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Business Strategy

Dispensing Pharmacy Business

Information Provision and
Consulting Business

Pharmaceutical Manufacturing and
Sales Business

Medical Professional Staffing and

Business Strategy

This section discusses business strategies
for Phase 1 of our efforts to achieve Long-
Term Vision 2035.

It indicates the path to growth for existing
businesses that will shore up the foundation
of the Nihon Chouzai Group.
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o Dispensing Pharmacy
—~ Business

® Nihon Chouzai Co., Ltd., other dispensing subsidiaries ®

Since Nihon Chouzai was founded in 1980, to fulfill the functions and roles expected of
pharmacies that support healthcare in Japan, we have consistently pursued the separation of
drug prescribing and dispensing services and expanded our nationwide network of pharmacies.
The intentional inclusion of “Nihon” (Japan) in our company name at the time of our
establishment embodies our commitment to providing quality healthcare services
throughout Japan, guided by our founding philosophy of “achieving the true separation of

drug prescribing and dispensing services.”
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Proportion of
total net sales

86.2%

Proportion of
total operating

profit

93.5%

Operating profit

Operating profit (millions of yen)

Net sales

Segment sales (millions of yen)
321,951
9 13,446
302,805 14,666 15,189

280,164
244,072°85624 13,009
10,585

Number of prescriptions

(Thousands of prescriptions)
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Message from the Business Manager

( —u Dispensing Pharmacy Business

Q. Looking Back on FY2024: Overview of Phase 1

The revision of dispensing fees in FY2024 once again made
clear the importance of initiatives like providing services related
to at-home healthcare and promoting the use of Japan’s My
Number Cards , and the year was a time of preparing to offer
the more comprehensive pharmacy services patients truly need.
Amid these changes in the environment, prescription demand
remained brisk, despite the impact of declining demand in line
with the recession of certain infectious diseases. In terms of the
business strategies for our pharmacies, in the area of at-home
healthcare, we actively established pharmacies that focus

on providing palliative care and other home-based services to individuals and made headway in
strengthening our response capability. In promoting the use of Japan’s My Number Cards, we took
steps to address patients directly and raise awareness at all of our pharmacies, which enabled us to
achieve an extremely high level of use of the cards, in terms of the Group-wide average as well.

On the other hand, it became evident that there are also some tough challenges needing to be
addressed in formulating business strategies going forward, including setting rules for deductions on
multiple prescriptions at on-site pharmacies and responding to nationwide wage hikes. To address
these challenges, we will review and carry out existing strategies while boosting productivity by
automating dispensing work and introducing Al-based services.

Toshiyuki Koyanagi

Director and
Senior Executive Officer

Q. }Nhat are your business strategies and challenges over the medium term with a view to your
ong-term vision?

With our long-term vision in mind, we’ve determined that our growth strategies going forward will center
on broadening the lineup of specialty drugs handled by our hospital-front pharmacies located near
large hospitals, providing at-home healthcare in the local community, and expanding online prescription
services. The market for specialty drugs in particular is expected to continue to expand in the future. To
tap into demand here requires specialized pharmacists and equipment, and | think this is an area where
the specialized pharmacies and pharmacists, which are strengths of the Group, can contribute. In terms
of at-home healthcare as well, we will expand the network of At-Home Medical Care Support Centers
and hone our capabilities in areas such as palliative and pediatric care. Regarding online prescriptions,
one external factor that poses a challenge is that such prescriptions are not yet widespread in Japan.
There are also promising growth drivers, however, such as the expansion of refill prescription operations,
and | believe this will continue to be a key factor as we formulate our business strategies going forward.

Q Status of the pharmacy opening strategy and the development of more comprehensive
* pharmacy functions

The Group has recently been opening around 40 new pharmacies a year, focusing on hybrid pharmacies, including
medical center-type pharmacies. We expect to maintain this same scale going forward, but our new pharmacy
openings will place even more emphasis on securing the space needed to accommodate the automation of
dispensing rooms and developing pharmacies that prioritize amenities for patients. We will then reinforce the
management framework to allow us to rigorously monitor of the appropriateness of individual investments.
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Steps taken now lay
the foundation for

Four growth strategies to achieve the long-term vision

progress in the digital 1 2
transformation of
pharmacies going

forward (dispensing
robots, pharmacy
management systems)

Reinforcing the .
Improving access to

3 b

Demonstrating

expertise in Improving the quality

Strengths we have
cultivated to date

* Capacity to respond to
diversifying medical needs

 Track record of providing quality
healthcare

* A commitment to providing
pharmacy services that patients
choose

<>

framework for healthcare through increasingl of pharmacy services
providing at-home li latf 9 histi gy hp nacy h Development
healthcare services online platforms sophisticated that patients choose
healthcare toward
achieving the

long-term vision
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Status of the Pharmacy Opening
Strategy and the Development
of More Comprehensive
Pharmacy Functions

Business management
transformation

To be the most trusted partner

Reinforcement of
existing businesses
Build a foundation for
creating innovation

in healthcare

( —n Dispensing Pharmacy Business

We are currently increasing the number of our neighborhood and medical center-type pharmacies and of our
pharmacies specializing in at-home healthcare. At the same time, we are assigning specialized pharmacists
to pharmacies near oncology centers to support more comprehensive pharmacy functions. As we continue
to further develop these strengths, we assume that our pharmacies will inevitably migrate into two camps—
pharmacies that specialize in regional cooperation and those that excel in specialized healthcare. At the
same time, in regions served by remote healthcare, we will enhance the flow of care from online medical
consultations to medication guidance, and reinforce at-home healthcare functions with an eye toward
offering more robust patient oversight, thus covering regions that might be underserved by pharmacies.

Overview of pharmacy functions in the future

Nationwide areas, ﬂasic functions Regions served by \
including urban centers remote healthcare
Pharmacies specializing “ Reinforcing at-home \‘
that provide added |\ regional cooperation, | heaithcare functions with /
value suited to

or pharmacies that excel an eye toward offering more
diverse lifestyles in specialized healthcare robust patient oversight /

Expanding pharmacies “

Phase 1 Phase 4
Down the road...
Expanding the network of pharmacies
/ \ with diverse functions \
In charge of healthcare\ / Res \ / \ - T ) )
ponding to the . Specialized medical institution Regional cooperation i
ﬂ’}é‘;g?;g?,’,“;‘:;‘;‘;‘f?' shift from outpatient to ‘ ’:dd‘f,':nssg:jg ‘ cooperation pharmacies pharmacies Health Support Pharmacies
growing needs due to at- tr(;on;e hle?lthcare due healthcare needs
populatlon growth population aging
o - 51 469 232
i i . pharmacies pharmacies pharmacies
Hybrid Pharmt?aest Hospital-front
pharmacies supporting at- pharmacies Authorized pharmacies that can Pharmacies, authorized by Pharmacies meeting health
home healthcare cooperate with other medical prefectural governors, that support standards established
institutions, provide advanced collaborate as needed with regional by the Ministry of Health,
2 87 723 44 o drug management, and engage medical institutions and other Labour and Welfare that have
pharmacies pharmacies pharmacies Looking at in special kinds of dispensing pharmacies, serving as bridges functions to support local
pharmacy to serve patients requiring between hospitals and long-term residents and patients in leading
functions... specialized drug management. care facilities or residences. healthy and abundant lives.
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NiCOMS

At-home support centers online pharmacy service

3 3 centers

Centers, staffed by pharmacists specializing in
at-home healthcare, which provide a wide range
of at-home healthcare services tailored to the

needs of the local community, including elderly
patients as well as children with cancer and explanations about medications from a pharmacist

other serious ilinesses and intractable diseases. and arrange for drugs to be delivered to the home.

- /

*As of the end of August 2025

Available at all
pharmacies

An online medication guidance service developed
in-house and rolled out to all Nihon Chouzai
pharmacies. The service allows patients to use
a smartphone or computer at home to receive
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( —n Dispensing Pharmacy Business

Reinforcing the Framework for Providing At-Home Healthcare Services

1 Business overview: strategy for Phase 1

With the transition to a super-aging society, mounting social security costs, and the growing number
of people certified as requiring long-term care, the importance of at-home healthcare in Japan

is increasing year by year. In this environment, the Group is seeing a steady rise in the number

of prescriptions filled for patients receiving care at home. We will continue to analyze at-home
healthcare needs at the local level and strategically allocate pharmacies specializing in at-home
healthcare provided both to individuals in their homes or in care facilities.

A recent focus has been on strategically cultivating specialized talent to develop these kinds of
pharmacies specializing in at-home healthcare. We have established a wide-ranging educational
framework to this end, including at-home healthcare training for all staff three times a year. We are
also sharing best practices through at-home healthcare support manager meetings, developing
training in sterile drug preparations, expanding the guidelines for accompanying patients to medical
examinations and offering medication guidance, and offering greater support for employees making
academic presentations at at-home palliative care conferences. In addition, to further improve
quality control, we are constantly striving to upgrade our ability to provide high-quality at-home
healthcare services, including by expanding internal audits targeting ISO certification and holding
multiple quality control meetings every year.

2 Business strategies: challenges to be addressed in
achieving the long-term vision

As we look toward achieving the long-term vision, issues needing to be addressed still remain, including
the entry of new competitors and calls for the further introduction of ICT. In particular, with a view
toward the future expansion of the at-home healthcare market, we believe it is crucial to make even
greater strides in improving the quality of our services. We will continue to cultivate the specialized
talent who represent one of the Group’s major strengths. At the same time, we will further grow the
business into one that can support patients’ lives from various angles, including boosting profitability
through the automation of dispensing work and delivering necessary medical supplies, which tend
to be in short supply in remote regions in particular. We are currently strengthening ties between
our pharmacists and local at-home healthcare clinics, home-visit nursing stations, care managers,
and hospital community liaison office staff. Our aim in this context is to serve as a hub for at-home
healthcare for the region as a whole as a member of the regional healthcare team, fostering the best
possible at-home healthcare and long-term care environment for patients receiving treatment where
they live.
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Kanazawa Nishi Pharmacy (Kanazawa City, Ishikawa |

Strengths we have cultivated

Support for sales
outreach to facilities
by professionals

Cultivation of personnel
specializing in at-home
healthcare

Quality control
framework

< Nationwide map of Nihon Chouzai pharmacies specializing in at-home healthcare

Asahikawa Shijo Pharmacy (Asahikawa City, Hokkaido)

Kita-Juichijo Pharmacy (sapp

/'/

R

Nakanoshima Pharmacy (Sapporo, Hokkaido)

Morioka Motomiya Pharmacy (Morioka City, lwate Prefecture) ~

Haginomachi Pharmacy (Sendai City, Miyagi Prefecture)

Shin-Maebashi Pharmacy (Maebashi City, Gunma Prefecture)

Kita-Urawa East Exit Pharmacy (Saitama City, Saitama Prefecture)
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Kitamoto East Exit Pharmacy (kitamoto City, Saitama Prefecture)

J|ch| Medical University Pharmacy
(Shlmotsuke City, Tochigi Prefecture)
Toride Chuo Pharmacy

(Toride City, Ibaraki Prefecture)

Yatsu Pharmacy
(Narashino City, Chiba Prefecture)

Kashiwa Chuo Pharmacy
(Kashiwa City, Chiba Prefecture)

Uzumasa Pharmacy (kyoto City, Kyoto Prefecture) ———
Kishibe Pharmacy (suita City, Osaka Prefecture) 5
Kire Higashi Pharmacy (0saka City, Osaka Prefecture)
Nishinomiya Higashi Pharmacy
(Nishinomiya City, Hyogo Prefecture) »
Minatogawa Pharmacy . o
(Kobe Gity, Hyogo Prefecture) Y & Hana-Koganei Pharmacy (Koganei City, Tokyo)

Tachikawa Pharmacy (Tachikawa City, Tokyo)

&

T ho Ph d Koto Pharmacy (Koto Ward, Tokyo)
enmacho Pharmacy I . . X
(Hiroshima City, t ) | ey Minami-Karasuyama Pharmacy
Jonan Pharmacy (Setagaya Ward, Tokyo)
(Fukuoka City, Fukuoka Prefecture) ;’ Yokohama Center Pharmacy ( City, P
Kengun Pharmacy
City, Ki ,", Shizuoka Toyoda Pharmacy (shi City, Shi )
Iwakura Pharmacy (iwakura City, Aichi Prefecture)
Mizuho Pharmacy (Nagoya City, Aichi Prefecture)
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( —n Dispensing Pharmacy Business

Improving Access to Healthcare through Online Platforms

1 Business overview: strategy for Phase 1

Recent trends in the market for online healthcare include heightened investment in online areas and
aggressive measures on the part of competitors to raise awareness of such care, which is feeding
into more heated competition in related business fields. On the other hand, the flow of healthcare
from online medical consultations to medication guidance is dominated at present by needs in
fairly limited areas, such as nighttime healthcare and healthcare for patients with acute illnesses or
who live in remote regions. Securing stable earnings is thus an ongoing challenge. In addition, it is
important to craft an investment strategy in preparation for future market expansion while tracking
the progress of national policies regarding the digital transformation of healthcare infrastructure,
which is still in the development stage.

In this environment, the Group is allocating resources strategically, including in the sense of
upfront investments in the future market. Positioning the current period as a critical phase for
establishing the foundation for an online business, we are taking a variety of steps, including aiming
to build close tie-ups with medical institutions and platforms that provide leading-edge services,
while also strengthening our framework for supporting back-office departments and pursuing
improvement in more patient-oriented work, so that our pharmacies nationwide can smoothly
engage in online services for patients.

2 Business strategies: challenges to be addressed in
achieving the long-term vision

While being attentive to business strategies down the road, the Group is currently carrying out sales
activities as we extend online support to all pharmacies, rather than concentrating it in specific
areas. By ensuring that pharmacies nationwide gain experience in handling online prescriptions, the
Group is exploring ways of responding flexibly to future demand surges. At the same time, we are
focusing on stepping up our marketing to corporate customers, addressing medical needs in remote
regions, and promoting the use of internal data.

Over the long term, we may see a separation in the functions of pharmacies, between those
dedicated to online services and those that specialize in at-home healthcare. In this context, the
Group may be called on to demonstrate value in terms of playing a behind-the-scenes role as a drug
supply and information platform supporting specialized pharmacies in various regions. Accordingly,
from the perspective of maintaining an advantage over competitors as well, we will also explore ways
of incorporating the logistics aspect of drug delivery into our business strategies.
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Strengths we have cultivated

Nihon Chouzai pharmacy
network with a wide
array of pharmacy
formats nationwide

Number of
Nihon Chouzai
account holders

In-house online
medication guidance
system (NiCOMS)

* Indexed to October 2023 as 100%

Number of electronic prescriptions filled and use \
of Japan’s My Number health insurance cards J

= Number of electronic prescriptions filled (left axis) == Use of Japan’s My Number health insurance cards (right axis)
(%) (%)
3500 500
446.0

2800 400

2869.8

2100 300

207.4

oo 1845.6  1833.9 200

1551.0 1573.2

585.6

2023/11  2024/1  2024/3 2024/5 2024/7 2024/9 2024/11 2025/1 2025/3 2025/5 2025/7 2025/9
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Demonstrating Expertise in Increasingly Sophisticated Healthcare

Business Strategy

1 Business overview: strategy for Phase 1 Strengths we have cultivated
® Dispensing Pharmacy Business
Nihon Chouzai defines specialty drugs as high-priced drugs, including drugs used to treat cancer and . ) Advanced expertise in Role within the
rare diseases. Every year, specialty drugs account for growing proportion of overall sales in Japan’s PcO:r:loannas ?ol\?iz:jcilrlmng oncology, palliative care, Community-based
prescription drug market, and the size of this market is expected to continue growing going forward. adean)égd drug 9 raa';igés(ig::j;:::f::ttfr s Ttegtfﬁted (:‘a"f
Recent trends in the prescription drug market lead us to expect that drugs for rare diseases will management and at- concentrates for hemophilia, cooy:e(::tlionrevlijtgh n(‘;‘e(::lsiial
continue to grow incrementally into an area that will shore up the market as a whole. In this context, home healthcare 9r°¥,§2&‘::2’::25;i’;?':g_‘;"s’ institutions

our immediate growth strategy for the relevant businesses will be to speed up our cultivation of
pharmacists with advanced specialization and focus on contributing to improving the quality of
regional healthcare. In particular, we will further develop specialized healthcare interventions that
draw on our s"trengthls, including the use .Of follow-up tellephone ca'lls from pharmacies for platlentls at Framework for collaboration with Designated Cancer Care Hospitals -
home. We bepevg tlhIS approach ‘WI|| be highly valuable in terms of improving treatment continuation 168 pharmacies collaborating with 150 out of 461 such hospitals nationwide

rates and maintaining quality of life.

2 Business strategies: challenges to be addressed in ‘ Prefectural Designated Cancer
H H HP Care Hospitals
achieving the long-term vision oop .
® Hospitals that coordinate oncology
Since its founding, the Group has focused on cultivating personnel who both possess advanced care across the prefecture
L - . . @ 27 Nihon Chouzai pharmacies -
expertlsg in oncology, palliative ca.lre, rare diseases, anf:i o.ther areas anq aspire to be healthlcare collaborate with 23 out of 52 such
professionals. Through an educational framework that insists on the caliber of our pharmacists, we L hospitals nationwide o
have accumulated extensive pharmaceutical knowledge. We believe it is vital for our future growth as Regional Cancer Care Hospitals §§
@
a company to capitalize fully on this knowledge, sharing information between doctors, nurses, and ® Hospitals that provide local cancer =R
. . . . . - . . care in cooperation with major
pharmacists working in hospitals and pharmacies, thereby fulfilling our role in the Community-based hospitals -
Integrated Care System supporting patients throughout the community. @ 14 Nihon Chouzai pharmacies

collaborate with 13 out of 59

At the same time, with a view to achieving our long-term vision, one challenge is the difficulty of
. . . . such hospitals nationwide
securing sufficient earnings under the current compensation
system alone when it comes to healthcare services that require 22?;0;"2'53‘:::3"“6“ Cancer
. Lo . . I
a high degree of specialization, given the need to manage and ) ) o
i . ® Hospitals that provide specialized
operate an inventory of expensive drugs and government- cancer care in the region —
specified medical materials. On this front, we are considering @ 127 Nihon Chouzai pharmacies
how to build new earnings models that draw on the expertise collaborate with 114 out of 340 such
u 9 p hospitals nationwide

of our pharmacists and increase work efficiency. Our current
focus as part of this strategy is to establish a framework for
responding flexibly to changing social conditions, including
the strategic introduction of online medication guidance and
measures to boost demand for electronic prescriptions. -
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Improving the Quality of Pharmacy Services That Patients Choose

Business Strategy

1 Business overview: strategy for Phase 1 Strengths we have cultivated

® Dispensing Pharmacy Business

Our main thrust in Phase 1 of the long-term vision is on improving skills related to customer services

and honing the expertise of our pharmacists. Our aim with regard to customer service skills is to Improved quality of Expanded measures 2{?::‘5:2 p;er;lgpst
ensure that our pharmacists are consistent and thorough in the basic aspects of their work. To this in-house training to improve customer by &eansgof both
end, we are running a Nicho Smile Project and incorporating a customer service education solution framework satisfaction automation and training
that utilizes Al avatars as a component of training, establishing a framework that allows pharmacists
to receive individual feedback during training on how to deal with patients. Additionally, we are
actively enhancing the pharmacological training framework. We have set advanced courses in
differ.ent areas as a s.pringb(.)a.rd for pharmaci.sts t.o hone th.eir expertise and implemented fu.ll—s.cale < Group pharmacist qualifications \
hospital-based practical training, and are cultivating outpatient oncology pharmacists by building a
support framework with the help of an outside team to encourage more pharmacists to acquire this
certification. We will continue working to cultivate high-caliber pharmacists through training based

on these industry-leading curricula. Board Certified Certified
H I rutn H Ifie
Pharmacists :  Pharmacists
. . . in Palliative in Pediatric
2 Business strategies: challenges to be addressed in R R — Pharmacy ~  Pharmacotherapy
HPow _ H Pharmacists : Pharmacists :
achieving the long-term vision B O B 6 . 56
. . . . . . Cancer : Cancer
In addition to enhancing our in-house training systems, we are working to make improvements based Chemotherapy |  Chemotherapy ..o  coocnommoenocmoeasoasaRaanaenaRaRsns
on indicators to truly become the pharmacy of choice for patients. Our focus is on raising service (APACC) (BPACC) -
quality so that we can engage even more closely with patients, alleviating their anxieties so that they : 3?\??“25{;12?,? ce"’i:g‘i’lﬂr:ea" o
can be confident in using our pharmacies. As part of this effort, we have started to administer a Net 15 97 HIV Pharmacy Educators g%
Promoter Score monitoring survey in FY2025 in addition to our existing patient satisfaction survey. 1 37 23

These surveys will help give us a broader grasp of customer needs so that we can take steps to
improve human resource development and customer satisfaction at our pharmacies, which will lead
to increased patient loyalty.

Family Pharmacists specializing
pharmacists in at-home healthcare

1,397 382 —

Follow-up training for new employees In-house study session planned by young pharmacists
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( —u Dispensing Pharmacy Business

Initiatives for the Digital Transformation of Healthcare:
Automating Dispensing Work

< BD Rowa™ dispensing robot )

YUYAMA
DimeRo Il

Actual machines in operation

(" YUYAMA Drug Station )

YUYAMA
miniAQUA-zero x

Investment strategy

We have developed a scheme for determining the optimal rollout of
machinery by comprehensively analyzing factors such as pharmacy size
and format, the total number of pharmacies, and staffing situation.

Number of pharmacies

Rollout pattern 2

Rollout pattern 3

Pharmacy size (small, medium, large)

Rollout pattern 1

Rollout pattern 4

Direction of the investment strategy

\ and functionally optimal.

We comprehensively analyze structural factors, such

as the surrounding environment where a pharmacy

is located, the size of the pharmacy, the nature of the
prescriptions it fills, and the layout of the dispensing
room, as well as factors regarding pharmacy operation,
such as its staffing status and congestion levels by time
of day. This allows the various branches and the back
office departments of the head office to share information
closely, supporting investments that are both financially

/
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Transforming business processes

By automating dispensing work, we will maximize the
efficiency of traditional work with materials, improving
safety by reducing dispensing errors and automating
drug picking. Using the time freed up in this way for
medication guidance and consultations and other
patient-centered work will enable us to provide the even
higher-quality healthcare services patients need.

A department directly under the executive officer in
charge regularly monitors pharmacies where dispensing
equipment has been installed, calculating and analyzing
labor productivity at each pharmacy monthly. The results
of this analysis inform our considerations about the
appropriateness of staff allocation plans and equipment
rollout. We hold productivity improvement meetings
quarterly to gauge progress in overall performance
indicators.

Framework for monitoring investments
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Dispensing Pharmacy Business

Pharmaceutical Manufacturing and
Sales Business

Medical Professional Staffing and
Placement Business
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-1 Information Provision and Consulting :

E=] h g

— Business z
e Japan Medical Research Institute Co., Ltd. ® T

(<]

We established Japan Medical Research Institute in 2012 as an information service and consulting company, to capitalize on the §

valuable information resources of the Nihon Chouzai Group in contributing to the medical and pharmaceutical industries and to 2-

society at large. §

Based on information resources cultivated among Nihon Chouzai Group companies, we contribute to the sound development g

and growth of the pharmaceutical industry and provide valuable information services to help improve the lives of people in Japan. 3
*The financial results of the Information Provision and Consulting Business are included in the Dispensing Pharmacy Business segment in the consolidated financial statements. I

g

Y
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( QJ Information Provision and Consulting Business

Q. Looking Back on FY2024: Overview of Phase 1

As a member of the Nihon Chouzai Group, Japan Medical Research
Institute is capitalizing on our strengths as a data scientist company
with extensive medical expertise to focus on developing a wide
array of services, with a commitment to swiftly delivering high-
quality, up-to-date information. We recorded particularly robust
net sales and profit in FY2024 on the back of growing demand for
information on anticancer drugs and drugs to treat rare diseases.
Looking ahead to the development of the business over the
longer term, our aim is to carve out our own unique position in the
medical data industry. Our plans for creating information services
unique to the Nihon Chouzai Group include commercializing new
data services that analyze qualitative data, such as medication histories and tracing reports, as well as
expanding our data health support service and formulary and biosimilar drug analysis service, with the
goal of helping to curb the ever-mounting costs of social security.

Atsuhiro Hashizume

Japan Medical Research Institute Co., Ltd.
President and CEO

Q What are your business strategies and challenges over the medium term with a view to your
* long-term vision?

A first step of our longer-term business strategies involves acquiring the latest data analysis
technologies, such as generative Al processing technology. At the same time, to keep up with rapid
advances in information technology, | believe we need to step up collaboration with outside partner
companies. By strategically differentiating between the services we develop in-house and services we
provide in collaboration with outside partners, we will prevent information from becoming outdated and
continue to provide high-quality, up-to-date information services.

In terms of individual business policies, in the medical information service business, we will
move forward with efforts that emphasize enhancing the value of data. Until now, we have provided
quantitative information that enables the visualization of changes in drugs. Going forward, however,
we plan to launch a new information service that uses generative Al and natural language processing
technology to analyze qualitative information as well, such as medication histories. This will allow us
to visualize background information at the point when changes are made to prescribed medications,

thereby enabling us to create new value.

In our advertising media service, we will seek to expand the number of pharmacies that offer
advertising media. Our focus to date has been on in-pharmacy promotions, drawing on around 700
Nihon Chouzai pharmacies. Going forward, we will further strengthen collaboration with pharmacies
outside the Group, with the goal of providing advertising media through a total of 2,000 pharmacies by

FY2027.

In the survey and research service business, given the recent breath-taking progress in the
healthcare environment in terms of the use of prescription drugs, expectations are mounting for the
powerful efficacy of anticancer drugs, drugs to treat rare diseases, and other drugs. At the same time,
it is also true that there are a growing number of drugs that are difficult to manage, such as those that
cause side effects that reduce the quality of life of patients. Our role here is to continue to contribute
to further improvements in patient adherence and in quality of life through research and data analysis

both within and outside the Group.

| also see the current period as a time to expand our data health support service business targeting
local governments and health insurance associations, and we will continue to strategically develop our
sales outreach in these areas. By leveraging our strengths in analyzing drugs and offering consulting
by pharmacists and registered dietitians with a breadth of clinical experience, we aim to double net

sales in FY2027 compared to FY2024.
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Results of FY2024 customer satisfaction survey *For insurers contracted for our Data health support service.

50%

Data analysis content
50% Design and content
of notification

M Very satisfied

Content of health
M Somewhat satisfied guidance

4 5 M Neither satisfied nor )
- dissatisfied Price

Somev_vhat dissatisfied Other 6.7%
Very dissatisfied

*For the content of health guidance, the denominator is the number of customers for
whom the relevant service was provided (including customers who responded).

20.0%

96.4%
72.0%
63.2%
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Drug . .
. . Advertising
information . .
service media service
Four Development
H toward achieving
services 3 ll the long-term vision
Survey and Data health
research service support service

Demand from Society

Government

Medical and
healthcare
companies

Insurers

Optimizing medical expenses, differentiating functions,
optimizing medical consultation behaviors

Containing new drug development costs, gathering prescription
data, identifying and supporting proper drug use, disease
awareness, product sampling and surveys

Ensuring appropriate medical expenses, preventing damage
to health, health promotion, disease prevention and prevention
of progression

Reinforcing
Strengths
|
Strengths we have
cultivated to date
I @® Up-to date information
® Speed

@ High quality

Business Strategy

® Information Provision and
Consulting Business
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1 Drug information service

We are currently seeing the launch of a series of highly effective drugs, primarily in the field of
cancer, and patient survival rates are improving. At the same time, however, issues such as lower
quality of life and poor patient adherence stemming from the side effects of these drugs have
emerged. Helping to address these issues from the perspective of data analysis is also gaining
in significance. In addition, equipped with the kind of data that only a company associated with a
pharmacy Group can generate, we also consider it important to provide such data in an easy-to-use
user interface that feels custom-made for individual needs.

Going forward, recognizing the need to grow into a company that can meet a wide range of
client needs, we will work even
more closely with the Dispensing
Pharmacy Business to offer more
effective data-based medication
guidance, further promote the
proper use of medications, and
improve adherence.

3 Survey and research service

As the variety of prescription drugs increases year by year in Japan, awareness about diseases, the
early detection of iliness, and the prevention of a drop-off in medication adherence are no longer
needs of the pharmaceutical industry alone. At the same time, the looming arrival of a super-aging
society and concerns about the mounting costs of healthcare provides an opportunity for our survey
and research service to make significant contributions.

Addressing such expectations from society calls for us to analyze not only the kind of quantitative
data we have traditionally acquired from the Dispensing Pharmacy Business, but also qualitative
data, such as medication histories and tracing reports, which represent a form of direct feedback
from patients. Such efforts will enable Japan Medical Research Institute to offer data and proposals
that no other company can provide.

Our long-term strategy is to
contribute to the early detection
of illness from the perspective
of data analysis, as well as to
improvements in adherence and
quality of life, in line with the
increasingly diverse needs of
pharmaceutical companies.
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2 Advertising media service

Current challenges facing this business include the growing complexity of issues that drug and
healthcare-related manufacturers are called upon to address, and disparities in the areas where
advertising media is available. We believe the latter issue in particular has been due in part to the
fact that locations offering the service were too heavily weighted toward Nihon Chouzai pharmacies.
At the same time, there is a growing need to create opportunities for manufacturers to connect with
patients and provide information through advertising media, as a starting point for improving the
quality of life of patients.

Going forward, to address these challenges and needs, it is necessary first to expand the
network of pharmacies providing advertising media through collaboration with non-Nihon Chouzai
pharmacies, and to establish our identity as a media company for in-pharmacy advertising. Building
on this, we will work to strengthen and strategically select collaboration frameworks with partner
companies, not limiting our efforts to in-pharmacy promotions at Nihon Chouzai pharmacies.

Ultimately, by expanding in-pharmacy promotions to include collaboration with other pharmacies,
we will create a broad framework for providing services that go beyond the Nihon Chouzai Group.

‘| Data health support service

As a subsidiary in the Nihon Chouzai Group, with regard to social issues and their underlying causes—

including rising healthcare costs, the sustainability of maintain Japan’s system of universal health insurance,

increasingly diverse methods of medical consultation, and the complexity of healthcare systems—we believe

there is a need to accurately grasp the actual state of drug prescribing and dispensing and the issues involved

and to take ongoing action together with insurers to extend and raise awareness and pursue improvements.
To this end, we must take the lead in addressing social issues while drawing on our unique characteristics

as a company with extensive medical and drug expertise. Moreover, by addressing issues facing the

customers to whom we offer guidance and support and by clearly demonstrating the value of our company to

various stakeholders, we aim for our employees both to enjoy work that is rewarding and to enhance social value.
At the end of the day, by providing the maximum universal value in healthcare, we will earn the

trust of stakeholders and gain broader

awareness of our businesses supporting

proper drug use. At the same time, as

part of the Nihon Chouzai Group, we will

take the lead in forming comprehensive

regional collaboration agreements,

helping to address the issues facing

society and supporting the further

development of healthcare services.

*Comprehensive collaboration agreement: Collaboration between private-sector businesses and local governments to address regional issues.
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Selected as a Ministry of Health, Labour and Welfare PFS Project
(Commissioned by the Kobe Machinery & Metal Firms Health Insurance Society)

Seeking to revitalize and improve the quality of healthcare services in Japan, the
government is promoting the more widespread provision of healthcare services using
Pay for Success* (PFS) projects. Holding out promise for tying into effective and efficient
health initiatives, PFS projects are a government policy aimed at rationalizing today’s
healthcare costs and promoting public health by establishing and horizontally expanding
methodologies for different issues targeted by the various projects.

We signed a contract with Kobe Machinery & Metal Firms Health Insurance Society in
FY2021 to carry out a project aimed at promoting proper drug use among its insured members.
Given the large number of drugs that are prescribed for lifestyle-related diseases, we planned a
project focusing on health support in FY2023, which was selected as a PFS project that year.
Subsequently, a project in FY2025 focusing on prevention before any problems with drugs occur
also received a positive evaluation and was selected as our second PFS project

Going forward, we will gain a more in-depth understanding of the characteristics of individual
insurers and, based on best practices gained from other projects, pursue health projects that
are best suited to people, the times, and the environment, making our projects as effective as
possible and embracing the challenge of helping to rationalize healthcare costs across society.

Main project activities in FY2025

® Prevention of multiple drug use (polypharmacy) and other issues, individual notifications to encourage consultation with
medical institutions (creating opportunities for insight and learning)

® |ndividual guidance by pharmacists and registered dietitians (support from both drug and nutrition angles, improved
health literacy)

® Drug optimization seminars for company representatives (collaborative health: sharing health issues, deepening
understanding of the project and reinforcing promotion)

® Distribution of educational pamphlets on the theme of taking drugs effectively (awareness, prevention)

Projects outline @ and @ are high-risk approaches limited to targeted individuals.
Project outline ® is a population-based approach targeting all insured members.

o Health support program

o Polypharmacy notification (for patients prescribed multiple drugs)

| | ification information (A3-size sheet) M Enclosed materials

1. List of prescription (drug) information (multiple © Explanation of the project (by the health
drugs) insurance company), recommendations

for consultation
® Schedule for available guidance

H C ion by phar
registered dietitians

2. Informative material (risks of using multiple
drugs, use of medication notebooks, etc.)

After verifying

effectiveness,

intervention e Telephone-based drug consultation program

targets (for patients with duplicate medications)

are chosen

M Notification information HE
(A3-size sheet)

o Notification of duplicate medications

d materials

® Explanation of the project,
recommendations for consultation

1. Information about duplicate medications (drugs e
® Application Form

clearly indicated by color)
2. Pharmacist comments, application guide (reasons
why there is a problem, risk of side effects)

H Consultation by pharmacists

9 Drug optimization seminars, distribution of leaflets

We distribute materials and hold seminars on drug optimization targeting all health insurance holders, aiming
to prevent (or reduce the number of) people at risk of multiple drug use in the future by raising awareness of
polypharmacy and other issues.

*Health projects under the Pay for Success model are outsourced by insurers to private-sector businesses, with
performance indicators set that correspond to the health issues the project seeks to address. The consideration paid to the
business is linked to improvement in the performance indicators.

TOPIC

( QJ Information Provision and Consulting Business

2 Supporting the Awareness and Widespread Use of Regional Formularies TOPIC

The Japanese government’s Basic Policy on Economic and Fiscal Management and
Reform 2025, approved by the Cabinet in June 2025, clearly stated that regional
formularies would be rolled out nationwide as a measure to rationalize healthcare costs
and reduce the burden on citizens. Various regions are thus making efforts to draft such
formularies, with a view to implementation starting in FY2026. In line with this government
policy, Japan Medical Research Institute is providing support services to raise awareness
of regional formularies and promote their more widespread use, aiming to realize both the
quality and sustainability of healthcare in Japan.

A regional formulary is a framework that seeks to standardize and optimize the use of
drugs based on scientific evidence, involving collaboration between doctors, pharmacists,
and related institutions. As outlined below, we are working to support the rollout and use
of such formularies.

Going forward, we will continue to operate in line with national policies and collaborate
with local governments and insurers nationwide, targeting improvements in healthcare
quality and the rationalization of social security costs.

Main initiatives Regional achievements

Optimization of drug use and lower healthcare
costs by verifying the effectiveness of
introducing a regional formulary in the Bihoku
district

® Visualizing prescription status and simulation
analysis by region

® Promoting understanding through activities
to raise awareness

® Supporting consensus-building among
stakeholders

Hiroshima
Prefecture

Simulation analysis of the impact of

Ibaraki introducing ARB, PPI, and P-CAB therapeutic
Prefecture groups as basic information for promoting the
use of generic drugs

>
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B Pharmaceutical Manufacturing
and Sales Business

® Nihon Generic Co., Ltd. Choseido Pharmaceutical Co., Ltd. ®

Nihon Generic was established in 2005 to provide high-quality generic drugs, and Choseido Pharmaceutical joined
the Group in 2013. Ever since, the two companies have been providing generic drugs to medical institutions and
pharmacies across the country.

Taking advantage of synergies within the Nihon Chouzai Group, we plan new drugs that reflect feedback from
patients and pharmacies. In our manufacturing, trained staff use state-of-the-art equipment to ensure rigorous quality
control in line with rigorous Good Manufacturing Practice (GMP) rules, so that patients can use our drugs without worry.
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Proportion of
total net sales

10.8%

Net sales

Segment sales (millions of yen)

45,699 44,836

2021/3 2022/3

40,156

38,575 40,446

2023/3

2024/3 2025/3

Operating profit

Operating profit (millions of yen)

2,350

250

-630
1,392
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Pharmaceutical Manufacturing and Sales Business

Message from the Business Manager

Q. Looking Back on FY2024: Overview of Phase 1

Struggling with persistent supply-side issues, the generic drug
industry in Japan is facing strong calls to pursue restructuring to
achieve a sustainable industry structure.

In this environment, we have to seek to steer the business
away from manufacturing a wide range of generic drugs in
small volumes. To that end, we are channeling resources into
drugs manufactured in-house and drug boasting a high market
share, and narrowing down the lineup of drugs we handle. At
the same time, we began manufacturing and sales of seven
new drugs in FY2024, which helped us both to maintain our
trend of increasing sales and to continue steady business
growth. Unfortunately, despite Choseido Pharmaceutical’s progress in implementing a business
improvement plan for the Kawauchi Plant, it was determined that efforts to improve operations were
inadequate and, as a result, the company was subjected to administrative disciplinary action for a
second time. We once again recognize this as an extremely critical and urgent issue.

The current utilization rate at the Kawauchi Plant is only 30%-40% of its previous level, which led
the Pharmaceutical Manufacturing and Sales business as a whole to record an operating loss of 630
million yen for the year.

Starting in May 2025, we will further integrate Nihon Generic and Choseido Pharmaceutical
through a transition to a new framework, including a change in top management, and will redouble
our efforts to improve operations and return to a normal production framework. As momentum for
industry restructuring grows, some companies are also exploring product integration through the
establishment of “consortiums.”

Masahiro Inoue

Nihon Generic Co., Ltd.,
Choseido Pharmaceutical Co., Ltd.
President and CEO

Having built up positive relationships with other generic drug manufacturers by way of the
pharmacies of our group company, Nihon Chouzai, we are pursuing product integration by selecting
the ideal partner for each of our drug lines.

In the three-year period from FY2025 to FY2027, although we will continue to integrate product
lines, we do not anticipate achieving a balanced downscaling of the business.

We will continue to bring newly NHI listed drugs to market, primarily drugs developed in-house, while
also commercializing new, high-value-added drugs through joint development with other companies
possessing specialized technologies not available internally. Through this multi-layered development
framework, we aim to expand the scale of the business and build a more robust earnings structure.

We recognize that our top management priority for FY2025 is to normalize production at Choseido
Pharmaceutical. We are reinforcing our personnel and quality assurance frameworks. As the generic
drug manufacturer that is in closest proximity to pharmacists in the field, we are rigorously pursuing
quality assurance and stable supply from a front-line perspective. In doing so, we are striving to be a
drug company that meets the expectations of patients and healthcare professionals.

What are your business strategies and challenges over the medium term with a view to your
long-term vision?
To achieve the long-term vision, Nihon Generic and Choseido Pharmaceutical have positioned the swift
restoration of trust as our top priority. Accordingly, we will give the highest priority to strengthening
the quality control framework, implementing rigorous measures to prevent the recurrence of quality
issues, and steadily executing the business improvement plan. We will focus on ensuring stable drug
supply and maintaining high quality, and on steadily regaining trust. With an eye toward the next stage
of business growth, we will manufacture highly profitable drugs and reinforce our sales framework,
while also working to strengthen our production technologies and shift outsourced manufacturing to
in-house.

¢ Maturing of the generic drug

industry and lackluster growth 1 2
Risks of declining profitability

3 b

Strengths we
have cultivated
in-house
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due to ongoing NHI drug price

Improving drug

i revisions Becoming the Boosting productivit . .
er?ﬁﬁ:ﬁm%t + Inefficient industry structure manufacturgr at the development and engu':ing qualityy Reinforcing a stable D | t
centered on manufacturing a . and production L drug supply and quality eve Opmen
wide range of drugs in small center of industry engineering through dlglta| assurance
volumes i i
restr rin ransformation d
e Increasingly sophisticated estructuring capabilities transformatio towa r
future drug development aChieVi n
While leveraging the advantage of the We will build competitiveness by We will build an even more robust We will take steps to further reinforce g
o Access to a stable network strong ties we have built with generic focusing on strategies such as quality control framework by rolling the stable supply of drugs and h I
of sales channels within the drug manufacturers over the years, creating drugs that address needs out a manufacturing execution improve quality assurance, such as t e 0 ng-te rm
Group to establish a more stable business on the ground in pharmacies, system (MES) tailored to our plants optimizing the number of drugs we . o
« Drug development foundation, we will seek to cooperate expanding the proportion of in-house that manufacture generic drugs sell, improving our production bases v I S l o n

with various companies and integrate
and streamline our product lines,
pursue flexible collaboration drawing
on the strengths of other companies’
drugs, and revise the product
portfolio across the segment.

capabilities that reflect
feedback from pharmacists
Strong commitment to in-
house R&D

A high-quality production
and supply framework

development, bringing new drugs to
market, and forming manufacturing
technology tie-ups. We will also aim
to increase plant utilization rates
and streamline manufacturing costs
by equipping plant employees with
multiple skills and reinforcing the
shift-based production framework.

and pursuing digital transformation
across the business.

and capacity, standardizing drugs that
face shipping restrictions, and putting
rigorous measures in place to prevent
recurrence of quality issues. We will
further reinforce our stable supply of
high-quality drugs through measures
such as optimizing production at Group
plants, generating manufacturing
capacity by integrating drug lines,
and pursuing in-house production.

Kbajens

ssauisng

Business Strategy

® Pharmaceutical Manufacturing and
Sales Business



| NIHON CHOUZAI GROUP INTEGRATED REPORT 2025

1 Becoming the manufacturer at the center of industry
restructuring

Strengths we have cultivated

Broad track record in
commissioned and
in-licensed manufacturing

Technical capabilities as a
generic drug manufacturer
with a full drug lineup

Stable network of sales
channels within the Group

The primary advantage Nihon Generic has built up over the years is our long track record in
commissioned and in-licensed manufacturing. This experience allows us to engage broadly in
discussions with an array of manufacturers, and gives us a position within the industry that will enable
us to take an active lead in the integration and manufacturing of drugs down the road. By integrating
drug lines and boosting sales through outside channels, we aim to achieve a business scale of 50
billion yen for Nihon Generic alone by 2030 and, when including Choseido Pharmaceutical, to rank
among the top five players in the industry. To achieve this goal, we believe the most urgent priority is to
rebuild a stable supply system at Choseido Pharmaceutical. In particular, we aim to promptly stabilize
operations at the Kawauchi Plant to improve its utilization rate and secure adequate production
volumes. We also recognize the strong need to further accelerate the integration of product lines
through collaboration with other companies. By improving our product portfolio from both production
efficiency and profitability perspectives, and further strengthening our external sales framework, we
believe we can significantly enhance the profitability of the entire Pharmaceutical Manufacturing and
Sales Business segment, thereby making progress toward our long-term vision.

At present, the concrete strategy for addressing these issues involves reviewing the functions
across our full product line, from in-house development to sales. In recent years, the development
of generic drugs has become increasingly challenging, and the number of development themes
that require specialized manufacturing technologies has also been rising. Accordingly, rather than
insisting on keeping all production functions in-house, we will consider joint development and
collaboration that leverage the strengths of each company’s R&D and manufacturing capabilities,
and examine our future production framework from multiple perspectives. To realize our corporate
philosophy of making quality pharmaceuticals more available and accessible, we believe it is
essential to both maintain our existing strategy of being a full-line generic manufacturer and build a
flexible framework for collaboration with other companies. This will enable us to develop affordable,
high-quality formulations while gauging needs on the ground in clinical settings.

Anticipating that internal sales channels will continue to be the cornerstone of our sales and profits going
forward, we will continue to supply drugs to Group pharmacies as we always have, while also stepping up
sales through external channels. The latest trend in the generic drug industry is toward the stricter operation
of joint development. We will thus continue to grow as a drug manufacturer by pursuing a multi-pronged
strategy, with a view toward making the JG brand products—those for which we hold manufacturing
and marketing approval—for distribution through the sales channels of other generic manufacturers.
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2 Improving drug development and production
engineering capabilities o

Strengths we have cultivated

Extensive knowledge of
advanced R&D gained through
dealings with the Pharmaceuticals

and Medical Devices Agency
and other agencies

Drug development Highly knowledgeable
capabilities that reflect the
needs of pharmacists from

the perspective of front-line

healthcare

experience in formulation
research both inside and
outside the company

Nihon Generic has consistently pursued added value in its products, such as by reducing the size
of large original-brand tablets, offering smaller package sizes, and making formulations stable
enough to be packaged in a single dose. We took these steps in response to the needs we identified
among pharmacists working in Group pharmacies, and we regard this as our greatest competitive
advantage.

At the same time, the development environment for the generic drug industry is presenting greater
challenges to R&D every year, and we have seen many cases where the R&D various companies
engage in has not necessarily borne fruit.

In this business environment, we are focusing in particular on cultivating human resources.

Specifically, by strategically continuing with R&D efforts every year, we aim to continuously hone
our R&D capabilities by passing on to younger employees the expertise of experienced employees
who have been involved in formulation research for many years at manufacturers of new drugs and
generic drugs.
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FY2024 FY2023

Rivaroxaban OD Tablets JG, Vildagliptin Tablets JG,
EzeRosu Combination Tablets JG, Lanthanum Carbonate
OD Tablets FCI

Combination Tablets JG, Ambrisentan Tablets JG

personnel with years of —

Azilsartan Tablets JG, Sildenafil Tablets RE JG, EzeAto —_—

Business Strategy
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3 Boosting productivity and ensuring quality through
digital transformation

Strengths we have cultivated

Scheme for investing in
digital transformation to
reinforce manufacturing
management and quality
control from a longer-term
perspective

System development and
maintenance capabilities
with extensive on-the-
ground knowledge of drug
manufacturing

Framework for ongoing
initiatives to make
improvements to realize a
robust quality system

In the manufacturing of generic drugs, production systems typically involve manufacturing a wide
range of drugs in small volumes. Such a framework is highly burdensome in terms of managing the
manufacturing process, which is one factor causing lower manufacturing efficiency.

Certain systems in place in our plants still require data to be recorded on paper, posing a
cumbersome challenge to management. In recent years, meanwhile, there have been strong calls from
both inside and outside the Group for more robust assurances regarding the manufacturing process,
and labor shortages stemming from Japan’s super-aging population are also key challenges that must
be addressed. To mitigate such risks, we are working to replace our manufacturing execution system
(MES) and improve the business flow as a key focus of our digital transformation strategy. Together
with Panasonic Solution Technologies Co., Ltd., we are developing an MES tailored to a production
system characterized by manufacturing a wide range of drugs in small volumes, aiming to build a
system and business flow better suited to the manufacturing context on the ground.

In the future, we will establish a stable drug supply framework that is resilient against changes in
the operating environment by boosting productivity across the entire Pharmaceutical Manufacturing
and Sales Business and by enhancing and standardizing quality assurance. At the same time, by
integrating data accumulated within the Group and reinforcing traceability, we aim to improve quality
standards while preventing deviations from manufacturing procedures and other problems.

Production management Manufacturing execution
system system (MES)

* Production management
* Purchasing management
¢ Cost management

.

.

— 2D
— 2D

* Receivables management

* Delivery management

* Manufacturing management
* Work management

* Inventory management

Inventory management
Sales management

* Shipping management
* Quality control
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ll Reinforcing a stable drug supply and quality assurance

Strengths we have cultivated

Human resource
development framework and
expertise in training to equip

employees with multiple
skills

Quality assurance support —
framework based on human
capabilities and the product
portfolio

High-caliber supply
framework at the Tsukuba
Plant and Tsukuba Plant
No. 2

Nihon Generic and Choseido Pharmaceutical together operate five plants. To establish an optimal
production framework across the Group, we regularly review manufacturing sites for each drug line
while maintaining manufacturing frameworks that capitalize on the characteristics of each plant. In
addition to existing efforts, we are making ongoing investments in our plants to further strengthen
our ability to further ensure the stable supply and quality of drugs, with an eye toward the future
growth of the Group. Working backward meticulously from our production plans enables us to
formulate optimal investment strategies, including adding production lines while carefully weighing
the possibility of recovering investments.

We are working to horizontally roll out the high-quality supply frameworks of Tsukuba Plant and
Tsukuba Plant No. 2, seeking to raise the bar for quality across all our plants. Although the two plants
mentioned above serve as the core of the business, we have left room for expanding production
volume, and are strategically improving the product portfolio to maximize production efficiency.

To ensure a stable drug supply framework, we have logistics centers in eastern and western
Japan, as well as in Sapporo in Hokkaido. These three centers allow for smooth delivery across
a wide area. We have also secured sufficient space for inventory management to support stable
supply, anticipating the need to handle large-scale shipments. Thus, from the perspective of
logistics as well, we are pursuing an aggressive investment strategy.

At the same time, we recognize that cultivating human resources is also a crucial issue in terms
of realizing the ideal stable supply and quality assurance for our drugs. We practice quality risk
management and set quality targets based on our Quality Policy, and are carrying out regular
education and training for all employees at manufacturing sites, including in the manufacturing
and quality departments. The existing state-of-the-art plants and facilities of Nihon Generic have
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achieved low environmental impact and high productivity, equipped with the requisite manufacturing —

facilities and testing equipment based on our many years of expertise in drug manufacturing and
development. We will continue to build on our track record of capacity control while also further
optimizing drug allocations between plants and pursuing automation strategies, working to produce
high-quality drugs under a manufacturing management and quality control framework that complies
with GMP regulations.

Business Strategy
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-2 Medical Professional Staffing
and Placement Business

® Medical Resources Co., Ltd. ®

Medical Resources’ basic approach to business is to do everything with integrity, recognizing that we work
with people. We thus value face-to-face meetings with job seekers and job providers. Meeting in person
allows us to grasp nuanced needs that are hard to convey over the telephone or in writing, and to craft
proposals that match the needs of both job seekers and job providers.
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Proportion of total Net sales
net sales Segment sales (millions of yen)
3.0%
11,365
- 9,984
8,393 8,063
Proportion of 6,991
total operating

profit

6.5%

2021/3 2022/3 2023/3 2024/3 2025/3

Operating profit

Operating profit (millions of yen)

937

758 9%
712 576
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( ﬁ Medical Professional Staffing and Placement Business

Q. Looking Back on FY2024: Overview of Phase 1

Net sales and operating profit for FY2024 were up year on year
on the back of stronger performance in our mainstay pharmacist
staffing and placement business. We are also seeing growing
demand in the healthcare business, including the occupational
doctor business, and will continue to further contribute to the
health and productivity management strategies of companies in
Japan.

We see the next several years as a phase for building more
robust recognition and brand awareness of Medical Resources
as a company that engages in the staffing and placement of
healthcare professionals as well as in the healthcare business,
laying the groundwork for carving out leading market shares in both areas. To this end, we will focus
on cultivating employees who operate out of a client-oriented mentality, stepping up our marketing
capabilities to attract clients, strengthening the usability of our systems, and harnessing Al to
improve operational efficiency and productivity.

Nobuyuki Kobayashi

Medical Resources Co., Ltd.
President and CEO

Q What are your business strategies and challenges over the medium term with a view to your
long-term vision?

To achieve sustainable business growth over the longer term, it is essential to firmly establish

We also recognize that it is vital to build up the expertise and knowledge of all employees and hone
these capabilities to be able to provide services of an even higher caliber.

Since the company’s founding, we have specialized in the medical and healthcare industries,
cultivating highly specialized, outstanding talent and providing high value to both job seekers and
job providers by stressing a client-oriented mentality, the value offered by intermediary services, and
the importance of face-to-face engagement. Going forward, we will continue to attentively ascertain
the characteristics of various regions and individuals, further building trust with clients and helping
to address their issues and create value, with the aim of being their first choice.

We have also focused on building up a pool of healthcare professional candidates as well as on
measures to increase registrations for our matching services that capitalize fully on our marketing
strategies, creating unique points of contact with clients. Going forward as well, we will take steps
to build greater recognition from clients and cultivate brand awareness, broadly communicating the
value of our services and strengthening our ability to attract job seekers at low cost.

Furthermore, to meet burgeoning social needs, including promoting health and productivity
management, curbing healthcare costs, and extending the healthy life expectancy of the population,
we are engaging in the healthcare business, primarily targeting corporate clients. We will contribute
to better physical and mental health, including drawing on our occupational doctors, occupational
health nurses, and other specialized healthcare professionals to provide stress tests and post-health
checkup follow-up.

We will also improve and reform business operations, including a complete overhaul of our
business systems, Al-based measures to improve client matching accuracy, and steps to improve

our position as a company that clients trust and choose, which involves building recognition
and improving the customer experience. As a company that specializes in HR for healthcare
professionals, we must thus inculcate an even deeper awareness that people themselves are capital.

usability for clients, allowing employees to focus on tasks that call for human involvement. Our aim
in pursuing this digital transformation strategy is to further refine the services we provide, improve
convenience for clients, and increase sales.
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Operating
environment

Strengths
we have
cultivated
to date
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M&A activity and other trends among
competitors, digital transformation,
medical fee and NHI drug price revisions
Changes in the supply-demand balance
of pharmacists and doctors

Shrinking pool of job seekers as
improvements in working environments
undermine motivation to change jobs
Mounting competition in the placement
market, mounting advertising costs, and
stricter regulations concerning online
cookies

Human resource development
specializing in the healthcare industry
A corporate culture of engaging with
people

Specializing in
the medical and
healthcare industries,
delivering high
added value

Attracting more
clients through a
major overhaul of

the web marketing
strategy

3

4

Pursuing a digital

Our matching services are not
simply a matter of gaining insights
into the situation of job seekers.

We also provide an array of training
opportunities, offer health guidance
by the company’s occupational health
nurses, and coordinate job searches
between remote and urban areas.
By adopting different approaches
for different job types and areas, we
will realize an attentive staffing and
placement business.

We have positioned the shift away
from the existing model of one-off
client acquisition to a model that
supports the ongoing retention of
clients as a key strategy. Our aim
under the new model is to provide
services to clients while maintaining
ongoing, end-to-end relationships
with registered users and fostering
increased client loyalty.

Creating new transformation D I t
businesses in strategy to improve | eve Opmen
healthcare fields client convenience towa rd _
and increase sales

To meet burgeoning social needs, We are currently moving forward with g

including curbing healthcare costs a project to overhaul our systems to th e lo n _te rm

and extending the healthy life deliver more personalized content g

expectancy of the population, we are and job opportunities that are | e o

striving to build up our services in optimized for individual job seekers, Vls l o n

healthcare fields by making extensive
use of the highly specialized
healthcare professionals who
represent the strength of Medical
Resources, in collaboration with
partner companies.

and are taking steps to boost sales
by enhancing usability for clients and
increasing the number of registrations
for our matching services.
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Specializing in the medical and healthcare industries,
delivering high added value

Strengths we have cultivated

Expertise in attentively
ascertaining the
characteristics of job
providers and job seekers

Trust built with clients
through an emphasis on
a client-oriented approach

Cultivation of consultants
specializing in the medical
and healthcare industries

Given changes in social conditions in Japan and in the needs of our market, we are keenly

aware that current challenges in our pharmacist business entail helping to resolve the personnel
management issues of small and medium-sized pharmacies and achieving optimal matching for
pharmacists seeking to change jobs. Our emphasis with regard to the doctor business is on how to
support the management of medical institutions from the vantage points of encouraging long-term
employment for doctors, preventing early turnover, and managing human resources. We have also
positioned strengthening initiatives by occupational health nurses to help maintain and improve the
health of employees at client companies as a priority in the healthcare business.

In addressing these challenges, we will focus on putting growth strategies in place for each
business and strategically allocating resources over the next several years. In the pharmacist
business, we will invest in ways to enhance our ability to address management-related issues facing
small and medium-sized pharmacies, hone skills in gaining insights into job seekers, and support
education and training for pharmacists. In the doctor business, we will further develop the consulting
capabilities of all of our recruiters, equipping them to help both doctors and medical institutions fulfill
their potential. In the healthcare business as well, we will expand the pool of occupational health
nurse candidates to position the company to win more contracts and offer more robust mental
health support for the employees of client companies.

To achieve the long-term vision, we will further develop our strengths of engaging closely
with clients from a client-oriented perspective, aiming to become the first choice for all of our
stakeholders involved in providing and seeking jobs. Achieving this calls for us to build strong
trust with healthcare professionals and go beyond simply introducing jobs to candidates—rather,
we will shift the focus of our business activities to become a lifelong career partner that can offer
comprehensive support for a variety of career path planning and the development of skills in Al
and other new technologies, fostering job satisfaction as well as physical and mental well-being. At
the same time, we also seek to become a partner in addressing the management issues medical
institutions are facing. Moving beyond merely resolving personnel shortages, we will contribute to
organizational development, including by providing data-driven recruitment consulting to review
personnel evaluation systems.
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Attracting more clients through a major overhaul of
the web marketing strategy

Strengths we have cultivated

An educational framework
supporting human resource
development to raise the
quality of interviews and
contract negotiations

Information on the
behavior of individual job
providers and job seekers

gained over many years

A track record in building
up a pool of healthcare
professional candidates

Web marketing strategies require a constant review of business models in step with technological
innovation and changes in society. For Medical Resources, one urgent need in particular is shifting
from our existing model of one-off client acquisition to a model that supports the ongoing retention
of clients and fosters loyalty among registered users. We also have to revisit workflows that prioritize
targeting the obvious layer of job seekers (candidates with a clear intention to change jobs), putting
priority on uncovering the layer of potential but not yet active job seekers. In addition to the business
model, we will channel resources into integrating and analyzing client data, creating a framework
that enables optimal talent matching, and incorporating all stages of the job search process, from
acquiring a client to signing the contract, into an end-to-end customer experience. We recognize
that creating a strong brand for our services and building a cycle that will generate new clients is a
key issue for the company.

We have set a medium-term target of registering 150,000 pharmacists and 100,000 doctors on our
database by 2030. An intermediate stage toward achieving this target will involve stepping back from
a dependence on advertising until FY2027. We also recognize this stage as a time for the full-fledged
transition to a model of client acquisition that emphasizes maintaining ongoing relationships with
clients and fostering client-oriented communication.

In addition to attracting clients who are actively considering a job change, we believe there is
a need to strengthen our marketing in the future to reach people who have not yet expressed the
intention of changing jobs. Our focus for pharmacists will be on younger job seekers and pharmacy
students. For doctors, we will target mid-career clients as well as younger job seekers. A current
step to this end involves launching a Pharma Labo platform for pharmacists and a Doctor Vision+
platform for doctors, while also strategically gathering information based on users’ browsing
histories for video streaming, webinars, and other content. In addition to the online activity of
individual users, we are also prioritizing gathering a variety of contact information by way of records
of downloads of marketing reports, surveys, and email newsletters, analyzing and integrating
this information on our customer data platform. These initiatives to shift away from conventional
measures will reinforce our points of contact with all of our registered users going forward. These
strategies for data utilization and investments will not only better equip us for communication for the
purpose of attracting clients, but will also build up the presence of our unique services that engage
closely with individual clients at various stages of life.
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3 Creating new businesses in healthcare fields

Strengths we have cultivated

Comprehensive healthcare
services built up through
Group collaboration with

Nihon Chouzai

A track record of business An aggressive investment
development in multiple framework open to
sectors of the healthcare collaboration with partner

industry companies and acquisitions

We recognize that the need to address illness prevention and pre-symptomatic iliness has grown
significantly in recent years. The organizational response of companies to the rising trend of
cases of mental health issues among workers is also drawing increased attention. To meet such
rapidly changing needs in the market, we will further expand the existing business areas we have
cultivated to date and create value. In particular, we believe it is necessary to expand our resources
and capabilities as well as reinforce the organizational framework to enable us to undertake a
comprehensive array of services, ranging from introducing occupational doctors and occupational
health nurses to providing stress testing and specific health guidance.

Initiatives will not be limited to existing business areas: To gain a wide-ranging grasp of the
healthcare-related challenges and needs of our corporate clients, we will also aggressively invest
in new business areas through collaboration with partner companies and through acquisitions.
Particular areas of focus will include mental health and preventive and pre-symptomatic healthcare.
Here, we will capitalize on the strengths we have cultivated over the years, including the expertise
of occupational doctors and health nurses and other specialized healthcare professionals to deliver
new value by supporting well-being for the employees of our business partners.

New
business
EIGE]

Pharmacist

businesses

Doctor

New

pharmace.utical business
seller business
area

Registered

business

Chain of synergies
Nurse

business New
Healthcare
business

business
EIGE]
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ll Pursuing a digital transformation strategy to
improve client convenience and increase sales

Strengths we have cultivated

System-related demand
identified through feedback
from job providers, job
seekers, and registered
users

An extensive client
database accumulated
through contact points

with clients

Insights into the ideal —
database derived from
high-performing employees

To drive higher sales in existing and new businesses, we recognize that a current key challenge

is to conduct a radical review of our in-house systems. The aging of our current systems is giving
rise to greater risks of our front- and back-end systems and their operational flows becoming
out-of-date. To ensure sustainable growth as well, we are embarking on a company-wide project

to overhaul our core systems. In particular, our top priority has to be on creating a framework that
promotes the organization and utilization of our in-house databases and raises the accuracy and
speed of matching in the placement of candidates. Meanwhile, both for our in-house systems and
for the systems on the client user side, we will build front-end systems that are outstanding in terms
of usability, such as ease of searching, and in terms of the user interface, to offer satisfying user
experiences to both job seekers and job providers.

The specific overhaul process will start by focusing on interviewing recruiters to help enable us
to raise the accuracy of matching. We will draw upon our accumulated expertise to structure the
database in a way that is beneficial to both clients and employees. In addition, we will consider
trends in rapidly advancing generative Al technology in recent years, and examine what kind of
database the company should be looking to put in place. Here as well, we will take full advantage
of in-house and external resources to build an organizational structure that allows us to properly
consider the design of systems that can handle all steps of the process, from the start of contract
negotiations to follow-up with job seekers, from both functional and financial perspectives, while
actively investing in digital transformation.
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