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Introduction

At the end of June last year, we sold a subsidiary in the Dispensing Pharmacy Support Segment. Please be aware of the following in advance
to understand JMDC Group’s growth rate correctly.

Outline
FY2021
- - Include contributions to financial results by transferred subsidiaries
FY2022
~Q1
FY2023 -
Q2~ — Do not include contributions to financial results by transferred subsidiaries
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Note: Above "Unike" represents Unike Software Research and the transferred company within the Unike Software Research Group. . + x ‘
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FY2023: Performance Highlights

The core Healthcare-Big Data Business continued to grow steadily, and the data population, which is the foundation of the business, expanded

at its largest level in the past year.

Consolidated Revenue
(Million JPY)

Y-0-Y

32,381 +16%

(Excluding Unike's performance)

31,764 +26%

Consolidated EBITDA
(Million JPY)

Y-0-Y

9471 +23%

(Excluding Unike's performance)

9,416 +28%

Note: IFRS-based
EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses

Above "Unike" represents Unike Software Research and the transferred company within the Unike Software Research Group.

Healthcare-Big Data
Revenue

Y-0-Y

+30%

Tele-medicine
Revenue

Y-0-Y

+11%

Number of People in
Contracted Payer

18 . 93 million people

Number of Pep Up IDs

6 ' 07 million people

Revenue of business
for Industry

+21%

Of which, transactions with
pharmaceutical companies, etc.

+27%

* Comparison of FY2022 and FY2023
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FY2023: Business Segments of JIMDC Group and Summaries

Healthcare-Big Data Business was successful in both business domain expansion and data asset expansion. Tele-medicine Business expanded

steadily, supported by solid demand. Dispensing Pharmacy Support Business scaled down, but its performance remained stable.

Healthcare-Big Data

Tele-medicine

Dispensing Pharmacy
Support

Business Outline

Pharmaceutical:
For Industry

Data utilization service for pharmaceutical

companies, insurance companies, etc. Lite and non-life

insurance:

For Payers and Individuals

Data analysis for health insurance unions, provision
of “Pep Up,” an ICT product for health insurance
union members, and services for local governments

For Medical Service Providers

Medicine DB, data analysis for medical institutions,
management consulting/finance, web-based medical
inquiries, system for attracting patients/taking
reservations

Provision of remote diagnostic imaging service

Development/provision of receipt computer and
electronic medication history for pharmacies

Summary of FY2024

In the pharmaceutical domain, growth is driven by the
expansion of data applications.

In the life and non-life insurance domain, development
projects increased, but data provision was in a down cycle.
Data assets are expanding, ready for the next generation of
growth.

Each KPI expanded significantly as development of
payers and introduction of Pep Up accelerated.
With the grouping of Cancerscan, the number and
scale of transactions with local governments has
expanded significantly.

The gap with competitors narrowed in terms of data
volume due to an increase in the number of medical
institution systems installed.

Consulting business and financing for medical institutions
are also performing well.

Smart Clinic is growing rapidly, outpacing the competition.

Maintain high profitability due to solid demand and
strengthened operations.

Stable revenue and profit were generated despite the
reduction in the scale of the business due to the sale of
a subsidiary in Q1.
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FY2023: Shareholder Return

With an awareness of the need to both secure investment capacity and return profits to shareholders, the Company will pay a dividend of 14
yen per share for the current fiscal year. The dividend forecast for FY2024 has not yet been determined. The level of shareholder dividends will

be determined in consideration of future business performance trends, financial conditions, and other business results.

FY2023 FY2024 (Forecast)

Record date March 31, 2024 March 31, 2025

Dividend per share JPY14

Total amount of dividend JPY914 million To be determined

Effective date June 6, 2023
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FY2024: Performance Forecast

We plan for solid revenue growth in light of increasing data demand and the steady expansion of our business domain. On the profit side, we
aim to manage with an awareness of sound profit margins while continuing to invest aggressively for growth.

FY2024 Consolidated
Performance Forecast Preconditions of forecast

(vs. FY2023 growth rate)

 Healthcare-Big Data steadily grows through expansion of business areas

Revenue 43 . O bil JIPY * Tele-medicine is growing moderately, supported by solid demand
(+33%)  Future M&A not factored in
Operazggtg)pmﬁt 9 . 3 bil JPY (22%) « Maintain healthy profitability despite a slight decline in profit margin due to
(+33%) rapid expansion of data infrastructure business

* Plans to increase headcount by more than 15% of consolidated headcount
through new Group hiring
« Factoring in various cost increases associated with the strengthening of the

E(ISILL?]')A‘ 12.0 bit spy (28%) structure, expansion of scale, and expansion of data assets
(+27%)

Profit attributable to ) . L :
owners of parent 6 ) 2 bil JPY (14%) Factoring in corporate taxgs .calcglated logically .
(Rate) (+35%) * No concerns about goodwill impairment, not factored in

Note: IFRS-based
EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/Revenue x




FY2023 and FY2024: Management Viewpoints

In order to further deepen the understanding of shareholders, investors and other stakeholders, we will provide management viewpoints.

Management Viewpoints

» Both revenue and profit grew steadily, but were slightly below the plan, a regrettable result. While sales to pharmaceutical companies were
firm, sales to life and non-life insurance companies were affected by the down cycle of the product development cycle. Despite efforts to stock
) up on development projects, it was not enough to offset the impact. Profitability remained at the guidance level, excluding the impact of the Q4
Evaluation of FY2023 performance group-in of Cancerscan. The No. 1 position in each of the data platforms is steadily growing as the data platform business (e.g., for Payers and
for Medical Service Providers) is expanding significantly.
» In addition, this fiscal year, operating profit and below were affected by the transfer of a subsidiary's business and other factors, resulting in
one-time gains and losses. While it was difficult to evaluate performance, progress was made in optimizing the business portfolio for the future.

* We still do not feel that the overall marketing budgets of pharmaceutical companies are shrinking.

« On the other hand, many pharmaceutical companies are reviewing the digital promotions they actively used during COVID-19, and we feel that
they are increasingly focusing on the concept of optimal resource allocation commensurate with ROl and efficient promotion methods.

* These changes are precisely where our data and analytical and consulting capabilities can make a significant contribution, and we intend to
seize the momentum of budget reallocation as an opportunity to expand our proposals to meet the needs of our clients.

The status of pharmaceutical
companies' marketing budget execution

* Until now, the revenue generated from payer data has been invested in activities to collect other data, such as medical institution data (DPC,
electronic medical records, etc.) and dispensing pharmacy data. Since the primary purpose of these data infrastructure projects was to collect
data, profitability was not so high, and the intent was more of an investment in the next generation.

« The current fiscal year was an epoch-making year in which the data infrastructure business took a major leap forward with the expansion of the

Future Business Outlook for the payer population and the participation of Cancerscan in the Group. Going forward, the company will finally enter the phase of monetizing the
Healthcare-Big Data segment greatly expanded data base.

« Specifically, in the data utilization business for Industry, expand the use of payer-derived data by expanding its applications and improving the
unit price, and capture the apparent market of medical institution-derived data.

« In addition, the data infrastructure business, whose primary purpose has been to collect data, will begin to create appropriate revenue
opportunities associated with providing essential value, such as reducing medical costs and operating efficient medical institutions.

« Asin previous years, the plan focused on organic growth, without incorporating excessive expectations for future M&A or new business
startups.
Forecast for FY2024 * In the health tech industry as a whole, it is difficult to make medium-term forecasts, but we believe that our business foundation is solid and
that demand is strong in the future. In addition to our business performance forecast for the next fiscal year, we would like to explain our
medium-term business vision (refer to page 46 onward). 9
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FY2023: Summary of Consolidated Performance

Both revenue and profit grew steadily despite the impact of the transfer of the subsidiary.

[Reference]
Excluding effect of transfer
(Unit: Million JPY) FY2022 FY2023 Y-0-Y of subsidiaries, etc.
Revenue 27,809 32,381 +16% +26%
Operating profit 5,926 7,006
Profit before taxes 5,876 6,907 0
(Rate) (21%) (21%) +18% -
Profit attributable to
owners of parent 41267 41607 +89% -
(Rate) (15%) (14%)
EBITDA 7,716 9,471 +230% +28%
(Margin) (28%) (29%)

11

Note: IFRS-based . + x ‘
EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/Revenue




Reference| FY2023:

One-time effects such as transfer of subsidiaries (changes in operating profit)

Although the profitability of the business is improving, consisting of business growth, FY2023 saw fluctuations in operating profit due to

unplanned one-time gains and expenses throughout the year.

Consolidated operating profit as Compared to Last Year

5,926
FY2022 Increase one-time one-time
due to gains expenses
business
growth

Note: IFRSRN—X

(Unit: Million JPY)

« Normalized operating profit increased +26% Y-o-Y.

« Onthe other hand, the following one-time gains and
expenses occurred

7,006

v One-time gains Total JPY1.3 billion
> Transfer of dispensing pharmacy segment subsidiary,
etc. (Q1)

v One-time expenses Total JPY1.7 billion
> TOB-related and other expenses (Q2: JPY80 million)
> Settlement costs incurred with service providers of
EDC subsidiary (Q3: JPY290 million)
> Transfer of EDC subsidiary (Q4: JPY1.3 billion)

FY2023

12
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FY2023 Q3: Quarterly Consolidated Revenue/EBITDA

In this Q4, we were able to significantly expand our business performance due to sustained growth in Healthcare -Big Data Business. In addition,
we were able to improve profitability while making aggressive investments in data acquisition.

Quarterly Trends of Consolidated Revenue

(Unit: Million JPY)

[ Contribution of the transferred subsidiary

10,099

8,534

7,048

7,583
6,870 [
5501 5435 5180 5.655 6,081

3,940 4418

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

4— FY2021 > <

FY2022 >4 FY2023 —

Note: IFRS-based
EBITDA: Operating profit + Depreciation and amortization costs *+ Other profits and/or losses, EBITDA margin: EBITDA/Revenue

Quarterly Trends of Consolidated EBITDA/margin

(Unit: Million JPY and %)

EBITDA
Margin 33
adjusted 30 29
(ad] ) .
(31) (30)
"1 contribution of the transferred subsidiary
3,282
EBITDA s
1,623
2,057 [:‘ ﬁ 2,279 2,264
1,136 ‘1,231‘ 1672 1,492 ‘1,34‘1 1,628
||

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Qs Q4

4+— FY2021 > < FY2022 > < FY2023 —
Full-year EBITDA margin Full-year EBITDA margin Full-year EBITDA margin
29% 28% 29%
13
® 4+ X <




FY2023 Q3: Performance by Segment

Both the strong growth of Healthcare-Big Data segment and the high profitability of Tele-medicine segment are working well and generating

sustained growth.

(Unit: Million JPY)

Healthcare-Big Data

Tele-medicine

Dispensing Pharmacy
Support

Adjustment

Note: IFRS-based

EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin:

Revenue
EBITDA
(Margin)

Revenue
EBITDA
(Margin)

Revenue
EBITDA
(Margin)

Revenue
EBITDA

FY2022

19,221
6,137
(32%)

5,038
1,768
(35%)

3,826
459
(12%)

277
-649

EBITDA/Revenue

FY2023

25,058
7,886
(32%)

5,579
2,075

(37%)

1,859
229
(12%)

-115
-719

Y-0-Y

14
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[Reference] FY2023: Revenue/EBITDA by Segment

The core Healthcare-Big Data segment generates more than 70% of the Group's revenue and EBITDA. Tele-medicine segment continues to be
highly profitable, while Dispensing Pharmacy Support segment generates stable revenue and profits.

Revenue

Dispensing
Pharmacy
Support

JPY1,859m

Tele-medicine

JPY5,579m

»32,381n

(including “Adjustment”
-JPY115m)

Healthcare-Big Data
JPY25,058m

Note: IFRS-based
EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/Revenue

EBITDA/EBITDA Margin

Dispensing
Pharmacy
Support

JPY229m

Tele-medicine 12%

JPY2,075m

S 9 471,

(including “Adjustment”
-JPY719m)

EBITDA margin
29%

Healthcare-Big Data
JPY7,886m
32%

15
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Healthcare-Big Data Business
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Healthcare-Big Data Business: Revenue

Both revenue and EBITDA continue to grow at a high level due to the expansion

Quarterly Trends of Revenue

(Unit: Million JPY)

of the business area, driven by the growing demand for data.

Quarterly Trends of EBITDA

(Unit: Million JPY)

6,077
5,241 5,337
2,115
4,497 1,993 ’
4,1 4,153 !
4,054 4,135 3,749 1,677
1,446
2756 3073 1124 1294 9197
858 877 903 ]
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
4— FY2021 > < FY2022 > < FY2023 —» —— FY2021 < FY2022 > < FY2023 —
17
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'Reference| Healthcare-Big Data Business: Impact of Cancerscan's Participation on Q4 Results

The impact of Cancerscan‘s participation on Q4 results was JPY344 million in sales and negative JPY193 million in EBITDA. This was due to
the application of an accounting method that recognizes revenue over a certain period of time (refer to the next page).

Consolidated Revenue (Q4) Consolidated EBITDA (Q4)

(Unit: Million JPY) (Unit: Million JPY)

~ Impact of Cancerscan (—
+344 P =)

___ Impact of Cancerscan (+)

%

6,077 2,115
FY2022 FY2023 FY2022 FY2023
Q4 Q4 Q4 Q4
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Note: IFRS-based . + x ‘
EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/Revenue




‘Reference| Healthcare-Big Data Business: Image of Cancerscan's quarterly sales and profits

Cancerscan's main business is medical checkup recommendation services for local governments, and seasonality exists in sales and profits for
the quarter. JMDC's existing business for local governments is expected to continue to have a sales and profit bias in Q4.

Quarterly sales and EBITDA margins of Cancerscan (FY2024 Outlook)

(Unit: Amount basis and %)
I sales

—&— EBITDA margins

» The accounting method to recognize revenue
over a certain period of time is applied. This
corrected the excessive concentration of sales
in Q4.

» Sales are recorded on a prorated
basis for the period and weighted toward

Q2 and Q3, when the implementation of
medical checkup recommendation notices, etc.
IS more frequent.

» Since fixed costs are incurred on a regular
basis, the business is expected to be

profitable in Q2 and Q3, but earnings
are expected to decline in Q1 and Q4.

19

Note: IFRS-based . + x ‘
EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/Revenue




JMDC Healthcare-Big Data

JMDC will support the evolution of medicine by accumulating diverse healthcare data in Japan and building an environment enabling any player in the

healthcare industry to use the data.

Analyze
patient
behavior

Use data
—
«—
Insurers

¢ Provide
%a data
Pharmaceutical

companies

Dispensing pharmacies

Analyze

regional
medicine
network

JMDC’s Healthcare-

Compute
disease
contraction

rate

Use data
5 ER

Medical institutions

-

Doctors

Big Database'

Estimate
and analyze
patient
count

Provide
data

Business owners

-8

Individuals

20
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Healthcare-Big Data Business: Outline

We operate our business by offering data utilization-based services to a range of players in the healthcare industry, such as “For Industry” (mainly for

pharmaceutical companies and insurance companies), “For Payers/Individuals,” and “For Medical Service Providers.”

(Unit: Million JPY)

For Industry

For Payers/Individuals

For Medical Service Providers

Data Utilization

Mainly for pharmaceutical companies and insurance companies

Pharmaceutical companies utilize data for analysis to increase the value of
medicine, while insurance companies do so for product development.
Consulting-accelerated expansion of data utilization and improvement in
added value.

The use of DBs other than the payer DB has also expanded.

Develop health business support services and Pep Up for
health insurance unions and local governments

Accumulate information such as receipts and dispensing histories before
devising measures to rein in medical expenses.

Specific health guidance business, in addition to health checkup
recommendations and severe disease prevention, expanded steadily.
Expanding business into areas for local governments and other payers.

Rapid expansion of business for medical institutions

Analyze in-hospital data for use in consultation and finance services.
Provide medical institutions with original applications such as package
insert DB of medicine and web inquiry.

Medical care support based on real-time data is also provided.

Note: Each business size value represents a simple sum for business management purposes. No adjustment was made to IFRS adjustment values and inter-segment transaction adjustment values.

Healthcare-Big Data
Business Size

(FY2023, actual)

11,557

4,606

9,095

21
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For Industry: State of Business

In the business for Industry, which is the core of our revenue, the scale of business is steadily expanding, especially for pharmaceutical
companies, due to the diversification of data-driven services. On the other hand, in the life and non-life insurance domain, high value-added
services expanded, but data sales remained weak due to the down cycle of the product development cycle. (Refer to the next page.)

Quarterly Revenue Trends of Business for Industry

(Unit: Million JPY)

3,507

3,623

2,901 2,946

2,510

2,266

1,852 1,834 1,895 1,916

1,190 1295

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

— FY2021 > < FY2022 >4 FY2023 —»

Yearly Revenue Trends of Business for Industry

(Unit: Million JPY)

2,897

4,862
3,422

6,604

9,578

FY2018

FY2019 FY2020

FY2021

FY2022 FY2023

22
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‘Reference| For Industry:

Changes in demand and sales volatility in the life and non-life insurance domain

In the business for life and non-life insurance companies, demand for solution development is growing, but demand for ad hoc data based on
life and non-life insurance companies' product development needs has slowed down. However, we are now beginning to break out of that down

cycle.

Solution
Consulting & Analysis

DB

Ad hoc data

Sales in life and non-life insurance domain
as Compared to Last Year

FY2022

FY2023

(Amount basis)

Solution/Consulting & Analysis
Increased need for data-based
support to acquire new insurance
policyholders, improve
operational efficiency, etc.

DB
Demand remained steady and
expanded

Ad hoc data
Data provision remained weak
due to clients' insurance product
development in the transitional
period, but is now on the road to
recovery.

Quarterly Trends of sales in life and non-life insurance domain

(Unit: Million JPY)

720

615 590

457 426 458 464 431

353 343 333
288

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

FY2021 FY2022 FY2023

23
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For Industry: Maximize Revenue of Effective Data Usage

To expand data utilization, we will take measures in the form of raising value-added (Up-Sell) and widening data categories (Cross-Sell).

. Payer Checkup DPC Laboratory
Solution % claims data
NV B
Consultin @) . s
@; | g g £ ...
p— — —

Electronic Inquiry Medical Medical
Analysis medical record Imaging facilities

m

WE

(11I9S-dN) 1uswaauryug anfep

(]
y a—— N
Doctors Amount Medicine Genome
of activity PRO

Data

Data Expansion (Cross-Sell)

24
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For Industry: Status of Up-selling in Pharmaceutical Domain

The scale of our business is steadily expanding as we diversify our high value-added data services, which include consulting, analysis, and
solutions, in addition to data provision.

Status of Up-selling (Revenue by Service)

(Unit: Million JPY)

Solution

Consulting
Al A

N\

System development using data and provision
of solutions in clinical trial area also expanded.

Steady growth in consulting services that
utilize data and database analysis.

Analysis

——® The spread of the use of databases on a
3.464 4,052 subscription basis gained momentum.

___________________ Data provision on an ad hoc basis to
/ pharmaceutical companies expanded steadily,
2,379 2,451 while data provision to life and non-life

ollodo] Data O/ insurance companies showed a weak trend.

-5 FY2022 FY2023

25
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For Industry: Status of Cross-selling in Pharmaceutical Domain

Sales derived from data other than Payer DB, in which we have continued to invest in growth, are rising rapidly and driving growth.

1T Medical institution
DB

+
——| | Medical facility
— | I pg

G Academic
m conference

information DB

Status of Cross-selling (Sales by Data Category)

J 6,106

E] Payer DB @

6,952

(Unit: Million JPY)

As databases expand, various uses are being
developed.

———@ Effective use of databases originating from
payers is steadily expanding.

FY2022

FY2023

26
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[Reference] For Industry: Direction of digital utilization in pharmaceutical companies

In a survey of pharmaceutical companies, aggressive use of real-world data which we handle is planned. We will seize the momentum of

reallocation of budgets that have been invested in other services to expand our business.

Survey of 150 people affiliated with pharmaceutical companies:
Status of use of digital services and future expectations (marketing, sales planning, product, and medical divisions)

(Response rate basis)

Currently utilized

To be utilized in
the future

Real world data such as claims data

In-house product website

Results of customer surveys

Webinars (led by headquarters and distributed by 3rd media)

3rd Party Media (m3.com, carenet, medpeer, Nikkei Medical Online, etc.)

Information obtained through MR activities (customer prescribing trends, safety information, etc.)

1
"I

Product delivery record via drug wholesalers

Source: Medinew "Survey on Digital and Data Utilization in the Pharmaceutical Industry 2023"

27
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IReference] For Industry: Uniqueness of JMDC Group's doctor-related data

Instead of spread-around-type promotions, we are using data to refine target groups that can be expected to have an impact, and we are
promoting initiatives that meet the needs of pharmaceutical companies and satisfy ROI.

KOL Search
* Visualization of target doctors /

Oo—— B Doctors Panel

— » Establish a position as a learning
&= ‘ and exchange platform for doctors
to learn from each other, especially

. mid-career doctors

/ * Anew venue for disease awareness

before approval of a new
drug/device and review of
marketing activities after its
launch

» Strengthen engagement with for doctors who want to actively

target doctors starting from
academic activities

obtain information in accordance
with their clinical challenges

/ Doctor Members
oo=— .
Doctor Data Master oo— Claims Data

» Timely database of doctor + Utilize real-world data to
affiliation information from open

* _|:| understand prescribing trends
data, and maintenance of and improve the quality of

credential information such as marketing activities
medical specialists

28
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[Reference] For Industry: Expanding the use of data in pharmaceutical sales and marketing

In terms of business performance, utilization of our data by pharmaceutical companies in the sales and marketing domain is rapidly expanding.
The doctor platform and other initiatives that we have been investing in growth and utilizing doctor-related data have sprouted in the hundreds

of millions of JPY, and our unique combination of real-word data is proving to be successful.

Business scale in the pharmaceutical sales and marketing domain Sales for Industry using doctor-related data

(Amount basis) (Amount basis)

a2

FY2023

FY2022 FY2023 FY2022

29
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[Reference] For Industry: New solution in the life and non-life insurance domain (Al underwriting)

In the life and non-life insurance domain, we are also developing services that are linked to customer operations, such as automatic
underwriting using the underwriting Al developed with Mynaportal, which produces various benefits for both applicants and insurance
companies, such as reducing the burden of procedures and decreasing the number of declined cases.

Application

Linkage with Mynaportal
reduces the data entry load
and simplifies the application
process, resulting in a
significant reduction in
dropouts.

Appraisal

Improved accuracy with
underwriting Al learned from
JMDC's big data. / Increased
underwriting due to decrease
in declined cases.

Payout

-
Il
1]

-

Linkage with Mynaportal to
simplify and automate billing
procedures by policyholders
and underwriting operations
by underwriters.

30
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For Payers/Individuals: Accelerated expansion of payer data infrastructure

By converting the service know-how cultivated for health insurance unions and starting full-scale provision of services to mutual aid
associations, our payer population has rapidly expanded and we have firmly maintained our dominant position.

JMDC Population Count Trend

The population rapidly expanding (Unit: Million people)

Number of Payers :
Rt « Accelerated expansion of payer

2,000 1.893 busmess. Utilization of our
--------- services became de facto.

1,500 v’ Contracts with large health insurance

unions increase.

v Full-scale support for mutual aid

1,000 associations started.

« Unit price of data utilization is
expected to increase due to the
expansion of the number of data.

500

Apr. Apr. Apr. Apr. Apr. Apr. Apr. Apr.
2017 2018 2019 2020 2021 2022 2023 2024

31

Note: Members represent the total number of members of payers that have continuous contracts with us as of the end of April of each year (excluding one-time transactions, rounded off), provided that the numbers

for past years are the total member numbers as of the date of this presentation of payers. . l x ‘




For Payers/Individuals: State of Business

Through the provision of services that accurately meet data health needs, the scale of operations in each business area has e xpanded

significantly.

Quarterly Revenue Trends of Business for Payers/individuals

(Unit: Million JPY)

2,017

1,210 Lot
984 940
654 641 651 (04
Q1 Q@ Q@ Q4 QI Q@ Q3 Q4 QI Q2 Q3 Q4
44— FY2021 > < FY2022 > < FY2023 —»

Yearly Revenue Trends of Business for Payers/individuals

(Unit: Million JPY)

4,605

For other clients

For National Health
Insurance and Local
Governments

For Health
insurance unions
and Mutual aid
associations

FY2022 FY2023
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For Payers/Individuals: PHR service infrastructure (pep ) and expansion of business scale

The cycle of service expansion leading to new user growth continues, and both the business base and business scale are growing steadily. In
addition, further user expansion is expected in the future due to the remarkable growth of the payer population.

Pep Up: Number of User IDs Yearly trends in Pep Up related sales

(Unit: Million people) (Unit: Million JPY)

1,420

987

588

261

FY2019 FY2020 FY2021 FY2022 FY2023 FY2019 FY2020 FY2021 FY2022 FY2023
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For Medical Service Providers: State of Business

By expanding its services for medical institutions and clinics, we continue to expand the scale of our business. In addition, the data utilization
platform, backed by transactions with medical institutions (hospitals), is steadily expanding, and closely trailing the leading player.

Number of systems provided to medical institutions (hospitals) by
Quarterly Revenue Trends of Business for Medical Service Providers JMDC Group companies

(Unit: Million JPY) (Number of facilities basis)

Data Utilization Licensing

Approx. 2,700 hospital > Approx. 1 ) 000~1 ) 100 hospitals
RWD —0 Buﬂdm_g databases and Steady efforts underway
ICM analyzing systems for
electronic medical
MDB records, etc. Steady efforts underway
Medication guidance
system
1,967 2,052 1,915
1,766
1,544
1,353 1,410
1087 1142 Docter-NET ® Remote image Starting to work on
968 ! diagnosis system
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 ——@ Building databases and
JMDC analysis of DPC/claims Steady efforts underway
data, etc.
FY2021 FY2022 FY2023

FY2023
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For Medical Service Providers: Toward the Realization of Smart Clinics

After Covid-19, there has been a change in the consultation behavior of social consumers. Against the backdrop of this change, we are
strengthening our response to the entrance (attracting patients, making appointments, and web-based inquiries) and exit (payment and PROSs)

at first.
Initiation Service Follow-up
Melp Coe MEDICALPASS

Online medical
treatment

Semi-
self checkout

MEDIREGI

BEOEME = .
o appointment v

Melp Web Inquiry

Electronic
medical record

Wg/na/m'f'bs

03

Clinic Marketing

-—

01 +Lk%

04

Pre-service Post-service
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For Medical Service Providers: Penetration of Smart Clinics

Growth is accelerating in both the number of transaction and user patients, which are touch points with patients, and a good cycle is being
maintained in which expansion of services leads to an increase in new users.

Number of user patients for web-based medical inquiries and
Number of transaction clinics appointment services

(Unit: facilities) (Unit: Million people)

Approx. 1.5 times

Approx. 8,000

Approx. 4.50
Approx. 3.00
Approx. 3,500
At the end of At the end of At the end of At the end of
March 2023 March 2024 March 2023 March 2024
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ele-medicine Business and
Dispensing Pharmacy Support Business
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Tele-medicine Business (Tele-RAD services): Summary

The number of radiologists is approx. 6,000 while there are 110,000 medical institutions and 150 million diagnostic images taken each year in
Japan. JMDC aims to fill this gap through effective use of resources of radiologists.

k
O Tele-RAD .05
Japan

Matching of diagnostic imaging
request and contracted radiologists

Conducting Tele-medicine by DtoD

Qb

Contracted medical

ST Radiologists
Institutions
38
Note: Market share is calculated by Doctor Net based on the "Outlook and Strategy for the Medical Imaging System (PACS) and Related Equipment Market in 2021" published by Yano Research Institute. . + x ‘
The number of contracted medical institutions and radiologists are calculated based on the total number of institutions and radiologists with which Doctor Net has service contracts.

Source: Ministry of Health, Labour and Welfare "Survey on Medical Facility Dynamics in 2020," List of Radiologists on the website of the Japan Radiological Radiological Society.




Tele-medicine Business: Performance

Business performance has remained solid as the expansion of business scale, supported by solid demand, and improved profitability through

enhanced operational capabilities have continued.

Quarterly Revenue Trends of Tele-medicine Business

(Unit: Million JPY)

1,433 1,431 1,407

1,359
1221 1,264 1239 1307

1,175

1,027

Q1 Q2 Q3 Q4 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4

— FY2021 > <

FY2022 >4 FY2023 —

Note: EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses

Quarterly Trends of EBITDA

(Unit: Million JPY)

(430

566 556

470 485 492 204

439 — 448

400

Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 Q1 Q2 Q3 Q4

— FY2021 > <4

FY2022 >4 FY2023 —»
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Tele-medicine Business: Expansion of the Remote Image Interpretation Platform

The business foundation of the largest remote image interpretation platform in Japan is strong and maintains a high appeal to institutions and
radiologists.

Trend in the Number of Contracted Facilities (Hospitals) Changes in the Number of Radiologists

(Unit: facilities) (Unit: persons)

1,063

938
1,073 844
982 746
880
657
Mar. Mar. Mar. Mar. Mar. Mar. Mar. Mar. Mar. Mar. Mar. Mar.
2019 2020 2021 2022 2023 2024 2019 2020 2021 2022 2023 2024

40

Note: The figures presented as the numbers of contracted facilities and the numbers of radiologists represent the total numbers of facilities and radiologists contracted for the services of Doctor-NET. . + x ‘




Tele-medicine Business: Accumulation of remote reading service sales

We believe that business performance will continue to expand steadily, supported by continued strong demand.

Revenue of Remote Image Interpretation Matching Services (Unit: Million JPY)

5,000 -
4,500 Contracted in FY2023
Contracted in FY2022
4,000 A .
Contracted in FY2021
3,500 1 Contracted in FY2020
3,000 - Contracted in FY2019
Contracted in FY2018
2,500 -
Contracted in FY2017
2,000 - Contracted in FY2016
Contracted in FY2015
1,500 -
Contracted in FY2014
1,000 -
500 - Contracted in FY2013 or before
0

Mar. 2015 Mar. 2016 Mar. 2017 Mar. 2018 Mar. 2019 Mar. 2020 Mar. 2021 Mar. 2022 Mar. 2023 Mar. 2024
41

Note: Revenues in this slide are for JMDC’s management. Doctor-NET has been consolidated since April 2018, but the above figures include Doctor-NET's revenue for the prior periods. . + x ‘




Dispensing Pharmacy Support Business: Performance

Although the sale of a subsidiary at the end of June last year reduced the size of this segment, it continues to generate stable revenue and profit.

Quarterly Revenue Trends of Dispensing Pharmacy Support Business

(Unit: Million JPY)

Contribution of the transferred subsidiary

292 301

164 245 245 247 273 262 289 287 302

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3

FY2021 FY2022 FY2023

Note: EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses

295

Q4

Quarterly Trends of EBITDA

Contribution of the transferred subsidiary

63 51
22 36 18 21
o1 Q2 Q3‘\-4 Q4 Q1 Q2 03
FY2021 FY2022

(Unit: Million JPY)

Q2 Q3 Q4

FY2023
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FY2024 Performance Forecast

43



FY2024: Performance Forecast

The revenue and profit plan incorporates the organic growth of existing businesses with the full-year effects of M&A (e.g., Cancerscan). Although profit
margins will decline slightly due to the expansion of the data infrastructure business, profitability will rapidly improve in the future as the expansion of the
data infrastructure becomes profitable.

(Unit: Million JPY) FY2023 Actual FY2024 Plan Y-0-Y

Revenue 32,381 43,000 +33%

Operating profit
(Rate)

Profit before taxes

7,006

(22%)

6,907

9,300

(22%)

9,100

+33%

+32%

(Rate) (21%) (21%)
Profit attributable to
4,607 6,200
f ) ] 0
owner?Rgteg)arent 14%) (14%) +35%
EBITDA 9471
(Margin) 12’000 +27%

Note: IFRS-based

(29%)

EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/Revenue

(28%)

@+ X <




FY2024: Plans by Segment

The core Healthcare-Big Data segment continues to drive the Group's growth, and the plan is to maintain the current trend in each of the

business segments.

(Unit: Million JPY)

Healthcare-Big Data

Tele-medicine

Dispensing Pharmacy
Support

Adjustment

Note: IFRS-based

EBITDA: Operating profit + Depreciation and amortization costs + Other profits and/or losses, EBITDA margin: EBITDA/R

Revenue
EBITDA
(Margin)

Revenue
EBITDA
(Margin)

Revenue
EBITDA
(Margin)

Revenue
EBITDA

eeeeee

FY2023 Actual

25,058
7,886
(32%)

5,579
2,075
(37%)

1,859
229
(12%)

-115
-719

FY2024 Plan

36,000
10,500
(29%)

6,000
2,200
(37%)

1,000
100
(10%)

-800

Y-0-Y

+44%
+33%

+8%
+6%

-46%
-56%

@+ X <
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Business Outlook
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JMDC's Mission

"Providing a Healthy and Rich Life for
All Individuals”

Leveraging data and ICT solutions
to create a sustainable healthcare system

47
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JMDC has always aspired to expand data assets

The world we envisioned "if we could have data on 50 million payers" is about to become a reality.

a
o &%
@ @
o ®
o °
® o
® < From Population to Individualization,
& From Primary to Rare Diseases
°y o

Data can be used in all aspects of healthcare to

&
i : ‘Q provide services to individuals.
p ., ® °® $’) Data can also be used to enhance the role of
payers and develop financially difficult health
businesses into ROI-oriented projects.

48

@+ X <




Over the past few years, our data assets have grown significantly and our domain has expanded.
Business assets, especially those derived from health insurance unions, continued to expand steadily.

Health insurance claims data

@ 95% 20 million people
National Health Insurance/Japan Health Insurance Association data
— 87% 30 million people
Diagnosis procedure combination and hospital claims data
— 36% 3,000 hospitals
Electronic medical record and case data

@ JT 3,000 hospitals
Pharmacy claims data
—d 25% 25,000 pharmacies
Clinic
@ 20,000 clinics

PHR (Personal Health Record)

20 million people

Platform for doctors

49% 200,000 doctors
@+ X«




Next, monetization.

Data-driven, high-value-added services are still marginal compared to potential. The room for growth is large.

...dMDC's penetration is still in its infancy.

Current status of IMDC monetization

OOOOO 3 JPY100
|i i] JPY 58 thousand
I| ||| |I

(0.03% of total financial resources)

per capita medical expenditure Sales per individual

While data I1s an essential asset In
transforming the situation in

healthcare... 3PY3-4 trillion JPY10 billion
Pharmaceutical marketing + (0.3% of total financial resources)
R&D expenses Sales for pharmaceutical companies
[+]
ooo JPY2'3 trillion JPY9 bhillion
B8] Market for services for (0.4% of total financial resources)
medical institutions Sales for Medical Service Providers50
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Markets JMDC could capture in five years: Payers/Individuals domain

More than half of the service clients utilize a variety of health promotion services.

t
"

t

Subjects for super-serious

disease prevention

Estimated amount:
JPY100 thousand/person

Full-service users

Estimated amount:
JPY10 thousand/person

PHR full-spec users

Estimated amount:
JPY2 thousand/person

Multiple service users

Estimated amount:
JPY500/person

Data analysis users

Estimated amount:
JPY100/person

Present
Mostly for data analysis only

HON

5 years later

RRbe 717
e
TRRNRAN

=)o =ie
—2. =ie
=)o
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Markets JMDC could capture in five years: Industry domain

Many healthcare companies make full use of data in their business.

Present 5 years later
Diverse solution services Less than half of the companies utilize Data utilization has become commonplace
Estimated amount: multiple services and many use multiple services

JPY500 million/company A 45 Ju SN A
Services including E E . . . : E . E E E E E E E E

multiple full DBs

Estimated amount:

JPY350 million/company +
Services including full DBs r
Estimated amount: E 1
JPY150 million/company == | e
Estimated amount: ==
JPY30 million/company

e i EEEE

Estimated amount:
JPY5 million/company

i

.|.
1~ |
B
=~
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Markets JMDC could capture in five years: Medical service providers domain

Use high-level, data-driven solutions in advanced facilities.

Present 5 years later

Full solution services Many remain with existing services Advanced facilities utilize data solutions
Estimated amount:

JPY100 million/facility E E E E E E E
Department solution services

Estimated amount:

JPY30 million/facility

Management support services
Estimated amount:

JPY10 million/facility

Departmental systems /
Remote diagnostic imaging

Estimated amount:
JPY5 million/facility

53
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Potential sizing of the market that IMDC could capture in five years

By maximizing the power of data, the scale of monetization is JPY250 billion. We will make every effort to deepen penetration.

For Industry
PY40-50 billio

S &\ For Medical Service
= W Qe Providers
. or Payers/Individual & 4 . . pv80-100 billic
Py80-100 billion [+ 74 e

—
.
A 1 ‘
- A o I8, -
y! X 2 " A
o~

.'\
"
Ya S~ 4
A
» -\'
b
S b
= 5
{ <1
) |
oA
3
)
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This document is intended to provide corporate and other information concerning JMDC Inc. ("JMDC") and its Group. It is not intended to solicit

people for acquisition of shares and securities issued by JMDC, either in Japan or any other country.

Forward-looking statements in this document, including the JIMDC Group's goals, plans, estimates, and forecasts, merely reflect decisions or ideas
of the JIMDC Group as of the time of writing. The actual results of the Group, including operating results and financial position, may vary greatly
from the content of this document and assumptions based on the content depending on the economic situation at home and abroad, industrial

trends, business competition, securing of human resources, technical innovation, and other factors of the business environment.

The information described in this document concerning the industry, market trends, economic situation, etc. was prepared based on the information
available as of the time of writing and the JIMDC Group provides no warranty as to the authenticity, accuracy, reasonableness, and completeness
of such information. The information regarding other companies, etc., described in this document is quoted from public information or data
prepared by third parties, and JMDC has not independently verified and does not guarantee the accuracy and appropriateness of such information.
In addition, this document may describe information based on the JIMDC Group's judgment, forecast, or estimation about the industry, market
trends, economic situations, etc. Such information, however, merely reflects decisions or ideas as of the time of writing and the actual values may
greatly differ from the information. The information regarding potential profit-earning opportunities for IMDC Group in this document is only an
indication of the potential (scale) of future profit-earning opportunities that IMDC currently assumes based on certain assumptions, and does not
represent our forecast, plan, estimate, or target for our performance at a specific point in the future. In addition, actual results may differ materially

from those described in this document.

Financial data and other indicators of other companies cannot be directly compared with the corresponding indicators of IMDC due to differences
in accounting standards, calculation methods, etc. Future changes in circumstances may affect the content of this document, however, JIMDC
takes no responsibility for updating or correcting this document. The content of this document is subject to change without prior notice.
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