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The following contains statements that constitute forward-looking
statements, plans for the future, management targets, etc. relating
to So-net M3, Inc. and/or its group. These are based on current
assumptions of future events, and there exist possibilities that
such assumptions are objectively incorrect and actual results may
differ from those in the statements as a results of various factors.

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.

So-net M3, Inc.
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Company Background

So-net M3

2000 Sep

Oct
2002 Mar
2004 Sep
2005 May

Business domain

Internet-based
healthcare businesses

Sep

Dec

2006 Jur

= M3
Medicine
Media
Metamorphosis

2007 Mar
2008 Oct

Founded

Launched MR-kun service
Acquired WebMD Japan
Listed on TSE Mothers

Alliance with Medi C&C and
entry into Korean market

Launched QOL-kun service
Launched AskDoctors service

Acquired MDLinx and entered
into US market

Listed on TSE 1

Opened “MedQuarter.de” to
enter into Europe market

Copyright © 2009 So-net M3, Inc. All rights reserved.



m3.com: Japan’s #1 Physician Website
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Physicians Registered in m3.com

FY2002~FY2008.4Q
(1,000) 174
162
146
125
FY2002 FY2003  FY2004  FY2005  FY2006  FY2007  FY2008
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fI\/IB’s growth\

Expand our core
business

Domestic

U

Overseas
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Physicians’ Demand for On-Line Detailing

Q. What is the ideal ratio of on-line and off-line promotional
information (“details”) from pharma companies?

A.
On-line 100% = 1,300 physicians
100% 5%
On-line
40%
50% 43%
60%
80%
100% 100%

1= Demand for eDetalils is quite high for busy physicians as they get the
information when it's convenient for them, not for the MR

Source: So-net M3 questionnaire to 1,300 physicians
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Allocation of Physicians Time and Pharma’s Marketing Costs

While doctors spend more time on the internet to find
medical information, pharma companies allocate most of
their budget on MRs.

Time spent by Expenditures by
doctors pharma companies

- =« Appx. ¥100bn

Others
(Academic conferences,
Workshop, Journal, etc.)

MR related costs

MR - == Appx. ¥1,400bn

Internet

|/

FYTEEE T APPX. ¥15bn

~
~
N

Source: So-net M3 questionnaire to physicians and estimation
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eDetails Read by Physicians

FY2003~FY2008.4Q

(1,000 eDetail read)

41,197

FY2003 FY2004 FY2005 FY2006 FY2007 FY2008
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MR-kun Annual Fee Structure

MR-kun base : Contents :
Detail fee oroduction fee Operation fee

M ¥100 per detalil B M3 produces web B Basic operation, including
contents shown on MR- sending messages to
kun physicians and replying to
physicians’ questions
= /omn ¥20mn ¥30mmn
= e Revised as of Oct.
> 2005 for new client S S ¥10mn
— e Previous fee: ¥40m/7
g ¥60mn
§ T~
¥130mn~¥150mn
= ¥60mn ¥170mn ¥50mn
s ¢ { { ¥10mn
= ¥480mn ¥210mn
> —
wn T~
¥370mn~¥600mn

Copyright © 2009 So-net M3, Inc. All rights reserved. 0



MR-kun’s & QOL-kun’s Growth Potential in Japan

Growth Opportunities

# of clients using | 20 - 50~60 AppX.
MR-kun Companies Companies 2 times

~ MR-kun - ~500mn AppX.
| QUL T oy pdus 2.5 times

adopted

C;’;vl # of member
O
Average sales to top 10 pharmaceutical clients AppxX.
FY07 270 million yen — FY08 340 million yen (23% 5 times

growth )

Copyright © 2009 So-net M3, Inc. All rights reserved. 10



Domestic

‘M3’ growth\ Develop new

businesses
\_ L J

Overseas
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New Business Development on the Platform

won )

( SasSaulsng

FYZ009

Sales forecast

Above
500mn

¥200mn

¥500mn

Assigned
staff
LTI Web-based Physician
y 3.5
@EE DI Surveys .
E-mail , banner
m3MT promotion service for 3.5
pharma companies
Promotion service for
QOL kun non-pharmaceutical V4

etc.

companies

Job information
for Physicians, 3
Nurse, Pharmacist

m3.com
CAREER

YOS &8 Consumer service 2

Online clinical
reservation system 10
for patient

iTICKET

v

v

Copyright © 2009 So-net M3, Inc. All rights reserved.

= Approx. 3 billion
yen revenue is
expected from the
new business In
FY2009.

= Many of the new
businesses are
run by few staff
and quite
profitable.

= More in pipeline

12



Expansion of AskDoctors

<Started PC service> <Expanded to 3 major mobile <Alliance with Yahoo!
carriers’ official site> JAPAN>
'05 Dec '06 Apr '06 May '06 Oct ‘07 Apr
J154 Doctors S =

ST AN, BRI S ¢ TR (27 PRERE M

HLLOEEDOEHIC
RRESIEROE!

SoftBank

TENFI TR — WS
B L A

AskDoctors

Answer Engine

4 )
More than 1,800 physicians are answering to questions
¥315/month,and able to ask up to 3 questions a month
Response rate, above 90%

More that 2.4 million Q&A archives , which user can search
\_ J
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Membership of AskDctors

FY2005.1Q~FY2008.4Q

(1,000) 409
389

247

204
174

44
1 11

FY2005 FY2006 FY2007 FY2008
IQ 2Q 3Q 4Q 1IQ 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
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ITICKET Business

Web-based reservation system for clinics

room
’e »I : . ..rd "
h M lt‘l,[ Ii "' (%
\( i — RO SIS |:;rr:).r:'n;|
g e . BB
[ Vi ____ . =
o | 5
I I
Dg%gés EReception g — n
Py = < _@_
e Internet

1= Used in 800+ clinics , more than 1 million unique users per month

In addition, more than 75,000 members (mostly moms with little kids)
registered to the recently-opened pan-clinic site in a few months.
...became one of the largest “mom” platform in Japan.

Copyright © 2009 So-net M3, Inc. All rights reserved. 15



2 Revenue Source for ITICKET

@ Fee from clinic

Clinic Users

@ Advertisement

Mobile Media
Clinic Media (Nov.~)

830
769 804

Ticket Media(Sep.~)

FHRSHFE) ... Consultation
S o Ticket ViR DA T A
)7 i 1

L]
SEQUCE
i

FY2006 FY2007 FY2008
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

ADBIFIIHSINT. BNT
E=D

v
<Fee Structure> <Fee Structure>
m Initial Fee :¥500k / Clinic ~ m Clinic Media :¥1.5m / Month ~
m ASP Service :¥11k / Month ~ m Mobile Media :¥130k / 2Week ~

m Ticket Media  :¥750k / Project ~
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Domestic

fI\/IB’s growth\

U

Overseas Develop overseas

businesses

Copyright © 2009 So-net M3, Inc. All rights reserved. 17



Development in the US

HemeOnc
Linx

MDLinxX

Today's Top Medical Abstracts.

Hello,
Dr.Longramilynamed

My Library

Topics in HemeOnc

» Altenative Therapies
> AnemiafPolycythemia
> BMTISCT

» B asic SciencefGenetics

» BoneiCartilage
» Breast
> Carcinogenesis

» Coagulation/Bleeding Dz

> Colarectal CancenPolyps

+ Dermatologic Oncology
» Diagnostics/Radiology
> Economics of Medicine
* Endocrine Oncology

> Gl Oncology

» Gynecologic Oncology
> Head and Meck

* HepatohiliaryFancreas
> Gl Oncology

» Gynecologic Oncology
> Head and Meck

+ HepatobiliaryPancreas

» Leukemia f Lymphoma

» Lung/Thoracic Oncalogy

> Myeloproliferative Dz
> Meurologic Oncology

» PainiPalliative Care

» Pediatric HemefOncalogy

* Pharmacology/Therapy
> Popular Press

» Renal/Urologic

> Side Effects

» Soft Tissues
SarcomaTransfusion

> Medicine

Help

Visit zolinza.com to learn more about

[vorinostat] capsules

Messages

= Today's Hot Topic: Making Cigareties More Addictive
B’ by John Srnith, phD. MDLinx<

= Top 50 Articles of 2006:. Yhat your colleagues were reading
€3} by John Smith, phD. MDLin<

-+ Neupogen studies: Updated prescribing research
by John Smith, phD. MDLin<

clinical study update

j| = Pipeline updates:
y by John Smith, phD. MDLin<

= Pipeline updates: study update:
by John Smith, phD. MDLin<

»Full List

Aricle Search

Search:
Published:

Past Manth
Sort by:

@ MERCK
$raapuel
SERVICES.

Your direct link to
Merck Resources

PRODUCT
INFORMATION

» Receive daily email updates on General HemeOnc

Indexed Journals: Journal of Clinical Oncology, Cancer Research, Annals Oncology, more...

17 Available Pages

AT RIVALS LASER
VER COST PER PAGE.

Copyright © 2009 So-net M3, Inc. All rights reserved.

MEDICAL
SYMPOSIA

View & Download
Online Resources

Keyward:

Al MBLinx -

& Date C Relevance

“M3 Messages” (US version of
MR-kun) started on MDLinx
(merged with M3 USA in Mar.
2009)

— Washington D.C.

— 220K medical professionals as
registered member

9 of the top 15 global
pharmaceutical firms adopted
“M3 Messages ” already

— Sighed with 7 companies in 9
products

— Close to sign with 2 companies in
4 products

— All in Oncology, Rheumatology
Psychiatry or Neurology area

Trial project was completed
successfully

— Exceeded message read goal by
200%b

From now on, the regular fee
table is applied

18



MDLIinx (US):Member Coverage by Specialty

Oncology area Rheumatology
(100%=10,000 specialists) (100%=4,200 specialists )

(before program)
FY2007.3Q
14%

(before program)
FY2007.1Q
14%

(Currently) (Currently)
FY2008.4Q FY2008.4Q
49% 46%

-

Succeeded in acquiring half of oncologists in the U.S. as members.
Applying the know-how to rheumatology area from march 08.
Expanding further to other areas.

Copyright © 2009 So-net M3, Inc. All rights reserved. 19



Consolidated P/L Statement for FY2008

(yen million)

FY2007 FY2008 YoY Growth
Sales 7,475 8,534 +149%
Operating income 3,597 3,990 +11%
Ordinary profit 3,734 4,170 +12%0
Net profit 1,965 2,363 +20%0

Sales Breakdown by Business Segments
Marketing Support 5,757
Research 753
Others 964

Copyright © 2009 So-net M3, Inc. All rights reserved. 20



FY2008 Consoli. Sales Analysis (vs P.Y.)

(yen million)

FY2007 Act.

= MR-kun

L

E m3MT

g Overseas

¢y Subsidiaries
c

S QOL-kun

Q

- DTC

)

% Japan

Q Overseas

S subsidiaries
Q M3 Others
o0

@ Other

wn

subsidiaries

FY2008 Act.

T

A

A

Increased clients and products.

Ad-hoc services (banner etc)
decreased tentatively.
(Forex impact : -89mil yen)

Shifted to other advertising services.

Growing steadily.
(Absorbed forex impact : -44mil yen)

Lead by AskDoctors

Withdraw from publishing business

J

*"other subsidiaries” include consoli. adjustment

16" Excluding Ad-hoc services, steady growth momentum continues.

Copyright © 2009 So-net M3, Inc. All rights reserved. 21



Consolidated Sales Trend

¥ 11,500 mil

FY2003 FY2004 FY2005 FY2006 FY2007 FY2008 FY2009 Fct

20 o [l New business

domestic

(%)

I

FY2003 FY2004 FY2005 FY2006 FY2007 FY2008 FY2009
Fct
Copyright © 2009 So-net M3, Inc. All rights reserved. 22



Annual Results & Forecast for FY2009

(¥ mn) (¥ mn)

_ Net Profit
Ordinary
11,500 profit

(Forecast) — (Forecast)

-9393
FY FY FY [FY FY FY FY FY FY FY FY FY FY | FY FY FY FY FY FY FY
2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009
(6 months) (6 months)

Copyright © 2009 So-net M3, Inc. All rights reserved. 23



Acquisition of Mebix

= Acquired Mebix, Inc. by TOB in April 2009.

= Mebix provides a web-based clinical trial support
management system called “CapTool” , which is de
facto standard in Japan.

= In the fiscal year ended April 2008 (mil yen);
—Sales:2,547
—QOperation income:143
—Net income:57

= Expect ¥0.5 — ¥1 billion annual impact on ordinary
profit by (short-term) synergy.

Copyright © 2009 So-net M3, Inc. All rights reserved. 24



Creating New Value in Healthcare

= M3
Medicine
Media
Metamorphosis

=» Healthcare sector is huge...
- Japanese national spending on medical services is
approximately ¥33tn (approximately ¥50tn if
peripheral businesses are included)

- Equivalent to 10% of Japanese GDP
= Sector controlled by only 270,000 people, e.g.,
physicians, representing only 0.2% of the population

=» M3 aims to create new value in this sector
S O0-11€C t M - Solve the issues and problems of the medical sector
- With new and unique business models

- While focusing on areas were we can add high value
(e.g., have high profit) to boost our enterprise value

Source: Ministry of Health, Labour and Welfare, the Japan Medical Association, So-net M3
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