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Oji Nepia Co., Ltd. — the nepia 1000 Toilets Project

The nepia 1000 Toilets Project was announced to the public on July 1, 2008. Headed up by
Toshiyuki Kon, Manager of the Marketing Department in the Sales Division of Oji Nepia Co., Ltd.,
and staffed by members of the same department and external members, the nepia 1000 Toilets
Project (hereinafter referred to as the 1000 Toilets Project) applied part of the sales of nepia
products to support UNICEF “aid activities in water and sanitation” in East Timor in 2008, the
International Year of Sanitation, under the slogan of “protecting lives lost through toilet and water
problems.” The objective was to install 1000 household toilets, install or repair toilets in 15
schools, and support activities to disseminate and entrench hygienic practices through donations to
UNICEF.

Marketing Department manager, Mr. Kon, gave consideration to the future marketing strategy of
the company having sought a variety of opinions both from within and outside the company with
regard to the 1000 Toilets Project, the logo for which is shown in Figure 1.

Figure 1 — an example of the 1000 Toilets Project logo
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This case was written by Professor Akihiro Inoue of the Graduate School of Business Administration, Keio
University. This case was prepared solely as a basis for class discussion and has no intention to opine on the
quality of corporate management or the appropriateness of management decisions made by persons
concerned.

Our gratitude to Mr. Toshiyuki Kon (leader), Mr. Keiji Saito, and Ms. Tomoko Takase of the nepial000
Toilets Project of Oji Nepia Co., Ltd., Mr. Sadataka Takahashi, Head of the Do Creativity Institute Inc., Mr.
Ryoichi Tsujii, Representative Director of Value Marketing Lab Inc., and Ms. Yoshiko Hayashida of
Corporate and Individual Donor Relations of the Japan Committee for UNICEF for their cooperation in the
collection and collation of published materials.

This case is published by Keio Business School. Inquiries about reproducing the case should be referred to
Keio Business School (4-1-1 Hiyoshi, Kouhoku-ku, Yokohama-shi, Kanagawa-ken, 223-8526; phone
+81-45-564-2444; e-mail case@kbs.keio.ac.jp). To order copies of the case, go to http://www.kbs.keio.ac.jp/.
No part of this case may be reproduced, stored in a retrieval system, used in a spreadsheet, or transmitted in
any form or by any means—electronic, mechanical, photocopying, recording, or otherwise—without the
permission of Keio Business School.

Copyright © Akihiro Inoue (created July 2009).

20

25

30

35

40



