7 767,958 7.1

Corporate, inhabitants’ and enterprise taxes 202,328 190,690
Income taxes deferred 9,834 212,162 2.0 72,018 262,708 2.4

Income attributable to minority interests 24,474 0.3 22,989 0.2

Net income 460,796 4.4 482,261 4.5
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Shareholders’ equity

Total 
Common stock Capital surplus Retained earnings Treasury stock shareholders’ equity

Balance at March 31, 2006 605,814 804,470 2,116,825 (249,153) 3,277,956

Changes during the period:

Cash dividends paid — — (131,064) — (131,064)

Bonuses to directors and statutory 
auditors — — (560) — (560)

Net income for the period — — 460,796 — 460,796

Disposal of treasury stock — — (3,477) 33,134 29,657

Purchases of treasury stock — — — (10,375) (10,375)

Changes due to merger — — 361 — 361

Change in the scope of consolidation — — (3,728) — (3,728)

Change in the scope of equity method — — (763) — (763)

Net changes in items other than those 
in shareholders’ equity (Note) — — (35,664) — (35,664)

Total changes during the period — — 285,901 22,759 308,660

Balance as of March 31, 2007 605,814 804,470 2,402,726 (226,394) 3,586,616

Valuation, translation adjustments and others

Balance at March 31, 2006 14,340 — — — — (204,313) (189,973) 3,144 285,893 3,377,020

Changes during the period:

Cash dividends paid — — — — — — — — — (131,064)

Bonuses to directors and statutory 
auditors — — — — — — — — — (560)

Net income for the period — — — — — — — — — 460,796

Disposal of treasury stock — — — — — — — — — 29,657

Purchases of treasury stock — — — — — — — — — (10,375)

Changes due to merger — — — — — — — — — 361

Change in the scope of consolidation — — — — — — — — — (3,728)

Change in the scope of equity method — — — — — — — — — (763)

Net changes in items other than 
those in shareholders’ equity (Note) (8,514) 1,817 68,923 5,095 (13,826) 95,099 148,594 (433) 43,153 155,650

Total changes during the period (8,514) 1,817 68,923 5,095 (13,826) 95,099 148,594 (433) 43,153 499,974

Balance as of March 31, 2007 5,826 1,817 68,923 5,095 (13,826) (109,214) (41,379) 2,711 329,046 3,876,994

Total 
valuation,
translation

adjustments
and others

Translation
adjustments

Unfunded
retirement

benefit
obligation 

of foreign sub-
sidiaries

Land revalua-
tion of foreign
subsidiaries

Adjustment
for revaluation

of the
accounts of
the consoli-
dated sub-

sidiaries
based on

general price
level 

accounting

Unrealized
gain from
hedging

instruments

Unrealized
holding gain
on securities

Share
subscription

rights
Minority
interests

Total 
net assets

(Millions of yen)

(Millions of yen)

Note: As a result of the adoption of the Accounting Standard for Presentation of Net Assets in the Balance Sheet and the Accounting Standard for Statement of
Changes in Net Assets, ¥35,664 million, which had been included in Retained earnings at the end of the fiscal year ended March 31, 2006, has been
reclassified to Valuation, translation adjustments and others. 

(Millions of yen)

Adjustments for revaluation of accounts of consolidated subsidiaries based on general price level accounting 49,915

Revaluation of land of foreign subsidiaries 5,134

Unfunded retirement benefit obligation of foreign subsidiaries (19,385)

Total amount reclassified from Retained earnings to Valuation, translation adjustments and others 35,664

Prior fiscal year (from April 1, 2006 to March 31, 2007)
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Shareholders’ equity

Total 
Common stock Capital surplus Retained earnings Treasury stock shareholders’ equity

Balance at March 31, 2007 605,814 804,470 2,402,726 (226,394) 3,586,616

Changes during the period:

Cash dividends paid — — (151,725) — (151,725)

Net income for the period — — 482,261 — 482,261

Disposal of treasury stock — — (6,033) 38,732 32,699

Purchases of treasury stock — — — (81,341) (81,341)

Changes due to merger — — 21 — 21

Change in the scope of consolidation — — (391) — (391)

Net changes in items other than those 
in shareholders’ equity — — — — —

Total changes during the period — — 324,133 (42,609) 281,524

Balance as of March 31, 2008 605,814 804,470 2,726,859 (269,003) 3,868,140

Valuation, translation adjustments and others

Balance at March 31, 2007 5,826 1,817 68,923 5,095 (13,826) (109,214) (41,379) 2,711 329,046 3,876,994

Changes during the period:

Cash dividends paid — — — — — — — — — (151,725)

Net income for the period — — — — — — — — — 482,261

Disposal of treasury stock — — — — — — — — — 32,699

Purchases of treasury stock — — — — — — — — — (81,341)

Changes due to merger — — — — — — — — — 21

Change in the scope of 
consolidation — — — — — — — — — (391)

Net changes in items other than 
those in shareholders’ equity (76) (10,288) 10,494 1,143 9,536 (332,606) (321,797) (997) 13,719 (309,075)

Total changes during the period (76) (10,288) 10,494 1,143 9,536 (332,606) (321,797) (997) 13,719 (27,551)

Balance as of March 31, 2008 5,750 (8,471) 79,417 6,238 (4,290) (441,820) (363,176) 1,714 342,765 3,849,443

Total 
valuation, transla-
tion adjustments

and others
Translation
adjustments

Unfunded
retirement

benefit
obligation 

of foreign sub-
sidiaries

Land revalua-
tion of foreign
subsidiaries

Adjustment
for revaluation

of the
accounts of
the consoli-
dated sub-

sidiaries
based on

general price
level 

accounting

Unrealized
gain and loss
from hedging
instruments

Unrealized
holding gain
on securities

Share
subscription

rights
Minority
interests

Total 
net assets

(Millions of yen)

(Millions of yen)

Current fiscal year (from April 1, 2007 to March 31, 2008)
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Prior Fiscal Year Current Fiscal Year

From April 1, 2006 From April 1, 2007[ To March 31, 2007 ] [ To March 31, 2008 ]
Amounts Amounts

Accounts Notes (Millions of yen) (Millions of yen)

I. Cash flows from operating activities
Income before income taxes and minority interests 697,432 767,958
Depreciation and amortization (for fixed assets excluding leased vehicles) 441,703 463,730
Depreciation and amortization (for other assets) 24,118 24,744
Depreciation and amortization (for leased vehicles) 305,402 340,698
Impairment loss 22,673 8,878
(Decrease) increase in allowance for doubtful receivables 9,996 (2,552)
Unrealized loss on investments 459 1,597
Interest and dividend income (25,546) (28,205)
Interest expense 145,547 159,285
Gain on sales of property, plant and equipment (28,485) (78,551)
Loss on disposal of fixed assets 25,403 21,754
Gain on sales of investment securities (3,566) (3,475)
Increase in trade notes and accounts receivable (114,960) (44,245)
(Increase) decrease in sales finance receivables 44,341 (78,851)
Increase in inventories (88,765) (40,581)
Increase in trade notes and accounts payable 54,368 103,123
Amortization of net retirement benefit obligation at transition 10,928 11,009
Retirement benefit expenses 55,438 52,260
Retirement benefit payments made against related accrual (157,821) (53,303)
Other 12,118 12,108

Subtotal 1,430,783 1,637,381
Interest and dividends received 24,622 27,770
Interest paid (143,650) (157,974)
Income taxes paid (268,928) (164,893)

Net cash provided by operating activities 1,042,827 1,342,284

II. Cash flows from investing activities
Net decrease in short-term investments 7,210 6,311
Purchases of fixed assets (546,848) (469,236)
Proceeds from sales of property, plant and equipment 72,308 131,183
Purchase of leased vehicles (957,356) (862,066)
Proceeds from sales of leased vehicles 304,912 393,418
Increase in long-term loans receivable (12,625) (13,900)
Decrease in long-term loans receivable 4,211 10,561
Purchase of investment securities (17,117) (35,820)
Proceeds from sales of investment securities 36,486 7,272
Purchase of subsidiaries’ stock resulting in changes in the scope of consolidation *2 (1,391) (16,032)
Proceeds from sales of subsidiaries’ stock resulting in changes in the scope 

of consolidation 1,308 1,664
Other (5,685) (20,978)

Net cash used in investing activities (1,114,587) (867,623)

III. Cash flows from financing activities
Net increase in short-term borrowings 492,538 25,397
Increase in long-term borrowings 969,461 834,160
Increase in bonds 123,730 236,875
Repayment of long-term borrowings (1,102,015) (1,023,072)
Redemption of bonds (190,515) (101,888)
Proceeds from minority shareholders 260 47
Purchase of treasury stock (10,375) (81,341)
Proceeds from sales of treasury stock 29,087 33,203
Repayment of lease obligations (66,775) (72,762)
Cash dividends paid (131,064) (151,725)
Cash dividends paid to minority shareholders (7,453) (6,291)
Other 33 395

Net cash provided by (used in) financing activities 106,912 (307,002)

IV. Effects of exchange rate changes on cash and cash equivalents 16,640 (52,978)

V. Increase in cash and cash equivalents 51,792 114,681

VI. Cash and cash equivalents at beginning of the year 404,212 469,388

VII. Increase due to inclusion in consolidation 13,384 33

VIII. Cash and cash equivalents at end of the year *1 469,388 584,102
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Prior fiscal year Current fiscal year

From April 1, 2006 From April 1, 2007[ To March 31, 2007 ] [ To March 31, 2008 ]
1. Scope of consolidation

(1) Number of consolidated companies 188
• Domestic companies 94

Sales companies for vehicles and parts
Aichi Nissan Motor, Nissan Fleet Sales, Nissan Prince
Tokyo Motor Sales, Nissan Parts Chuo Sales and 71
other sales companies

Manufacturing companies for vehicles and parts
Nissan Shatai Co., Ltd., Aichi Machine Industry Co.,
Ltd., JATCO Ltd., Calsonic Kansei Corporation and 4
other companies

Logistics and services companies
Nissan Trading Co., Ltd., Nissan Financial Services Co.,
Ltd., Autech Japan Co., Ltd., and 8 other companies

• Foreign companies 94
Nissan North America, Inc., Nissan Europe S.A.S., Nissan
Motor Manufacturing (UK) Ltd., Nissan Mexicana, S.A. de
C.V., and 90 other companies

The newly established Nissan Business Service has been
consolidated. Nissan Center Europe and another company
have been consolidated through the acquisition of their
stocks. Nissan Nordic Europe and 8 other companies, which
were unconsolidated subsidiaries in the prior year, have
been consolidated since their importance has increased. In
addition, Tokyo Nissan Motor and 4 other companies have
been dissolved following their mergers. Nissan Swaziland
(Pty) Ltd. and 3 other companies were liquidated. Reicomsa,
S. A. and another company have been excluded from
consolidation following the sale of their shares. As a result
of the reorganization of domestic dealers during the year
ended March 31, 2007, 52 consolidated subsidiaries have
been split into 52 companies each for sales and asset
management. The 52 asset management companies were
then dissolved following their merger with Nissan Real
Estate Development Co., Ltd., which was then renamed
Nissan Network Holdings Co., Ltd.

(2) Unconsolidated subsidiaries 174 
• Domestic companies 115

Nissan Marine Co., Ltd., Nissan Human Resources
Development Center Inc. and others

• Foreign companies 59
Nissan Industrial Equipment Co. and others

These unconsolidated subsidiaries are small in terms of their
total assets, sales, net income or loss, retained earnings and
others, and do not have a significant effect on the
consolidated financial statements. As a result, they have
been excluded from consolidation.

1. Scope of consolidation
(1) Number of consolidated companies 194

• Domestic companies 80
Sales companies for vehicles and parts

Aichi Nissan Motor, Nissan Fleet Sales, Nissan Prince
Tokyo Motor Sales, Nissan Parts Chuo Sales and 
57 other sales companies

Manufacturing companies for vehicles and parts
Nissan Shatai Co., Ltd., Aichi Machine Industry Co.,
Ltd., JATCO Ltd., Calsonic Kansei Corporation and 4
other companies

Logistics and services companies
Nissan Trading Co., Ltd., Nissan Financial Services
Co., Ltd., Autech Japan Co., Ltd., and 8 other
companies

• Foreign companies 114
Nissan North America, Inc., Nissan International SA,
Nissan Motor Manufacturing (UK) Ltd., Nissan Mexicana,
S.A. de C.V., and 110 other companies

The newly established Tokai Nissan Motor Co., Ltd., and 3
other companies have been consolidated. Atlet AB and
another company have been consolidated through the
acquisition of their stocks. Due to the consolidation of Atlet
AB, its 16 subsidiaries have also been consolidated. Nissan
International SA and 2 other companies, which were
unconsolidated subsidiaries in the prior year, have been
consolidated since their importance has increased.
Meanwhile, NR Wholesales Mexico, S.A. De C.V., and 10
other companies ceased to exist due to mergers. Sunny
Osaka Service Co., Ltd., and 6 other companies were
dissolved. Bocho Nissan Motor Co., Ltd., has been excluded
from consolidation following the sale of its shares.

(2) Unconsolidated subsidiaries 167
• Domestic companies 106

Nissan Marine Co., Ltd., Shinwa Kogyo Co., Ltd. and
others

• Foreign companies 61
Nissan Industrial Equipment Co. and others

These unconsolidated subsidiaries are small in terms of their
total assets, sales, net income or loss, retained earnings and
others, and do not have a significant effect on the
consolidated financial statements. As a result, they have
been excluded from consolidation.
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Prior fiscal year Current fiscal year

From April 1, 2006 From April 1, 2007[ To March 31, 2007 ] [ To March 31, 2008 ]
2. Equity method

(1) Companies accounted for by the equity method 47
• Unconsolidated subsidiaries 32

(20 domestic and 12 foreign companies)
Nissan Marine Co., Ltd., Nissan Industrial Equipment Co.
and others

Alliance Inspection Management Holdings and 5 other
companies, which were subsidiaries not accounted for by
the equity method in the prior year, have become
unconsolidated subsidiaries accounted for by the equity
method because their importance has increased. Meanwhile,
Nissan Hanshin Service Center Co., Ltd. and 2 other
companies have been dissolved following their mergers. 

• Affiliates 15
(14 domestic and 1 foreign companies)
Kinugawa Rubber Industrial Co., Ltd. and others

Siam Metal Technologies and another company have been
excluded from the scope of the equity method, following the
sale of their shares. Nissan Vehicle Distributors has been
liquidated. 

(2) Companies not accounted for by the equity method 182
• Unconsolidated subsidiaries 142

Nissan Human Resources Development Center Inc. and
others

• Affiliates 40
Tonox Co., Ltd. and others

These companies are not accounted for by the equity
method, as their impact is not significant on the consolidated
net income or loss, consolidated retained earnings and
others.

(3) No adjustments are made to the financial statements of the
companies accounted for by the equity method even if their
accounting period is different from that of the Company.

2. Equity method
(1) Companies accounted for by the equity method 47

• Unconsolidated subsidiaries 31
(19 domestic and 12 foreign companies)
Nissan Marine Co., Ltd., Nissan Industrial Equipment Co.
and others

Nissan Fukuoka Service Center Co., Ltd., which was an
unconsolidated subsidiary and accounted for by the equity
method in the prior year, ceased to exist due to a merger.

• Affiliates 16
(15 domestic and 1 foreign companies)
Kinugawa Rubber Industrial Co., Ltd., Tonichi Carlife
Group Corporation and others

Tonichi Carlife Group Corporation has been included in the
scope of the equity method after it became an affiliate
through the purchase of its shares.

(2) Companies not accounted for by the equity method 180
• Unconsolidated subsidiaries 136

Shinwa Kogyo Co., Ltd. and others

• Affiliates 44
Tonox Co., Ltd. and others

These companies are not accounted for by the equity
method, as their impact is not significant on the consolidated
net income or loss, consolidated retained earnings and
others.

(3) Same as the prior fiscal year. 



5 0 N i s s a n  A n n u a l  R e p o r t  2 0 0 8

Prior fiscal year Current fiscal year

From April 1, 2006 From April 1, 2007[ To March 31, 2007 ] [ To March 31, 2008 ]
3. Accounting period of consolidated subsidiaries

(1) The following consolidated companies close their books of
account at:

December 31:
Nissan Mexicana, S.A. de C.A.
NR Finance Mexico, S.A. de C.V.
NR Wholesales Mexico, S.A. de C.V.
ESARA, S.A. De C.V
Nissan Europe S.A.S. and its 14 subsidiaries
Nissan Forklift Europe B.V.
Nissan do Brasil Automoveis Ltda
JATCO Mexico, S.A. de C.V
Yulon Nissan Motor Co., Ltd.
NISSAN (CHINA) INVESTMENT CO., LTD.
Dongfeng Motor Co., Ltd.
Calsonic Kansei Mexicana, S.A. de R.L. de C.V., 

and its 2 subsidiaries
Calsonic Kansei (Thailand) Co., Ltd.
Calsonic Kansei (Shanghai) Corp.
Calsonic Kansei (China) Holding Company

(2) Of these 31 companies, the financial statements of Nissan
Europe S.A.S., Nissan Mexicana, S.A. de C.A., and 20 other
subsidiaries are consolidated by using their financial
statements as of the parent fiscal year end which are
prepared solely for consolidation purposes. For Dongfeng
Motor Co., Ltd., Yulon Nissan Motor Co., Ltd., and 7 other
subsidiaries are consolidated by using their financial
statements as of their respective fiscal year end, and
necessary adjustments are made to their financial
statements to reflect any significant transactions from
January 1 to March 31.

4. Significant accounting policies
(1) Valuation methods for assets

1) Securities
Held-to-maturity securities:

Held-to maturity securities are stated at amortized
cost

Other securities:
Marketable securities:

Marketable securities classified as other securities
are carried at fair value with any changes in
unrealized holding gain or loss, net of the applicable
income taxes, directly included in net assets. Costs
of securities sold are calculated by the moving
average method.

Non-marketable securities:
Non-marketable securities classified as other
securities are carried at cost determined by the
moving average method. 

2) Derivatives
Derivatives financial instruments are stated at fair value. 

3) Inventories
Inventories are stated principally at the lower of cost or
market, cost being determined by the first-in, first-out
method.

3. Accounting period of consolidated subsidiaries
(1) The following consolidated companies close their books of

account at:
December 31:

Nissan Mexicana, S.A. de C.A.
NR Finance Mexico, S.A. de C.V.
NR Finance Service S.A. de C.V.
Nissan Motor (GB) Ltd. 
Nissan Motor Manufacturing (UK) Ltd.
Aprite (Gb) Ltd. 
Nissan Design Europe Ltd.
Nissan Motor RUS Ltd.
Nissan Motor Ukraine Company
Nissan Kaz Limited Liability Partnership
Nissan International SA
Nissan do Brasil Automoveis Ltda
JATCO Mexico, S.A. de C.V
Yulon Nissan Motor Co., Ltd.
NISSAN (CHINA) INVESTMENT CO., LTD.
Dongfeng Motor Co., Ltd.
Calsonic Kansei Mexicana, S.A. de R.L. de C.V., 
Calsonic Kansei (Thailand) Co., Ltd.
Calsonic Kansei (Shanghai) Corp.
Calsonic Kansei (China) Holding Company
Calsonic Kansei (Guangzhou) Corp.
Atlet AB and its 16 subsidiaries

(2) Of these 38 companies, the financial statements of Nissan
Mexicana, S.A. de C.A., and 12 other subsidiaries are
consolidated by using their financial statements as of the
parent fiscal year end which are prepared solely for
consolidation purposes. For Dongfeng Motor Co., Ltd., Yulon
Nissan Motor Co., Ltd., and 23 other subsidiaries are
consolidated by using their financial statements as of their
respective fiscal year end, and necessary adjustments are
made to their financial statements to reflect any significant
transactions from January 1 to March 31.

4. Significant accounting policies
(1) Valuation methods for assets

1) Securities
Held-to-maturity securities:

Same as the prior fiscal year. 

Other securities:
Marketable securities:

Same as the prior fiscal year.

Non-marketable securities:
Same as the prior fiscal year. 

2) Derivatives
Same as the prior fiscal year.

3) Inventories
Same as the prior fiscal year.


