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Safe Harbor Statement  

• Materials and information provided during this presentation may contain so-called “forward-
looking statements.” These statements are based on current expectations, forecasts and 
assumptions that are subject to risks and uncertainties which could cause actual outcomes and 
results to differ materially from these statements.  

• Risks and uncertainties include general industry and market conditions, and general domestic 





Focus Points of Consolidated Financial Result  
 FY2012  
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1. Trend for recovery from bottom-out in 4Q  
   - double digit growth in profit 
     Net sales 99％, operating income 121%, and net income 153％ (YOY)  

2. Cost optimization 
     SG&A  82% YOY  
         (alliance fee 68%, personnel expense and other SG&A 88% (YOY)) 

3. Maintained 150 yen dividend by retaining  
    over 100 billion yen cash income 

4. Outperformed ROE 10.9% in pharmaceutical sector  
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FY2011 FY2012 

Results Results YOY 





Key Words of FY2013 
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‘Proactive approach’- 
with strong commitment to: 

Next-generation Six Products 
Japan Business 
Asia Business 

Financial Policy 



Sales by Segment 

FY2012 
Result 

YOY 
FY2013 
Forecast 

YOY 

Japan 
Prescription 

OTC 
Generics 

328.8 
282.2 
21.1 
19.6 

88 
85 
97 

143 

333.0 
281.0 
22.5 
23.5 

101 
100 
107 
120 

Asia 
China 

South Korea, Taiwan, ASEAN, and others 

41.3 
21.8 
19.4 

120 
129 
110 

53.0 
28.0 
25.0 

128 
128 
129 

Americas 153.3 97 138.5 90 

Europe, Middle East, 
Africa, and Australia 
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 (billion yen) 

FY2012 
Operating income 

Impact of LOE 
in the U.S. 

AcipHex 
Dacogen 

Aricept 23mg 

Proactive 
investment  

for R&D 

Halaven 
Fycompa 

Pivotal study 
for lenvatinib 

Growing 
segments 

Asia region 
Generic business 

Rapid growth of 
next-generation 

six products 
 

Halaven 
Fycompa 
BELVIQ 
Humira 
Lunesta 
Lyrica* 

FY2013 
 Operating income 

forecast 
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Strengthen cost 
structure by 

transforming into 
lean operation 

Continuous cost 
optimization such 
as alliance fee in 

Japan 

40 

50 

60 

70 

Aim to Achieve Double- digit Growth of Operating Income  
with Next -generation Six Products  and Cost Optimization  

80 

70.5 

78.5 

111% YOY 

*Alliance revenue 





Halaven 
Establish presence for metastatic breast cancer treatment  
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2.2  

16.0  

22.6  

34.0  

150％  
YOY 

(billion yen) Seek to establish position as first choice metastatic breast 
cancer treatment in Japan 



Halaven  
Potential inhibitory effect on tumor metastasis hypotheses  

and product value maximization projects  

 

Product value maximization projects 
 Application submitted in Europe for potential earlier line treatment indication on April 26, 2013 
 <Investigational studies> 
 NSCLC (
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Fycompa  
Further contribution to patients by fulfilling  

unmet medical needs  



BELVIQ ® 

Plan to launch on June 7 

* CVOT: Cardiovascular Outcomes Trial 

Accelerate development of  
new weight management market in the U.S. 

• Publication in the Federal Register on May 8  
(local U.S. time) 

• Launch following the effective date of June 7, 2013 
• Aim to establish BELVIQ® as best-in-class 

supplemental drug therapy in weight management  
• Expand patients’ access (initiate negotiation to seek 

40% coverage of commercial lives including 
employer market within the first year of launch) 

• Focus on increasing awareness to expand the 
market (approx. 4 million projected in 2016) through 
disease awareness campaign 

New entry to Americas region 
• Submission completed in Mexico 
• Plan submissions in Canada and Brazil in 

FY2013 

 
Product value maximization 

• Plan for evaluation of additional 
indication/formulation to maximize product 
value through implementation of CVOT* 
clinical trial under the partnership with Arena 

BELVIQ® Launch Conference held in Florida 

First obesity treatment approved by the FDA in 13 years 
 

Adjunct to a reduced-calorie diet and increased physical activity for chronic weight management 
 

Novel chemical entity that selectively activates 5-HT2C receptor  
 

Sustained efficacy in patients who achieve 5% or more weight loss benefit within 12 weeks of treatment 
 

Statistically significant effect on glycemic control in type 2 diabetic patients  
 (HbA1c and fasting plasma glucose) 

 

BID dosing that does not require titration 
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Aim to enhance patient contribution by 
focusing on chronic diseases (AD,RA, 

and others) as districts-oriented diseases 

New business model focus on  
patient coordination with critical condition 

and oncology hospital-hospital 
coordination   
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Oncology hhc unit 
Broad medical districts focus on 

specialty facilities as core: 4 districts 

 



 ◎: AD medical center (6 centers) 
 ☆: AD support doctor (18 doctors) 

Enhance patients’ and families’ 
satisfaction through district-oriented 

activities  





Proactive Approach to Halaven 

Leverage two major 
evidences 

 
Emphasize clinical benefits 
from 305 and 301 Studies 

results 
 

Emphasize OS extension 
and QOL improvement 
benefits through small 

group discussions 

New approach to 
physicians 

 
Expand coverage of 
physicians to general 

surgeons who cover over 
50% of whole breast 

cancer patients 
 

  Further contribution to    
  patients 

* A: anthracycline anticancer agents   T: taxane anticancer agents 

Enhance activities following breast cancer patients’ medical 
consultation by dedicated MRs in 21 medical districts 

Create innovative 
evidence from Japan 

 
Established Oncology 

Medical Dep. 
 

Accelerate to create new 
evidence for earlier line 

treatment after AT 
treatment 

Establish position as the first choice treatment after 
 AT* treatment for further patient contribution 
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 Proactive Approach to Asia Business 



Increased the number of patients 
treated with Halaven over 4 times by 
implementing Tiered pricing policy   

 
 
 
 
 
 
 
 
 
 
 

Proactive Approach to Asia Business (1)  
Pricing Policies 

従来モデル 
新規モデル 

インド フィリピン 



Proactive Approach to 
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Proactive Approach to Asia Business (3)  
Products 

Branded prescription  

Vietnam 
Myanmar 

 
Strengthen business platform by 

leveraging partnership for 
growth opportunity 

 
 

Generics 







27 

Transformation of Financial Policy to More Proactive Approach  
Vigorous investments for growth built on cash- generation capabilities  



FY2012 FY2013 

Results  % Forecast  % YOY 

Sales 573.7 100.0 578.0 100.0 101 

  Cost of Sales 174.1 30.3 180.5 31.2 104 

Gross Profit 399.6 69.7 397.5 68.8 99 

 R&D Expenses 120.4 21.0 127.5 22.1 106 
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Profit by Segment 

FY2011 FY2012 

Segment  
Profit 

% 
Profit 
Ratio  

Segment  
Profit 

% 
Profit 
Ratio  

YOY 

Difference 
from 

previous 
year 

  East Asia  

  (Japan) 
167.4 

[162.6] 
73.1 

[70.9] 
41.8 

[43.6] 
149.1 

[143.3] 
74.4 

[71.5] 
41.1 

[43.6] 
89 

[88] 
(18.4) 

[(19.3)] 

  AMERICAS 

  [$ million]
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Sales of Aricept and Pariet/AcipHex 

FY2011 FY2012 

Results Results YOY 

East Asia 

(Japan) 
113.8 

(108.3) 
78.8 

(72.4) 
69 

(67) 

AMERICAS 

[$ million] 
11.4 

[144]  
11.0 

[133] 
96 

[92] 

EMEA
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Performance of East Asia  
Pharmaceuticals Business 
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Performance of AMERICAS   
Pharmaceuticals Business 

FY2011 FY2012 
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Performance of EMEA and Indo- Pacific 
Pharmaceuticals Business  
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Main Pipeline for Product Creation 
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Phase I  

Oncology  

Neurology  

Phase II  Phase III  Submitted  

Immunological Reaction   
etc.  

Halaven  
BC *1  2nd line 

(Europe) 

Halaven  
BC *1  1st line 


	FY2012�(Fiscal Year Ended March 31, 2013)�Financial Results Presentation

