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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 Backgrounad

2000 Sep | Founded

Oct | Launched MR-kun service
2002 Mar | Acquired WebMD Japan
2004 Sep | Listed on TSE Mothers

2005 May | Alliance with Medi C&C and
entry into Korean market

Sep | Launched QOL-kun service
Dec | Launched AskDoctors service

: : 2006 Jun | Acquired MDLinx and entered
Business domain into US market

Internet-based 2007 Mar | Listed on TSE 1

healthcare businesses 2008 Oct | Opened “MedQuarter.de” to
enter into Europe market

Name 2009 Apr | Acquired Mebix and entered
into clinical trial market

0 M3 2010 Nov | Acquired EMS Research and
Medicine established global research
Media physician panel

2011 Aug | Acquired Doctors.net.uk and

Metamorphosis v entered into UK market

Copyright © 2013 M3, Inc. All rights reserved. 3



Physicians Regjistered in Our Site o ResearchiPanel (Glohal)

(1,000)
1,200 r . .
Over 1 million members in total
— P Korea
1,000 yy B (MEDIGATE)

Other Europe
(M3 Global Research,
Russia)

800

U.K.
(Doctors.net.uk)

600

400 U.S.A
(MDLinx)
200
Japan
(m3.com)

FY0O8 FY09 FY10 FY1l  FY12  FY13
2Q
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Sponsored

m3.com MR-kun

Sponsor
messages




Expand our core
business

o )
M3’ s growth 4[ Develop new J

businesses
\_ k ,
Develop overseas
‘l Oyerseas | ' businesses }
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Japanese Pharma’s Huge Marketing Costs

WLEASI 63000 © ¥20mn  © ¥1.2tn
companies)
WLLS 30000 © ¥10mn @ ¥300bn
wholesalers)

Source: MIX, Researc h by M3

l Annual costs |
1 per person

Copyright © 2013 M3, Inc. All rights reserved.

\

J

Total cost of
whole industry.

¥1.2-1.5tn




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%
Off-line Off-line

1=~ Demand for eDetails 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 © 2013 M3, Inc. All rights reserved. 8



MR=-kun Increases Sales Like Reps

Off-line Reps

1 +99s
Sales increase

(baseline) compared with base

Non-covered

c

S
.0
nd
=

e . )
Combining real reps

+8% +16% with MR-kun

Sales increase  Sales increase maximizes detailing
compared with base compared with base Impact

y k

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

covered

W

Source: M3
Notes: Questionnaire to 16,000 General Practitioners
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MR-kun Annual Fee Structure

9Seyd [ehly|

C |
(=]
T
(3]
=,
=
>
-
(/2]

MR-kun base ; Contents :
foe Detail fee oroduction fee Operation fee
¥100 per detail M3 produces web Bas(ijq operation, inctluding
contents shown on 3ﬁ3552%£e§§3%§§|ﬁng to
MR-kun physicians’ questions
¥70mn ¥20mn ¥30mn
" 5005 for new clent § § ¥10mn
° I:érgglrggs fee: ¥40mn
~_ R
—
¥130mn~¥150mn
¥60mn
S ¥440mn ¥200mn ¥10mn
¥70mn
—_ /
—

The average of top 5 clients.: ¥720mn

Copyright © 2013 M3, Inc. All rights reserved.
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MR=kun’s Growth Potential in Japan

Current Growth Opportunities
# of clients [ 28 30~35
using MR-kun Companies

Companies
P \ Growth

Potential

/ 4~5 times
Sales per [EREY/=S(V]o I 800mn~1bn
Client ‘Approx.310mn by increase of

adopted
« # of member MDs

Major clients;use the MR=kun more and more.

Accelerating growth speed with increasing 15 products in
second half of FY2013

Copyright © 2013 M3, Inc. All rights reserved. 11



Expand our core
business
M3’ s growth B Develop hew
businesses

Develop overseas
‘l Oyerseas | ' businesses }
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Consolidated Sales Trend

en million
v ) FY13 FCT

34000

26,007

19,040

14,646
11,811

7,475 8534

s 3854 1%

22%
21%  29%  31%

40% 0

43Ny :
© 49% 5, New business
(domestic)

FYO3 FYO4 FYO5 FYO6 FYO7 FYO8 FY09 FY10 FY11 FY12 FY13
1Q-2Q
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New Business Development on the Platferm (as of: Mar. 2010)

Client
[ Pharma ] [Hospital. Doctor] [ Consumer ] Business Size
(FY2013 Actual)
() () ()
= Research QOL-kun AskDoctors Q ¥1,000mn
w
)
m3MT
s O
»w O --O
c 3 . :
o @ Evidence solution Career
=
2o
o O o
S O iTicket
g

I€<" Total revenue of new business is less than 5 billion yen. Just
after establishment M3 Career and only Mebix offering
evidence solution service.

Copyright © 2013 M3, Inc. All rights reserved. 14



New Business Development on the Platferm

ogo Research QOL-kun AskDoctors Q ¥5.000mn

Client
[ Pharma ] [Hospital, Doctor] [ Consumer ] Business Size

O O (FY2013 Forecast)

m3MT

¥3,000mn

()
& g ¥1,000mn
3
®. 2 Evidence solution Career
5: C_i ‘ Presentation
p—C slide later
i () iTicket
2@ O

o ‘

R Electric Health Record

I¥=" Total revenue of new business in FY2013 will be more than 18

billion yen. Planning 10 to 20 new business idea and overseas
development.

Copyright © 2013 M3, Inc. All rights reserved. 15



Placing Evidence Solution Business in ©Our Strategy,

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

.

Past Boosted medical promotion shifting
10 years to online with “MR-kun”

Copyright © 2013 M3, Inc. All rights reserved. 16



Theme Operation

st to,Onlne SO

v

MEDISCIENCE
A A | PLANNING
Shiftito) Onling; CRO) Mebix
Monitoring }
I MIC MEDICAL
Shiftito)Onling)lnfra cms. |
Utiliging electronic } —
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Acquired in Sep. 2011
(100%)

Acquired in Dec. 2011
(100%)

Acquired in Apr. 2009
(100%)

Affiliated in May 2012
(25%)

Acquired in Apr. 2009

(100%0)
.

Acquired in Aug. 2012
(75%)

Acquired in Oct. 2012
(100%)

Shift to Online Trials

17



Patient Enroliment in a Large-scale Clinical Triall S

In the case of study in the Endocrinology and Metabolism area, sites of m3.com
doctors enrolled five times more patients than those of other SMOs:

1,500 f
1,400 |
1,300 |
1,200 |
1,100 F
1,000 f
900 |
800
700 |
600 |
500 |
400 |
300
200 f
100 f

0

JuBawWjjo4ud Jusaned jo JaqunN

m3.com At Bft C#t D#t Eft F#t G#t H#t I1#t Jft Kft L+t

- Other SMOs -y
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Turning around MIC Medical

[ Trend of O.P. in MIC J

Mil yen ; (Fiscal year Oct. — Sep.)

Estimating
<4 more than
50% growth

A? :
) A 90

Ended Ended - Ended
Sep. 2009 Sep. 2011 : Sep. 2013
Ended Ended Ending
Sep. 2010 Sep. 2012 Sep. 2014

EConsoIidated frc-

{ Activity J

® Acquired 2 new big projects sized 1
bill yen in FY2013.

B |[ncreasing number of CRA assigned
to contract projects, and improving
unit price.

- <CRA Assignment: 1 years ago>
Contract Projects:39
Temporary CRA:61

- <CRA Assignment: Latest>
Contract Projects:60
Temporary CRA:40

® Relocated office to Akasaka for
Increasing synergy in August.

® Achieved arecord in profit while it
had cost 47 mil yen for relocating
office.

I€=" Succeed in turning around, improving performance rapidly.
Estimating more than 50% growth in profit in the next fiscal year

Copyright © 2013 M3, Inc. All rights reserved.



Sales and O.P. Trend in Evidence Solution

<Mil yen>

B Sales
W Segment Profit

.
A2gg A58
FY09  FY10

ﬂ FY13FCT
< Above 6B yen
4,283

3,239

2,321
< FY13 FCT
517 581  Above 1B yen
FY11 FY12 FY13
1Q-2Q

Copyright © 2013 M3, Inc. All rights reserved.

d _ B
® |[ncreasing sales and
improving
profitability.

® |ncreasing orders
received for CRO
service including
Chiken-kun.

B The amount of
backorders reached
6B yen.

® Estimate above 10B
yen in profit in this
fiscal year.

J
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M3 Career, Inc
< SMS

AIV‘M M3, Inc. m
Direct relationship both

® Media power of m3.com T _ ™\ with employers (clinics
— Over 200K Physicians Full-line service and etc) and job seekers

— Over 80K Pharmacist platform for best (physicians, pharmacists)

® Experience in the matclh betweedn_ b Experience in the
recruiting ad business for employers and Jo employment agent

medical professionals seekers ) business for nurses and
care workers
[ Sales and O.P. (vs. PY) J ® Improvement in operation
— efficiency.
ales
Flor ¥2 502m ® Development of newly-hired staff
(+48%) in productivity.
¥1,695m
¥/5/m ¢
(+61%) Sales will grow close to 5B yen in
*471u I I FY2013.
B ._ — Relocate office in May, because of
fgz_ozlé fgz_oég increasing staff.

Copyright © 2013 M3, Inc. All rights reserved. 21



Clinical Platform Segment — Improving Profitability,

[ Sales and Segment Profit (vs. PY) ] [ Progress J
<Mil yen>
B Sales i
F1 Segment Profit " Stream_“ne sales
1,335 operation.
(+18%)
1,135 B [mproved quality of self-

developed software.

140 ® From now, encouraging
(4 times) to use electronic health
record by m3.com, or
creating synergies with

36 other business in m3
3 group.
FY2012 FY2013
1Q-2Q 1Q-2Q

Consolidated frc-

Copyright © 2013 M3, Inc. All rights reserved. 22



Changing Strategy in New: Business Development

‘Business development Medical-specific investment
in medical internet area fund armed with internet
(2000~2010) (2011~)
-
INTERNET G @m COm G
[~ M— =
Approach Internet ' Internet + Real Operation
Service
coverage Web based ' From end to end
Number of potential ~10 ' 20-30
business domain (- 100 incl. oversea)
L High margin Large scale
Profitability (Middle scale) ' (Middle margin)

Small size ' Large — middle size

I Only one company who can transform health care industry with
1. Platform 2. Knowledge in domain 3. Human resources
(management or engineer)

Copyright © 2013 M3, Inc. All rights reserved. 23



Value Creation by M&A

uolreald

Synergy
Lever 3

Synergy
Lever 2

Synergy

Lever 1
Short term Mid term Long term

Restructuring Improving top Maximizing

cost structure line by m3.com synergy effect or
building new
business model

ex. ex. ex.

Reviewing Expanding Offering new

indirect cost sales by clinical trial
using service by
m3.com using EHR

Copyright © 2013 M3, Inc. All rights reserved.

Creating value in the 3
points of view after
execution M&A.

In these 3 years,
executed more than 10
acquisition and
created synergy effect
more than expected...
Know-how of turning
around have been
accumulated.

Planning to create
value in this way in the
foreign countries also.

24



Expand our core
business

Cor ~
M3’ s growth 4[ Develop new 1

businesses

\_ )

Developroverseas

Overseas businesses

Copyright © 2013 M3, Inc. All rights reserved. 25



Development in the US

MDLinx*

5 minutes to s

Oncology

SmartestDoc | Physiclan Jobs (365) | Clinical Trials | More | Other Speclalty

Oncology News & Articles

Looking for the latest in encology clinical literature? You've found the right page. MDLinx Oncology medical editors comb

through the top peer-reviewed clinical joumnals for the articles they think will make a difference to you and your practice. Youll
et oy

find them organized here by topic including breast, ic, thoracic, an cancers. Ina
mater of minutes, oncologists, oncology nurses, physician assistants and the whole cancer care team can stay current on
the literature as it is published.

On this page, you'll also find MDLinx exclusive centent, including monthly highlights from our physician editor, D. Scott
Cunningham, MD, PhD. We feature clinical pearls as well, from The Smartest Oncologist to encology topics in The Smartest
Pediatrician daily quiz challenges.

Your Unread Messages in Oncology 4 | > |Seeal>>

Jill Baker
MDLinx Career Center

Smartest Doc Challenge
MDLinx

MODLinx Top Read
MDLinx

Read the Top Read Articles of 2013 How to generate revenue for your
practice while on vacation

Self-assessment MCQs from
Smartest Doc Physician Review

m >> Find out who is the Smartest Doc in Oncology!
Articles | Latest(116) || Full Text Articies (6313) | TopRead since lastlogin | Focus on Pancreas

Ranked, sorted, and summarized by MDLinx editors from the latest literature

Topics: | General Oncology [ z]

1 Pointbreak: A randomized phase |Il study of pemetrexed plus carboplatin and bevacizumab followed by m

pemetr d and versus plus carboplatin and bevacizumab
followed by maintenance bevacizumab in patients with stage Illb or IV nonsquamous non-small-cell
lung cancer  Journal of Cinical Oncology, October 24, 2013~ Clinlcal Article

N

Autophagic-lysosomal pathway Is the main proteolytic system medified in the skeletal muscle of
esophageal cancer patients  American Journal of Clinical Nutrtion, Ocfober 24, 2013 Clinical Article

w

Oral contraceptives and risk of ovarian cancer and breast cancer among high-risk women: a systematic
review and meta-analysis Journal of Ciinical Oncalogy, October 24, 2013 Evidence Based Medicine  Review Article

~

A two-stage, single-arm, phase Il study of EGCG-enriched green tea drink as a maintenance therapy in
women with advanced stage ovarian cancer Gynecologic Oncology, October 24, 2013 Clinical Article

o

Qua\\l*_{ul life of advanced uvanarx cancer patients in the randomized phase Ill study comparing primary
50 available pages First Previous 1 2 3 4 5 6 7 8 9 10 Next Last

Clinical Pearls In Oncology

« Tne ZORO study demonstrated that the addition of goserelin to neoadjuvant chemotherapy for early breast cancer in

premenopausal women resulted in no change in post-chemotherapy rates of amenorrhea

« Alitiie over 50% of tumors in women with ER-positive, nade-negative breast cancers will have a RS <18, and current data
suggests that these women are UNLIKEL Y to receive a benefit from adjuvant chemotherapy

« in patients with compietely reseeted ER-pasitive DCIS when the surgical specimen aiso has LCIS, consider breast MRI
sereening in addition to mammography due to the lower sensitivity of mammograms for lobular disease

Get paid for your opinion

surveys and earn honoraria o MDLin? Market Research

Spansor

Article Search v

Hello, Dr. James Fra

My Account | Logout

newr Market Research Dashboard

6% Profile Completion
» Complete Your Market Research Profile

Eam honoraria for participating
in market research studies!

View Honorarium

New Service From
The MDLinx Career C

Post your CV and
let employers find you!

Recelve Job recommendations
based on your professional profile!

nter!

Sponsor

v

Circulating Tumor Cells (CTCs): A
Potential Screening Test for Clinically
Undetectable Breast Carcinoma

Clinical Trials

International Cooperation for Post-

Cherynobyl NIS Thyroid Tissue and
ataryBank!;I :

Collection of Alveolar Soft Part
Sarcoma and Blood Specimens for
Research

View More Clinical Trials

Stay current - Media Tool

» Test your ge. Take the Smartest Doc ge today! lml & n
Newsletter RSS Follow Us | Facebook
Highlights In Oncology
VEGFR-1 is a prognostic marker for HCC
As reported in the Journal of Pathology, the expressian of vascular endothelial growth factor receptor (VEGFR)-1 Is elevated in Search the latest
invasive hepatocellular cancer (HCC) specimens. In a study based on 135 HCC specimens, elevated VEGFR-1 was also Oncolo

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

— Washington D.C.

— 240K physicians as registered
member

® Won the gold in best healthcare
professional media brand at
MM&M* awards.

® Gradually expanding career
service in addition to marketing
support service and research
service.

® In the future, planning to
monetize 500K physician
members of MDLinx who are out
of USA.

* Medical Marketing and Media
The most authoritative professional journal for
medical marketing area in USA

Copyright © 2013 M3, Inc. All rights reserved. 26



Sales Trend off M3 ' USA (Including UK)

<Mil yen>

FY13 FCT
close to 6B yen

4 _ )
® |mproving

performance with
3,980 increasing media
power of our site.

® Pharmaceutical
companies become
aggressive about e-
promotion.

® Estimate +50%
growth in sales in

this fiscal year
. J

FYO8 FY09 FY10 FY1l1 FY12 FY13
1Q - 2Q

Copyright © 2013 M3, Inc. All rights reserved. 27



Market Potential inf China (researnched by M3f)

7

N\

Kingyee is one
of the top
companies
operating online
community of
physicians in

[ Digital marketing for medical products in China ]
Mark_et size of Ma_rketing cost Digital_ - Market
e Produets | 36| satesy | ¢ mareting =1 o otential
400B rvB 0 0 480M RvB
e (60B usD) S Lo (72M usD)
. A 4
600B rvB 1,450M rMB

* Compound Annual Growth Rate

China.

IS Startmg from November. Receiving positive response from
pharmaceutical companies in premarketing.

Copyright © 2013 M3, Inc. All rights reserved.
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Consolidated P/LL Statement for FY2013 1Q-20

FY2012. FY2013.

1Q0-2Q
Actual YoY Growth

(E5M) 10-2Q
Actual

Sales 11,378 16,500
Operating

i 4,312 5,300
Ordinary

Srofit 4,448 5,300
Net profit 2,619 3,100

Copyright © 2013 M3, Inc. All rights reserved. 29



Quarterly Perfermance Trend (Vs PY)

[ Sales ]\ Ordinary profit J
A A
FY2013
® | +472% +47.2% o FY20013
= —
S 5 I
i +35.9% i 1 |
= | +31%  t339% =<
FY2012 +23.6% FY2012
N R +18.0%
T I I I | T A | | |

1= Higher growth ratio than FY2012 since growing each business
steadily.

Copyright © 2013 M3, Inc. All rights reserved. 30



Consolidated P/LL Statement for FY2013 1Q-20

[ Breakdown by Business Segments ]
g g
(BHAH) -9 -9( 0 0
Sales 7,730 9,179 +19%
Medical Portal
Profit 4 342 5,003 +15%
Solution Profit 226 581 +157%
Sales 1,788 2,785 +56%
Overseas .
Profit 12 438 34 times
Clinical Sales - 1,335 -
Platform Profit : 140 -
Sales 374 470 +26%
Others
Profit 23 52 +127%

Copyright © 2013 M3, Inc. All rights reserved. 31



Consoli. Sales Analysis (Vs P.Y.)

(yen million)
FY2012 1Q - 2Q

MR-kun

Research, Others

|eMOd [edIPaN

Career
Evidence Solution
Overseas

Clinical Platform
Others and Elimination

FY2013 1Q - 2Q

11,378

Grew as planed in 2Q, and will
achieve the original annual plan.

Expanded Both of US and UK.
Currency impact : +538 mil yen

Expanded synergy between group

22 companies.

16,750
D

I6=" Steady growth momentum continues.

Copyright © 2013 M3, Inc. All rights reserved. 32



Annual Results & Forecast for FY2013

[ Sales J [ Ordinary Profit & Net Profit }
(¥ mn) (¥ mn)

P Net Profit
M Ordinary profit
9,625

o5 508 87993
44622%935 279

-9393

FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY FY
00 01 02 03 04 05 06 07 08 09 10 11 12 13 00 01 02 03 04 05 06 07 08 09 10 11 12 13

(6months) Fore (6months) Fore
cast cast
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Creating New Value in Healthcare

0 M3

Medicine
Media
Metamorphosis

[0 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 280,000 people, e.g.,
physicians, representing only 0.2% of the population

[0 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
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