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The following presentation contains forecasts, future plans,
management targets and other forward-looking projections relating to
M3, Inc. and/or its group. These statements are drawn from
assumptions of future events based on data currently available to us,
and there exist possibilities that such assumptions are objectively
incorrect and/or may produce differing actual results from those
mentioned in the statements.

Furthermore, information and data other than those concerning the
Company and its subsidiaries/affiliates are quoted from public
information, and the Company has not verified and will not warrant its
accuracy or dependency.

M3, Inc.
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Current Business Situation and Outlook
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FY2014 Consolidated Results

IFRS basis

FY2013 | FY2014 § V13 ncludes
(mn yen) Actual Budget Actual 1 bio yen in
extraordinary
Sales 36,759 50,000 51,346 profit from
consolidation
' of MPI
Op;rﬂt.'”g 13,738 | 15,000 | 16,061
el ® Exempt of this
extraordinary
PF[e'ﬁ?tX 13,927 | 15,000 | 16,174 orofit,
rotl Operating
Net Profit | 8,878 | 9,000 | 10,428 Profit growth

was +26.4%

B FY14-end dividend: 8 yen
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FY2014 Consolidated Sales Analysis (YoY)

(mn yen)

FY2013

> MR-kun

Q-

()

D  Research, Others
-

=)

s Career

Evidence Solution
Overseas

Clinical Platform
Sales Platform
Others

FY2014

l

36,759

1,292
2
1,117
6,641
4,319
-94
1,159
151
51,346

IFRS basis

Continued growth in marketing
support services centered around
MR-kun

AskDoctor and Mr. Finder grew
while Research was slightly weak

Consolidated Mediscience
Planning as a subsidiary

US and UK both continued to expand.
China also contributed to sales. FX
impact was 920 mio JPY for US and UK.

New segment following the
consolidation of MPI

IS Steady growth momentum continues across all segments

Copyright © 2015 M3, Inc. All rights reserved.



FY2014 Consolidated Results by Segment

IFRS basis

(mn yen) Y 014 g
_ Sales 20,025 22,436 +12%
Medical Portal :
Profit 1,1035 12,890 +17%
Solution Profit 1,158 1,799 +55%
Sales 6,661 10,980 +65%
Overseas :
Profit 1,025 1,430 +40%
Clinical Sales 2,912 2,818 A 3%
Platform Profit 286 290 +1%
Sales Sales 96 1,255 approx. 13X
Platform Profit A38 A192 -
Sales 1,097 1,484 +35%
Others
Profit A52 49 -
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Special Upfront Investment Costs for Future Growth

Total

1.2~
1.8

bn yen

Office M&A CSO Recruiting Productivity
Relocation  Due e & Training Others Time Lag of
Costs Diligence Fees New Staff

I8=" Upfront investment costs in anticipation of future growth is expected
to dampen profits by 1.2 ~ 1.8 bn yen. Profit contribution from
current investments expected sometime next fiscal year.
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Current Business Situation and Outlook
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Summary (1)

B +12% yoy growth. Spot type services such as “One
Point eDetail” showed strength, aside from steady
growth of MR-kun.

B Sales increased 24% yoy and operation profit
M3 Career Increase by 61%. Sales for the mainstay service for
doctors grew at 43% yoy, providing traction.

B Sales doubled, increasing 101% yoy, with segment
profits higher by 55%. New orders remained steady,
with backlog increasing to 19.2 bn yen.

B Acquired the SMO, Neues. Now industry top class

Evidence
Solution in scale for SMOs, following the lead in CROs.

B Acquired IDA. Expansion of global drug
development in Japan and Asia centered around
support for overseas bio-pharma companies.

Copyright © 2015 M3, Inc. All rights reserved. 8



Summary (2)

® Sales grew 65% yoy to top 10 bn yen. Segment
profit grew 40% yoy to approx. 1.4 bio yen.
Profitable across all countries, US, UK, China, and
Korea.

Overseas

®m US: Full-scale entry into physician job placement
service through acquisition of Practice Match and
NEPRC

B China: Steady growth in MR-kun with contracts
now signed for 3 drugs.
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M3’ s Platform Linked
Growth Business

— (verseas
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Doctor Demand for On-Line Detailing

Q What is the ideal ratio of on-line and off-line promotional
* Information (“details™) from drug companies?

A' 100%

On-line
]
20%
|
I >‘ 0
60% 40% 75%
e —
L
50% 50% 35.9%
L
60%
e
80%
100%
Off-line 1.5% According to 400 physicians

I&&" High demand for on-line detailing from busy physicians that prefer
on-demand and timely information, without the limitations
iImposed by off-line MRs.

Source: M3 questionnaire to 400 physicians
Copyright © 2015 M3, Inc. All rights reserved. 11



Doctor’s Time Allocation vs Pharma’s Budget Allocation

Doctors spend the most time collecting information via the Internet.
However, pharmaceutical firms spend the majority of their marketing
budget on off-line MR related costs.

Time Allocation Budget Allocation
of doctors collecting info of drug companies on marketing

P -7% 4 Other:

Other ~100 bn yen
(conferences,
publications, etc.) MR
Related Costs:
MR > ~1.5 tril yen
Internet . ) Internet:
mmoismm 20 bnyen

Source: M3 research _ _
Copyright © 2015 M3, Inc. All rights reserved.
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MR-kun Family’s Growth Potential in Japan

Pharma
CLIENTS

SALES

ner
P\Jl

CLIENT

Currently

(approx.)

30

Companies

(approx.)

¥400 mn

»
»

Growth Potential

30~35
Companies \
Growth

Potential
3~4 times

¥1bn ~¥15 b_n / current levels

per client
drivers:

» # of products
» # of member MDs
» Added value of contents

Broadening of usage across entire service line-up:

Average revenue from tOp 10 clients grew at 15+% Yoy

Copyright © 2015 M3, Inc. All rights reserved.
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MR-kun Family Fee Structure (annual)

Entry Level
(one product)

Top 5 Clients

~
0
o
O
>
@)
@)
—
o
@
o
E
>
S
N

MR-kun

Base & Operation fee

Detail fee

Contents
Production fee

Other MR-kun
Family Services

¥100 per detail sent

Production of
customized detalil

Web Symposiums,
One Point eDetails, etc

¥70 ~ 80 | | ¥20 ~ 40 ¥30 ~ ¥10 ~
mn mn mn mn
— - -
around ¥150 mn
¥721;80 vaaomn || ¥100mn || ¥270 mn
— N -

The average of top 5 clients: around ¥900mn

Copyright © 2015 M3, Inc. All rights reserved.
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4[ MR-Kun Family J
, \w

M3’ s | Platform Linked
Growth Business

)

— (verseas
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Consolidated Sales Trend

million yen
( ven) FY15 FCT

63,000

51,346

1,563 2,276 3854 9,72

;?;é;g\n\ll fovl 9%l [11%
1% 1% 26%
AN

\Eltl\il Ill lZI Overseas

41% 499

6% 40%

Platform
0,

2% 5a% 56% Linked
Business

FYO3 FY04 FYO5 FY06 FYO7 FYO8 FY09 FY10 FY11 FY12 FY13 FY14 FY15
FCT
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Platform Linked Business Development

CLIENT BASE : :
Business Size Scale
[ Pharma ] [Hospital, Doctor} [ Consumer ] (FY2015 Forecast)

¥10 bn
S Research QOL-kun 3 AskDoctors

¥5 bn
(7))
Q
S 1 P ¥3 bn
Q. : Career
e EV|de_nce
8 Solution o
o ITicket
5 Detailed
©  Others CSO Ve slides
O available

IS Total revenue of new businesses in FY2015 is expected to exceed
40 billion yen. New projects pipeline includes 10 to 20 business

Ideas with plans including overseas development.
Copyright © 2015 M3, Inc. All rights reserved. 17



Power of Mr. Finder in Drug Development@ﬁ

“Making use of the Internet to increase, as much as
possible, the number of people who can live longer and
healthier lives, and to reduce as much as possible, the
amount of unnecessary medical costs.”

v
Past MR-kun triggered a paradigm shift to
10 years internet based drug marketing

Going

drug development

Copyright © 2015 M3, Inc. All rights reserved. 18



Patient

1,500

= 1,400 |
< 1,300 }

Enrollment in Large-Scale Trials @Ry
M3.com doctors enrolled five times more patients
versus other SMOs for a particular Endocrinology and Metabolism trial
A Case study
J K L

Other SMOs

I&=" Expedited enrollment of cases compared to other SMOs

Copyright © 2015 M3, Inc. All rights reserved. 19



Shift to Internet-Based Clinical Trials Q=R

Group-wide
approach to
promoting
and
accelerating
internet

-

based drug
development

M&A Timing # of Staff

Theme Operation
| Shittto Onling SHO } QSO ms

Site Selection

CHEUES

EC-ICAL DEVELOPHMENT SERVICES

oy - ) AR
ohtto Onling CRO. | ’
Monitoring |\/| b bi S¢
3 EDC, etc )

 Shiftto Online Infra

electronic medical
.~ records, etc )

Copyright © 2015 M3, Inc. All rights reserved.
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2011
2009

2015/4

2014

2009

2012

2012

(approx)
160
80

470

850
80
320

150
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Number of CRAs by Company (CRO) (e

KX CRO Companies # of CRAs
1 EPS 855

2 Cimic 780

M3 Group 780
3 Quintiles 600
4  Parexel 550
5 MEDISCIENCE PLANNING 478
6 A2 Healthcare 380
7 MIC Medical 260
8 Linical 170
9 Intellim 90
10 Bell Medical Solutions 80

Mebix 42

* Data from MIC Research Institute Ltd.

I~ Now at top ranks in number of CRAs amongst CROs,
accelerating the “shift to online trials.”

Copyright © 2015 M3, Inc. All rights reserved.
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Sales and Profit Trend of Evidence Solution @JiEi

(mn yen) IFRS basis
B Sales | ® Orders backlog now
¥ Segment Profit FY15 FCT at 19.2bn yen, with

19bnyen| corresponding
iIncreases in
headcount as
13,195 upfront investment.

® Growth to 19 bn yen
in top line expected

for FY15
6,650

® Acquired the SMO,
Neues, in April 2015.

1370 1,860 2,321 Now in top ranks in
' scale amongst

il T & i
._ SMOs, in line with

g8  -58 IFRS IFRS IFRS our status amongst

FYO9 FY10 FY11 FY12 FY13 FY14 FY15 CROs.
FCT

4,283

126 , 799

Copyright © 2015 M3, Inc. All rights reserved. 22



Sales and Profit Trend of M3 Career @F=c=a

JGAAP basis

(mn yen)

P sales

™™ Ordinary Profit

<7 bn yen

5,712

4,594
3,235
2,191
1,433 714
,070
37 749
177

FY10 FY11 FY12 FY13 FY14 FY15
FCT

® Successful integration
of newly-hired staff
has improved
productivity

FY15 FCT

® FY2014 saw growth
driven by physician
job placement, and a
corresponding rise in
profits

® FY2015 should see
continued traction
from job placement
for doctors. Targeting
approx. 30% top-line
growth

Copyright © 2015 M3, Inc. All rights reserved.

23



AskDoctors Rating Service

Service QOutline

B Provide doctors’ ('00~'000) objective

A k St LILE _
S LTI Y A S evaluations on manufactured goods
Doctors s deemed to have health benefits

Ty ond BEILILL.

NI Doctors . L

m X Ehhsbd ENZORNNRANE m Certify products that meet specific rating
' criteria

hittps://www.askdoctors.|p/labs/ (available in Japanese only)

Main Clients and Products (15+ products ceritfied)

?OTSUKO KIZHE K“(@ ..Jn&..,. ﬁﬁ?l%
L fAsKS Ask asxh  DUSKCN.
@ 89% SO hEBE Eat Well, Live Well.
o s - AJINOMOTO.
ﬁ}i}ﬁ%ﬁ%@ 4 pocarIll- JINS PC.
CFATINTL.

I&&" Revisions in food labeling laws and subsequent increase in media
coverage expected to increase demand from large national brands.

Copyright © 2015 M3, Inc. All rights reserved.
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4{ MR-kun Family J

— Domestic. —
[ ws | _{ Platform Linked J

Growth Business
Overseas




Number of Physician Members and Panelists (Global)

(thousand) ey g .
2.5+ million
3,500 r ;
members worldwide
3,000 T / Other Nations
(M3 Global Research,
MDLinx, Russia)
2,500 F
Korea (MEDIGATE)
2,000 r
China
1,500 F
1,000 U.K. (Doctors.net.uk)
500 U.S.A (MDLinx + PDR)
0

FYO8 FYO09 FY10 FY11 FY12 FY13 FY14
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Development in the US

B Expanding services in the U.S. via
MD_L_;;& ) T MDLinx, operated by M3 USA

p— —— (100% subsidiary)
- Over 600,000 US physician
members through partnership with

Oncology

Amia Saarcn

Oncology News & Articles
Helle, Dr. James Frank

My Account | Logout

Looking for the Intest in cncology clinical iersture? You've found the right page. MDLinx Oncology medical editors comb
through the lop poor-reviewnd clinical journals for the aricles they think will make a difference to you and your practics, Youll
find tham organized hate by topic including breast, hematologic, thamcic, gastrintestinal and ganitourinary cancers. In a
matter of mirutes, encologists, oncology nurses, physiclan assistants and the whole cancer care team can stay cument on

the iterature a3 it is published wewr Market Research Dashboard . . .

On this page, youll als find MOLinx exclusive content, including monthly highlights from cur physiclan editer, D. Scott 1 e die Com I D I 2 re S u |t| n I n Cove ra e to I n
Cunringham, MD, PhD. We featurs clinical pearis as well, from The Smartest Oncologist to cncology topics in The Smartest » Compiata Your Marka: Ressarch Profis ]

Pediatricion daily quiz challengos. Complesn Your Ma saren Profin

T Eam hanarara for pamepating 80()/
Your Unread Messages in Oncology o B |Sechls i Marknt rosarch shudss) 0

View Honorarium

0= f=— ¢= - #1 player in the U.S. for marketing

MOUinx Career Cenlar
&

Som,  eeei Seotecon g meim, research targeting physicians as a
et employers i yout result of superior media power

Recalve job recommandations

22 »= Find out who is the Smartest Doc in Oncology!

Articles = Last{116)  pFunTextAmcios (§313)  TopReadsince lastiogin  Focus on Pancraas based on your professional profiled
Ranked, sorled, and summanzod by MOLing editors from the latest lteratune v - - - -
e 5 ® Acquisition of PracticeMatch and
Fost Y
1 Pointbreak: A randomized phase Il study of plus and be Tollowed by
and versus pacitaxel plus carboptatin and bevacizumab o
followed by maintenance bevacizumab in patients with stage Ilib or IV nonsquamous non-small-ced

NG CANGAr  Journal of Cinical Gecology, Dctober 24, 2013 Clinkcal Article UPCOMING

Autophagic-lysosomal pathway is the main proteclytic system modified in the skeletal muscle of Clinical Trials
e50phageal CANGCET PAlIBNIS  Amercan Jourmal of Giricsl Nusiion, Ocister 24, 2013 Glineal Articls

- Initiated
Oral contraceptives and risk of ovarian cancer and breast cancer among high-risk women: a syslamatic Girculating Tumor Gells (GTGs
review and meta-analysis  Jounal of Circal Oncology. Octoter 24, 2013 Evidence Based Medicing  Review Artich Fu‘anllul L

): A 5 :
SEERRERERS O services
A two-stage, single-arm, phase || study of EGCG-enriched green tea drink as a maintenance therapy in Undeteciatie Dresat Carcinoma
WOMEn with Advancad S1308 OVATan CANGEN  Gyrecolog Crecgy, Ceinber 26, 2013 Clinleal Articls

5 Cualty of life of advanced ovarian cances patients in the randomized phase |l study comparing primary : Ié‘:,m&?:hm h;wm!:ww-d Y - B u S I n eSS eX p an S I O n th ro u g h
e e e Data Ba

=

nks
Havallablepages First Previcus 1 2 3 4 5 & 7 8 9 10 Ned Last

Clic Parls n Oneolony g, ) transfer of expertise acquired at M3
Career in Japan

* The 20R0 thatsha addizan for
POMENCEBUSS WOMEN NeSUMEd in na Change in PoS-ChEMoEragy raves of amencmea

* A litthe over 50% of fumors in women with ER-positve, node-negative breas! cancers wil have 8 RS <18, and curment date
SUDOESTS INad ha 38 wWomen are LINLIKEL Y 1o racaive B banafit fom adjuvant chamedharapy

s EH pasitve surgical spaciman alss has LGES, consicur brias! MR
sernmning in addisan o f th forwer smnsifivity Inbular dissass Stay current - Madia Tool

—— &8 8 6 B |nvestigating opportunities to
| monetize MDLinx’s growing base of
500,000 non-US physician members

VEGFR-1 is a prognostic marker for HCC
AS Feponied in ha Joumal of Pameiogy, e Bxpression of vSCuIar sndomalial growth facer recepios [VEGFR)-1 i elevated in Search the latest
invasive hopatoceiylar cancer (MCC) specimens. In a study based on 138 HCC specimens, slevated VEGFR. 1 was lso Oinonl lnhs

Copyright © 2015 M3, Inc. All rights reserved. 27



Development in China

[ Number of Physician Members ]

® 1 million+ in members
covers 50% of the doctor
population in China

(thousand)

1,154

= Marketing support and
research services
expanded in line with
platform development

B Seasonality and re-
evaluation of work-in-

Nnrnaracc racliltad in
Pl Uulb\.’\.) IT'bOoOuUlILlouU 111

losses for Q4

® Chinese MR-kun
contracts now signed for
3 drugs, with 4 more in
the pipeline

FY13 FY14
4Q I 2 3 4Q

Copyright © 2015 M3, Inc. All rights reserved. 28



Sales and Profit Trend of Overseas

(mn yen) IFRS basis
B sales FY15 FCT
W Segment Profit 14 bn yen
10,980

® China growth added to U.S. and
U.K. expansion

® FX impact on U.S. and U.K,
6,661 earnings amounted to 920mio
yen. Growth continues to
accelerate on a local currency
basis as well

® MR-kun launched in the UK,
430 contracts signed with several
pharma companies

1105 1,585
m B
-71 IFRS IFRS IFRS

FYO9 FY10 FY11 FY12 FY13 FY14 FY15
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M3 Group’ s Business Strategy
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Strategy Change in Business Development

internet-Powered investment
Strategy in Healthcare

Business Development
In Healthcare-Internet Sector

(2000~2010) sector (2011~)
NTERNET @@m

Approach Internet } Internet + Real Operations
Service Web-based : :
eTools ' Entire Value-Chain

_ 10 ’ 20 ~ 30
Domains (~ 100 incl. overseas)

S High margin } High revenue
(Mid revenue) (Mid margin)
m Small size } Large ~ mid size

I M3is uniquely positioned to transform the health care industry via its
1) Platform 2)Industry Expertise and

3)Human Resources (management and engineering)
Copyright © 2015 M3, Inc. All rights reserved. 31
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FY 2015 Forecast
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FY2015: Main Business Outlook (1)

B Next level in breadth and depth

- Breadth: Steady development of a variety of new

services in addition to MR-kun, catering to diverse drug
marketing needs

- Depth: Expansion of comprehensive marketing support
through strategic alliances encompassing firm-wide
functions at drug companies (no longer limited to per-
drug based services)

® Predominant No.1 position in Japan in job placement
M3 Career . .
services for both doctors and pharmacists
® Now top class amongst SMOs after acquisition of Neues.

Orders expected to expand further via services
differentiated through CRO+SMO+M3

B Continued growth expected given increasing inquiries
and orders backlog that tops 1.9 bn yen

Evidence
Solution
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FY2015: Main Business Outlook (2)

B Business expansion across all regions

US: Third pillar of growth with the launch of career
services for physicians, on top of marketing
Overseas research and marketing support services

UK, China: Newly launched MR-kun services are
growing to become established as a new venue
of marketing

B Genome business in preparation for launch

Copyright © 2015 M3, Inc. All rights reserved. 34



Annual Results & Forecast for FY2015

[ sales ] [ Operating Profit & Net Profit }
(mn yen) (mn yen)
19,000
63,000 P Net Profit
M Operating profit s
Extraordinary o
profit from — ’
acquisition of 000
MPI1* 12M04* 42§
2% B
4,803
357 399
2677
163 Wkl E R

107 480 891 1,56

IFRS IFRS IFRS

FY
01 02 03 04 05 06 O7 08 09 10 11 12 13 14 15

(6m) FCT

o 895 w09l
5 622553650279 493

9293
FY

01 02 03 04 05 06 O7 08 09 10 11 12 13 14 15
(6m) FCT

IFRS IFRS IFRS

* Extraordinary profit from profit from acquisition of MPI: 1,034 mn yen
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FY2015 Budget Premises

TOP LINE

B Opportunities factored in on a conservative and partial basis
B Tentative new businesses and M&As are not included

COST

B Aggressive hiring to continue in anticipation of future growth.
Expected increase in headcount within the fiscal year: 500
- M3: 80
- M3 Career:100
- Medical Marketers:120
- CRO:150 etc.

® 200 mn jpy appropriated for upfront investments at M3 marketing
® 300 mn jpy appropriated for advisory and M&A related fees
® 50 mn jpy appropriated for office relocation and expansion fees
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Creating New Value in Healthcare

M3

Medicine
Media
Metamorphosis

Healthcare sector is enormous...

- Japanese national spending on medical services is
F approximately ¥33tn (¥50tn including peripheral
businesses)

- Equivalent to 10% of Japanese GDP
= Sector controlled by only 290,000 physicians
(0.2% of the national population)

Aim to create new value

= Provide solutions within the healthcare sector

- Provide new and unique business models

= Specialize in niches areas that provide opportunity for
high value creation and high profits in order to boost
enterprise value
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