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Open Up the Future
Agenda \Z

B Overview of Medium-Term Management Plan 16-20
B Medium-Term Management Plan 16-20 Achievements and Progress in FY2016
1. Maximizing Pipeline Value

Main pipelines with approval targets

Status of key pipelines

Efforts toward generating 10 late-stage development compounds

Toward ¥300.0 bilion domestic sales with new drugs and priority products
sales ratio of 75%
Efforts toward strengthening sales functions to achieve ¥300.0 billion
domestic sales
 Radicut ALS
3. Accelerating U.S. Business Development
* Toward achieving the goal for US business (Steps 1, 2, 3)
4. Reforming Operational Productivity
B Toward achieving objectives of Medium-Term Management Plan 16-20
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Overview of Medium-Term Management Plan 16-20

. . Open Up the Future
Challenges That Will Be Faced During the ; g
Medium-Term Management Plan 16-20 -
Domestic » Reevaluation of NHI drug price system
Business » Progress of measures to promote use of
generics (target: 80%)
Overseas » Advance into the U.S., the largest growth market

Business (growth rate: 5% - 8%*)
» Gilenya cliff

**Source: IMS Global Outlook for Medicines Through 2018 (Nov 2014)

A 4

With the domestic business environment becoming increasingly severe and
competition to acquire new drug candidates intensifying around the world,
we must overcome the Gilenya cliff and record growth centered on the U.S.




Overview of Medium-Term Management Plan 16-20

Financial Guidance

Open Up the Future
"

(IFRS)

FY2015 actual

¥425.7 b
¥106.9b

Revenues ‘
Core operating profit*?! ‘

Net profit attributable to
owners of the Company

¥59.3 b

‘ ¥64.6 b
26%

R&D expenses

Overseas sales ratio ‘

FY2016 forecast*? | FY2020 objective

¥414.0 b ‘ ¥500.0 b
¥85.0 b ‘ ¥100.0 b
¥64.0 b ‘ ¥70.0 b

¥80.0 b

¥66.0 b ‘

23% 40%

The Company has voluntarily applied IFRS from FY 2016.

*1. Profit in which non-recurring items (including structural reform expenses) were deducted from

operating profit in IFRS
*2. Revised forecast announced on October 25, 2016.




Overview of Medium-Term Management Plan 16-20
Four Strategic Priorities to Open Up the Future

Open Up the Future
\//; Mitsubishi Tanabe Pharma

Maximizing Pipeline Value

® [ate-stage drug candidate objective
10 candidates (including in-licensed)
e R&D investment
More than ¥400.0 billion

Accelerating U.S. Business

Development
® US sales objective
¥80.0 billion (FY 2020)

e US strategic investment
More than ¥200.0 billion

Strengthening IKUYAKU
and Marketing
© Domestic sales objective
¥300.0 billion (FY2020)
New drugs and priority products sales
ratio: 75%
® Priority diseases areas: Autoimmune,
diabetes & kidney diseases, CNS, vaccines

Reforming Operational
Productivity

® Cost of sales / SG&A expenses reduction
objective:¥20.0 billion (FY2020 compared
to FY2015)

e Number of employees
Consolidated domestic workforce: 5,000
employees*

*As of the end of Sep 2015: 6,176 employees
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Medium-Term Management Plan 16-20
Achievements and Progress in FY 2016




Achievements and Progress in FY2016 Open Up the Future
Achievements and Progress in 4 Strategic Priorities

// R chi T ~ha Pharma
(aS Of Dec 2016) \f Mitsubishi Tanabe Pharma

Maximizing Pipeline Value Strengthening IKUYAKU

and Marketing

e 10 late-stage drug candidate objective o Domestic sales (FY2016 Plan)
- MT-2355: Phase 3 initiated - §313/-0 b'”!gn et sales ratio: 630
. e ey - ew/priority products sales ratio: 0
- MT-6548: Phase 2 initiated o o Priority disease area
- MT-5199, MT-7117: Phase 1 initiated - Simponi, Tenelia, vaccines: growth
- Invossa: in-licensed increased

- MT-2412: NDA filled

Accelerating U.S. Business Reforming Operational
Productivity

Development ® Cost of sales / SG&A deucti
. . OStT OT sales expenses redeuction
® Further expansion of US business ¥3.0 billion (1H FY2016 actual), and ¥7.0

- MCI-186: acceptance of NDA billion (FY2016 plan) compared with FY2015
- MTPA establishment to prepare e Consolidated domestic workforce: 5457
for sales employees (as of the end of Sep 2016)

e Career opportunities for women /
Enhancing diversity
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1. Maximizing Pipeline Value

Major Pipeline

Open Up the Future

Area

Auto
immune
diseases

P1

P2

MT-1303
(Japan: SLE)

MT-7117
(Europe)

MT-1303
(Europe: MS, PS, CD
Japan:CD)

P3

Imusera
(Japan: CIDP)

Filed

Remicade
(Japan: Shortened admin.
interval for CD)

MT-5547"

Diabetes
and kidney
diseases

MT- 5
(Japan, Europe: Diabetic
nephropathy)

Canaglu
(Japan: Diabetic
nephropathy)

MT-6548

(Japan: Renal anemia)

MT-2412
(Japan: Tenelia+Canaglu)

Tenelia
(China:T2DM)

CNS
diseases

MT-8554
(Europe)

MT-5199

(Japan)

MP-214
(Japan, Korea, Taiwan:
Schizophrenia)

MCI-186
(US: ALS)

Vaccine

Plant-based VLP vaccine
(Canada: H7N9 influenza

Plant-based VLP vaccine
(Canada, US: Seasonal
influenza)

MT-2355
(Japan: DPT-IPV+Hib)

Plant-based VLP vaccine
(Canada: H5N1 influenza

*: Regeneron conducts

the trial including
Japanese.

Red box: Late-stage drug candidates




1. Maximizing Pipeline Value Open Up the Future
Approval Targets NIZ witsubishi Tanabe Pharm:

FY2016 FY2017 Fv§8;g~ FY2020 or later

Remicade ‘ MT-2355 | MT-1303 MT-3995 |

(Shortened admin. (DPT-IPV+Hib)
interval for CD)

MT-2412 Canaglu MT-5547 MT-5199
(Tenelia+Canaglu) (Diabetic nephropathy)

MT-5373
MT-6548 | (Invossa)

MCI-186 Plant-based VLP vaccine MT-1303 Plant-base(.i VLP vaccine
(ALS) (Seasonal influenza) (H5N1 influenza

MT-7117

(H7N9 influenza

Plant-based VLP vaccine‘
MT-8554

Talion
(China: Pediatric SEAN: allergic rhinitis MT-1303

usage) _ urtiaria

| Autoimmune diseases I

MCI-186 Tenelia Diabetes and kidney
(China: Cerebral (Each countries: T2DM) diseases l
infarction) ' ' - I
| Canaglu | Canaglu CNS diseases

(Taiwan: T2DM) (Indonesia: T2DM) Vaccine |




1. Maximizing Pipeline Value Open Up the Future
Status of Key Pipeline(1) Autoimmune Disease Area \%Z . ... tnobe shom:

| MT-1303 (Amiselimod/S1P receptor functional antagonist) |

Indication

Multiple sclerosis Europe P2b completed

Psoriasis Europe POC study completed
I

Topline data tb be obtained
in 4Q FY2016

Crohn’s disease Japan / Europe

Systemic erythematosus Japan

* In Oct 2016, Biogen, a licensee, announced discontinuation of MT-1303 due to its strategic reason.

MTPC continues the development on its own or a partner. Launch in the US after FY2020 is planned.
- Contribution to the expansion of US business development

MT-5547(Fasinumab/anti-NGF antibody)

* In-licensed from Regeneron Pharmaceuticals, Inc. in Sep 2015.
* PlinJapanese subjects completed.
e Osteoarthritis: Scheduled to start domestic P2/3 in 1Q FY2017
e Chronic back pain: Next steps and schedule are under consideration responding to
the situation of US development.




1. Maximizing Pipeline Value Open Up the Future

Status of Key Pipeline(2) Diabetes and Kidney Disease ~%Z /... e s

| MT-3995 (Selective mineralocorticoid receptor antagonist) |

Indication Area | Phase 1 | Phase 2 Phase 3

Japan /

Diabetic nephropathy Europe

Non-alcoholic steatohepatitis Japan
(NASH) P POC study scheduled to start

* One of in-house developed candidates with high expectation

e POC achieved in diabetic nephropathy. Out-licensing sought. To obtain added value,
POC study in NASH is planned to be initiated.

e Target launch in FY2020 or later.

| MT-6548 (Vadadustat/HIF-PH inhibitor) |

Indication Area

Renal anemia Japan

* In-licensed from Akebia Therapeutics, Inc. in Dec 2015.

e Domestic P2 study in renal anemia initiated in FY2016.
e Target launch by FY2020.
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Status of Key Pipeline(3) CNS Disease Area, Vaccines % .i..oon e o

| MP-214 (Cariprazine/dopamine D3/D2 receptor partial agonist) I

Indication Phase 1 Phase 2 Phase 3

Japan./Korea/ Primary endpoint not achieved
Taiwan | |

e Further development strategy to be decided in Q4 FY2016

Schizophrenia

MT-5199 (Valbenazine/VMAT2 inhibitor) |

Indication Phase 1 Phase 2 Phase 3

Tardive dyskinesia /
Huntington's disease P1 completed
* Neurocrine Biosciences Inc., an originator, submitted NDA for tardive dyskinesia in the US in Aug

2016. PDUFA date is April 2017. (Priority review)
* Domestic P2 study in tardive dyskinesia scheduled to start in 2017.

Plant-based VLP vaccine (for seasonal influenza)

Indication

Data to be obtained

Seasonal influenza US, Canada in 4Q FY 2016 |

e Launch planned in the US in FY2020.




1. Maximizing Pipeline Value Open Up the Future
Efforts toward Generating 10 Late-stage Candidates ST {tsuibishil Tanbe Pham

Discovery targe v

*Small molecule / I
*Access to clinical and antibody discovery Strengther"ng
cIiniIcaI sar:ples *Vaccine discovery pipeline
*Analysis of symptoms *Gas discovery, device- .
and diseases (planned in FY2016)

drug
*« ADC* discovery
*Nucleic acid /
~*Medium size molecule

Phase 1 initiated : 2 candidates
(MT-4129, and other)
Late stage research: 5 projects
Total project number:

up by 20%

* Application of biomarkers
* Acquisition of discovery
targets and seeds_ —

*Unit system: Quick decision making
*Translational research: Improved exploitation
*Drug repositioning: Intensified search capability

» Utilization of open shared business *I Antibody-Drug Conjugate
Academia Industry-industry
collaboration collaboration

Discovery process




1. Maximizing Pipeline Value Open Up the Future
Efforts toward Generating 10 Late-stage Candidates R Ll e Bl

New horizon / molecular target exploration

. Keio Research Park, School of Medicine, Keio University
Autoimmune
disease

Acceleration of autoimmune disease projects

AstraZeneca Drug discovery collaboration in renal disease

Target Molecular Exploration Center for chronic

School of Medicine, i
renal disease

Kyoto University

Diabetes and
kidney
disease

Assessment system for renal impairment

CNS disease

[ Vaccine

New horizon / molecular target exploration
Establishment of assessment system for
cognitive impairment

memcaﬁo Rota virus infection VLP vaccine

] US academia, JP academia
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Project Generation through Drug Repositioning Z

Drug development process to identify new indications other than those expected
through drug profiling technology

3 initiatives
€ Strengthening of search capability of potential (LCM)

Through industry-industry collaboration and Radicut (edaravone)

Ikuyaku research (clinical research), hidden 1t indication |
potential of own long-listed products and Ikuyaku l_]

products is identified. Acute stroke Domestic approval granted

FDA filing accepted

€ Strengthening of re-utilization (Repurposing)

By fully utilizing internal and external Discovery l Y-803 (birabresib)

ICT and Omics technology, discontinued T
products are transformed into new sources of IBD g Cancer indication

drug discovery. Successful out-license
€ Challenges for expansion of medical technology (Designed pharmaceuticals)

Challenges for drug recycling by technology Basic research ongoing

expansion through cooperation with academia, . .

) . . Local device, combination drug, use of

industry-industry partnership and MCHC group ) )

cooperation drug discovery approach. gas, expansion of modality etc.
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2. Strengthening IKUYAKU and Marketing

17



2. Strengthening IKUYAKU and Marketing Open Up the Future
Toward ¥300.0billion Domestic Sales with New Drugs
and Priority Products Sales Ratio of 75%

With the domestic market environment becoming increasingly challenging, we will
work to achieve sales targets for new drugs and priority products by strengthening
IKUYAKU and marketing, leading to strong growth in 2020 and thereafter.

"

Toward a new drugs and
priority products sales ratio of 75%

a T
| | (o)

& | : 25%
A | |
® ' |
<
D
>
° -
3 75%
E New drugs and priority products

FY2015 : FY2016' FY2020
(planned)

18



2. Strengthening IKUYAKU and Marketing

Open Up the Future
Autoimmune Disease Area N

Maximizing value of IV / SC injection products. New products will further
strengthen our strength. Achieve the sales objective of ¥150.0 billion.

Remicade Simponi

* sNDA for shortened administration « Changes of sales scheme with
period for Chron’s disease. Janssen Pharma.

* Remichek Q°® Infliximab assay kit « Additional indication (ulcerative
supports optimization of efficacy colitis) and new formulation

and maintenance of remission in (100mg syringe) are planned.
RA patients.

Additional growth in IBD No. 1 share in SC
MT-5547 products
(Osteoarthritis / Schematic image of sales
chronic back pain) New products
Invossa indications '\
(Osteoarthritis) sales

objective:

Expansion to areas ¥150.0b
periphery

FY2015 FY2020
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Diabetes and Kidney Diseases Area NIZ witsubishi Tanabe pharm:

Strengthening of product line-up in the diabetes and kidney disease area.
Targeting to become the presence No. 1 in the disease area and achieving a sales

objective of ¥100.0 billion.

DPP-4 inhibitor

Tenelia

Emphasis of good efficacy
and easy-to-use in patients

with renal
impairment and
Elderly

r

MT-2412 (Tenelia +
Canglu) is scheduled
to be launched in FY
2017, which
improves patient’s
convenience.

MT-3995 New treatment
(Diabetic nephropathy) options in kidney
MT-6548 diseases
(Renal anemia)

Establishment of its 2019 CREDENCE
position as a study (Kidney

combination drug for protection) Schematic image of sales
DPP-4 inhibitor New products

indications

2017: CANVAS/CANVAS-R study \

(Inhibition of CV events) CREDEN

CE Future

SGLT2 inhibitor Canaglu Combinati sales goal

. . on launch ¥100.0 bil.
Penetration of benefits
20

FY2015 FY2020



2. Strengthening IKUYAKU and Marketing

Open Up the Future

Vaccines: Establishment of BIKEN Corporation \Z ... e prons

November 2016

Basic agreement to
establish a joint venture
(BIKEN Corporation) with
BIKEN to manufacture
vaccines

BIKEN: Kan-nonji Research Center (Yawata)

1990 and later
1961 Collaboration of
export of BIKEN

Start sales of
products

BIKEN* products

*: The Research Foundation for Microbial Diseases of Osaka University

Manufactu\Pi(\g infrastructure
is strengthened. Comppetiti
vaccines in Japan and
overseas are suppfi

Pentavalent vaccine (MT-2355)
Collaborative development initiated
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Vaccines: Establishment of BIKEN Corporation %

2019: Seto Center is fully operational. ' Varicella vaccine

Varicella vaccine is increased by 2 to 3 times and overall . In March 2016, an additional
vaccines are increased by 20-30%. . indication, prevention of
Sales will be expanded mainly with varicella vaccine and . herpes zoster in subjects

Japanese encephalitis vaccine. aged 50 years or older,
received.

* Herpes zoster virus that invaded
500 . .. .
into ganglion is reactivated due
to aging, fatigue or stress, etc.
After pain and itching at nerve-
dominated regions, water blister
appear at skin. Several weeks are
needed for cure.
600,000 subjects developed
symptoms annually in Japan,
with higher Incidence rate in
those aged 50 years or older.
About 20% of elderly patients
suffered pain after herpes
zoster.”

2013 2014 2015 i *: Source: IASR, vol.34
22

S
(=)
o

w
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o

N
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o

Vaccine sales (JPY b)

Y
o
o




2. Strengthening IKUYAKU and Marketing
Sales Strengthening Initiatives to Achieve

Domestic Sales of ¥300.0 billion

"

Open Up the Future

Mitsubishi Tanabe Pharma

In order to establish agile sale organization to respond to rapid changes of medical
environment, the following actions are taken: (1) “Strengthening of area marketing,”

(2)“Establishment of digital marketing,” and (3) “Establishment of new education system’

)

Environmental change Initiatives to strengthen sales activities

* Transition to closed community

o
=k
=
0
7]

Encouragement of use of
generics

medical services Strengthening of area marketing

(1) Area

Increased social security cost marketing

Re-establishment of long-listed
product business

Change of demographics (2) Digital
Patient’s access to medical marketing
information

JSETRTeIN

Use of ICT in medicine ReSF)_Ond toa
Lift of telemedicine multi-channels

era

ASojouyda)

(3) New
education
system

—

Establishment of an
education system to
win competition




2. Strengthening IKUYAKU and Marketing Open Up the Future
Strengthening of Area Marketing %

To prepare for transition to community medical services, area marketing
planners (AMPs) were assigned to all 117 sales offices in October 2016
As part of area marketing activities acceleration initiatives

Role and responsibility of AMP

Community needs are
understood in an accurate
and expedited manner.
Medical collaboration
activities unique to each
community are conducted
Contribution to local medical
services from a mid-long
term perspective.

Next generation managers
responsible for medical
institutions

Medical Management Practice
certificate will be obtained
Play a key role in preparation,
execution and verification of
area marketing strategy.




2. Strengthening_IKUYAKU qnd Marketing ] Open Up the Future
Community Medical Collaboration through A

Products (Radicut ALS) NI visubishi Tanabe pharma
Enhance cooperation between key hospitals and family doctors based on
community characteristics.
Reduced burden of hospital visits for continued treatment / contribution to
continued treatment with Radicut

Clinical sites with Radicut

adopted
(Specialists / ALS centers)

Key hospitals

15t course

ALS medical Emergency
check : management

* Enhanced cooperation
(Joint study sessions, etc.)

2" course and later l

Sites for extended treatment with Radicut

Family doctors Home care and nursing, etc.




2. Strengthening IKUYAKU and Marketing Open Up the Future
Radicut ALS, Changes in the Number of Treated

Patients in Japan (New/Transferred)

Through support for cooperation among medical institutions at community
level, “Adoption at key hospital->Continued treatment at a family doctor”
will be penetrated.

\//i Mitsubishi Tanabe Pharma

Changes in the number of ALS patients treated with Radicut

New patients increased and transfer of patients at treatment
Iinitiation site to home doctors also increased.

M Newly treated patients

M Transferred patients

(%]
h
c
@
o+
(4%}
o
G
o
S
]
o
=
-}
C
©
]
s}
LU
>S5
=
>
O
(@)
<<

End-Dec End-Jun
2015 2016




2. Strengthening IKUYAKU and Marketing Open Up the Future
Radicut ALS: Breakdown by ALS Severity NI itsubishi Tanabe pharme

B Severity classification of ALS patients treated with Radicut (as of the end of
September 2016) Total: 1,810 patients

Grade 4

Grade 2 Grade 3 Unknown
Grade 5

A111anas

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

B Severity classification of total ALS patients

Many patients are in grades 1
1.5%_ 4.1%

and 2, in which efficacy was
demonstrated in clinical
studies.

Grade 1

Grade 2

Severity grades 1 Grade 3

and 2 account for Grade 4
about 20% of a

total ALS patients

(about 10,000). Not described

Grade 5

2004 Clinical case surveillance (3,545 patients)
Study group on neurodegenerative diseases: 2005 Workshop
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Radicut ALS: Further demonstration of clinical significance = %
|

Changed of ALSFRS-R score Demonstration of safety, efficacy and
long-term prognosis in clinical

—(— Edaravone (n=69) =)= Placebo (n=68) practice - Emphasis of clinical
significance

Sample size planned: 700 patients

(As of Oct 2016: about 220 patients
registered)

Mean=S.D. Investigation period: 7 years

After 6 months of study Primary endpoints: Death, permanent

period, Radicut delayed P=0.0013 artificial respirator

disease progression by 2
months.

()
—
o
o
(%]
o
(%]
o
[
(%]
el
<

Secondary endpoints: Gastrostoma,
tracheotomy, etc.

12 weeks ™x 1 2 3 4 5 Knowledge obtained from development
before Tx initiation d ) keti il .
and post-marketing surveillance in
1 course: 14 days continuous treatment followed by 14 days off neurological intractable disease will be

treatment utilized for future R&D / Ikuyaku in CNS
2 course and after: 10 days treatment out of 14 days followed by disease areas
* 28

14 days off-treatment




Open Up the Future

3. Accelerating U.S. Business Development




3. Accelerating U.S. Business Development Open Up the Future
Toward Increasing Overseas Sales and Overseas

Sales Ratio

"

Overseas sales:
¥94.1b
Overseas sales
ratio:23%

Overseas sales: ¥ 200.0 b
Overseas sales ratio: 40%

(+) MCI-186

(+) M&A, acquire
products

(+) In-house products

(VLP vaccine and
others)

US business
¥80.0b

Europe, Asia
¥40.0b

Royalty
¥80.0b




3. Accelerating U.S. Business Development Open Up the Future
Toward achieving the Objectives of US Business

Development

\//i Mitsubishi Tanabe Pharma

With strategic investment of more than ¥200.0 billion, US sales will be
increased to ¥80.0 billion by FY 2020.

Step 3: “Sustained growth of US business”

MT-1303 MT-7117
(Inflammatory, (Inflammatory, MT-8554
autoimmune autoimmune
disease) disease)

Step 2: “Expansion of US business”
“

Step 1: “First step to US business”

>
@ MCI-186/Radicava
(ALS)

(Neurological Medlcago
disease) VLP vaccine




3. Accelerating U.S. Business Development

Open Up the Future

Step 1: First Step to US Business Development (MCI-186) \Z ... -xbe phome

MCI-186

* InJune and December 2015, ALS indication granted in Japan and Korea.
e NDA submitted to FDA on Jun 16, 2016—>Accepted in Aug—> PDUFA date: Jun 16, 2017
e US brand name is tentatively RADICAVA.

Sales/ support organization dedicated to RADICAVA sales under establishment

1. Allocation of sales reps and target sites
Sales office managers and sales reps
will be allocated.

Main target:

- ALS specialized hospital where
diagnosis and treatment of ALS are
provided.

- Neurologists who treat ALS patients

2. Reimbursement support
Reimbursement support staffs will be
allocated to help streamline
reimbursement process

3. Patient support
Consultation service will be established
where information about treatment
will be provided.

Schematic Image of treatment flow and sales
organization

ALS
expertise

Higl$

Information
provided to
doctors

:50-60 MRs

ALS Center (about 120 sites)
Neurology Dept.
(focused on ALS /
Neuromuscular diseases)

Neurologist (general)

Internal Med. Otolaryngologyv

Respiratory Med. Head/neck
specialist
Orthopedic Surg. Physical
therapist
) x Disease
Initial progression

>

32




3. Accelerating U.S. Business Development Open Up the Future

Step 2: Expansion of US business development NIZ vitsubishi Tanabe pharma

Through acquisition of external assets, US pipeline in neurological diseases will be
established.

Acquire products/late-stage products following RADICAVA.

Investment of more than
¥200.0 billion

Corporate Global Open Global Business
Strategy Innovation Development

MTH A* >300 assets evaluated in FY 2016

companies

*: Mitsubishi Tanabe Holding America
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Step 3: Sustained Growth of US Business \Z

At the therapeutic area where we try to build up the franchise in the US, we
will pursue POC and accelerate product development so as to create a
product line-up in the US.

Establishment of product line-up mainly in
neurological diseases and autoimmune diseases area.

US market

@Efforts to obtain POC
(Strengthening of medical sciences)
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4. Reforming Operational Productivity

35



4. Reforming Operational Productivity Open Up the Future
Cost Reduction and Revitalization of Human Resources %

Cost reduction FY 2015
3. 7.0 b

Reducing total ¥20.0 billion costs raducéd rdduckd
(compared with FY2015)

Actual of

» Cost of sales:
1HFY2016  Expectof y¥20.0 b

* Pursuit of low cost operation through

reform of production supply chain FY2016 reduced
> SG&A:
e Continued efforts on company-wide cost
cut and efficient use of expenses
Target for

FY2020

» To reduce a workforce of 5,000 employees for Japan organization by FY2020,

duplicated functions are reviewed and organization based on functional efficiency
is to be built

Revitalization of human resources will be promoted.

Y VYV

For overseas, human resources will mainly be allocated to US. 36
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Toward the achievement of Medium-Term
Management Plan 16-20

37



Toward the achievemer.lt of Medium-Term Man.agement Plan 16-20 Open Up the Future
Toward the Achievement of Medium-Term %
Management Plan 16-20 S

- Overcome Gilenya-cliff and grow with the US - Sales revenue

500.0

(+) MCI-186
(+) M&A
(+) Own pr
» For the reduction of PR due to (VLPVaccine, etc.)
expiration of Gilenya US patent Overseas
protection, profits will be S 200.0

ensured through full exploitation

%0t onjel
S9|es seasdanQ

of own US business and RR/MS Royalty  (.) MT-1303 RR/Ms = Royalty
of out-licensed products.

> Invokana RR is expected to

achieve robust sales growth. Domestic  (.) NHI revision |Domestic .,

ethical (-) Long listed ethical = 390,0

drugs, etc. drugs, etc.
= (+) New drugs .

ollel sajes dnisawoqg

(+) Vaccine
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Z i

Open UP weFuture

Becoming a company that works with a sense
of speed and is the first to deliver differentiated value

%

39



Cautionary Statement
The statements contained in this presentation is based on a number of assumptions
and belief in light of the information currently available to management

of the company and is subject to significant risks and uncertainties.
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