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Safe Harbor Statement

Risks and uncertainties include general industry and market conditions, and genera
domestic and international economic conditions such as interest rate and currency
exchange fluctuations. Risks and uncertainties particularly apply with respect to product-
related forward-looking statements. Product risks and uncertainties include, but are not
limited to, technological advances and patents attained by competitors; challenges
inherent in new product development, including completion of clinical trials; claims and
concerns about product safety and efficacy; regulatory agency’s examination period,
obtaining regulatory approvals; domestic and foreign healthcare reforms; trends toward
managed care and healthcare cost containment; and governmental laws and regulations
affecting domestic and foreign operations.

Also, for products that are approved, there are manufacturing and marketing risks and
uncertainties, which include, but are not limited to, inability to build production capacity to
meet demand, unavailability of raw materials, and failure to gain market acceptance.




Mid-term Strategic Plan
“HAYABUSA”

(FY2011-2015)

- Era of Transformation -

Hayabusa:

Hayabusa, an asteroid explorer, has
traveled over 6 billion kilometers
overcoming two major crises

yet returned having achieved

Its original objectives.






Aspiration



Enhancing Contributions to Patients
In the Era of Great Globalization

5-year cumulative number of patients Number of countries
served by Eisai Products served by Eisai products
(Million)

500+

More Than
Double

FY2006-10 FY2011-15



Dawn of Great Globalization
Entries to All Top 20 Countries in Next 5 years

Significant expansion of
contributions to patients through
our corporate mission “human
health care” concept*!

Global number of patients Eisai serves to
significantly expands from 200 million+
during FY2006-2010 to 500 million+ during
FY2011-2015

Contribution to over 250 million populations
at risk of lymphatic filariasis in 37 countries,
providing 2.2 billion tablets of DEC
(Diethylcarbamazine) at price zero in

| Current presence |

| Markets to enter |




Toward Global Top Tier (1)

Transformation of P/L structure

i i i Significant increase in
15u 16 u Operating - - .
22u 2506+ orofit operating profit ratio
\ 15% to 25%+
3 \ ~ Alliance
fees Wind down the partner
SG&A (Others) dependence
Cost Efficient and lean
efficiency

organizational structure

Increasing investment
Broactive for securing growth by
investment Innovation

18% to 20%-+

R&D expenses

COGS Target 26%

Thorough cost
FY2010 FY2011 FY2013 FY2015 reduction

Forecast Target Target Target







Overview of Plan “HAYABUSA”

Rise of East Asia Region to drive growth of global Eisai

Dawn of the great globalization era: benefiting millions
more patients with our product line-up including zero-price
product and entering all of global top 20 markets

Efficient and lean commercial structure to create value for
patients

Thrusting into global top 10 in oncology by reaching
US$2 billion sales through women’s oncology strategy

Evolving towards “focused” medicines to maximize patient
benefits
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FY2010
Forecast

FY2011
Target

FY2013
Target

FY2015
Target
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Roadmap Supported by Key Events
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Transformation of Regional Balance

From U.S.

» East Asiato lead overall
growth, especially in Japan
and China, expanding from
49% in FY2010 to 63% in
FY2015 with 6% CAGR (26%
CAGR in China, 5% CAGR in
Japan)

 Emerging / New Markets in
investment period, increasing
from 1% to 4% and focusing
on India, Brazil, Russia,
Canada and ASEAN with
CAGR of 34%

» Streamlined and refocused
US and Europe operations,
shifting to specialty
businesses such as oncology
and epilepsy

to East Asia and New Markets

Revenue By Region

CAGR

(Billion Yen) (FY2010-15)

800 Others
700 \\
6%
\/ 23% | US

600 -
Emerging /
500 - New Mkts
400 -
East Asia
300
(Japan)
200 .
(China)
100
0
FY2010 FY2011 FY2013 FY2015

Forecast Target Target Target

5%
:V\
%

2

(5%)

(26%)




Outline of East Asia Region

Concept of East Asia

Ahead of the competition,
synergy of knowledge sharing,
local talents across East Asia Region

Sharing and expanding hhc
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Transformation to Efficient and
Lean Commercial Structure
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Transformation to Efficient and
Lean Commercial Structure






Transformation of Franchise Portfolio
From Aricept/Pariet to Oncology, Epilepsy, and Liver Diseases

* Oncology represents significant
unmet medical needs in both
matured and emerging markets —
rapid expansion surpassing
180B+yen in FY2015 to place Eisali
in top 10 globally (150B yen in
women oncology alone)

» Aim for global leadership position
within neuroscience

- Further enhancement of patient
values with Aricept (23mg etc.) in the
$5B+ AD market
Growth in East Asia and emerging
markets

- Franchise expansion (perampanel,
Zebinix, Banzel/lnovelon, etc.)
towards global top3 in $4B+ market
of epilepsy

* Build-up of liver business in
emerging markets (clevudine,
Stronger Neo-Minophagen C, Livact,
etc.)
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Revenue By Franchise

(Billion Yen)
900 - CAGR
(FY2010-15)
800 ~
3%
700 A 27% Others
24% Cverd
Iver aisease
600 _\ _— treatments, etc.
4% —1 Gl/
3% i Pariet/
\\——f Liver 0
500 A 9% Aciphex ~12%
18%
i 0
400 ST Oncology
10%
300
200 Epilepsy, etc.
> Neuroscience
100
Aricept  -15%
0
FY2010 FY2011 FY2013 FY2015
Forecast Target Target Target

Note: assuming no acquisitions






19

Project

Prioritize Projects
with High Probability of Success

* Focus on the in-house projects with POC completed
to deliver meaningful result by 2015

Indication

Development Stage

Submission Schedule

perampanel LCM Generalized seizures FY2013
Partial onset seizures FY2013
(monotherapy)
Lennox-Gastaut syndrome Beyond FY2014
el Platinum-sensitive ovarian Ph Il FY2012
cancer
Platinum-resistant ovarian Ph I FY2012
cancer
lenvatinib Thyroid cancer Ph Ill in preparation FY2013
Melanoma Phll FY2012
Endometrial cancer Ph Il FY2012
Hepatocellular carcinoma Ph 1/l Beyond FY2014
E5501 Idiopathic thrombocytopenic | ) in preparation FY2013
purpura (ITP)
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“(Approval of Halaven was) a Triumph of

Chemistry and Tenacious Research”
-Wall Street Journal-

z An article on Wall Street Journal titled “New Breast Cancer Drug Found
Deep in the Sea” by Peter Landers on January 3, 2011

Amid a dry spell for breakthrough cancer drugs, recent U.S. approval of Eisai Co.'s
Halaven represern ome vindication for a small aroup of researchers who believe
contrary to recent pharmaceutical fashion, that molecules from nature hold promise
against hard-to-treat diseases.

The Food and Drug Administration's
approval of Halaven in November for
treating late-stage breast cancer was a
triumph _of chemistry and tenacious
research. Its path, extending nearly three
decades from the first studies,
demonstrates not only potential benefits
but also some of the hurdles in the hunt
within nature's bounty for drugs of the

Halaven is derived from a substance in a future. (excerpts)
Japanese black sponge Okadai







Contribution to Alzheimer’s Disease Treatment
Next generation AD treatment in addition to Aricept franchise

Aricept franchise strategy Next generation
Growth Ratio of AD treatment

Dementia Population

over next 20 years
(internal estimates)

» Position Aricept 23mg as essential drug for
+63% moderate-to-severe AD BAN2401
» Rapid uptake of 23mg to achieve $600 Novel fully humanized monoclonal
million sales in FY2012 antibody that removes neurotoxic
beta-amyloid protofibrils, which is
+ Realize “AD life-time care” for AD patients considered as one of the causes of
and caregivers by providing product, services, AD
45704 information, and network for disease
prevention, diagnosis, and treatment
* Maintain approx. 100 billion yen sales E2609
annually Next-generation AD treatment that
reduces total beta-amyloid, aiming
not only symptomatic improvement
« Establish Aricept business unit but also disease modification
« Expand market access with business unit
+117% focused on AD
» Pursue five-fold sales increase from FY2010
to FY2015 E2212
Next-generation AD treatment that
+107%  * Expand market access through disease expects symptomatic improvement as
awareness programs and affordable pricing well as disease modification

* Increase 10mg contribution for upcoming

+77%
23mg launches
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Focus In women’s oncology
Vying for a Top 10 Oncology Spot

Halaven farletuzumab
Aloxi/netupitant | lenvatinib others



Aim for Global Top Three
Epilepsy Player

Perampanel to Drive Growth

Global Epilepsy Franchise « Extensive epilepsy treatment lineup
Sales Outlook with different mechanism of action,
bill including perampanel, Banzel/lnovelon,
(billion yen) Zebinix, and Zonegran
J
VN « Perampanel as first-in-class AMPA

receptor antagonist to provide a new

B perampanel others treatment option to epilepsy patients

N
TN '
» Further enhancement of patient value

by perampanel: adjunctive therapy of
primary generalized tonic-clonic

RNN seizures, monotherapy of partial
seizures, and Lennox-Gastaut
Syndrome

P NN
e Provide value-added information

utilizing rich clinical data and patient

data
N a 1 1 1 1
FY2010 FY2011 Fy2013 © FEy2015 » Evaluate for potential combination

Forecast Target Target Target therapy within Eisai products

Accumulate knowledge about epilepsy while providing physicians
24 and patients with value-added services as well as information



Growth of Liver Disease Franchise

Expansion in East Asia and New Markets
with clevudine, Livact, Stronger Neo-Minophagen C, and E5501

(billion'yen)  product lineup to cover liver diseases <+
from diagnostics to treatment

PRN Diagnosis PIVKA = >(E
Hepatitis B clevudine, Stronger Neo-Minophagen C 13 E
Hepatitis C  Stronger Neo-Minophagen C ]
Hepatic cirrhosis Livact
Hepatocellular carcinoma DC-Bead, lenvatinib, E7050
Idiopathic thrombocytopenic purpura (ITP

OPN

N l 1 1 1
0G 0G 0G 0G

xkt
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Investment for Growth

Cash income
approx.
300B yen .

: 50B yen level

Shareholder
return

30%+

Debt
repayment
25-30%

FY2006-2010 FY2011-2015
Forecast Target
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Case

1. Objectives of M&A and business
development (BD):
—Accelerating growth in East Asia

— Establish new business model in new
markets

—Enhance CNS product portfolio

—Enrich the product line-up in the area of
women’s oncology

2. Technology platform:
-Investment for transforming to “focused”
medicine
3. Strategic CAPEX:
—Production of monoclonal antibody
— Expansion of manufacturing facility in



Toward Global Top-Tier with

the Metrics of Shareholder Value Creation

z ROE: 20u or more
- Positioned as top priority indicator for
shareholder value creation
- Far exceeding Cost of Equity
- Aim at world-class 15% of Equity-Spread*!

- Enhance capital efficiency by reducing cross-
shareholdings and other means

z DOE: 8% or more
- Intend to reimburse Cost of Equity
with actual cash dividend
- Allotting 1/3 of Cash Income as dividend

- Stability policy for sustainable dividend payout

z Net DER™: 0.3 or less

- Decreasing WACC™and maintaining credit rating

- Secure the financial leeway in balance sheet
management
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ROE
(%)

FY2011
Forecast Target Target

"1Equity spread: ROE — cost of equity (%)
"2WACC: Weighted Average Cost of Capital
*8Assuming 8% level of cost of equity

Target
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Robust Increase of Cash Income

FY2015 Target
Aim at cash income of 170B+ yen

FY2010 Forecast
Cash income of 121B yen

Strategic
investment Debt repayment
Dividends
Allocating
approx. 1/3 of
cash income

in the mid-term range

DOE of 8%+ Striving to maintain and
| | increase dividends




Reference Information



Overview of the
Dramatic Leap Plan (DLP*)

*DLP: Mid-term Strategic Plan
during FY2006 and FY2011
replaced by plan “HAYABUSA”



Global success of
Aricept and Pariet/AcipHex
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Proactive M&A with leveraging strategy

e 2006 Acquisition of Ligand products (US$205M) = cash deal
» 2007 Acquisition of Morphotek (US$325M) = cash deal
e 2008 Acquisition of MGI (US$3.9B) = debt financing

Funding with pecking order of shareholder value creation,




Pros and Cons of product creation

Projects lagged behind the schedule

Halaven (previously assumed filing

— — — ————— — ——— - —— = —
= - = — — — - == —= — — —
———— — e ———— — =
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Pros and Cons of global partnership




Pros and Cons of Financials

amortization of marketing rights, and the increase of COGS

. Enhanced cash generation capability as a result of success of Aricept and
Pariet/AcipHex, strategic investment in MGI, and cost efficiency (the
cumulative cash income, excluding foreign exchange impact from FY2006
through FY2010, outperformed the DLP target)

Allocating 1/3 of cash income to investment for growth,
1/3 to shareholder return, and 1/3 to debt repayment
In the mid-term range
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Alzheimer’s disease:
Development of disease modifiers
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Evolving towards “Focused” Medicines



H3 Biomedicine: Realization of personalized

medicine Higher efficacy and better safety profile for
selected patient population
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Enriching Pipeline






