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The following contains statements that constitute forward-looking
statements, plans for the future, management targets, etc. relating
to 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.

M3, Inc.
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Company Background

Business domain

Internet-based
healthcare businesses

2000 Sep

Oct
2002 Mar
2004 Sep
2005 May

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

FY2002~FY2010.2Q

(1,000)

138 196

174
162

146

125

47

FY2002 FY2003 FY2004 FY2005 FY2006 FY2007 FY2008 FY2009 FY2010
2Q
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Platform Power of m3.com Improving Steadily

Physicians Physicians Physicians MR-kun eDetails
registered in m3.com login to m3.com in MR-kun active read by physicians

+8.9% L @ +143% <K  +156% < = +33.2%

llllll

2009 2010 2009 2010 2009 2010 2009 2010
Sep. Sep. Sep. Sep. Sep. Sep. Sep. Sep.
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(|\/|3’S growth\

Expand our core

U

business
Domestic
1. Evidence solution business
2. Other new business
Overseas

Copyright © 2010 M3, Inc. All rights reserved.



Japanese Pharma’s Huge Marketing Costs

Annual costs

B per person  §
MRs |
55,000 @ ¥20mn @ ¥1.1tn
companies)

\

(Phalr\r,r:;ze?nical 30,000 ° ¥10mn e ¥300bn

wholesalers)

J

Source: MIX, Researc h by M3

Copyright © 2010 M3, Inc. All rights reserved.

Total cost of
whole industry

¥1.1-1.4 tn



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 eDetalls is quite high for busy physicians as they can get
the information when it's convenient for themselves, not for MR

Source: M3 questionnaire to 1,300 physicians

Copyright © 2010 M3, Inc. All rights reserved. 8



MR-kun eDetails Read by Physicians

FY2006~FY2010

(1,000 eDetail read)

34,989

FY2009.20vsFY2010.20Q
+29%

The growth will be
accelerated in the
second half of FY.

FY2006 FY2007 FY2008 FY2009 FY2010

Copyright © 2010 M3, Inc. All rights reserved. 0



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
o $ ¥220mn ¥100mn ¥10mn
o ¥70mn
% T~ —
)]

The average of top 5 clients.: ¥400mn

Copyright © 2010 M3, Inc. All rights reserved. 10



MR-kun Increases Sales Like Reps

Off-line Reps

1 +995s

Sales increase

Non-covered

(baselme) compared with base
5 "Combining real reps |
ombining real reps
o + + )
5 8% 16% with MR-kun
< Salesincrease  Sales increase maximizes detailing
o compared with base compared with base klmpact )

4

[“MR-kun”anne has substantial power...J

Source: M3
Notes: Questionnaire to 16,000 General Practitioners

Copyright © 2010 M3, Inc. All rights reserved. 11



MR-kun’s Growth Potential in Japan

Growth Opportunities

# of clients using | 27 - 50~60 AppX.
MR-kun Companies Companies 2 times
MR c ~500mn
un by increase of; AppxX.
Sales per Client - . rodu
x.200mn - dopted ( 2.5 tlmes)

<e # of member MDs

O
Average revenue from top 10 pharma clients AppxX.
FY09.1H 154 million yen — FY10.1H 189 million yen (23% growth ) | 5§ times

MR-kun service regained growth momentum by;
1. Staff increase
2. Adoption by more products

3. Increase number of read eDetails per doctor
Copyright © 2010 M3, Inc. All rights reserved. 12



Domestic
‘M3’ growth\ Develop new
businesses
i 1. Evidence solution business
2. Other new business
\__ J
Overseas

Copyright © 2010 M3, Inc. All rights reserved. 13



Evidence Solution Business — Mebix

N . | i Evidence

P [ A
eople Drug
driven launch
( CROs )
/z ______________
/
1 _
% Plan to go to M‘ blx
T “._ PMSmarket .
driven

* Post Marketing Surveillance

Copyright © 2010 M3, Inc. All rights reserved. 14



Mebix — Improving Restructuring

Cost Reduction

(yen million)
vs FY2008 | . :
[ FY2009 FY2010 or later Programs
Lean v'Cut redundant functi
packeafice 30 120 wredundantunceon - Completeo
— v'Reduce audit fee
Dozt st 30 60 v Terminate custody service COmD eteC
“lofcs ot etey. 15 20 vmegmeoricespace  COMpPIELEC
System development v'Redesign system .
cost 10 50 -100 vIntegrate IT infrastructure |n ACtlon
v'Recruit doctors by using .
SMO related cost 10 30 -60 m3.com |n ACtIOn
95 280 - 360
v
Cost reduction proceeds steadily, making Mebix leaner and more
prOfltable- * Fiscal year of mebix (May — Apr.)
Copyright © 2009 So-net M3, Inc. All rights reserved. 24

I&=" Executed all processes planed at the acquisition, and turned
into black in FY2010 2Q.

Those benefits will continue or expand in coming periods.

Copyright © 2010 M3, Inc. All rights reserved. 15



Mebix — Improving Restructuring

Sales S.G.A.
+ 15% - 54%
¥505M

FY2009 FY2010 FY2009 FY2010
20Q 20Q 20Q 20Q

I&&" Realized reduction of S.G.A. while increasing sales.
Steady progress in restructuring.

Copyright © 2010 M3, Inc. All rights reserved. 16



Mebix — Participating Physician Recruiting via m3.com

(number) Number of registered case by SMO
100
50
m3.com Company A
SMO

I&=" m3.com acquiring cases extremely faster than other SMO.

Copyright © 2010 M3, Inc. All rights reserved. 17



Domestic
‘M3’ growth\ Develop new
businesses
A/V‘M 1. Evidence solution business
2. Other new business
\_ J
Overseas

Copyright © 2010 M3, Inc. All rights reserved. 18



New Business Development on the Platform

FY2010
Sales forecast

Assigned Above ¥750Tn ¥0mn

staff 1,000mn  ¥1,000mn ¥750;nn
ELLE( B Web-based Physician 45 v
@ETEID Surveys . m Revenue from the
new businesses
E-mail. banner will exceed the
amot - f MR-
11 I promotion service for 3 v revenue o
- pharma companies kun in FY2010.
: . = Many of the new
QOL Kkun ]Ic:’romonoE Service 9 v busi>r/1esses are
etc. or hon-pharma run by few staff
companies and quite
C profitable.
onsumer . _ o
Business Consumer service 4 v = Established joint
venture for career
Job information ] glﬁﬂséngés I‘i‘_’r'g‘
KNI Y@ for Physicians, 49 _ . :
Pharmacist Consolidated

subsidiary
Online clinical
1= (3@ reservation system 15 v
for patient

Copyright © 2010 M3, Inc. All rights reserved. 19



Expansion of Consumer Business

Doctors Sl oo

Dostery 2t e b1+

il FEBsheny o)

Bo com —
Mo [ |

by KDDI
J SoftBank

= 90%+ questions
get answers from

lnviniAaiAarna

pnysicians

m More than 2.4
million Q&A
archives

= Specially offered
for Softbank’s

raVealal 7~ v o~ nﬂnllﬂ
contents package

(Mar. 2009)

= Browse only
service for

AskDoctors’ Q&A

archives

AskDoctors AskDoctors Lite AskMind

m Moblle site
targeting women
fANAAvs DNNNON\

(vidy £Zuvuv)

m Access to
emmenia-related
Q&A archives on
AskDoctors

* Ask Mmd

2B ane

B 7SS0 R @

m Launched new
site about mental
health

(Jun. 2010)

I&&" Consumer business grew to generate 60mil yen revenue per
month, preparing new services in mental health care area.

Copyright © 2010 M3, Inc. All rights reserved.
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Membership of AskDoctors

FY2005.1Q~FY2010.2Q

(1,000)

517 533

409

311

174

FY2005 FY2006 FY2007 FY2008 FY2009 FY2010.2Q

Copyright © 2010 M3, Inc. All rights reserved. 21



M3 Career, IncC

f\ M3, Inc. N £ sSMS

= Media power of m3.com : _ m Direct relationship both
— 191K Physicians Full-line service and with employers (clinics
70K Pharmacist platform for best etc) and job seekers

match between (physicians, pharmacists)
_ . employers and job = Experience in the

= Experience in the seekers employment agent
recruiting ad business for \ ) business for nurses or
medical professionals care workers

Company Name :M3 Career, Inc A
Capital :50 mil yen

Business :Recruiting service for medical professionals
Employees : 49

Shareholders :M3 51%., SMS 49% )

I In FY2010 1H, posted ¥615M sales and ¥7M operating profit.
Because of seasonality and operational issues, operating profit
turned into red in 2Q. (1Q:¥69M, 2Q:-¥62M)

Copyright © 2010 M3, Inc. All rights reserved. 22



Acquisition of ITICKET

Web-based reservation system for clinics

HEa=E BE-

| 52 Carrlll s
. ;;' . - ‘;I 'U'—”
=% BROLBI SOILH SIS
7 = '\m...:] AW = -:- 1'55 8 1.:'"-3 c =

I ,
_@_:.

Internet

1= Used in 900+ clinics , more than 1 million unique users per month,

more than 300,000 members (mostly moms with little kids)
registered to the pan-clinic site. ...became one of the largest “mom”

platforms in Japan.

Copyright © 2010 M3, Inc. All rights reserved. 23



Media Business will Start on ASP Platform.

ASP : Reservation for medical care

Clinic Users Mobile Media
Clinic Media (Nov.~)

EHESSTE) .. Consultation
seRl pezmen. | Ticket CREORAM A
. N7 BhIF S
= v
el | e s 580 TE
e o N 5 i
'05 '06 '07 ‘08 '09 10 m% xxxxx M&%:ﬁmmnam
v o
v
<Fee Structure> <Fee Structure>
= Initial Fee :498,000yen / Clinic ~ = Clinic Media  :1,500,000yen / Month ~

m ASP Service  :11,400yen / Month ~ = Mobile Media :130,000yen / 2Week ~
m Ticket Media  :750,000yen / Project ~

Copyright © 2010 M3, Inc. All rights reserved. 24



Domestic

/I\/IB’S growtm

U

Develop overseas

Overseas )
businesses

Copyright © 2010 M3, Inc. All rights reserved. 25



Development in the US

HemeOnc
Linx

MDLiny
Today's Top Medical Abstracts.

Hello,
Dr.Longramilynamed

Home
General HemeOnc

Conferences
Jobs
Messages
Newsletters

My Library

|
Topics in HemeOnc
» Alternative Therapies
> AnemiafPolycythemia
» BMT/SCT
» B asic SelenceiGenetics
» BoneiCartilage
» Breast
> Carcinogenesis
» Coagulation/Bleeding Dz
> Colatectal CancenPolyps
+ Dermatologic Gncology

» 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 Oncology
* Myeloproliferative Dz

> MNeurologic Oncology

» Fain/F alliative Care

> Pediatric Heme/Oncology
* Pharmacology/Therapy
> Popular Press

» Renal/Urologic

> Side Effects

» Soft Tissues
SarcomaTransfusion

> Medicine

Help

Visit zolinza.com to learn more about

=

Zolinza

[vorinostat] capsules

Messages

- Today's Hot Topic: Making Cigarettes More Addiclive
by John Staith, phD. MOLinx

4

Top 20 Articles of 2006: ¥hat your colleagues were reading
fy John Semith, pRD. MOLin<

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

+

4

Pipeline updates: clinical study update

by John Smith, phD. MDLin<

(B
&

4

Pipeline updates: study update:

by John Smith, phD. MDLin<

» Receive dail

ll Articles: General HemeOnc

week's Top Read ™| Month's Top Read

»Full List

email updates on General HemeOnc

Arlicle Search

Keywo
Search:

All MDLins= -
Published:

Past Manth =]
Sort by:

& Date C Relevance

@ MERCK
CE¥ T O]
SERVICES.

Your direct link to
Merck Resources

Click tabs for more
informatian>

PRODUCT
INFORMATION

» Receive dail

email updates on General HemeOnc

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

17 Available Pages

First Prev 1 2 34 8§ 6 7 8 8 10

THAT RIVALS LASER
ER COST PER PAGE.

Copyright © 2010 M3, Inc

 MEDICAL
SYMPOSIA

View & Download
Online Resources

. All rights reserved.

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

— Washington D.C.

— 328K medical professionals
(incl. 100K physicians) as
registered member

= The service has been adopted
by products in Oncology,

Rheumatology, Neurology,
Cardiology and PCP area

26



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)
75%

After merging
membership
of
SmartestDoc

(Currently)
53%

-
Developed leading platforms by acquiring half of oncologists and
rheumatologists in the U.S.

Starting new acquisition programs in Psychiatry, Neurology,
Cardiology, and PCP area.

Copyright © 2010 M3, Inc. All rights reserved. 27



M3 Messages Contracting Status

(F

12 products
Y2009 4Q; 7 products)

appx. 20 products
Contracted (growing steadily)

11 companies

24 products
N

~
12 products
(FY2009 4Q; 17 products)

Ongoing Preparing Pipeline

to start

= Among the top 20 global
pharmaceutical companies adopted
“M3 Messages " already.

— All in Oncology, Rheumatology,
Neurology, Cardiology or PCP area

— Close to sign in other areas

m Delivery of the messages started
already in 12 products. The clients
appreciate the performance and made
further commitments (contract
extension, addition of new products
etc.). Others will start soon.

= Acquired a big project in PCP(Primary
Care Physician) area.

= Pipeline for project acquisition is well
filled for FY2011.

Copyright © 2010 M3, Inc. All rights reserved. 28



Consolidated P/L Statement for FY2010 2Q

Consolidated (yen milion)
FY2009.2Q FY2010.2Q

Actual Forecast YoY Growth

Sales 5,030 6,800 +36%20

Operating income 2,056 2,400 +299%0

Ordinary profit 2,038 2,400 +28%0

Net profit 113 1,300 +1,169%

Copyright © 2010 M3, Inc. All rights reserve d.
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Consolidated P/L Statement for FY2010 2Q

Breakdown by Business Segments

(yen milion)

FY2009.2Q|FY2010.2Q | YoY Growth

Medical Sales 4,071 +27%
Portal Profit 2.498 +16%
Evidence | Sales 439 +123%
Solution | profit | A183 %
Sales 446 +58%

Overseas :
Profit A49 _9%
Sales 117 +20%0

Others :
Profit Al _0%

Copyright © 2010 M3, Inc. All rights reserved.
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Consoli. Sales Analysis (vs P.Y.)*

(yen milion)

FY2009 2Q Act

MR-kun

Research, Others

[e1iod [edIpaiN

Career

Evidence Solution

Overseas

Others

FY2010 2Q Act

6,858
. N —

I Steady growth momentum continues.

Copyright © 2010 M3, Inc. All rights reserved.

Increasing order

Research and AskDoctors expansion

Consolidate M3 Career

Consolidate Mebix

Expanding “M3 Messages” and
research service
(Absorbed forex impact : -47mil yen)

Contribution from iTicket

* Sales to outside customers
31



Consoli. Profit Analysis (1Q vs 20Q)

( yen milion )

Y
FY2010 1Q(Apr - Jun) 1,241

MR-kun, Research,
Others

Each business expansion

Because of seasonality,
turning red in 2Q.

erod
[es1pa

Career

Expanding synergy with M3,

Evidence Solution _
and turning black

Expanding “M3 Messages”

Overseas and continuing black

Others

HQ and elimination

FY2010 2Q (Jul - Sep) 1,364
g

I Steady growth and increasing profitability of mebix covered loss
of M3 career.

Copyright © 2010 M3, Inc. All rights reserved. 32



Annual Results & Forecast for FY2010

(¥ mn) (¥ mn)

Net Profit
Ordinary

profit \‘\5,800
481

,300

14,500

4462

(Forecast) g3.93 (Forecast)
FY FY 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 2010 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010
(6 months) (6 months)

Copyright © 2010 M3, Inc. All rights reserved. 33



Consolidated Sales Trend

¥14,500mil
11,811

7.475 8,934

3,854 2,729
1,563 2,276

FY2003 FY2004 FY2005 FY2006 FY2007 FY2008 FY2009 FY2010 Fct

(%)

?h:ﬁj-i- -
HREE
— (domestic)

FY2003 FY2004 FY2005 FY2006 FY2007 FY2008 FY2009 FY2010
Fct
Copyright © 2010 M3, Inc. All rights reserved. 34



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

- 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, M3

Copyright © 2010 M3, Inc. All rights reserved. 35



