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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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FY 2015 Overview
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FY2015 Consolidated Results
IFRS basis

Sales 63,000 64,660 +26%

YoY

Operating 19.000

Profit 20,022 +25%

Pre—-tax

NN NN

Net Profit 12,000

13,493 +29%

B FY15-end dividend: 9 yen
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FY2015 Consolidated Results by Segment

IFRS basis
(mn yen) 014 Y y
_ Sales 22,436 25,234 +13%
Medical Portal :
Profit 12,890 14,844 +15%
Solution Profit 1,799 3,908 +117%
Sales 10,980 13,810 +26%
Overseas :
Profit 1,430 1,614 +13%
Clinical Sales 2,818 2,902 +3%
Platform Profit 290 239 -18%
Platform Profit (192) (5) =
Sales 1,484 2574 +74%
Others
Profit 49 532 approx. 11X
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Special Upfront Investment Costs for Future Growth

(million yen)

578
i | Total
623

1.0~1.6

bn yen
M&A N Recruiting&  Productivity
Due Leues Training Time Lag of
Diligence gsses Fees New Staff

I§=" One-time costs in anticipation of future growth is expected to dampen
profits by 1.0 ~ 1.6 bn yen. Aggressive upfront investment to continue.
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Current Business Situation and Outlook
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Overview

MR-kun B Revival of activity from key clients, along with increased penetration
Family of all clients and new contracts drove growth back to normal trends.
4Q reverted back double digit growth at +22% yoy.

- B Cumulative sales grew +21% yoy to 6.9 bn yen. Ordinary profit

Career grew +33% yoy to reach 2.3 bn yen. Performance remains steady.

B Cumulative profits grew 2.2x yoy to 3.9 bn yen, driven by strength in

Evidence orders received and steady progress of on-going projects.

Solution ® Neues turned profitable for Q4

m U.S. : Spam issue resolved. No effect in Q4 expected.
- Spam issue resolved with minimal impact past Q4
Overseas - Career business grew 2.5x yoy to 2.4 bn yen, supported by M&As

® China: MR-kun contracts increased to cover 20 drugs for 10 firms,
pacing above initially expected expansion speed.

B | aunched M3i, the medical equipment & biotech seed rocket
ME&A / New [ Invested in the first seed | t tion circulat
Business usiness. Invested in the first seed in a next generation circulatory
support system being developed by MedTecHeart.




=

e

M3’'s Platform Linked
Growth Business

— (verseas

Copyright © 2016 M3, Inc. All rights reserved. 8



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% 13%
.|
L]
50% 35.9%
|
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
Imposed by off-line MRs.

Source: M3 questionnaire to 400 physicians
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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 © 2016 M3, Inc. All rights reserved.
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MR-kun Family’s Growth Potential in Japan

Currently Growth Potential
(approx.)
Pharma 30 » 30~35
CLIENTS Companies Companies \ -
Potential
3~4 times
¥1 bn ~¥1.5bn
SALES (approx.) driverS' per C“ent / Current Ievels
per ¥4OO mn » » # of broducts
CLIENT » # of member MDs

» Added value of contents

Broadening of usage across entire service line-up:

Average revenues from tOp 20 clients grew at 10%+ YoY
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MR-kun Family Fee Structure (annual)

Entry Level
(one product)

Top 5 Clients

~
0
o
(&)
>
o
@)
—
o
Q)
o
E
>
S
~—

MR-kun

Base & Operation fee

Detail fee

Contents
Production fee

Other MR-kun
Family Services

¥100 per detail sent

Production of
customized detail

Web Symposiums,
One Point eDetails, etc

¥70~80 || ¥20~40 ¥30 ~ ¥10 ~
mn mn mn mn
— I I
around ¥150 mn
¥721;80 va40mn | | ¥100mn || ¥270 mn
N N -

The average of top 5 clients: around ¥900mn

Copyright © 2016 M3, Inc. All rights reserved.
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MR-kun Family: YoY Quarterly Sales Comparisons

(million yen)

Cumulative
Increase YoY

494 min yen
(+4%)

FY14  1Q 20 30 4Q  FY15
ACT ACT

I8=" Revival of activity from a key client, along with increased penetration
per client and new contract attainment drove growth back to

previous trends.
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4[ MR-kun Family J
, \w

M3’ s | Platform Linked
Growth Business

L

— (verseas
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Consolidated Sales Trend

- FY16 FCT
1
(million yen) 64,660 <« 75.000

g 7475 8534 5L

19% M 19%
30% . . | i
510, l49%
o/, Il 65%
68% ’ Platform
x 54 50% 59% Linked

1563 2,276 3854 5,72

0 Business
40% 4% 0%
6%

Overseas

FYO3 FY04 FY05 FYO6 FYO7 FYO8 FYO9 FY10 FY11 FY12FY13FY14 FY15 FY16
FCT
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Business Segment Breakdown and Type

Business Segments Services FY15 Sales

MR-kun Family

Business

Type

Career 7 bnyen =
Medical Portal

Research 3 bnyen —

Other .
_________________________________________________________ (M. Finder, AskDoctors, others) > P Y& biaitorn
Evidence Solution 20 bnyen ——» Linked
______________________________________________________________________________________________________________________________________ Business
Clinical Platform 3 bnyen —

Sales Platform 1 bnyen —

Other (iTicket, hospital support, others) 2bnyen __

Overseas 14 bnyen —, Overseas
Copyright © 2016 M3, Inc. All rights reserved. 16



Platform Linked Business Development

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

°§° Research QOL-kun, etc. AskDoctors o0
O
— ¥5 bn
S i 2
Q ! Career
= Evidence
8 Solution ¥3 bn
Q iTicket
>
EMR
o CSO ¥1 bn
O a4 Detailed
slides
I&& Total revenue of platformed-linked businesses in FY2015 is available

expected to exceed 40 billion yen. New projects pipeline includes

10 to 20 business ideas with plans including overseas development.
Copyright © 2016 M3, Inc. All rights reserved. 17



Power of Mr. Finder in Drug Developmentm

“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.”

.

~ 2010 Evolution via MR-kun centered
eMarketing for drugs — Engine #1

eR&D

-

Copyright © 2016 M3, Inc. All rights reserved. 18



Patient Enrollment in Large-Scale Trials m

Case study

M3.com doctors exceeded by number and speed in collecting cases
versus other SMOs for a particular Endocrinology and Metabolism trial

1,500 }
= 1,400 |
< 1300 |}
?;1,200 .
@ 1,100 }
S 1,000 |
900 }
800 |
700 }
600 }
500 }
400 }
300 }
200 }
100 }

0

Juswjotua jualred

Other SMOs 2

I8~ Expedited enrollment of cases compared to other SMOs

Copyright © 2016 M3, Inc. All rights reserved. 19




Shift to Internet-Based Clinical Trials QJEre)

Group-wide
approach to
promoting

and <«
accelerating
internet

based drug
development

Theme Operation M&A Timing
Shift to Online SMO €-SMO w2 =
| site Selection ek, 2009
| HEUES 2o
AT : ) A RS TR 2014
Shiftto Online CRO. | )
Monitoring N & Dix 2009
EDC, etc
h g MEDIC AL 2012
(. . )
Shift to Online Infra
Utilization of } C'M} RA Sy Th T2 2012

electronic medical
_ records, etc )

Copyright © 2016 M3, Inc. All rights reserved.
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Number of CRAs by Company (CRO) O
AT ...

1 EPS 855
2 M3 Group 841
3 Cimic 780
4  Quintiles 600
5 Parexel 550
6 MEDISCIENCE PLANNING 494 —
7 A2 Healthcare 380
8 MIC Medical 282 —
9 Linical 170
10 Intellim 90
11 Bell Medical Solutions 80
12 Mebix 65 —

* Data from MIC Research Institute Ltd.

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

Copyright © 2016 M3, Inc. All rights reserved. 21



Sales and Profit Trend of Evidence Solution @)

(million yen) IFRS basis
Il Ssales
Bl Segment Profit < ;Elg ECT
19,992 yen

® Orders backlog at 23bn
yen, with corresponding
Increases in headcount as
upfront investment.

®FY16 looks to continue the
healthy growth lead by
robust orders

® SMO, Neues, acquired in
April 2015 turned profitable
for Q4

-288 98 IFRS IFRS IFRS

FYO9 FY10 FY11 FY12 FY13 FY14 FY15 FY16
FCT
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Sales and Profit Trend of M3 Career @F=c=a

(million yen) JGAAP basis

B Sales

B Ordinary Profit
FY16 FCT

<9 bn yen

6,925

m Successful integration of
newly-hired staff
iImproved productivity

® FY2016 should see
continued traction from
job placement for
physicians.

FY10 FY11 FY12 FY13 FY14 FY15 FY16
FCT
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4{ MR-kun Family J

— Domestic —
i ovasi ) _{ Platform Linked J

Growth Business
Overseas




Number of Physician Members and Panelists (Global)

(thousand) cpge
3.5+ million
members worldwide
4,000
Other Nations
51500 (M3 Global Research,
MDLinx, Russia)
3,000
Korea (MEDIGATE)
2,500
2,000 China
1,500
1,000 U.K. (Doctors.net.uk)
500 U.S.A (MDLinx + PDR)
0 Japan (m3.com)

FYO8 FYO09 FY10 FY11 FY12 FY13 FY14 FY15

Copyright © 2016 M3, Inc. All rights reserved.
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Development in the US

MDLin? 2% ¥ — B Expanding services in the U.S. via
s mitos sy B @ J et @  MOLR e MDLinx, operated by M3 USA

| [P YourMessages (23) | § SmartestDoc | Physiclan Jobs (385) | Clinkcal Triaks | Mors | Other Specialty |

i e e — Over 600,000 US physician

Looking for the latest in oncology clinal ierature? Youve found the right page, MDLinx Oncology medical edtors comb Hello, Dr. James Frank
theough the 1op poor-rviownd clinical journals for the anticlos thay think will make a differsnce to you and your practice. Youll

find tham erganized hane by lopic including breast, hematologic, thoracic, Das'.m-rlesl.n.al if‘.ﬁ @enitouninany cwm; .|'| a My e Lboges b rS th r u g h p rtn rS h I p Wlth
matter of minutes, cncologists, cncol numed, physiclan sasistants and the whole cancer cans team can siay cument on
the terature ;, tis a-.::hw 2 i e weve Market Research Dashboard

hsigid TGO _ PDR, resulting in 80+% coverage
Cunringhamn, MD. PhD. We feature clinical pearis as well, from The Smartest Oncolegist io oncolegy topics in The Smartest -

Oncology

+ Compieia Your Masket Research Prafie
Pediatrician daily quiz challenges.

- Earn honararia for paricipating
Your Unread Messages in Oncology |4 > | Seodiles i Maknt rsearch studies!

O="— @="— p = e m #1 player in the U.S. for marketing
o research targeting physicians as a
,Postyour GV and result of superior media power
[=5] »= Find out who is the Smartest Doc in Oncology! i emplnyers find YDIJ!

Recalve [ob recommandations
Focus on Pancreas based on your professionsl profilal

Sell-assasamont MCOs from Raad the Top Road Adiclos of 2013 How Lo ganerate rvanis for your o
Smartist Do Physician Review -

practice while on vacation

Articles | Latwst(118] | Ful TextArticles (8313)  Top Raad since last kogin

Ranked, sorfed, and summanzed by MOLine aditors from the islest ftamtus

— B Career business becoming the 3
1 Pointbraak: A randomized phass i1l study of p plus and followsd by M
and versus pacitaxel plus carboplatin and bevacizumab r O W r I V e r
followed by maintenance bavacizumab in patiants with stage llib or IV nonsquamous non-small-call
NG CBNCEr  Journal of Cincal Drcology, Detobad 34, 2013 Clinical Asticke
2

Autophagic-lysosomal pathway is lm! main DrnlL-DMu:: s;mlsm modified in the skeletal muscle of

esophageal cancer patients  Ameres srtion, Detsher 24, 2013 Clinkesl Anticls

Oral contracaptives and risk of ovarian cancer and braast cancar amang high-risk women: a systamatic

‘ — Services: Job ads, Head Hunting,
:;:f:::._”;:.:?:l’:f;.;'.;;;,;;,:;,;;;;; v—— Database services

— Rapid growth: 4 acquisitions over
the past 2 years

s

5 Gualty of life of advanced ovarian cancer patients in the randomized phase Il study comparing primary | E‘wm:.‘ﬂms nmld'lmmd
P - i a Data Bank
SOavailablepages Fimt Preious 1 2 3 4 6 & T & & 10 Nt Last

PR Collection of Alvectar Soft Part
Clinical Pearls In Oncology Earcoma and Biood Specimans for
Research

= The 20R0 sudy it the sddon
PAOMANOEAUSA women MM in 1o CRANGS i PESTEhamOMBraZy s of Smencrmios

far By Braast cancor in

o Al avar S0% of lumors in women with ER-postive, node-negatve broast cancers will have 8 RS <18, and curment cat
SUGPRE I thass women e UNLKEL Y fo receive 8 banaf fom adiuvant chamedhanmgy

& I pationts with compieloly nesucted ER-positve DCIS when the supical specimen also has LCPS, considur broast MRI
screening in sddiion due fo the fower senaitivity for fobular disease

» Test your knowledge. Take the Smartest Doc challenge loday! 3‘:;:"'” 5 :j_:m lua.l I ‘j . I n V eS t I g at I n g O p p 0 rt u n I t I eS to

o _ - monetize MDLinx’s growing base of

A3 rEpOABG in the Joumal of PEMORGY. 1 EXEIESSioN of vEBSUIEF andcTenal grow fastor receptor (VEGFR)-1 I3 alevated in Search the |atest

e o e e e T e | 500,000 non-US physician members
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Expansion of U.S. Career Services

[ Sales ]

(million yen)

® Consolidated The Medicus
2,432 Firm at Dec-end 2015, posting

® Operation size increase

approx. 2.5x yoy due to
+142% expansion of existing
businesses as well as

contribution from M&As

® Synergies with MDLinx, the
U.S. webportal designed for
physicians, is expected to
improve sales and profits

® Expansion of services such as
executive physician and nurse
placement being considered

FY14 FY15

=" Faster growth path than M3 Career in Japan.
A new growth driver with a much larger addressable market.

Copyright © 2016 M3, Inc. All rights reserved.
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Development in China

[ Number of Physician Members ]

(thousand) 1561

1.490 g ® Marketing services for drug
companies starting with MR-
kun, and marketing research
services showed healthy
growth, boosting profits

® MR-kun contracts now at 20
drugs with 10 companies,
expanding steadily

® High evaluations from drug
companies are leading to
repeat orders for MR-kun.

FY14 FY15
I 20 3Q 4Q Q1 Q2 Q3 Q4

=" Qver1.5 million physicians members, covering the majority of
doctors in China

Copyright © 2016 M3, Inc. All rights reserved. 28



Sales and Profit Trend of Overseas

(million yen) IFRS basis
— ek FY16 FCT
Bl Segment Profit -« 17 bn yen
13,810

® Broader business scope in
China, US and UK

® MR-kun launched in the
U.K., contracts signed with
multiple drug companies

® Wrongful “spam”
classification of M3USA
e-mail server decreased
sales and impacted profits

1,105 1,585 negatively by 400 mn yen for
. l'55 H1l. The problem has been
21 resolved with minimal

IFRS IFRS IFRS impact in H2.

FYO9 FY10 FY11 FY12 FY13 FY14 FY15 FY16
FCT
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M3 Group’ s Business Strategy
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Strategy Change in Business Development

Internet-Powered Investment
Strategy in Healthcare
Sector

Business Development
In Healthcare-Internet Sector

(2000~2010) (2011~)
-
INTERNET | T
[ — -
Approach Internet ’ Internet + Real Operations
Service Web-based : :
Coverage eTools ' Entire Value-Chain
Potential Business ~10 ’ 20 ~ 30
Domains (~ 100 including overseas)
. High profitability ’ High profit
— (Mid profit) (Mid profitability)
Small sized ’ Large ~ mid sized

IS M3 is uniquely positioned to transform the health care industry via its
1) Platform 2)Industry Expertise and

3)Human Resources (management and engineering)
Copyright © 2016 M3, Inc. All rights reserved. 31



Seeds Rocket Business Launch

Company Development Beyond Just Venture Capital

B Typical VC M3 Rocket Business
“/Technology Seed

Management Ground zero info-source

ﬁ@lf'ﬂ Resource Sourcing ?ﬁ\a(ljrlljoslf[rsies and expertise of
(Executives, Funding) healthcare industry
Booster 2 Regulatory Planning Strategy Minority  Majority Stake
(Japan and abroad) Stake (fundamentally)

Full Commitment
Executive Placement
as Needed

VEGELEMENE Partial or
Support Limited

B@@ste

Marketing Support

(Capitalize the 3.5 million global
physician member network)

Lead development with
Various  global scale resources
Valtie'Add “Advice” (Regulatory, R&D,
Marketing, etc.)

Total group support to
boost business development

I&&" Launched businesses can remain within the M3 group, or
exited through pharma companies and device makers

Copyright © 2016 M3, Inc. All rights reserved. 32



First Seed: MedTecHeart

QConsoIe Unit

® R&D venture in
collaboration with Tokyo
Medical and Dental
University and Tokyo
Institute of Technology

® Developed an
extracorporeal ventricular
assist device (VAD) with a
magnetically levitated
centrifugal structure

€ Pump Head and Motor Units m Offers superior safety even

| | upon extended usage and
at a lower cost, and draws
a line against the currently
available pulsatile pace
makers and centrifugal
blood pumps

I6E" Sequential investments planned with multiple seeds currently
under review.
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M3 is Just Getting Started
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Annual Results & Forecast for FY2016

[ Sales ] [ Operating Profit & Net Profit }
(mn yen) (mn yen)
75,000 B Operating Profit 23,000
Bl Net Profit
64,660 20,022

16061 B 15300

13,738 18 493

12 7* ﬂmg

924 g7

7,648
1503 6,031 5 ,598’ 34 okl

1 4492
3,990 | &
3507 3 3436
2677 B 3
1.683 609 119655 1,938
5 o1
107 480 891156927 1656225360375 03

FY IFRS IFRS IFRS IFRS -93-93|,: y IFRS IFRS IFRS IFRS
00 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16 00 01 02 03 04 05 06 07 08 09 10 11 12 13 14 15 16
(6m) FCT (6m) FCT

* Extraordinary profit from profit from acquisition of MPI: 1,034 mn yen
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FY2016 Budget Guideline

B Opportunities are partially and conservatively
incorporated

B Pending new businesses and M&As are excluded

® Continued aggressive hiring, planning increase of 400
headcounts over the fiscal year:

— M3 Headquarters: 50

— Career: 100
— CRO, SMO:: 150
— Others: 100

B Allocation for M&A related costs such as advisory fees:
100 million jpy

Copyright © 2016 M3, Inc. All rights reserved. 36



FY2016 Budget Guideline
MR-kun B Expected increase in number of products to support
Family double digit growth
C ® Stead growth from continued traction from job
—— placement for physicians

® Continued growth lead by strong orders and project
progress

B Neues to turn profitable

Evidence
Solution

B US: Spam issue is resolved. Growth to revert to
previous trends.

B UK: Healthy expansion
B China: Healthy growth lead by MR-kun

Overseas

® Cinical Platform and Sales Platform remain steady

m B Others segment businesses also expected to expand
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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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