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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 BackgroundCompany Background

2000 Sep Founded 
Oct Launched MR-kun service

HistoryHistory

Oct Launched MR kun service
2002 Mar Acquired WebMD Japan
2004 Sep Listed on TSE Mothers
2005 May Alliance with Medi C&C and y

entry into Korean market
Sep Launched QOL-kun service
Dec Launched AskDoctors service

2006 Jun Acquired MDLinx and entered 
into US market

2007 Mar Listed on TSE 1
2008 O t O d “M dQ t d ” t

Business domainBusiness domain
Internet-based 
h l h b i 2008 Oct Opened “MedQuarter.de” to 

enter into Europe market
2009 Apr Acquired Mebix and entered 

into clinical trial market

healthcare businesses

NameName
2010 Nov Acquired EMS Research and 

established global research 
physician panel

2011 A A i d D t t k d

 M3
Medicine
Media
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2011 Aug Acquired Doctors.net.uk and 
entered into UK market

2013 Nov Entered into China market
Metamorphosis



m3.comm3.com

M di l N

SponsoredSponsoredSponsorSponsor--freefree

Search engine

Medical News
m3.com MR-kun

Research Paper Research Paper 
search Sponsor

Web-based 
medical tools

messages
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M3’s GrowthM3’s Growth
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Expand our coreExpand our coreExpand our core 
business
Expand our core 
business

M3’s growthM3 s growth Develop new 
businesses

Develop overseas 
businesses
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Japanese Pharma’s Huge Marketing CostsJapanese Pharma’s Huge Marketing Costs

HeadHead Annual costsAnnual costsHead Head 
countcount

Annual costs Annual costs 
per personper person

63,000 ¥20mnMRsMRs
(Pharmaceutical (Pharmaceutical 

companies)companies)
T t l t fT t l t f

×× ＝＝ ¥1.2tn

MSsMSs

Total cost of Total cost of 
whole industrywhole industry
¥¥1.21.2--1.51.5 tntn

MSsMSs
(Pharmaceutical (Pharmaceutical 

wholesalers)wholesalers)
30,000 ¥10mn ＝＝ ¥300bn××
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Physicians’ Demand for On-Line DetailingPhysicians’ Demand for On-Line Detailing
Q.  What is the ideal ratio of on-line and off-line promotional 

information (“details”) from pharma companies?  
A

5%
100% = 1,300 physicians

100%100%         
On-line

On-line
A.

16%

13%

80%

60%

20%

40%

43%

9%

50%

40%

50%

60%

12%

2%

20% 80%

100%100% 2%100%100% 
Off-line Off-line

Demand for eDetails is quite high for busy physicians as they can get 
information when it’s convenient for themselves not for MRs

Copyright © 2014  M3, Inc.  All rights reserved. 7

information when it s convenient for themselves, not for MRs

Source: M3 questionnaire to 1,300 physicians



Case 
studyMR-kun Increases Sales Like RepsMR-kun Increases Sales Like Reps

OffOff--line Repsline RepsOffOff--line Repsline Reps
NonNon--coveredcovered coveredcovered

eded
nn--

co
ve

re
co

ve
re

1
(baseline)

+9%
Sales increase

compared with base

N
on

N
on

dd

( ) compared with base

8 16

M
R

M
R

--k
unku

n

Combining real reps

co
ve

re
d

co
ve

re
d +8%

Sales increase
compared with base

+16%
Sales increase

compared with base

Combining real reps 
with MR-kun 
maximizes detailing 
impact

“MR-kun”alone has substantial power... 
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Source: M3
Notes: Questionnaire to 16,000 General Practitioners



MR-kun Annual Fee StructureMR-kun Annual Fee Structure
MR-kun base 
fee

Detail fee
Contents 
production fee

Operation fee

¥100 per detail M3 prod ces eb Basic operation, including 

¥70mn ¥20mn

¥100 per detail

¥30mn

M3 produces web 
contents shown on 
MR-kun

p , g
sending messages to 
physicians and replying to 
physicians’ questions

¥70mn
 Revised as of Oct. 

2005 for new client
 Previous fee: 

￥60mn

¥20mn

¥40mn

¥30mn
¥10mn～ ～

In
itia

l P
h

In
itia

l P
hh
a
se

h
a
se

¥130mn～¥150mn

¥60mn
¥440mn ¥200mn ¥10mn

T
o
p

T
o
p

～
¥70mn

¥440mn ¥200mn ¥10mnp
 5

 c
lie

n
t

p
 5

 c
lie

n
t

～
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tsts

The average of top 5 clients: ¥720mn
9



MR-kun’s Growth Potential in JapanMR-kun’s Growth Potential in Japan

Current Growth Opportunities

29 30~35# of clients # of clients 

Companies Companiesusing MRusing MR--kunkun
Growth

Potential

4~5 times
MR-kun

310
Sales per Sales per 
Cli tCli t

800mn~1bn
by increase of;Approx.310mnClientClient by increase of;
• # of products 
adopted
• # of member MDs

Major clients use the MRMajor clients use the MR--kun more and more:kun more and more:

A f t 10 li t +30%A f t 10 li t +30% Y YY Y

Copyright © 2014  M3, Inc.  All rights reserved.

Average revenue from top 10 clients grew approx. +30%  Average revenue from top 10 clients grew approx. +30%  YoYYoY

10



Expand our coreExpand our core 
business

M3’s growth D lD lM3 s growth Develop new 
businesses
Develop new 
businesses

Develop overseas 
businesses
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Consolidated Sales TrendConsolidated Sales Trend
(yen million)

FY13 FCT
34,00026 007 26,649

11,811
14,646

19,040

26,007 ,

1,563 2,276 3,854 5,729 7,475 8,534
,

Overseas
development

19% 20% 22%
27% 29% 31%

0% 0% 10% 11% 9% 9% 11% 16% 16% 17%
2%

development

New business
(domestic)

81% 80% 76%

27% 29% 31% 40% 43% 44%
55%49%

Core business
(MR-kun)

81% 80% 76% 64% 61% 60% 51% 46% 40% 28%35%

Copyright © 2014  M3, Inc.  All rights reserved.

FY03 FY04 FY05 FY06 FY07 FY08 FY09 FY10 FY11 FY12 FY13
1Q-3Q

12



New Business Development on the Platform (as of Mar. 2010)New Business Development on the Platform (as of Mar. 2010)

Business Size
（FY2013 Actual）

Client

ConsumerHospital, DoctorPharma

¥1,000mn

（FY2013 Actual）

Research QOL-kun AskDoctorsM
3

m3MT

3
C
o
nsu

Evidence solution Career

iTicket

n
so

lid
a
te

u
b
sid

ia
ry

Total revenue of new businesses was less than 5 billion yen

e
d
 

y
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Total revenue of new businesses was less than 5 billion yen. 
This was just after establishing M3 Career and at this time only 
Mebix was offering our evidence solution service

13



New Business Development on the PlatformNew Business Development on the Platform

Business Size
（FY2013 Forecast）

Client

ConsumerHospital, DoctorPharma

（FY2013 Forecast）

Research QOL-kun AskDoctors ¥5,000mn

M
3

m3MT
¥3,000mn

3

¥1,000mn

C
o
nsu

Evidence solution Career

iTicket
Presentation 
slide later

n
so

lid
a
te

u
b
sid

ia
ry

Other Electronic Medical Record

e
d
 

y

Total revenue of new businesses in FY2013 will be more than 18

Copyright © 2014  M3, Inc.  All rights reserved.

Total revenue of new businesses in FY2013 will be more than 18
billion yen. Planning 10 to 20 new business ideas and overseas 
development. 14



New Business Development on the Platform New Business Development on the Platform 

Business Size
（FY2013 Forecast）

Client

ConsumerHospital, DoctorPharma

（FY2013 Forecast）

Research QOL-kun AskDoctors ¥5,000mn

M
3

m3MT
¥3,000mn

3

¥1,000mn

C
o
nsu

Evidence solution Career

iTicket
Presentation 
slide later

n
so

lid
a
te

u
b
sid

ia
ry

Other Electronic Medical Record

e
d
 

y
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Placing Evidence Solution Business in Our StrategyPlacing Evidence Solution Business in Our Strategy

“Making use of the Internet to increase, as much as possible, 
h b f l h li l h l hi dthe 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 Enabled the shift of medical 
10 years promotion online with “MR-kun”

Next Enable the shift of clinical trials 
online with “Chiken-kun”

Copyright © 2014  M3, Inc.  All rights reserved. 16



Patient Enrollment in a Large-Scale Clinical TrialPatient Enrollment in a Large-Scale Clinical Trial Case study

I th f t d i th E d i l d M t b li 3 d tIn the case of study in the Endocrinology and Metabolism area, m3.com doctors 
enrolled five times more patients than those of other SMOs:

N
u 1,400

1,500

u
m

b
e
r o

f p
a 900

1,000
1,100
1,200
1,300

atie
n
t e

n
ro

llm

400
500
600
700
800
900

m
e
n
t

0
100
200
300
400

Other SMOs

A社 B社 C社 D社 E社 F社 G社 H社 I社 J社 K社 L社m3.com
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Shift to Online TrialsShift to Online Trials

Theme Operation

2011 39
Site Selection
F ibilit St d t

e-SMO
( Merged Medical Pilot and Fuji CRS )

2009 80
Feasibility Study etc

CLINICAL PORTER

Accelerate 
e-drug 

Development

748

101

2014/2

2009Monitoring

MEDISCIENCE 
PLANNING 

Mebix
Development 

3162012
EDC etc

MIC MEDICAL

2012 142Utilizing electronic 
medical records

C.M.S.

Copyright © 2014  M3, Inc.  All rights reserved. 18

medical records



Number of CRAs by CompanyNumber of CRAs by Company
M3 Group## Company NameCompany Name NumberNumber

1 EPS 855
2 Cimic 780

M3 Group 670
3 Quintiles 6003 Quintiles 600
4 Parexel 550
5 MEDISCIENCE PLANNING INC 401MEDISCIENCE PLANNING INC 0
6 ＭＩＣ Medical 233
7 ACRONET 200
8 ASKLEP 180
9 Linical 170

M bi 36
<MIC research institute ltd>

Accelerate the “Shift to Online Trials” by reaching a top 

Mebix 36

Copyright © 2014  M3, Inc.  All rights reserved. 19

level in number of CRAs. Business size of evidence 
solution segment will grow to 13B yen



Sales and Profit Trend of Evidence SolutionSales and Profit Trend of Evidence Solution
<Mil yen>

Sales

 Increasing sales and 
improving 
profitability

Segment Profit FY13 FCT
Above 6B yen

profitability

 Increasing orders 
received for CRO 
service includingservice including 
Chiken-kun

 The amount of 
backorders reachedbackorders reached 
6.5B yen

Achieved 10B yen in 
profit in this fiscal

FY13 FCT
Above 1.2B yen

FY09 FY10 FY11 FY12 FY13

profit in this fiscal 
year already

Copyright © 2014  M3, Inc.  All rights reserved.

09 0 3
1Q – 3Q
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New Business Development on the Platform New Business Development on the Platform 

Business Size
（FY2013 Forecast）

Client

ConsumerHospital, DoctorPharma

（FY2013 Forecast）

Research QOL-kun AskDoctors ¥5,000mn

M
3

m3MT
¥3,000mn

3

¥1,000mn

C
o
nsu

Evidence solution Career

iTicket
Presentation 
slide later

n
so

lid
a
te

u
b
sid

ia
ry

Other Electronic Medical Record

e
d
 

y
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Sales and Profit Trend of M3 CareerSales and Profit Trend of M3 Career
<Mil yen>

Sales

Improvement in 
operation 
efficienc

Ordinary Profit

efficiency

Development of 
newly-hired staff 

FY13 FCT
Close to  5B yen

3 503 y
in productivity

staff agency 
service for

2,191

3,235 3,503

service for 
physicians should 
be several billions 
yen in the future

FY13 FCT
Above 1B yen

1,433

177 437 
749 890 

FY10 FY11 FY12 FY13
1Q – 3Q

yen in the future177 
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Expand our coreExpand our core 
business

M3’s growthM3 s growth Develop new 
businesses

Develop overseas 
businesses
Develop overseas 
businesses
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Physicians Registered in Our Site or Research Panel (Global)Physicians Registered in Our Site or Research Panel (Global)

（1,000）

Over 2.5 million members in total
3,000

Other Nations
（M3 Global Research, 
MDLinx Russia）

2,500

MDLinx, Russia）

Korea
（MEDIGATE）

2,000

1,500
China

U.S.A
（MDLi + PDR）

U.K.
（Doctors.net.uk）

500

1,000

Japan
（m3.com）

（MDLinx + PDR）

0

500

FY08 FY09 FY10 FY11 FY12 FY13

Copyright © 2014  M3, Inc.  All rights reserved. 24
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Development in the USDevelopment in the US

 “M3 Messages” (US version of MR-
k ) t t d MDLi ( dkun) started on MDLinx (merged 
with M3 USA in Mar. 2009).
– Washington D.C.
– Extended reach to nearly 600,000 

US physicians, covering 80% of 
US physicians

 Gradually expanding career service 
in addition to marketing support 

i d h iservice and research service

 In the future, planning to monetize 
500K physician members of MDLinx
who are outside of the USA

Copyright © 2014  M3, Inc.  All rights reserved. 25



Sales and Profit Trend of OverseasSales and Profit Trend of Overseas
<Mil yen>

Sales
Improving 

performance with
Segment Profit
(most of profit come from US)

performance with 
increasing media 
power of our sites

FY13 FCT
Close to  6B yen

Pharmaceutical 
companies are 
becoming 

i b taggressive about 
e-promotion

Estimate +50%Estimate 50% 
growth in sales this 
fiscal year

I t f th

FY13 FCT
Close to 1B yen

FY09 FY10 FY11 FY12 FY13

Impact from the 
partnership with 
PDR should realize 
in the future

Copyright © 2014  M3, Inc.  All rights reserved. 26

09 0 3
1Q – 3Q in the future



Market Potential in China (researched by M3 )Market Potential in China (researched by M3 )

Digital marketing for medical products in China

M k t i f M k ti t Di it l

Kingyee is one 
of the top

Market size of 
medical products 
in China

Market 
Potential

Marketing cost 
ratio
（SGA/Sales）

Digital 
marketing 
ratio

400B RMB
（60B USD）

of the top 
companies 
operating online 
community of 
physicians in

2012 8% 1.5% 480M RMB
（72M USD）

physicians in  
China

2014 600B RMB
（90B USD）

8% 3% 1,450M RMB
（217M USD）

2016 800B RMB
（120B USD）

8% 5% 3,200M RMB
（480M USD）

CAGR*
approx. 20%

* Compound Annual Growth Rate CAGR*
approx. 60%

Copyright © 2014  M3, Inc.  All rights reserved. 27

Being consolidated from January. Good start.



Strategic Direction of M3Strategic Direction of M3gg
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Changing Strategy in New Business DevelopmentChanging Strategy in New Business Development
Business Development 
in Medical Internet Area

Medical-specific Investment 
Fund Armed with Internet

（2000～2010） （2011～）

ApproachApproach Internet Internet + Real-world 
Operation

Service 
coverage
Service 
coverage

Web-based From end-to-end

Number of potentialNumber of potential 10 20 - 30Number of potential 
business domains 

Number of potential 
business domains ～10 20 30

（- 100 incl. overseas）

ProfitabilityProfitability
High margin 

（Middle scale）
Large scale

（Middle margin）（Middle scale） （Middle margin）

Ｍ＆ＡＭ＆Ａ Small size Large – middle size
M3 is uniquely positioned to transform the health care industry

Copyright © 2014  M3, Inc.  All rights reserved.

M3 is uniquely positioned to transform the health care industry 

with its 1. Platform 2. Domain Knowledge 3. Human Resources 
(management and engineering) 29



Value Creation via M&AValue Creation via M&A

We aim to create value

Val We aim to create value 
in the short, mid, and 
long term after 
execution of M&A.

lue creat

Synergy 
Lever 3

In the past 3 years, we 
have executed more 
than 10 acquisitions

tion

Synergy 
Lever 2

Synergy 
Lever 1

than 10 acquisitions 
and created more 
synergistic effects 
than expected…

Short term in the process, 
accumulating know-
how to turn-around 
acquired companies

Mid term Long term

Restructuring 
t t t

Improving top 
li b i

Maximizing 
ff t acquired companies.

We plan to create 
value in this way 

t id f J l

cost structure line by using 
m3.com

synergy effects 
or building new 
business models

ex. ex. ex.
Off i

Copyright © 2014  M3, Inc.  All rights reserved.

outside of Japan, also.Reviewing 
indirect cost

Expanding  
sales by 
using 
m3.com

Offering new 
clinical trial 
service by 
using EMR 30



CSO MarketCSO Market

Number of Contract MRs Trend

3 365

Size of Japanese CSO 
market is about  ¥50B

（Number）

3,036
3,365

Number of contract MRs 
is increasing by 23.9% 

1,769

2,252 annually 

Not only mega pharma 
but generic companiesbut generic companies, 
medical device 
companies and animal 
h l h ihealth companies are 
starting to use CSO

Copyright © 2014  M3, Inc.  All rights reserved. 31
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CSO service armed with internetCSO service armed with internet

受信トレイ
(68)
送信トレイ
送信済み
削除済み
下書き

■■■ ■■■■■■■■■■

■■■ ■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■■



受信トレイ
(68)
送信トレイ
送信済み
削除済み
下書き

■■■ ■■■■■■■■■■

■■■ ■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■■

受信トレイ
(68)
送信トレイ
送信済み
削除済み
下書き

■■■ ■■■■■■■■■■

■■■ ■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■

■■■ ■■■■■■■■■■■

■■■ ■■■■■■■■■■

 

Contact to physician 
members through 
MR k

Internet based tools 
such as medical 
contents or surveyMR-kun contents or survey

Pharma
companies

Provide differentiated CSO service Growth potential could

e Training Web conference

Copyright © 2014  M3, Inc.  All rights reserved. 32

Provide differentiated CSO service. Growth potential could 
be billions of yen business size in the future



Financial ResultFinancial Result
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Consolidated P/L Statement for FY2013 3QConsolidated P/L Statement for FY2013 3Q

Sales Ordinary Profit Net ProfitOperating Profit

+42%+40%+43% +37%

¥26,649 M ¥10,092 M ¥6,106 M

¥6 955 

¥9,542 M

¥18,689 M ¥7,193 M ¥4,295 M¥6,955 M

FY2012
1Q 3Q

FY2013
1Q 3Q

FY2012
1Q 3Q

FY2013
1Q 3Q

FY2012
1Q 3Q

FY2013
1Q 3Q

FY2012
1Q 3Q

FY2013
1Q 3Q

Copyright © 2014  M3, Inc.  All rights reserved. 34

1Q-3Q 1Q-3Q 1Q-3Q 1Q-3Q 1Q-3Q 1Q-3Q 1Q-3Q 1Q-3Q



Quarterly Performance of Ordinary Profit (vs PY)Quarterly Performance of Ordinary Profit (vs PY)

G
ro +41.5%

+47.9%FY2013

o
w

th
 ra

tio
 +30.3%

+41.5%

(
vs P

Y
)

23 6%

+32.4%

+27.7%
FY2012

+23.6%

+18.0%

Higher growth ratio than FY2012 since each business is

1Q 2Q 3Q 4Q

Copyright © 2014  M3, Inc.  All rights reserved.

Higher growth ratio than FY2012 since each business is 
growing steadily
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Consolidated P/L Statement for FY2013 1Q-3QConsolidated P/L Statement for FY2013 1Q-3Q

（Mil yen）
FY2012FY2012 FY2013FY2013

YoY GrowthYoY Growth

Breakdown by Business Segments

（Mil yen）
FY2012FY2012
1Q1Q--3Q3Q

FY2013FY2013
1Q1Q--3Q3Q

YoY GrowthYoY Growth

Medical Portal
Sales 12,072 14,732 +22%

Medical Portal
Profit 6,904 8,276 +20%

Evidence Sales 2,967 4,964 +67%
Solution Profit 366 1,027 +180%

Overseas
Sales 2,931 4,590 +57%

Overseas
Profit 139 711 +409%

Clinical Sales 360 2,030 +464%Clinical 
Platform

,
Profit ▲3 232 -
Sales 576 749 +30%

Copyright © 2014  M3, Inc.  All rights reserved.

Others
Sales 576 749 30%
Profit 45 90 +100%

36



Consolidated Sales Analysis (vs P.Y.)Consolidated Sales Analysis (vs P.Y.)
（Mil yen）

FY2012 1Q – 3Q

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

Expanded Research, AskDoctors

M
e
d
ic

a
l

MR-kun

Research Others Expanded Research, AskDoctors

Expanded M3 Career

l P
o
rta

l

Research, Others

Career

Expanded steadily 

Expanded Both of US and UK.
Currency impact : +890 mil yen

Evidence Solution

Overseas Currency impact : 890 mil yen 

Consolidated C.M.S.Clinical Platform

Others and EliminationOthers and Elimination

FY2013 1Q – 3Q

Copyright © 2014  M3, Inc.  All rights reserved. 37
Steady growth momentum continues



Annual Results & Forecast for FY2013Annual Results & Forecast for FY2013

Sales Ordinary Profit & Net Profit

(¥ mn) (¥ mn)

Ordinary profit
Net Profit

(¥ mn) (¥ mn)

9 625

11,400
34,000

6 143

7,695

9,625

6,900
19 040

26,007

2 779
3,734

4,170
4,851

6,143
5,598

4,492

3,486
8 34

11,811
14,646

19,040

44
508 872

1,694

2,779

256

2,363
1,938

62

1,9651,609

136 279
493

991
107 480 8911,5632,276

3,854
5,729

7,4758,534

FF(6months) (6months)

FY
01

FY
02

FY
03

FY
04

FY
05

FY
06

FY
07

FY
08

FY
09

FY
10

FY
11

FY
01

FY
02

FY
03

FY
04

FY
05

FY
06

FY
07

FY
08

FY
09

FY
10

FY
11

FY
00

FY
00

-93-93
FY
13

FY
13

FY
12

FY
12
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cast

Fore
cast

(6months) (6months)



Creating New Value in HealthcareCreating New Value in Healthcare

 M3
MedicineMedicine
Media
Metamorphosis

 Healthcare sector is h ge 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 290,000 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

Whil f i dd hi h l・ While focusing on areas were we can add high value 
(e.g., have high profit) to boost our enterprise value

Copyright © 2014  M3, Inc.  All rights reserved. 39
Source: Ministry of Health, Labour and Welfare, the Japan Medical Association, M3


