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P r o f i l eOSG CORPORATION has a history that stretches

over 65 years, starting in 1938 when founder Hideo

Osawa established Osawa Screw Grinding Co.,

Ltd., in Musashino, Tokyo, for the manufacture of

taps and dies.

OSG’s expansion into overseas markets began

in 1968 with the establishment of OSG Tap and

Die, Inc. (OTD), in Chicago.

Expertise in the field of cutting tools and the

related technologies accumulated by OSG since its

establishment, in addition to the sales and mar-

keting data that serve as the base for the

Company’s operations, have enabled OSG to

expand beyond the borders of Japan into the North

American, South American, Asian, and European

markets. This offers OSG great potential for

growth. In 1997, a headquarters was established

in Europe, which is now expanding rapidly as a

marketing base.

OSG will continue to focus its efforts on mar-

kets with potential for growth and develop its busi-

ness on a global scale by carving out a niche in

the new global marketplace.

Drills
The EX Gold Drill, developed by OSG, is a general application,
high-precision, high-efficiency drill that, because of its unique
blade shape, is also excellent for automated operation in a
machining center. In addition, OSG carries a variety of EX Gold
Drills, including those for high-speed steel drills, carbide drills,
and diamond drills.

Rolling Dies
Rolling dies make use of the plasticity of metal to conduct
forming for screws and serrations. OSG offers a variety of rolling
dies for many applications, such as thread-rolling cylindrical dies
for screws, worms, and serrations; thread-rolling planetary dies;
and counterflow rolling dies. The operation of rolling dies does not
produce scrap; therefore, high-speed, efficient operation is
possible. Demand is growing particularly rapidly for automated
parts. 

Gauges
In the modern industrial era, high precision and high efficiency
are musts for any competitive manufacturer. Gauges are critical
for measuring the compatibility of threads for machine parts and
assuring the quality of mass-produced products.

OSG’s knowledge and experience in the field of thread making
enable it to manufacture some of the most precise gauges in
the world.

Cautionary Information with Respect to Forward-Looking Statements
Statements contained in this report regarding the plans, strategies, and beliefs
of the OSG Group that are not historical facts constitute forward-looking statements
about future operational results. As such, they are based on the judgments of OSG
CORPORATION’s management made in consideration of currently available data.

Actions based solely on these statements should be avoided. Potential risk factors
that could cause actual results to differ materially from those anticipated include,
without limitation, general economic conditions, currency exchange rates, sudden
technological evolution, and customer preference.
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Product Strategy

OSG’s main line of business is the manufacture and

marketing of precision cutting tools that enhance customers’

productivity. One advantage OSG enjoys over its competitors

is that it not only produces a wide range of cutting tools for

industrial applications but also markets highly specialized

tools and provides technical support services around the

world. OSG is one of the few companies offering tailor-made

precision solutions to clients in such fields as automobile

engine block processing.

OSG’s main products are taps and the Company has

emerged as a leader in the global tap market over its 65-year

history and now controls 26% of the global market share. 

In areas other than taps, OSG is also focusing efforts on

the manufacture and marketing of carbide end mills and

drills. As cutting tool technology advances and processing

speeds increase, demand for carbide end mills is expected to

expand. Although OSG got a late start in the drill market, the

Company has leveraged its superior technologies to increase

its market share in this field. 

OSG also provides comprehensive turnkey solutions for

specific customer needs through alliances with major

machine tool manufacturers. 

End Mills
End mills are a standard type of milling cutter used for a wide
variety of applications, including slot, peripheral, hole, and copy
milling. As manufacturing technology improves, the demand for
high-speed, high-precision, high-durability cutting tools is
increasing. In response, OSG is shifting from high-speed steel
end mills to carbide drill cutting end mills.

OSG-WALTER
OSG-WALTER is a series of milling tools that is the result of
OSG’s marketing and technological tie-up with German carbide
cutter maker Walter AG. OSG will continue to research, develop,
and manufacture such indexable tools.

Thread-cutting tools:
¥15.4 billion
31%

Milling cutters: 
¥14.8 billion
30%

Other cutting tools: 
¥8.4 billion
17%

Forming tools: 
¥4.9 billion 9%

OSG Product Line
Taps
Taps, OSG’s main products, are tools to cut internal threads for
screws in holes made by drills, etc. They are used mainly in the
automotive industry but also for a variety of other applications.
OSG is the largest producer of taps in the world and has seven
production centers worldwide.

Measuring tools: 
¥0.9 billion

2%
Others: 
¥5.5 billion
11%



We AreOSGOSG has been developing overseas markets since 1968, long before the much-touted “globalization” of Japan. Increasing overseas

sales is a top priority management objective for OSG. 

The automotive industry forms OSG’s core customer base. The scale of this industry is roughly the same in North America,

elsewhere in Asia, and Europe. OSG commands nearly 50% of market share in Japan and leveraging the knowledge and experience it

has gained in Japan is essential to increase sales in North America, elsewhere in Asia, and Europe. OSG aggressively pursues

localization strategies as a means to achieve this goal.
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� The Americas
OSG has a 35-year history in this region, beginning

in 1968 with the establishment of consolidated

subsidiary OSG Tap and Die, Inc. (OTD), in Chicago.

OSG has production facilities in the United States,

Mexico, and Brazil. With increasing demand from

Japanese auto manufacturers for localization of

production, the Company’s current strategy is to

increase sales to the “Big 3” U.S. auto manufacturers.

1968 OSG Tap and Die, Inc., established in Chicago,

the United States

1973 Acquired Sossner Tap and Tool Corp., a tap

manufacturer, in the United States

1974 OSG Ferramentas de Precisão Ltda. established

in São Paulo, Brazil

1988 Established OSG Canada Ltd. in Toronto, Canada

1994 Acquired Hermecor, a tap manufacturing

company in Mexico, and renamed it OSG Royco,

S.A. de C.V.

2001 Acquired Quality Carbide Tool, Inc., in Illinois,

the United States

2002 Georgia Plant closed (production transferred to

OSG Royco in Mexico and OSG Ferramentas de

Precisão in Brazil)

� Europe
Although OSG’s market share in Europe is only 3%,

the Company has the potential to significantly

increase its market share in this region. OSG’s entry

into the European market was in 1995, when it

became majority stockholder in Norman Tap & Die,

UK (currently OSG UK Ltd.). Since then, the Company

has established overseas affiliated companies in

Spain in July 2002 (OSG Tooling Iberica S.L.) and

Germany in January 2003 (OSG GmbH).

1995 Became majority stockholder of Norman Tap 

& Die, UK

1997 Established OSG Europe S.A. in Belgium to

supervise Group companies in Europe

Acquired A.I.M.O., SA, trading company (active

in Belgium, France, and the Netherlands)

1999 Renamed Norman Tap & Die, UK, to OSG UK

Limited and A.I.M.O. to OSG A.I.M.O. S.A.

2000 Acquired Thrane Tool A/S, a tool wholesale

company in Denmark, and renamed it OSG

Scandinavia A/S

2002 OSG Tooling Iberica S.L., established jointly

with Trans Inter, a general distributor in Spain 

2003 OSG GmbH established in Germany



Major Subsidiaries
and Affiliates
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� Sales Organizations

Domestic: Taiho Sangyo Co., Ltd.
Ohmori Co., Ltd.
Moriyama Co., Ltd.

United States: OSG Tap and Die, Inc.
Canada: OSG Canada Ltd.
Belgium: OSG Europe S.A.

OSG A.I.M.O. S.A.
France: OSG A.I.M.O. France s.a.r.l.
Germany: OSG GmbH
Spain: OSG Tooling Iberica S.L.
Netherlands: OSG Nederland b.v.
Denmark: OSG Scandinavia A/S
Singapore: OSG Asia Pte Ltd.
Thailand: OSG (Thailand) Co., Ltd.
China: OSG (Shanghai) Co., Ltd.

� Production and Sales Organizations

Domestic: Nihon Hard Metal Co., Ltd.
Aoyama Seisakusyo Co., Ltd.
Kamiya Seiko Co., Ltd.
OSG Coating Services Co., Ltd.
Ohtaka Seiko Co., Ltd.
SD MFG. Company
Sanwa Seiki Co., Ltd.
Nastec Co., Ltd.

United States: Quality Carbide Tool, Inc.
NAS Precision L.L.C.

Mexico: OSG Royco, S.A. de C.V.
Brazil: OSG Ferramentas de Precisão

Ltda.
United Kingdom: OSG UK Limited
South Korea: OSG Korea Corporation
Thailand: OSG Manufacturing (Thailand)

Co., Ltd.
India: Carbide Cutting Tool PVT, Ltd.
China: OSG (Shanghai) Tool Co., Ltd.

DA-BAO (Dongguan) Molding 
& Cutting Tool Co., Ltd.

Shanghai Nagoya Precision Tools
Co., Ltd.

Taiwan: Taiho Tool Mfg. Co., Ltd.

� Asia
OSG has production facilities in Japan, South Korea, Taiwan, China,

Thailand, and India. OSG has enhanced its production and marketing

systems in Asia outside Japan to the point where no other company offers

it serious competition. 

In the rapidly expanding Chinese market, in September 2001, OSG

established OSG (Shanghai) Co., Ltd., a marketing subsidiary in Shanghai,

and sales have increased rapidly. In addition, OSG (Shanghai) Tool, Co., Ltd.,

a manufacturing facility in Shanghai for cemented carbide end mills, is

under construction and scheduled to be completed by the end of 2003. 

1970 Established a joint company, Taiho Tool Mfg. Co., Ltd., 

in Kaohsiung, Taiwan

1985 Established OSG Korea Corporation in Taegu, South Korea

1990 Established OSG Asia Pte Ltd. in Singapore 

1996 Established OSG (Thailand) Co., Ltd., in Bangkok, Thailand 

1997 Established DA-BAO (Dongguan) Molding & Cutting Tool Co., Ltd., 

in Guangzhou, China

1998 Established OSG Manufacturing (Thailand) Co., Ltd.

1999 OSG Asia opened representative offices in Malaysia and the Philippines

2001 Established OSG (Shanghai) Co., Ltd., in Shanghai, China 

Acquired Carbide Cutting Tool PVT, Ltd., in India

2002 Established OSG (Shanghai) Tool Co., Ltd.

OSG Asia opened representative office in Indonesia

OSG Headquarters

Sales by Region

Japan
63.8%

Asia
13.3%

The Americas
17.0%

Europe 5.9%
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INTERVIEW WITH THE PRESIDENT

Q1: What makes OSG a unique company?

A: OSG contributes to the development of the manufacturing industry on a global scale by manufactur-

ing and marketing such precision cutting tools as taps and end mills. To achieve this end, OSG strives

to provide superior products and services that satisfy its customers while keeping a workplace atmos-

phere in line with the phrase “OSG: A bright and vigorous global company full of energy and dreams.”

The automotive industry forms OSG’s core customer base and the Company produces a wide variety

of products that support auto parts manufacturers, including taps for engines and connecting rods. In

addition, OSG products are used in such industries as metal die manufacturing and precision machine

processing. Another of OSG’s strengths is its aggressive overseas strategy, which was first implemented

in 1968. Currently, 36.2% of net sales are from overseas and the Company’s goal is to increase this

figure to 50%. 

OSG has 34 consolidated subsidiaries, some of which posted losses during fiscal 2002, ended

November 30, 2002 due to corporate restructuring or the fact that they had just recently been estab-

lished. I am proud to report, however, that almost all our subsidiaries are profitable and in excellent

fiscal condition. I believe that the nurturing of excellent human resources is one of the most important

management goals for any successful company and OSG has reaped the benefits of superb employee-

training policies. 

Q2: From a management point of view, please describe the operating environment OSG faced 

in fiscal 2002. 

A: Let me begin with a description of fiscal 2002. The Japanese economy remained sluggish as the

global economy suffered from recession and prolonged deflation with no substantial recovery on the

horizon. In the tools industry, demand from the automotive industry remained steady. In the area of

capital investment, demand was weak in both the domestic and overseas markets of the machine tools

industry and the aviation industry, which has shown conspicuous, prolonged stagnation. Net sales for

the consolidated fiscal year under review increased by 6.7% year on year, to ¥49,983 million. Much of

this improvement can be attributed to the addition of seven new subsidiaries, without which, net sales

would have fallen by 15%. Operating income was ¥3,224 million, a year-on-year decrease of 44.2%.

Domestic Overseas
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President

Teruhide Osawa

OSG’s Basic Business Strategies:

1. Increase ratio of overseas sales

2. Increase global market share of taps to 30%

3. Increase sales of cemented carbide end mills
and drills

4. Market products developed through alliances
with other companies via the OSG sales network
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The Company recorded extraordinary losses of ¥1,769 million for the write-down of investment securi-

ties and ¥496 million for the closure of the factory of a consolidated subsidiary in the United States.

In addition, there was an impairment loss on the goodwill of consolidated subsidiaries of ¥273 million.

As a result, net loss for the term under review amounted to ¥1,678 million.

Q3: What strategies has OSG developed to stay strong amid this difficult business environment?

A: I believe that OSG cannot maintain long-term growth without expanding beyond the domestic mar-

ket. This is the reason OSG has focused on selling its products overseas for quite some time and the

motivation behind making raising the ratio of overseas sales to 50% a priority management objective. 

Since 1968, with the establishment of OSG Tap and Die, Inc. (OTD), in Chicago as a base for the

North American market, OSG has expanded operations in North America, Europe, and Asia outside

Japan with the establishment of 24 overseas affiliated companies. Meeting the needs of customers at

the local level is the precursor to success in the global market. 

OSG products are mainly tools used in the automotive and metal die manufacturing industries.

However, the Company’s manufacturing strategy is to reduce the production costs of customers in a

variety of industries by speeding up production. To achieve this end, OSG produces high-value-added

tools that serve the needs of its customers. 

Simply exporting OSG products to overseas distributors and trading houses can only produce limited

results because middlemen often lack the requisite knowledge of how to leverage OSG products to cre-

ate solutions to the problems faced by customers. To educate manufacturers on the high quality of

OSG products, sales representatives around the world must suggest productivity-enhancing solutions

that incorporate OSG products. 

During fiscal 2002, one strategy OSG employed to introduce more of its products into the automo-

tive industry was to present solutions that were successfully adopted by Toyota Motor Corp. and Honda

Motor Co., Ltd., in Japan for implementation by auto manufacturers worldwide. As a result, major auto

manufacturers in every region of the world are steadily increasing their use of OSG products. 

In addition, a careful observation of local markets is essential to maintain advantageous pricing of

products. Exporting without a detailed knowledge of those markets would leave us at the mercy of dis-

tributors and trading houses who try to press the Company into lowering retail prices. 

Establishing an overseas subsidiary does not guarantee profitability in the region. Linguistic and cul-

tural barriers often present unforeseen difficulties. Often, it takes a long time for an overseas subsidiary

Thousands of
Millions of Yen U.S. Dollars*

2002 2001 2000 1999 1998 2002

For the Year:
Net sales .......................... ¥49,983 ¥46,842 ¥43,504 ¥38,426 ¥42,821 $409,697

Domestic ...................... 31,870 32,110 30,649 27,067 30,365 261,230
Overseas....................... 18,113 14,732 12,855 11,359 12,456 148,467

Operating income .............. 3,224 5,777 4,722 1,950 4,753 26,426
Net (loss) income .............. (1,678) 1,112 1,461 304 1,932 (13,754)
Operating cash flow ........... 6,969 6,116 8,649 — — 57,123

At Year-End:
Total shareholders’ equity... 35,026 37,684 42,316 39,431 40,235 287,098
Total assets....................... 74,430 71,261 79,681 75,152 73,250 610,082

Yen U.S. Dollars*

Per Share:
Net (loss) income .............. ¥ (17.25) ¥ 11.14 ¥ 14.57 ¥ 3.03 ¥ 19.17 $(0.141)
Cash dividends.................. 6.00 6.00 6.00 6.00 10.00 0.049
Shareholders’ equity .......... 363.89 381.80 422.08 393.00 401.02 2.982

* The translations of Japanese yen amounts into U.S. dollar amounts are included solely for the convenience of readers
outside Japan and have been made at the rate of ¥122 to $1, the approximate rate of exchange as of November 29, 2002. 
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