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A B O U T  I N P U T / O U T P U T               

Our Mission is to become the leader in creating cost-effective imaging technology

that improves exploration and production economics for the energy industry. 

For more than thirty years, the Company has created customer value by providing

seismic technologies that facilitate more cost-effective decisions for worldwide

energy producers. 

The people of Input/Output are the foundation of our business, technology and

financial successes.  The image, a combination micro-machined accelerometer,

application specific integrated circuit and printed circuit board, shows part of our

revolutionary VectorSeis® technology for digital acquisition of seismic images.

We discuss our progress in bringing this technology to market in this report.
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S E L E C T E D  F I N A N C I A L  D ATA          

Seven Months
Year Ended Ended

December 31, December 31, Years Ended May 31,

2001 2000 2000 1999 1998 1997
(in thousands, except per share data)

Statement of Operations Data:
Net sales $ 212,050 $ 78,317 $   121,454 $ 197,415 $ 385,861 $ 281,845
Cost of sales(1) 135,798 58,554 106,642 205,215 226,514 183,438

Gross profit (loss) 76,252 19,763 14,812 (7,800) 159,347 98,407
Operating expenses:
Research and development(2) 29,442 16,051 28,625 42,782 32,957 22,967
Marketing and sales 14,274 5,934 10,284 14,193 14,646 13,288
General and administrative(3) 19,695 8,127 21,885 80,932 28,295 36,186
Amortization and impairment of intangibles(4) 4,936 2,757 39,488 16,247 6,008 4,551

Total operating expenses 68,347 32,869 100,282 154,154 81,906 76,992
Earnings (loss) from operations 7,905 (13,106) (85,470) (161,954) 77,441 21,415
Interest expense (695) (627) (826) (897) (1,081) (793)
Interest income 4,685 4,583 4,930 7,981 7,517 3,942
Other income (expense) 574 176 1,306 (370) (202) (267)
Earnings (loss) before income taxes 12,469 (8,974) (80,060) (155,240) 83,675 24,297
Income tax (benefit) expense 3,128 1,332 (6,097) (49,677) 26,776 7,700
Net earnings (loss) 9,341 (10,306) (73,963) (105,563) 56,899 16,597
Preferred dividend 5,632 3,051 4,557 — — —
Net earnings (loss) applicable to 

common shares $ 3,709 $ (13,357) $ (78,520) $ (105,563) $ 56,899 $ 16,597
Basic earnings (loss) per common share $ 0.07 $ (0.26) $ (1.55) $ (2.17) $ 1.29 $ 0.38
Weighted average number of 

common shares outstanding 51,166 50,840 50,716 48,540 43,962 43,181
Diluted earnings (loss) per common share $ 0.07 $ (0.26) $ (1.55) $ (2.17) $ 1.28 $ 0.38
Weighted average number of diluted 

common shares outstanding 52,309 50,840 50,716 48,540 44,430 43,820
Balance Sheet Data (end of year):
Working capital $ 204,600 $ 181,366 $ 183,412 $ 213,612 $ 245,870 $ 170,427

Total assets 383,171 365,633 381,769 451,748 493,016 384,658
Short-term debt, including current maturities 

of long-term debt 2,312 1,207 1,154 1,067 986 912
Long-term debt, net of current maturities 20,088 7,077 7,886 8,947 10,011 11,000
Stockholders' equity 331,037 325,403 335,015 396,974 415,700 338,614
Other Data:
Capital expenditures $ 9,202 $ 2,837 $ 3,077 $ 9,326 $ 6,960 $ 26,966
Depreciation and amortization 17,535 11,488 22,835 20,776 16,816 12,558

(1) Results for the year ended May 31, 2000 include charges of $12.0 million and results for the year ended May 31, 1999 include charges of $77.0 million. 
See Note 15 of Notes to Consolidated Financial Statements for further information with respect to these charges.

(2) Results for the year ended May 31, 1999 include charges of $1.1 million. See Note 15 of Notes to Consolidated Financial Statements for information 
with respect to these charges.

(3) Results for the year ended May 31, 2000 include charges of $7.2 million; results for the year ended May 31, 1999 include charges of $53.2 million and results for the
year ended May 31, 1997 include charges of $15.6 million. See Note 15 of Notes to Consolidated Financial Statements for information with respect to these charges.

(4) Results for the year ended May 31, 2000 include charges for $31.6 million and results for the year ended May 31, 1999 include charges of 
$7.7 million. See Note 15 of Notes to Consolidated Financial Statements for information with respect to these charges.

The selected consolidated financial data set forth below with respect to our consolidated statements of operations for the year ended
December 31, 2001, the seven months ended December 31, 2000 and the four fiscal years ended May 31, 2000, 1999, 1998, and 1997, 
and with respect to our consolidated balance sheets at December 31, 2001, and 2000 and May 31, 2000, 1999, 1998, and 1997 have been
derived from our audited consolidated financial statements. Our results of operations and financial condition have been affected by acquisi-
tions of businesses and significant charges during certain periods presented, which may affect the comparability of the financial information.
This information should be read in conjunction with ITEM 7 Management's Discussion and Analysis of Results of Operations and Financial
Condition and the consolidated financial statements and the notes thereto included in our Form 10-K.
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L E T T E R  T O  S H A R E H O L D E R S

We are pleased to report that Input/Output regained 

profitability in 2001, our first reported annual period of 

positive earnings to common shareholders in over two and

one-half years.  This achievement is especially significant in

view of the Company’s continuing commitment to new

product development, evidenced by our expenditures this

year of almost $30 million, or 14% of revenues, for research

and development.  These results speak volumes about the

dedication and hard work of every single person at

Input/Output.  Our 2001 performance, both financial and

operational, also reflects the very early fruits of a three-part

strategy upon which we embarked in early 2000.  First and

foremost, we will optimize our core businesses with the

goal that each of our business units earns at least a satis-

factory return on capital invested.  Second, we will bring

key technology initiatives that support identifiable industry

trends and objectives to fruition.  Third, we will capitalize

on our strong balance sheet to grow our business through

acquisitions and alliances.  We progressed in 2001 toward

optimizing our core seismic businesses.  At the beginning

of 2000, we reorganized around ten product-related busi-

ness units, each headed by a business unit manager with

direct profit and loss responsibility.  Beginning in 2002, our

business units will also be measured against targets for

working capital management.  Empowering our employees

closest to the customer with authority over sales and 

marketing, manufacturing and product development 

decisions, while holding them accountable for results,

proved successful.  Based at least in part on these

changes, our revenues for the year increased 54.3% over

calendar year 2000 to $212.1 million.  Gross profit

increased $56.4 million, from 14.5% of revenues in 

calendar year 2000 to 36.0% of revenues this year.

Earnings per common share for 2001 were $0.07 

compared to a loss of $1.52 per share last year.  

We made substantial progress in 2001 toward bringing

key technology initiatives to market.  Most importantly, 

we made remarkable strides in the commercialization of

our VectorSeis technology.  VectorSeis is a technology

platform based on a multi-component digital sensor

incorporating a unique micro-electro-mechanical systems

(MEMS) based accelerometer that we design and manu-

facture.  Sixteen successful pilot commercial surveys in the

United States and Canada showed that the quality of both

conventional P-wave data and multi-component VectorSeis

data is excellent, and that VectorSeis data can be

acquired economically.  We will aggressively pursue the

sale of VectorSeis acquisition systems and sensors

throughout the world in 2002.  We will also complete

development efforts to extend the VectorSeis platform into

ocean bottom and in-well applications.  Our technological
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achievements have not been limited to VectorSeis.  For

instance, in 2001 we successfully introduced a new,

innovative tracked vibrator, the X-Vib™ for use in environ-

mentally sensitive Arctic and desert environments.  Each

of our business units are active in developing new prod-

ucts that address identified industry trends and objectives.

We have also been active in the last year in identifying

opportunities to capitalize on our strong balance sheet to

grow Input/Output through combinations and alliances

with other companies.  In January 2001 we completed the

acquisition of Pelton Company, an industry leader in

advanced land energy source control and positioning

devices.  We have recently broadened our relationship

with our commercialization partner, Veritas DGC, by 

entering into an alliance to acquire VectorSeis data in

North America.  Under this alliance, Input/Output will

share in the revenues associated with the acquired data.

In addition to having the prospect of generating very

attractive financial returns, this alliance will afford us the

opportunity to showcase the tremendous capabilities and

value of the VectorSeis platform.  In 2002, we will continue

to focus on acquisition opportunities that either further 

the consolidation of the seismic equipment industry or

broaden our product and customer base while facilitating

the deployment of our VectorSeis platform.  

Recent history reminds us of the cyclical nature of our

industry.  In January 2001, West Texas intermediate crude

oil was selling for about $30 per barrel.  A slowing world

economy and the shocks of the tragic events of

September 11 shaved over $10 per barrel off the price 

of oil.  Natural gas prices started the year above 

$8 per MCF and ended the year below $2.50 per MCF.

These swings in oil and gas prices have had an unfavorable

effect on demand for our products so far this year.  Our

strong balance sheet provides us with the financial flexibility

not only to survive a downturn, but also to capitalize on it.

We have a strong and focused group of employees with a

long history in all phases of industry cycles.  We are excited

about the long-term prospects for the growth of our

Company and look forward to proving those prospects in

the challenging short-term environment.

In the report that follows we will provide more information

regarding our industry, our organization, our performance,

our future strategy and the exciting VectorSeis technology.

Sincerely,

James M. Lapeyre, Jr.

Chairman of the Board

Executive Team (L to R) Tim Probert, Bob Bunch, Brad Eastman, Bud Pope,

Bjarte Fageraas, Larry Denver, Martin DeCamp

Timothy J. Probert 

President and 

Chief Executive Officer
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Heli-portable field operations with our lightweight, 

radio-based Image™ acquisition system

Both oil and gas prices began 2001 at high levels and

declined throughout the year.  Oil began at approximately

$30 per barrel and fell to just under $20 by year-end.

Natural gas began the year at approximately $8 per MCF

and ended below $2.50 in January 2002.  This decline 

in commodity prices resulted in lower cash flows for the

energy producers and a reduction in their investment in

seismic data acquisition.  Approximately 500 seismic

acquisition crews were working worldwide at the start 

of the year but only 325 crews were active at year-end.

Commodity prices began a significant recovery in

January 2002 and we expect that as commodity prices

rebound, there will be a cyclical increase in demand for

our technology later this year.  

Recent years have witnessed a secular decrease in the

number of active seismic crews worldwide along with

higher average channel-counts per crew.  Higher 

channel-count crews can acquire seismic data more 

efficiently and are capable of generating higher resolution

images of the subsurface.  The trend in demand for

greater efficiency and improved subsurface images has

resulted in increasing demand for more sophisticated

seismic acquisition equipment such as the I/O Image™

System.  All of our new seismic acquisition system 

developments address this long-term industry trend.

Seismic acquisition activity has become more evenly 

distributed globally with approximately 75% of active

seismic crews operating outside of North America.

Because of the reduction of seismic acquisition activity 

in North America, well over half the Company’s 2001 

revenue is from outside the United States and reflects 

an increasingly global business.

Despite lower commodity prices and a cyclically declining

seismic crew count, the Company recorded a profit in

2001, the first in more than two and one-half years.  This

outstanding accomplishment is the result of the company-

wide turnaround plan put in place in early 2000 and the

support and contributions of all of our employees.

Because of our strong balance sheet and our reorganization

into customer focused business units, we are well 

positioned to weather industry downturns and to 

participate strongly in the inevitable industry recovery.
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O U R  P E O P L E  A R E  T H E  F O U N D AT I O N

O F  O U R  A C C O M P L I S H M E N T S

In order to measure business, technological and financial

progress and to focus our innovations and creativity on

profitable ventures, we organized the Company into 

business units in 2000.  A business manager leads each

unit and has full profit and loss responsibility.  In order to

more completely measure each unit’s contribution to the

Company’s financial objectives, beginning in 2002 business

unit managers will also be responsible for their balance

sheets.  With improved balance sheet visibility at the

business unit level, we expect to see improvement in our 

working capital utilization.  The business unit organization

has helped us to better direct our research and engineer-

ing efforts, reduce costs, improve profit margins and 

deliver better products and services to our customers.

To improve the effectiveness of our technology develop-

ment efforts, we have initiated a number of improvements

in our technology development methodology.  We view

these improvements as fundamental to our growth and our

ability to swiftly develop products that capitalize on market

opportunities.  First, we have adopted a flexible project-

staffing model whereby engineers are assigned to specific

projects funded by our business units.  This model ensures

that engineers with critical skill-sets are available for 

projects in any part of the company.  To improve technical

communication throughout the Company, we established

Technology Domain areas that are responsible for dissemi-

nating technical knowledge across our business units and

projects and ensuring reuse of technology.  Finally, we

created a production engineering function to enact a 

common product development and management process

to ensure product quality and a market focus in all our 

development efforts.

Development and delivery of the imaging technologies that

help improve the economics of exploration and production

are the key drivers of our activities at Input/Output.  The

Company has had a long-standing tradition of innovation in

the seismic equipment market.  We have a cadre of emp-

loyees dedicated to delivering these breakthrough tech-

nologies.  Success in our endeavors is dependent on these

people and on their performance in pursuit of our strategy.
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P E R F O R M A N C E                      
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In our last report, we articulated our three-part strategy to

return the Company to profitability and sustainable long-term

growth.  Our goals were to optimize our core businesses

such that each earns at least a satisfactory return on

invested capital; bring to market key technology initiatives

supporting major industry trends and objectives; and capi-

talize on our strong balance sheet to grow our business

through alliances and acquisitions.  In 2001 we reaped the

benefit of these strategies as we returned to profitability for

the first time since our fiscal year ended May 31, 1998.

As shown by the charts below, we have dramatically

improved our financial results since the inception of this

strategy.  Our net sales, gross profit percentage and 

earnings per common share have continuously improved.

In addition to optimizing our operating performance, this

strategy has significantly increased our financial flexibility.

We have monetized non-essential assets, increased our

cash-on-hand and improved our working capital manage-

ment since 1999.  As a result, we finished 2001 with

$101.7 million of cash.  This has enabled us to aggressively

promote new technology and quickly capitalize on 

other opportunities.

Despite our optimism about the future, we are presently in

a period of reduced industry activity.  We have taken

appropriate measures to align our cost structure with an

expected short-term reduction in demand, but without 

sacrificing our ability to respond to longer-term growth

opportunities.  We have cut our total full-time and temporary

headcount by 18% since the end of 2001.  We have 

carefully scrutinized our research and development budget

through an internal peer review process designed to
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B U S I N E S S  U N I T  M A N A G E R S

F O C U S  O N  I M P R O V I N G  P E R F O R M A N C E
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emphasize customer-driven improvements with clearly

identified value propositions.  We redesigned our annual

incentive compensation to reward prudent balance sheet

management and achievement of headcount targets, as

well as earnings growth.  These measures have allowed

us to scale our cost structure to better match anticipated

lower revenues in the first half of 2002.

During the year, we evaluated all of our manufacturing

operations to identify non-core areas that would be better

outsourced to companies with complementary and cost-

effective operations.  As a result, we outsourced several

manufacturing processes during the year with the 

long-term objective of improving our performance in each

part of the business cycle.

While we are proud of our performance in 2001, we have

much to do to achieve our long-term financial and business

objectives.  In addition to growing our core businesses

and bringing new technology to market, we are seeking

complementary acquisitions that would enable us to market

a wider variety of products and innovative technologies to

a broader range of customers and allow us to introduce

our revolutionary VectorSeis technology into new seismic

data acquisition environments. 
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Our Company’s strategies for 2002 are threefold:

optimize and grow our core businesses so that each

earns a satisfactory return on invested capital; bring key

technology initiatives to fruition, most importantly our

VectorSeis technology and finally, leverage our strong

balance sheet to grow our Company through acquisitions

and alliances that support our business objectives.

As part of the turnaround strategy implemented in 2000,

we reorganized the company into business units with

profit and loss responsibility.  This business unit struc-

ture contributed to our improved financial results in

2001.  With the added responsibility of balance sheet

management beginning in 2002, working capital manage-

ment should improve, especially inventory management.

Today’s seismic equipment market is dominated by

mature 3-D data acquisition technology based on seismic

signals recorded by single component, analog geophones.

Input/Output’s revolutionary digital sensor technology,

the heart of the VectorSeis platform, provides the first

opportunity since the advent of 3-D technology for a

step-change in the cost and quality of seismic data.

By dramatically reducing the cost and improving image 

quality of seismic data, VectorSeis technology addresses

the two key oil company objectives for seismic data:

improving success rates for new wells and increasing

the amount of recoverable hydrocarbons from identified

reservoirs.  Our first VectorSeis-enabled land acquisition

system, a radio-based system, is now commercial.  It

will be followed by a VectorSeis cable-based system

and finally by a mixed cable and radio system.  Along

with commercializing this technology for land and 

transition zone acquisition systems, we are investing in

VectorSeis applications for emerging in-well and ocean

bottom acquisition systems where we expect this 

technology to fulfill our objective of providing 

technology for much improved reservoir imaging.  

With one of the strongest balance sheets in our industry

sector, we are well positioned to weather the periodic

cyclical downturns and to take advantage of strategic

opportunities that may arise.  In particular, we are 

interested in expansion opportunities that will help 

accelerate the penetration of the VectorSeis platform

into the growing ocean bottom and in-well market 

segments.  In addition, we plan to pursue opportunities

to further consolidate the seismic equipment industry, 

as well as opportunities to broaden our product base 

by leveraging the Company’s competencies in core 

disciplines such as data telemetry, recording and

processing, measurement systems, and MEMS design

and manufacturing.
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W E  AR E  C O M M I T T E D  T O  C O M M E R C I A L I Z I N G  

O U R  N E W  V E C T O R S E I S  T E C H N O L O G Y

Our third generation VectorSeis multi-component sensor

currently deployed in Canada

Input/Output continues to make significant investments

that support our goal of bringing key technologies to 

market.  We have substantial development efforts under-

way in our Land, Marine and Reservoir Divisions and in

our Applied MEMS, Inc. subsidiary.  In this section, we

will highlight our technology investments in four important

areas.  The first is commercialization of the VectorSeis 

platform for land seismic data acquisition systems.  The

second is development of a full suite of VectorSeis based

in-well and ocean bottom reservoir measurement and

monitoring products, both permanent and retrievable. 

The third is marine technology developments focused on

improving the efficiency of marine operations and finally,

broadening of the Applied MEMS product offering to 

markets outside the traditional oil and gas exploration 

and production sector.

Our VectorSeis program has moved into the commercial

phase and we continue to be excited by its progress and

potential.  In 2001, together with Veritas DGC our North

America marketing alliance partner, our goals were to

acquire a number of VectorSeis commercial surveys in a

variety of geological and geographical settings in order to

validate the latest generation VectorSeis-based acquisition

equipment.  Additionally, we aimed to demonstrate 

operational efficiency and to evaluate VectorSeis data

compared to conventional geophone data.  We accom-

plished each of our goals for 2001.  We acquired sixteen

VectorSeis surveys in different geological settings in

United States and Canada, for a total of more than 100 km

of 2-D data and over 100 square km of 3-D data.  Our

second-generation field equipment and sensor packaging

were thoroughly tested and used to acquired P-wave data

that were either comparable to geophone data or, in many

cases superior to geophone data.  Our clients were 
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Field status check of our Image™ cable-based 

acquisition system

particularly pleased with the higher frequency content of

VectorSeis data.  VectorSeis multi-component data are

generally agreed to be superior to analog multi-component

data.  VectorSeis data were acquired as efficiently as 

conventional data and in many cases, more efficiently.  In

March 2002, we signed a Strategic Alliance agreement

with Veritas DGC, building on our previous marketing

alliance.  Under the terms of the Alliance we will contribute

the use of VectorSeis equipment to Alliance activities in

North America.  In return, we will share in the revenue

derived from seismic data acquired by the Alliance.  As part

of this effort, Veritas deployed a VectorSeis system with

more than 3,000 stations in Canada in March 2002.

For 2002, our VectorSeis program goals are to aggres-

sively market and sell our radio-based VectorSeis land 

system and complete development of our cable-based

VectorSeis land system.  In addition, we will continue our

efforts to incorporate VectorSeis technology into our new

ocean bottom system currently under development. Finally,

we plan to commercially release our Mega-Level™ VSP

technology incorporating a version of our VectorSeis sensor. 

Because we view in-well permanent and retrievable 

seismic acquisition systems and permanent and retrievable

ocean bottom systems as significant growth areas for the

company, we continue to invest in these areas.  We are

making significant progress towards development and

commercialization of these systems.  The first 80 level

Mega-Level VSP array was deployed in several offshore

California wells in January 2002 and acquired over

1,000,000 seismic traces per well.  Data acquired with

this array are much higher resolution than traditional surface

seismic data acquired in that area.  Additional Mega-Level

VSP surveys are scheduled elsewhere in North America in

2002.  This strongly reinforces our view that the in-well

reservoir imaging niche will continue to grow as an 

emerging market segment complementary to 3-D surface 

seismic and distinct from the traditional VSP market.

Our efforts to commercialize permanent in-well seismic

arrays made significant progress in January 2002 with the

deployment of our first permanent wellbore arrays in the

Middle East.  One of these arrays has both conventional
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O U R  E M P L OY E E S  AR E  D E D I CAT E D  TO

D E L I V E R I N G  B R E AK T H R O U G H  T E C H N O L O G I E S

Rig personnel are installing an I/O permanent wellbore 

seismic array in South America

An Applied MEMS employee aligns four micro-machined 

layers to make a wafer of VectorSeis sensors

multi-component geophones as well sensors equipped

with a version of VectorSeis thus allowing us to compare

data quality.  In order to broaden our exposure to both the

retrievable and the permanent wellbore seismic sensor

markets, we are developing small diameter, high tempera-

ture, high-pressure versions of our arrays for emplacement

outside of casing. 

Input/Output’s ocean bottom system efforts are focused

on reducing operational costs while improving image quality

and system reliability.  We are focused on developing an

acquisition system based on VectorSeis.  These efforts

should result in significantly better images than those

acquired with conventional gimbal and omni-directional

sensor based systems.  In order to reduce the current

high cost of operations, we are working with deployment

contractors to develop a rugged system with streamlined

deployment capabilities. 

A number of marine technology development projects

were completed during the year, focused on improving the

efficiency of our customers’ operations.  QuickCUFF™ 

significantly reduces the time needed for attaching and

detaching externally mounted devices such as positioning

equipment on both oil-filled and solid marine streamer 

systems.  Speed Log™ enables greater efficiency for
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Schematic of our DigiCOURSE™ line of marine 

streamer positioning and control products

Our new, low ground pressure X-Vib vibrator operates 

efficiently in environmentally sensitive areas worldwide

marine streamer turning operations by accurately 

measuring in-water velocities at various points on a

streamer array.  The Company continues to focus on

developments that extend existing product lives and

result in new products that improve operational efficiency

and data quality for our customers during a challenging

period for the marine seismic acquisition sector.

We believe that there are significant sales and marketing

opportunities for our MEMS technology, the underlying

technology supporting VectorSeis.  To better capitalize on

these opportunities, we created Applied MEMS, Inc. and

in 2001, we took a number of steps to realize these

opportunities.  We have worked to expand our MEMS

design and manufacturing capabilities, leading to the

decision by two companies to incorporate our MEMS 

technology in their products.  In addition to capitalizing

on our engineering and manufacturing capabilities,

Applied MEMS has strengthened sales and marketing

efforts to broaden awareness of our capabilities.  We

recently signed an agreement with a leading distributor

and value-added reseller of measurement equipment 

to market our SiFlex™ analog MEMS accelerometer, a 

key step in expanding sales of this breakthrough device

outside the traditional oil and gas exploration and 

production market.

With our commitment to technological excellence, I/O

will remain a leader in land and marine data acquisition

systems and in creating new market opportunities for

seismic measurements in exploration, development and

production applications.
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C O R P O R AT E  I N F O R M AT I O N              

EXECUTIVE MANAGEMENT
Timothy J. Probert
President and Chief Executive Officer

C. Robert Bunch
Vice President and 
Chief Administrative Officer

Martin B. DeCamp
Vice President - Accounting 

Larry E. Denver
Vice President - Reservoir Operations

Brad Eastman
Vice President, General Counsel and
Secretary

Bjarte Fageraas
Vice President - Technology and 
Acting Vice President - Marine Operations

Kenneth W. Pope
Vice President - Land Operations

DIRECTORS
James M. Lapeyre, Jr.
Chairman of the Board
President, The Laitram Corporation

David C. Baldwin
Managing Director, SCF Partners

Ernest E. Cook
Chairman, CBM Energy Ltd.

Theodore H. Elliott, Jr.
Chairman, 
Prime Capital Management Company

Franklin Myers
Senior Vice President, 
Cooper Cameron Industries

Robert P. Peebler
President and Chief Executive Officer, 
Energy Venture Partners

Timothy J. Probert
President and Chief Executive Officer,
Input/Output, Inc.

Sam K. Smith
Consultant, Private Investments

William F. Wallace
Consultant, The Beacon Group

Investor Relations
By Telephone, E-mail or Website
Shareholders, securities analysts, portfolio 
managers or brokers seeking information
about the company are welcome to call 
Investor Relations at (281) 933-3339.  
If you prefer, you may send your requests to
the Investor Relations’ e-mail address: 
ir@i-o.com. Input/Output’s home page is 
located at: http://www.i-o.com.  Recent 
news releases, financial information and 
SEC filings can be downloaded from 
the company’s web site.

Common Stock
The Company’s common stock trades on the
New York Stock Exchange (NYSE) under the
symbol “IO”.  The following table sets forth 
the high and low sales prices of the common
stock for the periods indicated, as reported on
the NYSE composite tape.

Price Range
Period High Low 

Year ended December 31, 2001
Fourth Quarter $  9.45            $  7.10
Third Quarter 12.70 7.90
Second Quarter 14.25 8.67
First Quarter 13.10 8.50

Seven months ended December 31, 2000  
December $ 10.25            $ 7.50
Second Quarter 10.25 7.38
First Quarter 9.63 6.81

Year ended May 31, 2000 
Fourth Quarter $ 8.25           $ 5.50
Third Quarter 6.69 4.25
Second Quarter 8.38 4.94
First Quarter 8.94 7.00

Input/Output historically has not paid, and
does not intend to pay in the foreseeable
future, cash dividends on its common stock.
The Company presently intends to retain 
earnings for use in its business, with any
future decision to pay cash dividends on 
common stock dependent upon its growth,
profitability, financial condition and other factors
the Board of Directors may deem relevant.

Annual Report on Form 10-K
Input/Output's Annual Report on Form 10-K
for the fiscal year ended December 31, 2001,
although furnished as an integral part of this
Annual Report to Shareholders, is also avail-
able upon request without charge.  Please
direct your request to: Input/Output, Inc.,
Attn: Investor Relations, 12300 Parc Crest
Drive, Stafford, Texas, 77477.

Annual Meeting
The Annual Meeting of Shareholders 
of Input/Output, Inc. will be held at 
12200 Parc Crest Drive, Stafford, 
Texas, 77477 at 9:00 AM, CST 
on Tuesday, May 21, 2002.

Corporate Headquarters
Input/Output, Inc.
12300 Parc Crest Drive
Stafford, Texas  77477
Telephone: (281) 933-3339

Stock Transfer Agent
Computershare Investor Service L.L.C.
2 North LaSalle St.
Chicago, Illinois 60602-3705
Telephone: (312) 360-5286

Independent Auditors
PricewaterhouseCoopers LLP
1201 Louisiana, Suite 2900
Houston, Texas  77002-5678
Telephone: (713) 356-4000

Statement for Purposes of 
Forward-Looking Statements
This Annual Report contains forward-looking
statements as defined by the Private
Securities Litigation Reform Act of 1995.
Forward-looking statements should be read
in conjunction with the cautionary statements
and other important factors included in Item 7
Management's Discussion and Analysis 
of Results of Operations and Financial
Condition - Cautionary Statement for
Purposes of Forward-Looking Statements
of the Company’s Report on Form 10-K for its
fiscal year ended December 31, 2001, which
accompanies and constitutes an integral
part of this Annual Report to Shareholders.
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This annual report is printed on recycled paper 
containing recovered, post-consumer waste paper.



12300 PARC CREST DRIVE  STAFFORD, TEXAS 77477 

TEL 281.933.3339   FAX 281.879.3632

www.i-o.com EMAIL ir@i-o.com


