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Forward-Looking Statements

8 Information given in this presentation contains cerain forward-dooking statements conceming forecasts, projections
and plans whose realization is subject to risk and uncerainty from a variety of sources. Actual results may differ
significantly from forecasts.

B Business perfformance and financial conditions are subject to the effects of medical regulatory changes made by
the governments of Japan and other natiens conceming medical insurance, drug pricing and other systems, and to
fluctuations in market variables such as interest rates and foreign exchange rates.

B The process of drug research and development from discovery to final approval and sales is long, complex and
uncerain. Individual compounds are subject to a multitiude of uncertainties, including the termination of clinical
development at various stages and the non-approval of products after a regulatory filing has been submitted
Forecasts and projections conceming new products take inte account assumptions conceming the development
plpelines of other companies and any co-promotion agreements, existing or planned. The success or fallure of
such agreements could affect business performance and financial condition significantty

B Business performance and financial conditions could be affected significantly by a substantial drop in sales of a
major drug, either currently marketed or expected fo be launched, due to termination of sales as a result of factors
such as patent expiry and complications, product defects or unforeseen side effects. Santen also sells numercus
products under sales and / or manufacturing license from other companies. Business perfermance could be
affected significantly by changes in the terms and conditiens of agreements and/or the non-renewal of agreemenis.

W Santen is reliant on specific companies for supplies of certain raw materials used in production. Business
perfarmance could be affected significantly by the suspension or termination of supplies of such raw materials if
such an event were to adversely affect supply capabilities for related final products
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Taniuchi: Hello, everyone. My name is Shigeo Taniuchi, and | am the CEO of Santen Pharmaceutical. Thank
you very much for taking the time to join us today.

Please refer to the third page of the presentation material disclosed this morning. As the moderator
mentioned, this is the agenda for today. First, | will give an overview of our Medium-Term Plan, MTP2025,
and then Mr. Ito, Mr. Yamada, and Mr. Sallstig, who are in charge of Japan, China, and product development,
will explain the three areas, respectively.




We had originally planned to disclose this Medium-Term Plan in April, but we decided to postpone the
announcement by one month. During this period, we have reviewed our strategy and re-examined our goals
and priorities. Today, | would like you to understand our management team's thoughts and determination for
the next five years and beyond.

From Vision 2020 to Santen 2030

What we have achieved ]

Vision 2020: Evolved into a
"Specialized Pharmaceutical
Company with a Global Presence"

Rapidly expanded presence in each region by
capturing inorganic growth
as well as organic growth

Established new organizational capabilities
such as regulatory affairs,

production and supply while entering and
expanding sales in new countries

Evolved into a global organization

Drove growth by investing in R&D
and business development

Provided pharmaceutical solutions for
ophthalmic area

Challenges

Achieving balance between strategic
investment and profitability

Profit margin/ROE declined despite growth

Further clarification of financial discipline in
investment decisions and value maximization of
existing assets will be key

Improving the profit margin

While sales and profits increased, expenses for
regional and business expansion depressed profit
margins

Necessary to optimize SG&A and COGS
Establishing a global organization

Enhancing development and leadership capabilities is
a work in progress

Achieving sustainable business growth and
solving social issues

Proactive initiatives for DE&I and environmental
protection

Strengthening quality and quantity of external
disclosures

Provide more concrete strategies/plans with numerical
targets to address investor concerns
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First of all, let's talk about Santen's vision and medium- to long-term goals. Please see page 5.

First of all, in order to realize Vision 2020, our goal of becoming a specialized pharmaceutical company with a
global presence, | believe that we have been able to greatly enhance our global presence over the past 10
years by accelerating our global expansion.

In China, Asia, EMEA, Europe, the Middle East, and Africa, in addition to increasing our presence in these
regions, we have launched many products and provided solutions in the ophthalmology field.

At the same time, we have identified issues that need to be addressed in order to realize Santen 2030. In
terms of profitability, we believe it is crucial to improve our profit margin and ROE. We will focus on stricter
financial discipline in growth investments than ever before and on maximizing the value of our existing assets
by ensuring that they are linked to earnings.

In addition to the steady commercialization of our existing assets, we will further strengthen our efforts to
address ESG issues, including diversity and environmental issues, and work to resolve social issues. We will
strive to improve our corporate value by communicating more actively with our investors than ever before.




CORE PRINCIPLE and WORLD VISION

o | R ILALTS

PRINCIPLE Tenki ni sanyo suru

“Exploring the secrets and mechanisms of nature in order to contribute to
people’s health” *

WORLD Happiness with Vision
VISION

The Happiest Life for every individual, through the Best Vision Experience

* Santen'’s original interpretation of a passage from the Zhongyong (The Doctrine of the Mean) by Confucius.
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Please see page 6. This is the origin of our company's name and our basic philosophy: "Exploring the secrets
and mechanisms of nature in order to contribute to people’s health.” We are working ceaselessly in order to
realize our WORLD VISION, "Happiness with Vision."

Please see page 7. Being able to see is something that most people take for granted. However, it is estimated
that at least 2.2 billion people in the world are now suffering from some form of vision impairment. This is a
very serious social problem. Therefore, the field of ophthalmology is highly relevant to the realization of the
SDGs, and the WHO and the United Nations have begun discussions on this topic.




We are convinced that the field of ophthalmology is a growth area that will attract more and more attention

in the future. As a specialty company in this area, Santen aims to grow by contributing to the resolution of
these social issues.

Santen 2030 - Toward 2030 and beyond -

i Become A Social Innovator

Orchestrate and mobilize key technologies and players around
the world, to deliver happiness through vision

GOAL Aim to reduce the loss of social and economic opportunities for
people around the world due to eye conditions

@ Ophthalmology

Innovation in Ophthalmology and Acceleration of Ecosystem Development

STRATEGY | @ Wellness

Awareness and Proactive Care toward Better Eye Condition
©® Inclusion

Building Society that is Inclusive regardless of Visual Impairment
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Page 8, please. Last year, we announced our long-term vision, Santen 2030, with the aim of solving social
issues related to eye disease. The vision of the Company is "Become A Social Innovator," and it aims to reduce
the social and economic opportunity loss of people around the world due to eye disease. We are currently
implementing measures to achieve medium- to long-term growth through these efforts.




Evolution from Vision 2020 to Santen 2030

Santen 2030 (2021-2030)

Vision 2020 (2011-2020) MTP2025 (2021-2025) Become a Social Innovator
—— Expanded global market —— — Transformation into a truly global —
presence ophthalmology Rx company

Step 1
Expand overseas by leveraging
Japan's strengths

Step 2
Enhancing globalization and
entering new fields

Step 3
Leader in ophthalmology

Santen as of 2011 ’ Santen as of 2021
Core ’
CN i Business us e
i Cell/ Gene/
B Asia JP Gene i Core \
. (@ Outof Businesses ~ Outof
EMEA 5159 CN Pocket : Global Rx Pocket
: EMEA Digital (incl. US) .
Health <Digital
i ; - Health'
E;%%R%,?:gﬁ,aglyy;?e:ctf?&g:ﬁ;::et i Maximize the value of core businesses.
from Japan. Established global i Leverage to enter new businesses and H
presence (excl. US) i) Tevadree ) | Achieve business consolidation in ophthalmic
« Expanded presence in Asia and EMEA | ° Enter the US ophthalmic Rx market i products, incl. US.
after acquiring Merck products in 2014 through the platform of Eyevance i Further evolve business model while expanding
¢« Investin future growth areas such as : into new technology / out-of-pocket
cell and gene therapy, out of pocket : To become a Social Innovator that contributes
market and digital health i to society in the ophthalmic space
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Page 9, please. In order to realize Santen 2030, here is a list of what we aim to achieve by 2025, which is the
final year of this Medium-Term Plan, and further beyond to 2030.

For the past 10 years, from 2011 to 2020, we have been rapidly expanding our business overseas in China,
Asia, and EMEA, while leveraging our strengths as a top ophthalmic pharmaceutical player cultivated in Japan
during this period.

In the next 10 years, we will further mature our global operations in the US and other countries and deepen
our business model by expanding into business areas that are expected to grow in the future, such as cell and
gene therapy, the out of pocket market, and digital health. We aim to become a company that can realize
people's happiness through vision.

MTP2025 is the plan for the coming five years to realize this. We will focus on maximizing the value of our
core businesses, while entering new business fields. We have positioned the next five years as a very
important period for us to achieve growth in 2026 and beyond.




Aiming for Growth in Adjacent New Areas
by Leveraging Strengths Built up in Core Businesses

Technology (Operation model)

Digital / Device Small Molecules New Modality
e Rx Pharma
B PRESERFLO
g MicroShunt Core
- Treatment Businesses us Cell
L8 (Reimburse Twenty Twenty Global Rx therapy
5 ment) Therapeutics SRS Product
= (IV with Verily) expertise/
= knowhow
o
o
o
£
@
g Treatment
= (out-of- Myopia Ptosis Bassasasing -
E pOCkEt) (see next page) -
g /Wellness
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Next, on page 10, we show you the image of business expansion.

First, we will leverage the strengths we have cultivated in our existing core pharmaceutical business to secure
expansion in the United States. While maximizing our strengths in this core business, we will expand our
business into new areas, such as digital and devices on the left, new modalities on the right, and out of pocket
and wellness on the bottom.

We aim to achieve high growth by capturing growth opportunities while responding to market needs and
technological innovations.




Leveraging Santen’s Strengths for Further Expansion

@) Track record of commercialization, monetization,
o _ and multi-region operations in ophthalmic area
Organizational

excellence @

Differentiation of product development through patient needs-driven
/innovation x repurposing

to continuously improve value of the patient experience together

o Symbiotic business model specialized in ophthalmology that aims
: & with ophthalmologists

Customer Unparalleled customer equity in Japan, China and Asia

equity

Global network as a leading company in ophthalmic area

L (Pharmaceutical companies and startups, universities and research
institutions, IT and other industries)

Copyright® 2021 Santen All rights reserved. §anten

Page 11, please. So, what are our strengths as a company specializing in ophthalmology? | think there are two
main points here: organizational strength and customer equity.

In terms of organizational strength, Santen, as a company specializing in ophthalmology, has been able to
meet the unmet needs of people with eye problems and contribute to the development of ophthalmology
through its strengths in industrialization, commercialization, and internationalization. In other words, we have
the experience, know-how, and global organizational network to develop and market ophthalmology-focused
products to the world.

In addition, we have a strong customer equity around the world, which we have built up over many years of
commitment to the development of ophthalmology.

Santen will never withdraw from ophthalmology, and Santen will continue to work earnestly for the
development of ophthalmology. The corporate stance and strategies that embody this commitment to
ophthalmology are our strengths and differentiators.

By making the most of these sustainable competitive advantages, we will achieve further growth in our core
businesses and growth in new areas.




Management Themes to be Addressed over Mid-/Long-term

Santen 2030 (2021-2030) —
— Vision 2020 (2011-2020) — —— MTP2025 (2021-2025) —

.
Step3
Step? 3 Leader in ophthalmology
® Step : Enhancing globalization and ~ :
- & entering new areas H
Expand overseas by leveraging :
Japan's strengths :
Q Strengthen global presence and profitability @ Capture the potential of ophthalmic domain
of core pharma business = Launch business in new areas
- Determined shift in focus from "quantity” to - Establish US pharma business
"quality” - Expand into areas such as cell/gene therapy,
- Steadily monetize existing assets out-of-pocket and digital health
= Enhancement of new pipeline + disciplined
execution of LCM « Establish ophthalmology ecosystem
- Regional expansion, indication - Promote cooperation and collaboration with
expansion and LoE countermeasures other players mainly in China and Asia
« Transformation into a "truly” global company
- Global organization and process optimization
- Investment in production facilities to establish
global framework
Copyright® 2021 Santen All rights reserved. §anten

Page 12, please. This is the theme we will work on in the future.

First, we will do our utmost to further develop a global presence in the pharmaceutical business and to ensure
the profitability of existing assets. On the right side, in order to capture significant growth potential in the
next five years, we will establish a pharmaceutical business in the United States, enter new fields, and actively
contribute to the development of the ophthalmic ecosystem in China and Asia, where growth potential is high,
to capture compound growth.




Positioning of Major Pipeline in MTP2025 (Step 2)

’ Monetizing projects by leveraging Santen's development strengths (as a specialized
ophthalmology pharmaceutical company) and enhancing development capability

Major
pipeline

Timing of
revenue
contribution

Launch - value maximization

Glaucoma
STN1011700 (Eybeiis)
STN1013900 (Rhopressa)
STN2000100 (PRESERFLO MicroShunt)
Tapros new Instillation system product

Dry eye

= STN1008903 (Diguas new formulation)
Allergy/inflammation

- STN1007603 (Verkazia)

» STN1011402 (Alesion new formulation)

Ptosis
+ STN1013800 (RVL-1201)

Step2
MTP2025 g021-2025)
JOLCK

<A B
s

Alesion Trademark of alliance pariner Nippon Boehringer Ingelheim
Copyright® 2021 Santen All rights reserved.

Promote steady development

Glaucoma
- STN1012600 (Sepetaprost)
- STN1014000 (Rocklatan)

Myopia
STN1012700 (Atropine)
STN1013400 (AFDX)

Retinitis pigmentosa
STN6000100 (jCell)

Thorough Life Cycle Management
(Regional expansion, line extension,
LOE countermeasures)

Step3 (2026-2030)

&

/
/
S/

Early stage/in-licensing

Multiple pipelines for
future growth

(Glaucoma, dry eye,
BOTE, myopia, cell/gene
therapy, digital etc.)

=N

$anten

Page 13, please. This future growth is made possible by an attractive pipeline of short-, medium-, and long-

term projects.

First of all, on the left side, during the period of MTP2025, we expect pipelines focusing on glaucoma, allergy,
and dry eye to penetrate the market and contribute to earnings. These include the global expansion of Eybelis,
the ROCK inhibitor introduced last year, and the PRESERFLO MicroShunt, as well as new formulations of Diquas
and Alesion. We also anticipate that ptosis drugs will start contributing to revenue during the MTP2025 period.

In addition, we will develop new products for myopia and retinitis pigmentosa, which are expected to expand

in the future.




Concepts Behind Mid-/Long-term Targets

Contribute to sustainable development of society by addressing social issues.
Aim to increase corporate value over the medium- to long-term

Contribution to society based on our

corporate philosophy Management stance and mid-/long-term targets

« Tenki ni sanyo suru Contribute to people with eye diseases and disorders and

+ Happiness with Vision healthcare professionals by providing products to meet
needs -

Contribute to all stakeholders, including people . . .

suffering from eye diseases and disorders, healthcare Commitment to improve TSR as a comprehensive

professionals and shareholders metric for enhancing shareholder value.

In addition, commitment to balance ESG strength
« Emphasize an appropriate balance between growth and

: profitability
& « Strengthen ESG: Set clear KPIs and enhance initiatives

Copyright® 2021 Santen All rights reserved. §anten

Please go to page 14. | would like to talk about the concept of medium- to long-term goals here.

In accordance with our basic philosophy, we aim to grow by solving social issues. The right-hand side shows
our management stance and our approach to medium- and long-term goals. By working with medical
professionals and partners to provide products and services to people with eye disease and problem, we will
strive to increase our corporate value while contributing to the resolution of social issues related to the eyes.
In this context, we will aim to improve TSR, a comprehensive indicator of shareholder value, and further
strengthen ESG.




FY2025 targets and Image of Growth Toward Santen 2030

Achieve both sales growth and profit improvement to realize Top 1/2 TSR within the pharma
industry, and provide stable shareholder returns

4

As of FY2020
Step 1 (~2020)

Global expansion of
core businesses

Net sales
Business  Operating profit ratio
Strategy (Core basis)

Operating profit (IFRS)
Financial
Strategy ROE

Shareholder
Value Shareholder return

BUSiness Overseas sales ratio

Targets New area sales ratio

oss on STN2000100 depressed of
4% in FY2020 due to the impairm loss de |
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rating profit m
scribex 1, *4 Compared to operating f

JPY249.6 B

5.2%" (20.1%)

JPY12.9 B upY3s0B
adjusted for impairment loss*?)

2.2%

Dividend payout ratio
approx.30-50%'3+Buy-back

32%

nargin by 10 *2 Operating profit adjusted fo
Co rofit adjusted f

djuste
mpairment loss

FY2025 target

Strengthen core business profitability
Launch mid-/long-term growth drivers

Top 1/2 level in pharma industry
2 JPY315.0 B (CAGR 5%)
> 21% (= 24%)

>1.Ttimes™ vs. FY2020 (JPY66.0 B)
213%

Dividend payout ratio = 40%
+Opportunistic share buyback(s)

>50%

(added back) the impact of impaimment losses, efc , described in *1

Santen 2030 growth image
Step 3 (~2030)
Strengthen profitability of mid-flong-
term growth drivers.
Improve global presence by integrating
core businesses and new areas

500.0B
30
150.0 B
20
2/3
30

Next, on page 15, | would like to talk about the KPIs in MTP2025 based on the concept | explained earlier.

As a goal for 2025, we aim for TSR to be above the median level for global pharmaceutical companies. We
believe that growth in sales, revenue, and profit, as well as the continuation of stable shareholder returns are
important for increasing shareholder value. Specifically, we are aiming for sales of at least JPY315 billion and
full-basis operating income of at least 21%. On a core basis, we aim to achieve 24% or more, an improvement
of 4 percentage points or more from the FY2020 level. In addition to this improvement in profitability, we will
also leverage our financial leverage to achieve our ROE target of 13% or higher.

With regard to shareholder returns, in addition to maintaining a stable dividend payout ratio of 40% or more,
we will return surplus funds through share buybacks. | will talk about the details later, but as a first step, we
have decided to increase the annual dividend by JPY4 compared to the previous year. The annual dividend in
FY2021 will be JPY32.

As for our business goals, we will continue to promote global growth and raise our overseas sales ratio, which
is currently about one-third, to more than 50%.

While it is important to steadily work to achieve the 2025 target, we are always keeping an eye on long-term
growth. The figures for 2030 shown on the right side of the page are just an image of what we would like to
achieve as a management team. In order to realize this image, we will manage our business from a long-term
perspective, not only to resolve short-term issues but also to firmly address long-term growth opportunities.




Business Plan Summary

Demonstrate our ability to generate earnings through steady growth in core business and
’ improved profitability. Target sales of JPY 315.0 B, core operating profit of JPY 75.0 B (24%
margin) and operating profit of JPY 66.0B (21% margin) in FY2025

Core business New areas ] Total Core operating
New disease profit/ratio
Japan China Asia EMEA Americas  /others (vs. FY2020)
315.0 JPY75.0 B
24% (+4%pt)
Net Sal . i '
(JgY bﬁli%ﬁs) 150.0 Operatl(ng prc):flt/rano
(vs. FY2020)
40.0 35.0 50.0 24.0 JPYGG 0 B
i 16.0 g
= [ | [ | = == 21% (+16%pt)
E':QJC-;QR@ iy 1% 15% 6% 64% : 5%
In-house
developed 20/,
products
only™

Now, | would like to explain the contents of the business plans for each region and business to achieve the
goals | just mentioned. Please see page 17.

In order to achieve our growth targets for 2025, we will take two initiatives: the realization of profits in our
core businesses and the launch of new domains and achieve our sales and profit targets for 2025 and these
targets.

First, we will focus on Japan, China, Asia, and EMEA, which are positioned as our core businesses. | will talk
about the details later, but first of all, we plan to achieve sales of JPY150 billion in Japan. Even in the midst of
a severe business environment, including patent expirations of existing products and NHI price revisions, we
will improve our profitability while keeping revenue down to a minimum through the continued launch of
new products.

In China, we plan to achieve sales of JPY40 billion. Although we have factored in the negative impact of volume
based purchasing, we will secure double-digit growth through growth in new channels and the contribution
to earnings from new products, such as Tapros and Diquas.

In Asia, we plan to achieve sales of JPY35 billion. On top of the business foundation we have created in many
countries, we will introduce many new products that will be rolled out from Japan, Europe, and the US. In
addition, we will aggressively work on high market growth in Asia and aim for a high growth rate of 15% on
average per year.

Similarly, in EMEA, we aim to further expand our market share and achieve sales of JPY50 billion. In the
Americas, which is also a new area for us, we plan to achieve sales of JPY24 billion by leveraging Eyevance's
platform.

In addition to the above, we aim to achieve sales of JPY315 billion and full operating income of JPY66 billion
through the potential of areas, such as new diseases.




Key Strategies/Measures for Business Plan Achievement

While expecting steady recurring profits in core businesses, will also launch and quickly
monetize new areas for next-stage growth. In addition, will further strengthen foundation as a
global company to support these businesses

Key strategies/measures Company-wide financial KPIs

O FY2020 FY2025
20 improvement

; Profit maximization in each region
afloll 1 . JPY JPY315.0 B
usinesses 2496 B (CAGR +5%)

@ 1 Establishment of revenue structure in
-®)-, Expansion of Amaniess (Core)
2, new areas >> Operaling JPY50.1 B » \CI:F;ETRS%.,B
New disease / other upsides profit ( i)
@ Strengthening of product development

st - capabilities (Core)
IS tliale, Strengthening of product supply Operating 20% » 24%
@ of foundation infrasfructure profit ratio

as a global Reflect strategies in company-wide
company financial KPIs and business KPls

Establishing global platform §BIIIZEI'I
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Next, | would like to explain the major strategies and measures to achieve the goals of this business plan.
Please see page 18. First of all, there are three major categories here.

The first is to maximize profits by thoroughly utilizing the business foundation that we have built up so far.
Specifically, we will leverage our strong customer base to steadily monetize our pipeline in addition to existing
products.

The second is to expand into new areas. We will begin to build a profitable structure for our US business by
leveraging the business foundation gained from the acquisition of Eyevance. We will work on new diseases,
such as ptosis.

The third is to strengthen our foundation as a global company. In conjunction with strategic development and
business expansion, we will strengthen our foundation by enhancing product development capabilities,
reinforcing our production base, and improving operational efficiency through the global introduction of next-
generation ERP.

By promoting these three strategies, we will achieve profit growth while improving sales, profits, and profit
margins, even amidst the uncertainty of the market environment caused by COVID-19.




@ Products/Solutions Based on Needs of Patients in Japan

While anticipating severe environment changes including LOE of existing products and NHI (National
’ Healthcare Insurance) price revisions, aim to achieve a 2%-pt". improvement in contribution profit
ratio in FY2025 through the introduction of products and solutions based on patient needs

Target business structure in FY2025 Actions to achieve business plan
Near-term environmental i What we aim to be: Continuously launch of new products/formulations:
changes: romote product portfolio Plan to launch new, differentiated formulations by FY2025

Factors depressing exisling product sales : transformation through the launch of
- Impact of NHI drug price revisions, ew formulations

LOE of certain existing products . g L§

—/ChcR) = A TAPROS
1691 20%/ : , .
150.0 Alesion LX + Diquas Tapros with new

) >> Alesion new formulation new formulation instillation system
(NJgE(Sb?\!Ii'ES : e New products (Allergy) (Dry eye) (Glaucoma)
llions, =
Existing products Improve diagnosis and compliance rate by
deploying treatment support tools

» Glaucoma treatment compliance package ("ACT Pack”)

| 8L

FY2020 FY2025 « Dry eye diagnostic support system
Contribution o +2%pt
profit ratio: 41% (vs. FY2020)
Alesion. Trademark of alliance partner
*1 FY2025 plan figures compared to FY:
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| will now talk about the strategy of each core business. | will start with the Japan business on page 19.

As shown in the graph, we will continue to deepen our product portfolio through the continuous launch of
new products, aiming to limit the annual decline in revenue to -2% while improving the contribution margin

by 2 percentage points.

In addition, we will continue to solidify the earnings and cash flow from our Japan business. The details will
be explained later by Mr. Ito.




QNew Channel Development and Introduction of New Products
for Sustainable Growth in China

’ In anticipation of continued reforms to the healthcare system, project total sales of

JPY+17.0 B" through a shift in focus away from public Tier 3 hospitals to multi-channel sales
and sales growth of new products leveraging digital technologies and academia

Initiatives for stable growth/profit ratio improvement Concrete actions to achieve plan

While factoring in VBP impact, achieve growth by ° Channel development outside of

developing new channels and introducing new products Tier 3 hospitals

« Develop/penetrate channels such as private
New channels New products hospitals and retail, which are expected to expand
- e.g. Collaborations with online pharmacies,
Net Sales rebuilding of sales structure
(JPY billions) >> _
@ Expand sales of new products starting with
Diquas and Tapros
FY2020  VBP FY2025 - Digitech use o )
impact - Diversification of activities/expansion of coverage

Contribution 42% +1%pt « Strengthening scientific approach
Pl et (vs. FY2020) « Building a locally-optimized medical affairs capability
‘ JL' Iights reserved. §anten m

Next, on page 20, is the China business.

In China, we aim to achieve double-digit growth while factoring in the negative impact of the volume based
purchasing of Cravit and Hyalein at national public major hospitals. We will grow by cultivating new channels,
such as private hospitals and pharmacies, and by expanding sales of new products, such as Diquas and Tapros.

We are already seeing the results of our efforts. The increase in the number of adoptions and the number of
items adopted by private hospitals. There has also been an increase in the volume of transactions in retail and
pharmacy, adoption of Tapros in very large hospitals, and rapid growth of Diguas in private hospitals. We are
decreasing our dependence on large national hospitals. The current situation in China shows a clear change
in sales momentum, and we feel that we have a sufficient response.

We will also implement a variety of additional measures to further accelerate this trend in FY2021 and beyond.
By steadily implementing this series of growth initiatives, we are aiming to increase revenue by JPY17 billion
and achieve a sales target of JPY40 billion by FY2025. We also expect to improve the contribution margin. Mr.
Yamada, who is in charge of China business, will explain the details later.




QBusiness Development in Asia and EMEA

’ Sales and profit ratios have grown steadily in Asia and EMEA over the past few years.

Increased sales coupled with improved profitability through expansion of new product sales and
optimization of operating expenses will be key over the next 5 years

Asia | EMEA -
/CAGR\— ___;"c.oéc‘;n 5
—\_+15% / 35.0 L e 50.0
Net Sales 16.5 17.2 R 74) 37.0 37.9 e
(JPY billions) : E
] )
FY2019  FY2020 FY2025 FY2019  FY2020 FY2025
Contribution i s +3%pt . n +3%pt
profit ratio i Lo (vs. FY2020) = il (vs. FY2020)
New product launches and maximization of sales
i « Both regions : STN2000100 (PRESERFLO MicroShunt), lkervis/Verkazia
+ Asia: Diquas, Tapcom, Eybelis, STN1013900 (Rhopressa)
« EMEA : Ducressa, Puralid, Cosopt PFMD/Taflotan PFMD, STN1013001 (Catioprost)
Operating efficiency improvement through utilization of digitech and thorough
implementation of PDCA cycle
Nnmn AT

Page 21 outlines our business development in Asia and EMEA.

These two regions, which together cover more than 60 countries and consist of a large number of products,
can absorb the impact of changes in the business environment and provide resilience to the P&L from a
management perspective. This makes them important regions from a business portfolio viewpoint.

Both of these regions have achieved steady increases in sales and profits, as well as improved profitability
over the past several years. Through a combination of cost optimization and the launch and penetration of
new products, we will continue to achieve annualized growth of 15% in Asia and 6% in EMEA, while improving
our contribution margin by about 3 percentage points in each region.




(- H Establish Profitable Structure in Americas

Steadily build a profitable framework for Rx business by leveraging Eyevance's business
structure and launching late-stage development products

Projected sales and profit (FY2020~FY2025) Concrete actions to achieve plan

Strengthen Rx business platform based on
Eyevance's business structure
» Implement commercial strategy and invest resources
« Form a development and sales alliance with Glaukos
for device business, while allowing Santen to focus its
resources on Rx

Net Sales
(JPY billions)

- 24.0
Leverage profitable structure while aiming for
virtuous cycle to further boost R&D and
2.0 business development capabilities in US
FY2020 FY2021 FY2025 New
products
N (.12 <) Aim to establish Santen’s presence swiftly
Contribution - - T 54% in largest ophthalmic market
profit ratio i
STN2000100 not included in the net sales figures as it is under consideration. §anten
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Next, | would like to explain the expansion of new business areas. Please see page 22.

In the Americas, we plan to expand sales to JPY24 billion in FY2025 and achieve a contribution margin of 54%
in FY2025.

In terms of concrete measures, we will establish our presence in the prescription pharmaceutical market by
first steadily growing the business of Eyevance, which we acquired last year, and then sequentially adding
several pipelines that are currently in the late development stage.

In parallel, as disclosed today, the MicroShunt partnership with Glaukos has been expanded. We are pleased
to announce that we have reached an agreement with Glaukos for an exclusive development and marketing
partnership in the Americas and Australia.

First of all, regarding the status of the MicroShunt application in the US, discussions with the FDA are still
ongoing, and there has been no significant progress since the last time | spoke in April. On the other hand, our
most urgent task is to establish a presence in the prescription pharmaceutical business in North America and
to make the North American business as a whole profitable. As a result, we have decided to expand our
alliance with Glaukos after comprehensively reviewing these management issues and overall priorities.

As a result, in the North American business, we will first narrow down our activities to the prescription
pharmaceutical business and achieve improved profitability. We will also focus on achieving the numerical
targets of the North American business and making it profitable during this Medium-Term Plan.

With respect to MicroShunt, Santen will continue its commitment to global product supply through InnFocus,
while developing and marketing the product with Glaukos, a pioneer in the field of glaucoma devices. In this
way, we hope to be able to deliver this groundbreaking treatment technique to as many people as possible.

As for Australia and Central and South America, we had been discussing with Glaukos about regional
expansion, so we have included these areas in the scope of the contract. On the other hand, Santen will
continue to develop and market the product on its own in Europe, where itis currently sold, and in Asia, China,
and Japan, where development is underway. As for the revenue from this alliance, we have temporarily




excluded it from the sales revenue forecast as indicated earlier because the timing of the launch of the product
is still unclear at present.

Through these measures, we will clarify the priorities of our North American business, the world's largest, and
concentrate our management resources, aiming to secure earnings as soon as possible. By doing so, we will
establish a virtuous cycle to further enhance our R&D and business development capabilities in North America
and accelerate the building of our presence in the world's largest market.

(- A New Disease/Others (Example): Ptosis

’ Currently developing the first eye-drop medical solution for ptosis patients with the aim to enter

an area where unmet needs are significant. Will also expand the business by developing sales
channels in non-ophthalmology fields

Direction / progress for business launch

Market « Patients: 260 million (Diagnosed, but no definitive treatment available other than surgery;
s strong need for eye-drop medical solution)
Potential = Consumers: 870 million (Significant needs for eyelid lift-ups among undiagnosed people)

« Developing the first eye-drop medical solution for ptosis patients. Launch from Asia after FY2023
+ Osmotica has already obtained approval in US under brand name UPNEEQ™(Jul. 2020)
R&D » Asia: Preparing for application using approved data in US
= Japan: Aiming to commence clinical trials in FY2021 2

« EMEA/China: Aiming to flesh out development plan - . - -
...... SOOI 55515555t sisssmsssonts g smsismsnanswsmssmimssssiss

« Pursue sales leveraging existing commercial platform for

Sales ophthalmic area
channels » Promote development of sales channels in non-ophthalmic o

fields: consider leveraging digitech for customer engagement sovre

~ @ -

Before Upneeq Hour

10 countries: Japan/China/South Korea/Thailand/the Philippines! five European countries
it (hitps:flecp.upneeq.com/ ) and brochure nten

Next, on page 23, | would like to talk briefly about one of our initiatives in a new disease area, ptosis.

Although there are about 300 million patients with ptosis, there is no fundamental treatment other than
surgical operation. We are developing eye drops to meet these unmet needs.

This product has already been approved and marketed by Osmotica in the United States. We are planning to
start selling the product in other markets from FY2023, starting with Asia. In addition to the ophthalmic
channel, which is one of our strengths, we plan to develop sales channels outside of the ophthalmic channel
in order to meet the needs of various markets.

In addition to ptosis, we will continue to focus on the development of other new therapeutic areas, such as
myopia and retinitis pigmentosa, which are expected to grow significantly after FY2025. We will talk about
this in the next part.




@ strengthening Foundation as a Global Company

Strategic direction Policy

Strengthen product Structure to promote thorough lifecycle management

d I t Development structure: particularly in US and China
Sy opmen « Global project management scheme: Enhance rigorousness of
capabilities investment decision and progress management process

Plant investment for business growth and cost reduction
(Suzhou/China and Shiga/Japan)
Strengthen product « Promote growth in China through Suzhou New Plant which is one of
supply infrastructure the world's largest plants
« Reduce environmental impact (reduce CO2 emission, improve
water/electricity consumption efficiency etc.)

Design KPIs and operational processes suitable for S

Reflection in R\
company-wide global management ;
financial KPIs and = Management indicators, strategy/monitoring processes etc.
" «» Linkage between company-wide financial KPIs and business/functional
business KPls behavioral KPIs
Establish Introduction of next-gen ERP and global implementation,
global platform dramatic efficiency improvements for mission-critical tasks _ .
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Please see the next page, page 24. In this section, we summarize the direction and measures we are taking to
strengthen our foundation as a global company, supporting the various business developments | have
mentioned so far.

The first step is to strengthen our product development capabilities. The next page will give you more details
on how we intend to do this.

The second is to strengthen the product supply base. To maintain and strengthen our business growth and
competitiveness, we are constructing a new plant in Suzhou and a new building in Shiga. These new plants
will also contribute to the reduction of environmental impact.

The third step is to reflect this stance in our company-wide business KPls. As a matter of course, we will
develop KPIs such as sales per employee, new product ratio, profit margin, ROIC, and so on throughout the
Company, and steadily promote the PDCA cycle.

In order to develop a global platform to support all of these activities, we are introducing a next-generation
ERP system. By fully utilizing these tools, we will achieve digital transformation and business efficiency.




& - Strengthening Product Development Capabilities

« Strength as ophthalmology specialty
company
- Focus on disease needs
- Explore / repurpose applications for
ophthalmic area
- Strong linkage with clinical practice

Thorough life cycle management

Immediate regional expansion, product improvement,
indication expansion, LoE countermeasures

« e.g. Alesion: Successful sales increase of Alesion LX
and development of new formulations

. Global capability Overseas development capability

Fundamental enhancement of clinical development
capability especially in US and China
« e.g. Building capability for global expansion of Verkazia

« Strengthen development capability
- Reaffirmed necessity to strengthen
expertise and development capability
around foreign medical affairs / device .
Global project management scheme

» Enhance rigorousness of investment decision and

Points to be improved / strengthened RGeS T AT 95

Alesion Trademark of alliance partner Nippon Boshringer Ingelheim §anten
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The next page, page 25, details the improvement of product development capabilities.

Santen has achieved growth by leveraging its strengths as a company specializing in ophthalmology and
developing products that meet unmet needs in close collaboration with doctors and patients in clinical
settings. On the other hand, we also recognize the need to maintain and strengthen our development system
based on various lessons learned from the past.

As for specific points to be strengthened in the future, as shown on the right, we will thoroughly implement
lifecycle management in order to maximize the value of existing products. We will work to strengthen the
global development system. In particular, we are focusing on drastically strengthening our development
system in the US and China. In addition, the project promotion system will be strengthened on a global basis.
By concentrating on these three areas, we will strengthen our product development capabilities. Mr. Sallstig,
who is in charge of product development, will explain about this later.




Three Ways to Capture Growth Potential

Ophthalmology
Sanien Innovation
2030
Strategy Ecosystem
Wellness
Three
ways to Disease Region
capture ] ) )
growth Achieve new growth in Accurately understand Aggressively develop a
potential four disease areas, not regional needs and hybrid online-offline model
just extrapolating on the (1) address growth to respend to the
existing business potential in China/Asia expansion of out-of-pocket
= Glaucoma, (2) provide advanced channels and private
myopia, ptosis, medical care in health insurance
retinitis pigmentosa developed countries
o S 3 J S J
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Now, | would like to change my perspective a little and explain the long-term growth direction toward the
realization of Santen 2030. Please see page 27.

As you can see here, we see our growth potential along three axes: disease, region, and channel.

In terms of diseases, we have positioned glaucoma, myopia, ptosis, and retinitis pigmentosa as four areas with
particularly high growth potential.

In terms of regions, | think it is important to accurately grasp the needs of each region, dividing broadly into
China and Asia and developed countries.

In terms of channels, we are planning to take measures based on COVID-19 and changes in patient behavior
due to societal digital transformation.




Significant Growth Potential

’ Capture new growth in four disease areas, not just extrapolating on existing areas

Retinitis pigmentosa

Position as area of new growth potential
and promote commercialization

Ptosis
Continue to pursue further growth
and expansion as key disease area

2020 2025 2030
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First, let's talk about diseases. On page 28, we show the business growth potential of these four disease areas.

In addition to glaucoma, which is already one of our major therapeutic areas, we will actively contribute to
the formation of three other new therapeutic areas, aiming to achieve new growth beyond an extension of
past results.

Extensive Pipeline to Drive Growth

’ Holistic coverage of ophthalmic area including diseases with limited treatment options

# of patients™t  Pipeline

Disease area (global) (Examples) Launch target Projected sales (FY2030)
Retinitis Approx. STN6000100
pigmentosa 1.5 million  (Cell) RIZ020
Approx STN1012700
Myopia B STN1013300 ~ T
HEw yep ehiEliont Boiaa (e +JPY 300.0 billion™
« Abundant pipeline will
: drive growth through
Ptosis + Approx.
. ; s STN1013800 ~ FY2030
Eyelid worries 0.6+ billion FYy2023
" STN1011700
pprox. STN1012600
Core Glaucoma 95 million STN1013900 FY2021~
STN2000100
opia) Holden, et al, 2016 Ophth: Ptos yel mes) Santen m'ﬂ‘l..';“i'i‘,::12:2:;-\;9“;[;‘:”“:”-} :\‘t . -
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On page 29 are the major pipelines in these four disease areas.




Each of these therapeutic areas has tremendous potential, but the important thing is that Santen is a leading
player in all four of these areas in terms of product development, commercialization, and globalization.

Although the revenue contribution during the next MTP period will be limited, we recognize that there is an
additional growth potential of more than JPY300 billion as we move toward 2030.

Unmet Needs in Each Region and Santen's Direction

Accurately understand regional needs and (1) address growth potential in China/Asia
(2) provide medical care with new modality in developed countries

Unmet needs Santen's direction B
Expansion of Uncover potential markets
ophthalmology medical = Create new markets from scratch to meet needs by providing
infrastructure medical infrastructure
China « Lack of / under- « Examples of recent initiatives:

- Support for improving productivity of medical staff (expand

5 GRusigpmBnt ol quality and quantity)
Asia iti
hea_l_thcar,e practitioners, - Support establishment of medical infrastructure screening
facilities, insurance - Strengthen cooperation with related organizations such as
system, etc. to meet academic societies and ITU*'
rapidly increasing needs - Establish dedicated department internally
Response to refractory Focus on new modality (e.g. STN6000100(jCell))
Developed diseases with limited = Establish center of excellence, support for doctor education,
tri treatment options medical examination cooperation support
el - e.g. Retinitis pigmentosa « Example pf recent initiatives: Establish / strengthen dedicated
team in EMEA
e Santen

Page 30 shows the direction of the second axis, regional strategy.

Divided into China/Asia and developed countries, we will grow by accurately identifying unmet needs, such
as the expansion of medical infrastructure in the former and the introduction of new modalities in the latter.

In China and Asia, the current market size is just the tip of the iceberg. Therefore, how can the potential
market be realized? Who will do it, and how? This is the key to success. To this end, we work with medical
professionals and academic societies to support medical infrastructure and disease screening. We are
currently developing specific measures in Asian countries while setting up a specialized department within
the Company to handle these activities.

On the other hand, it is also important to deal with refractory diseases in developed countries. In addition to
the R&D function in the US, we are further strengthening our efforts by launching a specialized team for cell
therapy in Europe.




Optimization of Ophthalmology Ecosystem in China/Asia

Develop/optimize ophthalmology ecosystem together with partners, to uncover market potential,
and drive business growth. Concrete measures already being implemented in China and Asia

Targeted ecosystem (China example) Santen's business growth
Improve awareness of ophthalmic diseases
H:a;trh el - g « Disease awareness & screening
PAYEL . ata.center « Use digitech to reach out to patients
e [il : il coreral MR B, - e.g. Tie-up with myopia app
Referral g 2
Online/ 0 Expand quantitative/qualitative treatment
offline i s
visit capacity & enhance treatment compliance
l « Support training of healthcare providers
D L
Primary Pharmacy « Diagnostic support using digitech
hospital
\_/

« Provision of medical information

Shared Rx/
B delive

............ ¥ x
<« Patient flow San_ten e RS
Pharmaceutical co./other | Product flow usiness in
s | “—* Cash flow growth .
healthcare providers tE
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Please go to page 31. | would like to add more about the development of the ecosystem, which is an important
growth driver in China and Asia.

We will actively work to accelerate the development of the ecosystem by raising awareness and guiding

people to treatment through disease awareness and screening, as well as supporting the qualitative and
quantitative expansion of the healthcare infrastructure and encouraging people to continue treatment.

Channel Changes and Santen's Direction

To respond to expansion of out-of-pocket channels & private health insurance, aggressively
develop a hybrid online/offline model to leverage Santen's strength in ophthalmic coverage

Channel changes: Santen's direction:
Expansion of out-of- Deploy a hybrid online/offline model that leverages Santen's
pocket channels & coverage of ophthalmologists
private health insurance™ « Example of recent initiatives:
e.g. In principle, dry eye Collaboration with online pharmacies has already started in China
is not covered by public
insurance in China™ Image for hybrid model based on patient flow
: Disease Examination and = Follow up with patients
Il \ enlightenment/ G prescription by to ensure drug
:? screening & guiding & ophthalmalogists purchase and
[:_?l patients to medical ;éo treatment compliance
institutions
| J
Santen's existing strength
(ophthalmologist coverage)
*1in cn:\szU’_arr:)wlnedehl:nf‘rlujtfnz:’V):f:acr;tp‘llxsrtljglxheeﬂzLr‘;sa_r:I;Sjr»ardr«s\‘w'(‘c(ra/‘ilc:it":‘;ba'lrl:eeaixgez‘Lﬂs'ta'jaltaurqéw Therefore patients are required to pay based on
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Page 32, please. Finally, this is the third point.




As for channels, in new areas such as myopia and ptosis, we will establish a model that combines online and
offline services. This is based on the behavioral changes of patients.

We will establish this model while utilizing our overwhelming strength of ophthalmologist coverage and

capture growth from the out-of-pocket channels and private health insurance, which are expected to expand
in the future.

Shareholder Returns Policy

’ We enforce the sustainable shareholder returns and BD investment to increase shareholder value.

Shareholder return: 1/3 or more of Utilize operating CF to enhance
o operating cash flow shareho!der‘\{alue _
Optimize Dividend payout ratio of 40% or more >> « Secure a dividend payout ratio of at least
balance |+ flexible share buybacks ] 40%
between future r ~ « Apply financial discipline to carefully select
growth and BD investment: tens of billion JPY~ and implement strategic investments that
shareholder Strategic investment for mid-/long-term growth will drive mid-to-long term growth and
return « Enhance Rx pipeline where strengths can be increase corporate value
leveraged >>  « Flexibly return surplus funds through share
« New business areas buybacks
Capital investment: 100.0B JPY
Enhancement Investment to maximize existing business 3> Utilize debt given solid prospects for
of core »| . Capex for new facilities in Japan/China recovery of investment
business « Improvement of productivity through the
implementation of next-generation ERP etc.
Maintain necessary cash for business continuity > Maintain current level

(Secure working capital)
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These are the main measures of the MTP. Next, on page 34, | will explain our policy on shareholder returns.

We have always tried to maintain a balance between shareholder returns and strategic investments, but we
will do so in the future based on a clearer idea of shareholder returns.

First, we will ensure a dividend payout ratio of 40% or more. Next, based on strict financial discipline, we will
make strategic investments that will contribute to medium- to long-term growth and enhance corporate value.
In addition, we plan to invest approximately JPY100 billion over the next five years as capital investment to
strengthen our foundation as a global company, which is the third major measure | mentioned. We plan to
make use of debt for this as well.

On the other hand, we will maintain our cash reserves at the current level and flexibly return surplus funds
through share buybacks. As a result, we will allocate more than one-third of our operating cash flow to return
profits to shareholders, and we will enhance shareholder returns while firmly securing future growth.




Four ESG Materialities Based on Sustainability Policy

Aim to achieve continuous growth by focusing on four materialities and
contributing to ongoing social innovation under our corporate vision

Development and stable supply of socially significant products and services (Happiness with Vision)

Enrichment of products, information, and services along the three pillars of Ophthalmology, Wellness, and Inclusion
Enhancement of responsible supply chain, safety monitoring, and customer service
= Aiming to reach over 60 million patients™

\ v

[ 5@ N7

Nurturing a corporate Contribute to the Global environment
culture promoting strengthening of governance protection
value creation and achieving social fairness
and equity Countermeasures against climate
change, reduction of environmental
DE&I" - Promote diversity with a Management effectiveness, diversity, Impact
focus on gender, nationality, and the compliance and respect for human + Scopes 1 & 2: CO, emissions
visually impaired rights aimed at ensuring medium FY2025: 25% reduction,
aﬁd long-term growth g FY¥2030: 50% reduction
«+ Shift to bioplastic eye-drop
containers FY2030: 60%
\ o . > \ - -’

nts
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Next, | would like to explain our ESG strategy. Please turn to page 36.

First of all, as a premise, we would like to contribute to the sustainable development of society and achieve
sustainable growth by continuing to strengthen our ESG activities based on our Sustainability Policy. To
achieve this goal, we have identified four specific materialities, and this page introduces typical KPIs and
initiatives for each.

With regard to the first point, the provision of products and services of social significance, we will continue to
contribute to eye care by providing products, information, and services that meet customer needs, aiming to
contribute to the lives of more than 60 million patients.

Second, from a social perspective, we will focus on DE&I, especially gender and nationality balance and the
promotion of the visually impaired.

Third, from the perspective of governance, we will aim to ensure the effectiveness of the Board of Directors
and Board of Corporate Auditors, as well as to improve the diversity of the Board of Directors and Board of
Corporate Auditors.

Furthermore, from the fourth point of view, the environment, we announced our environmental vision
yesterday. We will strengthen our efforts to combat climate change and reduce our environmental impact. In
addition to reducing CO2 emissions, we will promote the switch to bioplastic eye-drop containers and hope
to increase the ratio of bioplastic containers to around 60% by FY2030.




Diversity, Equity & Inclusion (DE&I) Initiatives

’ Further strengthen diversity initiatives through global collaboration with partners

Global advocacy for people with disabilities Santen's commitment to In support of
through “The Valuable 500" initiatives gender equality and

women'’s empowerment WOMEN’S
W The e
Valuabl T
500

- employment, and job .
development for people \.a &
with visual impairment &
¥ through activities, including \..- \.’ ggggiﬁg r;gﬁot?alance &t
Blind Football <\’
> management levels

1 Santen has signed a 10-year partnership agreement with the Japan Blind Football Association (JBFA) through 2030 in an effort to populanize biind socce §anten
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Page 37 highlights initiatives related to DE&I.

In January, we joined the Valuable 500, an international initiative to promote the advancement of people with
disabilities. Last year, Santen also signed a 10-year partnership agreement with the Japan Blind Football
Association. Through blind football, we are strengthening our support for the visually impaired and developing
employment and job development that only Santen, as a company specializing in eye care, can provide.

From a gender perspective, we will also strengthen our efforts through collaboration with our global partners.
As disclosed on May 17, we also participated in the 30% Club Japan, a global campaign to increase the ratio
of female executives. We also endorse the women's empowerment principles promoted by the United
Nations and have signed a statement to act based on these principles.

For more details, please refer to the Appendix. In addition, we plan to announce the details in the integrated
report and other documents in the future.

By proactively addressing ESG issues in this way, we aim to achieve sustainable growth while fulfilling our
social responsibilities.

This is the end of my presentation. The corporate officers for Japan, China, and product development will now
explain our initiatives.

Ito: Hello. I'd like to thank you for your cooperation. Now, | would like to introduce some of the initiatives of
the Japan business in this Medium-Term Plan in a little more detail.

At the beginning of the presentation, Mr. Taniuchi mentioned that we are aiming for net sales in the Japan
business of JPY150 billion in 2025, representing a 2% annual decline. What | am going to talk about now is
partly included in that JPY150 billion figure. | would like to talk about how we can greatly exceed that number
and how we would like to implement it in the future.




Pipeline Under the Medium-term Plan

We plan to rollout an extensive range of new products/formulations and solutions which will
drive growth in key disease areas

New products/formulations (launch target) Solutions
_ 7 \
! g Kayumi Dasu app ﬂ;?:?
+ (FY2024): Alesion new formulation i) = (already available) Bohids
Lo o ERH
v & _
— B
= (FY2022). Diquas new formulation L) (DFYZeOiZéia T
- (FY2023): STN1013500 = WS e
= support system
¥y 9 4
« (FY2021): Brimonidine GE ¥ g
= (FY2022): Eybelis PFUD,
STN2000100 (PRESERFLO MicroShunt) ACT Pack %
+ (FY2023): Tapros with new instillation system — | Iread ilabl
Tapcom with new instillation system bg {alreacty=yailable} AT Pek
- (FY2024): STN1013900 (Rhopressa) ==
+ (FY2025): STN1012600 (Sepetaprost) b= ) O Y
Santen

This slide shows the list of new products scheduled to be launched in Japan by 2025, as well as the solutions
that we are offering in the market in connection with these products, and the solutions that we will be offering
in the future.

As you know, in 2024 or 2025, we are expecting to launch major new drugs. In addition, we plan to launch
several other products in various disease areas and products that correspond to our current core product,
LCM. Today, | would like to talk about how we can solve current medical issues and create a better world for
patients by focusing on these LCM products.




Alesion New Formulation: Innovation in Treatment Concept

’ Ensuring all-day comfort for patients with new formulation, driven by innovation in treatment
concept

Current medical
challenges

What Santen wants to achieve

Ensure all-day comfort for patients

Concept Of proactivg through new formulation through improvements to Alesion LX which
treatment is a work-in- represents an advance in proactive treatment
progress

+ Allergy treatment usually
starts after symptoms

appear ))| Transformation [Anti-allergy eye drop market share image]
+ Eye drops are applied of allergy treatment concept
after itching occurs; + From "anti-itch" use to "non-itch" use Others
dosage regimen typically
not followed As a result, "reshape"” anti-allergy
eye drop share New formulation

+ New formulation: POC™ achieved
Alesion Alesion LX

FY2020 Future

Alesion: Trademark of alliance pariner, Nippon Boehringer Ingelheir
Concepl): to dem I Nt ce

26001 of onstrale the development concept. In development of a new drug, it means the efficacyisafely of the candidale is confirmed in humans §anten
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This is the next page. What I'm showing you here is about the allergy market.

As you know, in 2013, we launched an ophthalmic solution called Alesion ophthalmic solution 0.05%, which is
used four times a day. One issue we are aware of in this area is that the ideal form of treatment for allergy
drugs is to use them in a way that relieves symptoms, while carefully considering the dosage and duration of
the drug effect.

However, in the case of eye drops, the duration of action is still short, and as a result, they are currently being
used as anti-itch medication after itching has occurred.

In order to improve this situation, in 2019, we launched Alesion LX, a twice-daily eye drop product with an
eight-hour duration of effect. In the most recent fiscal year, the combined sales of both drugs on a NHI price
basis already exceeded JPY40 billion, and in the most recent single month of March, Alesion LX, for which no
generic version has yet been launched, accounted for more than 72% of the total sales, which is a very large
figure.

However, these figures can be interpreted in a different way. The following chart shows the share of Alesion
in the volume market of allergy drugs. The blue part is LX, but unfortunately, it is still a very small part. The
majority of patients are still using the drops four times a day, and they are being used pretty much as an anti-
itch treatment.

We are planning to expand the sales of this LX in the short term. On the other hand, we understand that there
are still many patients who use Alesion LX as an anti-itch drug.

In order to solve these problems, we are now developing a new product, a further improved version of LX.
We have recently completed the POC test, and the results were in line with our expectations, so we are now
moving on to the next stage of development.

By 2024 at the latest, we would like to bring this product to the market, and eventually, as shown in the graph
on this slide, we would like to realize a world where the majority of patients do not feel itchiness caused by
allergies at any time in the day.




Dry eye

Significance of Development of Diquas New Formulation

’ Provide therapeutic effects while reducing the burden associated with frequent eye drop application

Doctors
- Currently, many patients are
not instructed to apply eye
drops six times per day by
their doctor

Patients
- Percentage of patients who
fail to comply increases as
the number of daily
applications specified rises
+ Approx. half fail to comply

Current medical challenges

Many patients don't achieve adequate therapeutic effects
as a consequence of not applying eye drops six times per day

[No. of application times for eye drops as instructed by Drs.] !

12 3 4 5 i 6

7+ When

ayes
are dry

[Percentage of patients who don't apply eye drops as instructed] !
Expect approx. 90% compliance with
three-times-a-day application 67%
o 46%
s W%

11%

»

What Santen wants to

achieve with new formulation

Longer effect than existing products
+ Existing product administered six times a day
« New formulation enables application three
times a day
Providing therapeutic effects while
reducing the burden associated with
frequent eye drop application

Approval process is now well underway
+ Plan to launch in FY2022

when instructed to apply six 0% 0%
times a day 1 2 3 4 5 6

*1 Diquas intemal survey
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Next is the market for dry eyes.

We now have a product called Digquas, which is used six times a day. What we are showing you is the current
usage of this product. The above chart shows how many times doctors instruct patients to use this product.
Unfortunately, only a small percentage of patients are instructed to use six drops, and the majority use less
than that.

On the other hand, to what extent can the patient comply with the instructions? This is a look at the ratios
that cannot be complied with here. If eye drops are supposed to be used more than four times a day, a large
number of patients will not be able to comply. This means that the effectiveness of the current product,
Diguas, has not been fully demonstrated in actual clinical trials.

In light of this situation, we would like to develop a formulation of Diquas that can be used three times a day.
Another issue with Diguas that is sometimes pointed out by patients is that they don't like it because it can
be uncomfortable to use. At the same time, we are developing a new formulation that will improve this
irritating sensation and solve these problems.

The top line of the latest clinical trial has recently come out, and we have successfully achieved the primary
endpoint, and we hope to bring these products to the market in 2022.




Dry eye

Development of Dry Eye Diagnostic Support System

Maximize value of Diquas with a dry eye diagnostic support system

What Santen wants to achieve
with dry eye diagnostic support system

Current medical challenges

« Doctors: More accurate diagnosis requires more time and experience. Development of
Also hard to explain results to patients in an easily visualized manner dry eye diagnostic support system
« Patients: Find it hard to recognize their condition and improvements, making

motivating patients to seek treatment a challenge. Having to apply + Developing a system to promote

eye drops too frequently is troublesome implementation of TFOD/TFOT'2 in daily
practice, and aid patient understanding and
Dry eye Dry eye Dry eye diagnosis/ Diguas Continuation of GOI’“P"anCE 1hl'0ugh visual EXP|aﬂati0“3
potential patients outpatients drug prescription prescription Diquas treatment »
Solutions are being developed to address
factors common to all three declines
s Realization of a world in which both doctors
22.00 mil. o / \\ and patients are highly motivated to
ppl" : i undertake treatment
11.80 mil. -
1 8.65 mil. .,
P! ppl' S 2.40 mil. n__m
ppl’! 1.19 mil. ppl”! As a result,
(Challenge) (Challenge) (Challenge) (Challenge) « Maximize Diquas usage opportunities
Patients don't Low staining No tear fluid Discontinue due . N 1 z
visit hospital rate if dry eye treatment is to side effects or Ma)_“mlze satisfaction of doctors/
is not suspected  given for dry eye hassle of having to patients
visit hospital
*1 Santen intemal estimates, *2 TFOD (Tear Film Oriented Diagnosis): Stratified diagnosis of ocular surface, TFOT (Tear Film Oriented Therapy): Stralified therapy of ocular surface §anten
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There is one more issue that we are aware of in the dry eye market.

Based on the results of epidemiological surveys, we estimate that there are 22 million dry eye patients in
Japan today. About 11.8 million people visit ophthalmology clinics with some form of eye disease.

However, only about 8.65 million of these people have been diagnosed as having dry eyes, leaving a gap of
about 3 million people. In addition, among these patients, the number of patients who receive the tear fluid
treatment drug, Digquas, is currently around 2.4 million, so there is a gap of nearly 6 million patients here.

Also, about half of patients stop coming to the hospital or using Diquas as soon as their symptoms improve
temporarily. We have been thinking for a long time that we would like to change this situation for the better.

One way to think about it is on the right side here. At present, doctors and especially KOLs dealing with dry
eye are working to classify dry eye based on the cause of the condition, rather than simply saying that it is dry
eye. In recent years, there has been a great deal of progress in research on the causes and pathogenesis of
these diseases, and on what mechanism of drugs are best suited to treat them.

This is the concept of TFOD/TFOT. Many ophthalmologists already have a good understanding of this concept.
However, the truth is that this is not always the case. It takes some time and effort to perform this kind of
diagnosis. It can also take experience to judge. Also, even if we do this, we cannot visualize and fully explain
it to the patients.

As a result, patients can understand the diagnosis of dry eye, but it is difficult for them to understand what is
going on with their own tear secretion. As a result, patients are not motivated to receive treatment, and
doctors are not motivated to diagnose.

In order to solve this situation, a diagnosis based on TFOD can be implemented very easily and visualized to
explain to patients and get their understanding. We are now developing these solutions, and together with
the new formulation of Diquas, we would like to provide these solutions to the market by 2022.




If we can do that, | think we can move the leverage point written in blue like this to a large extent, and | would
not be surprised if the current sales volume of Diquas increases by a factor of two or even more. | would like
to create such a world.

Glaucoma

Products / Solutions Provided by Santen

’ Provide treatment packages through an extensive range of products / solutions

New : Pipeline scheduled for launch during MTP2025

Severe

* ) (Eybelis)
Products | Formulation Mono Therapies ;
.-
New Tapros with new instillation system, Eybelis, New STN10139800,New STN 1012600

Combination Therapies

New Tapcom with new instillation system, Cosopf, STN1014000 {omulstion ity
new instillation system),

Moderate

-

-

9|

Device MIGS (Micro invasive glaucoma surgery)
New STN2000100(PRESERFLO MicroShunt)

Solutions Glaucoma treatment compliance package

ACT Pack
. 4
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The last area is glaucoma.

In this area, we are already marketing various drugs for mild, moderate, and severe glaucoma, and we are
also continuing to develop new devices and drugs.




Glaucoma

Rollout of New Instillation System and Eybelis

Further contribute to glaucoma treatment
by launching a new instillation system and Eybelis during MTP2025

Il Explanation of drug

Current medical challenges Fail to a0o! Current medical challenges e e e
+ Approx. 45% of patients o o :p) Patient participation in drug selection doctor
can't apply eye drops ) increases their motivation and satisfaction Patient is also ‘
properly Fail to apply with treatment involved in explanation
(can look up) + Q1. Which explanation do patients gicwn R e
prefer?
Apply successfully + Q2. Which explanation would lead to
= patients continuing to apply eye
drops?

« Q8. Which explanation would lead to

continued outpatient treatment?
Added value created by Santen

Help all patients, including the elderly,
to properly apply eye drops
(prevents misapplication of eye drops)
+ No need to look up or raise your arm
when applying eye drops, enabling
proper eye drop application

If Eybelis is added as an option, we
anticipate more patients will choose it

Added value created by Santen
Support patient motivation and satisfaction by encouraging
patient participation in drug selection with Eybelis

*1 K Namiguchi et.al, Al

Ganka (2017), J_L Stone et al Arch Ophthalmol (2008), G. Hosoda et al. Atarashii Ganka (1983), Santen intemal surveys
*2 E Miyamoto et al, Pharmacology 78 (3) 1-6, 2021 nten
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There are two medical issues that we are focusing on in this field. One is shown on the left. This is to see if a
patient is able to apply a single dose of eye drops. In fact, about one in two people are not able to successfully
apply eye drops in a single session.

As you know, in glaucoma, prostaglandin FP agonists have side effect of pigmentation, when adhered to the
skin, or DUES and PAP, which decrease the fat around the eye, causing the eye to become sunken. So, patients

are currently doing their best with these drugs which could unintentionally stick to the eyelids.

For these patients, we would like to introduce products such as Tapros and Tapcom, which are also FP agonists,
with an ophthalmic function that can ensure positive, one-time success, as shown in this photo.

Another issue, and this is related to Eybelis, is that the choice of glaucoma drugs is mostly made by doctors.

On the other hand, this slide shows how patients would react if doctors presented multiple choices of drugs
to them, and the advantages and disadvantages of each.

More than 70% of patients strongly prefer to receive treatment that offers such options, and they say that
this increases their motivation to continue using the drug or to continue treatment.

We also believe that if we were to include Eybelis in this list of options, there is a good chance that this product
would be chosen even more than it is now.

We would like to expand this new way of thinking about drug selection.




Glaucoma
New Instillation System and Eybelis as New Standard

’ Realize a world in which patients’ potential needs are recognized by the patients themselves,

physicians provide treatment to satisfy those needs, and patients can commit to treatment with
a sense of satisfaction

Reshaping of market with Tapros
with new instillation system and Eybelis. 0 A
(PG single agent market share) Provide new instillation system for patients
who can't apply eye drops properly
Satisfy patients' needs with Eybelis
“patients | « Patient participation in drug selection increases

I whocan't 1 their motivation and satisfaction with treatment

apply

] Increase no. of treated patients through
Tapros with new glaucoma treatment compliance package
instillation system (ACT Pack)

\

FY2020* Future

*Nole: Bimalopro included in PG single agent markel
Sourca: Copyngh VIA_JPM 2020 4-2021 3, Santen analysis based on |QVIA data_Repnnted with permission. n n
Copyright® 2021 Santen Al rights reserved.

As | mentioned earlier, Tapros currently comprises 19% of the single-agent prostaglandin drug market. The
figure for Eybelis is 6%*. (*Post-script revision by Santen) The rest of the patients are using other
prostaglandins, and one out of two of them can't actually get the eye drops to work properly in one session.

We would also like to expand the sales of Eybelis by spreading the new concept of drug selection, and we
would like to contribute to the market by use of ACT Pack, which is a treatment continuation program that
we have already launched, so that more doctors can use it.




Propose New Treatment Standard to Patients / Healthcare
Professionals

Make a much greater contribution to treatment by proposing new, more patient-oriented
treatments and practices to healthcare professionals

Realization of corporate

Decrease in blindness rate Wins for philosophy
Improved QOV"! patients Contribution to treatment
with Santen drugs

Increased sales

Wins for

healthcare Wins for

professional Santen
Contribution to community
Increased patient satisfaction
Stable clinic management
. I]m“' 2021 Santen Al rights reserved. §anten

Everything | have talked about today is based on the idea of what we can do to help patients achieve better
treatment by using our products.

| believe that we can certainly increase the success rate of treatment for patients. Naturally, this will be of
great value to medical professionals, and | believe it will lead to a win-win situation for all involved.

| believe that increasing this success rate will lead to the realization of our management philosophy, the
expansion of our products' ability to contribute to more patients, and the expansion of sales and profits. We
will continue to work on these initiatives during this mid-term plan. Thank you very much.

China: New Channels and New Products for Sustainable Growth

’ Given ongoing reform of the healthcare system, we aim to achieve sustainable growth in China

by shifting our focus from Tier 3 hospitals to multi-channel sales, and expanding sales of new
products leveraging digitech and scientific approach

Efforts to achieve plan

Expand sales by developing and penetrating channels such as private

Channel hospitals and retail, which are expected to expand going forward as a
development result of healthcare system reforms
outside of

» Cooperation with online pharmacies

Tier 3 hospitals o
» Rebuilding of sales structure

Expand sales of new products starting with Diguas and Tapros
New product « Diversification of activities and expansion of coverage using digitech
sales expansion » Strengthening of scientific approach
«» Steady building of a locally-optimized medical affairs capability

Contribute to establishment/development of ophthalmology

Cooperation with = s a 4
ecosystem in China in alliance with local partners

local partners
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Yamada: | am Mr. Yamada, and | am in charge of the China business segment. | would like to explain about
our Medium-Term Plan for China up to 2025.

As Mr. Taniuchi explained earlier, we are determined to further expand our business in China over the next
five to 10 years. In this context, we are considering a variety of measures to achieve further sustainable growth.

In particular, with the recent changes in the patient journey and the ongoing reform of the healthcare system,
we would like to expand our business by accurately grasping these opportunities.

In addition, we would like to contribute to the development of the ophthalmology ecosystem in China with
various local partners, while expanding from Tier 3 hospitals to new sales routes.

Details of Initiatives 1: Marketing Activities in China

Enlightenment and marketing activities to
Net sales by channels expand channels

Shift sales resources away from large public hospitals to expand Steadily conducting enlightenment and marketing
channels, aiming to achieve stable sales expansion

(JPY billions) 40.0
/ Large public
27.0 E.—“' hospitals
214 TR i . |
l l . ’ Non-public hospitals
. | I retails etc.
14.5
82 95 (;;;:) ) (64%) .
(38%) (43 /") i Key sales . Regi_ona! ma_lrkgting trairlling: 30ltim§s
FY2018 FY2019 FY2020 FY2021 FY2025 activities el
(Jan 2021~) meetings: 200 times
(fest) (fest) - Already covered 2,000 HCPs and
2,000 pharmacists, etc.
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As one of our major initiatives, we would like to further promote the expansion of our sales channels as was
mentioned earlier.

Up to now, we have been developing our business with approximately 400 MRs and associated management
resources, focusing on national and public hospitals at Tier 3 level and above. However, in response to the
changes | mentioned earlier, such as changes in patients, medical system reform, and classified medical care,
we decided to implement a major organizational reform in November last year in order to seize this market
opportunity.

In line with this, we have expanded our coverage from large hospitals to include pharmacy chains, hospitals
in regional cities, and private hospitals, and the results of these efforts became visible in the fourth quarter
of last fiscal year. We have a very good feeling about this, and we would like to further accelerate our efforts
in this area and expand the ratio of such channels toward FY2025.

At the same time, our activities in these markets will become more diversified. Ophthalmology is our strength.
By conducting educational activities on diseases, developing academic activities, and providing educational
opportunities on ophthalmological diseases in pharmacy chains, we hope to raise the level of ophthalmology
as a whole.




Through these activities, we will not only secure and expand sales of Cravit and Hyalein, which have been the

core of our sales, but also accelerate sales of new products that will support our business in the future.

Details of Initiatives 2 : New Product Development/Sales in China

Development/sales status

Market share™

Projected target population in China'2

Diquas Launched in FY2018 0.1% (Feb. 2020) « Approx. 16 million ppl
Actual sales of approx. —1.6% (Feb. 2021) + No. of patients is on the rise due
= JPYO0.7 billion (FY2020) to increased computer work,
B FY2020 actual: +329% (YoY) widespread use of contact lenses
- FY2021 forecast: +288% (YoY) etc.
« Net sales growing especially in « Dry eye potential patients are
private hospitals/retail channels estimated to be approx. 96 million
ppl including untreated
population™
TapfOS « Launched in FY2015 Achieved top share (33.1%) in « Approx. 0.9 million ppl
o « Listed on NRDL (National prostaglandin single agent market « No. of patients is also increasing
Reimbursement Drug List) as of Feb 2021 in China due to aging society
% « Actual sales of approx. + Established position as first-line « Total prevalence is estimated to
; JPYO0.6 billion (FY2020) brand for new glaucoma patients

be approx. 20 million ppl
« FY2020 actual: +52% (YoY)

FY2021 forecast: +363% (YoY)

sed on diagno:

ad population &s of 202
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At the center of this will be Diquas and Tapros.

In the case of Diquas, the causes of various diseases are expanding, such as changes in the quality of life of
Chinese people, diversification of smart devices, progression of dry eye due to computer work, and aging of
the population.

We believe that Diquas is a product that can accurately meet the needs of such patients and provide them
with a solid treatment option. In particular, the trend among such patients is to visit private hospitals and
retail channels. In order to respond to the needs of such patients, we would like to expand the sales of Diquas
to such sales channels and develop activities to meet those needs.

Tapros will be included in the list of drugs to be covered by medical insurance in 2020, and from there, listings
are being developed in various authorities and hospitals. Fortunately, we were able to capture the top share
of the single-agent prostaglandin market in February 2021, and from there we hope to further expand our
presence in the market.

In particular, we would like to focus our efforts on expanding the glaucoma market itself, and at the same
time, we would like to promote glaucoma detection by actively conducting screening activities and providing
educational opportunities on glaucoma together with academic societies.




Initiatives for Long-term Growth 1:
Development, Manufacturing, Sales Structure

To achieve medium- to long-term growth, establish an integrated system for development,
manufacturing, and sales in China, and promote development, manufacturing, and sales that are
rooted in the local community

Establishment of local . rredRRET e N i
development capability AN 5 i 760 I 48 R 152 2C
« Dramatically strengthen local = 0 g
clinical development capability in ‘ : - a

preparation for new product DeVEIopment
development/launches in long
term

+ Pipeline examples;
STN1012700 (Atropine)
STN1013400 (AFDX)
STN1007603 (Verkazia)
STN2000100
(PRESERFLO MicroShunt)

Establishment of sales
capability
« Expand coverage using digitech
« Strengthen scientific approaches
based on data and science

Sales nufactu rink Construction of Suzhou
new plant
= Undertake cost reduction
and respond to future
demand expansion
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In addition to such sales measures, we would like to strengthen our development, manufacturing, and sales
systems in order to achieve medium- to long-term growth.

In particular, in the area of development, we are deploying clinical development personnel throughout Japan
with the aim of steadily introducing products currently in the pipeline to the market. We are also working to
enhance the system to ensure that clinical development designs are properly implemented.

Of course, we also want to improve the efficiency of our sales system by utilizing digital and other resources,
rather than the human-oriented resources we have used in the past. We are aiming to respond to the
increasingly diverse needs of patients and doctors. We are currently building a new plant in Suzhou, China, in
order to accurately capture the expansion of such demand.




Initiatives for Long-term Growth 2:
Construction of New Plant in Suzhou

Promote business growth in China by meeting the ever-increasing demand for products, and
strengthening future global product supply structure

« Competitive advantage
- Even as of FY2021, Suzhou Plant is the only plant operated by a pharmaceutical company specializing in
ophthalmology to obtain EU-GMP in China, and is unparalleled in its high level of technological capabilities,
quality and production capacity (finished products)
- Further strengthen our competitive advantage through construction of Suzhou new plant as one of the
world's largest eye drop factories equipped with the latest equipment

« Start of operations
- 2025 (Gradual ramp-up)

- Cost improvement initiatives
- Automation/manpower saving, etc.

« Environmental considerations
- CO2 emission reduction

- Improvement of water and - . — ——
electricity Consumption efficiency *Image of completed building *As of Apr. 2021
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The construction of the new plant in Suzhou is currently progressing smoothly.

The government of Jiangsu Province and the city of Suzhou have high expectations of us, and we are building
the plant with great support from them.

We are determined to build one of the world's largest and most advanced factories in the ever-growing
Chinese market in order to have an overwhelming production capacity and to secure Santen's competitive
advantage.

With that, | would like to conclude my presentation. Thank you very much for your attention.




Focus Areas of Global R&D Toward MTP2025 and Beyond

New growth opportunities 2 Bz EH 115 « Pursuing scientific innovation for
- ophthalmic diseases with high
pigmentosa etc. Unmet Medical Needs as a

specialized company in
ophthalmology

New growth opportunities 1 NI S8 T E] + Solve unmet patient needs and eye problems
etc leveraging the ophthalmic product developmen

production capacity cultivated thre

. . Develop products based on
Glaucoma + Area of highest focus in Global R&D real market needs

Dry-Eye toward MTP2025 and beyond
Allergy Keep expanding contribution to
patients based on our capabilities
and presence in existing market

Core business area

etc.
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Sallstig*: Hello, everyone. This is Peter Sallstig, Global Head of Product Development Division and Corporate
Officer.

| am pleased to be able to share with you my vision for R&D in achieving the 2025 Medium-Term Plan, not
only in well-known disease areas such as glaucoma, but also in future areas such as cell therapy and other
new areas. We will use solid science and operational excellence, and these will be managed by a group with
extensive experience in the industry. Let me explain the details.

With over 130 years of experience since the founding of Santen, we have unparalleled insight into the needs
of our patients. There is no place that understands our patients better than Santen. We have focused on our
core business areas of glaucoma, dry eye, and allergies, but there are several shifts.

New treatment options are required due to demographic changes, increasing patient numbers, and an aging
population. For example, with new lifestyle changes, Santen's R&D is ready to deliver a patient-oriented
pipeline, as it has done for the past 130 years.

Looking at future growth areas such as ptosis and myopia, which affect hundreds of millions of children in
China and throughout Asia, Santen has already begun to prepare for this social challenge and has a product
pipeline in place.

When we look at more complex and challenging disease areas, such as cell therapy, our collaboration with
jCyte demonstrates our commitment to this area. In addition to treating retinitis pigmentosa, which is a
serious disease, we will also consider applying it to other similar diseases in the future.

We understand that patients are depending on these treatments. In order to most effectively meet patient
expectations, Santen applies an unparalleled level of rigorous planning, analysis, and execution, leveraging
technology to deliver virtual and hybrid clinical trials, as well as providing technology to patients. For example,
we are experimenting with home care, ePROS, and devices to provide newer, better, and smarter products.




Expected Pipelines by / After MTP2025

I Potential New Global product Under review
Value expansion of product based on real market needs ELNK)S:: 000 Launch prior to JP
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Our focus on our core business in the past has allowed us to build an unrivaled pipeline. By launching these
products in specific key areas, we were able to gain early insights, which we are now expanding globally to
maximize product value.

Toward 2026, new growth areas will emerge, such as STN1012700, which is currently in Phase Il and Phase llI
trials in Japan. We are also looking into ways to improve the lives and daily burdens of our patients. The
Pharmaceutical and Pharmacology Group is working to improve the bottle design features for convenience,
as well as the drug delivery system and formulation design.




Mechanism to Drive Value Creation for Patients

» Global launches & deep
dive into market needs

External innovations > Development engine

/Japan \

China §an tEn EMEA

US o Asia

leveraging “Santen’s Eye” based on global product development based on through touchpoints with
deep understanding of real established core functions led by doctors & patients after
voice/needs of doctors and patients experienced leadership product launches

*1 SERI: Singapore Eye Research Institute, UCL: University College London, academic collaboration partners \ s
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Discover external innovation Achieve new value creation and robust Understanding real needs

Of course, behind all of this is strategy. Santen's strength lies in our patient insights, physician insights, and
the integration of these. In addition to focusing on these issues, we are also focusing on external collaboration,
such as gaining insights through academia and business development activities.

Santen has established partnerships with prominent academic hubs, such as SERI and UCL, which have
excellent technology and disease insights, especially when considering new treatment options and new
disease areas with previously unknown pathological mechanisms.

When we combine them with Santen's patient insights, we believe we will have a significant pipeline of
potential blockbusters.

In addition to academic collaborations, we are also looking at external assets. Santen's Business Development
Group, which is focused on investing in external assets that align with our strategic focus, and Santen Ventures,
Inc. are acquiring assets through their own networks.

Today, all of these are brought together under the umbrella of Development, which has a global reach,
demonstrating superior execution of clinical trials, and supporting successful launches. As part of MTP2025,
the Development Division is working to build a state-of-the-art development organization that will maximize
the value of Santen's assets.

In terms of urgent next steps, as part of the Development Group's Medium-Term Plan, the GCDO Group
(Global Clinical Development & Operations) will focus on further developing capabilities relating to
methodology of modern clinical trials, digitalization, and data integration. This will aid in supporting the value
proposition, while Pharmaceutical and Pharmacology Group will increase the speed of formulation and
maximize the lifecycle of potential assets.




Santen Global R&D: Strong Leadership
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We recognize that it is important to have the right people in place to achieve results. We are designing the
next generation system with our goals firmly in mind. We aim to leverage our excellent experience and
knowledge in Japan, as well as attract outside talent with extensive experience in the industry.

In the development department, for example, what we have here now are industry veterans with experience
in large organizations such as Novartis, Abbott, and Genentech. Before | started my current position more
than a year ago, | had been working for Novartis for more than 12 years, not only in Switzerland where the
Company is headquartered, but also in the US where | am now. | then went on to lead the Pharmaceutical
Development franchise at Alcon.

Mr. Morishima is well known in the industry and used to lead Santen's Pharmaceutical Pharmacology
Department and is now in charge of China product development. Uday Arulmani, who recently joined Santen,
has experience in Switzerland and here in the US and has worked for Abbott and Genentech.

In the research department, Reza Haque was previously the Therapeutics Area Head for Shire. Najam Sharif
has over 20 years of experience at Alcon and is a renowned scientist.

We have the right people in place, the best talent available.

In R&D, we have a clear vision of where we are going in MTP2025. As we look at what we're trying to
accomplish, we're going to make the best use of our own assets and leverage the best assets externally. At
the same time, we aim to leverage our internal lifecycle management capabilities and drive development
through technology, without losing sight of understanding patient insights.

We believe that if we can use all of our talents, we will be able to achieve our vision of Happiness with Vision
for patients and doctors. Thank you very much.




Taniuchi: Thank you very much. Finally, | would like to wrap up with a summary.

First of all, Santen is committed to long-term growth and management from a long-term perspective, as we
look toward the future envisioned in Santen 2030 and beyond, while working to solve various social issues
related to eye disease.

In this Medium-Term Plan, which is the first five years of the plan, as | mentioned today, we will tackle two
major issues.

First, we will further accelerate our global expansion, which has progressed over the past 10 years, and
steadily promote earnings growth in our core businesses. The other is to deepen our business model by
making upfront investments, expanding into new areas, and improving our organizational structure to
accelerate our future growth.

Through these efforts, we aim to become a Social Innovator that can realize Happiness with Vision by 2030.
First of all, by steadily achieving MTP2025, we will continue to contribute to patients and healthcare
professionals, and at the same time, we will improve our corporate value and meet the expectations of our

shareholders and investors.

On behalf of the entire Santen Group, | would like to thank you for your continued support. Thank you very
much for your kind attention today.

Question & Answer

Ql-1

| think it would help us to understand the value of this plan better if you could explain in detail what has
changed between the today’s announcement and what was planned in April. From your company's point of
view, can you tell us about any changes that you feel are particularly important? Particularly in the past
month?




Al-1

Taniuchi: Yes, thank you for your question. | will answer this question. Basically, the announcement from April
formed the basis for what | talked about this time.

The first point is that we reviewed the contents, priorities, and resource allocation of our US business,
including the MicroShunt business.

As Mr. Yamada mentioned earlier, there was a turnaround in the current situation in January, February, and
March, so we carefully assessed the situation here and linked it to innovation in the area of growth in China.

The third is our Japan business. As | mentioned today and in the previous session, we have made some
important progress in product development, so we have improved the footing of our business by carefully
assessing the situation here.

Based on the overall results, we reviewed the figures, including those for shareholder return.
Q2-1

You have disclosed various figures, but what is your position on the level of operating income for FY2025? Is
it a strong commitment? | would like to know how you view these figures.

The word flexible is used every time you talk about share buybacks, but what is the level of certainty that this
will take place? Sorry, | think it became one and a half questions.

A2-1

Taniuchi: Yes, let me give you my answer. I'll take it. | honestly believe that the level of operating income,
including the sales that form the basis of operating income, will include a variety of factors, including a very
solid element, a flexible element, and a part that depends on the external environment.

This is not an easy target to achieve, but on the other hand, the flexible element is quite limited, and | am of
the understanding that it is feasible and achievable. We are also determined to implement various measures
to achieve this goal.

In the future, we will continue to monitor our cash flow situation and our investment situation, and although
we have done so in the past, we will do so based on the clear flow | mentioned today. Thank you.

Q3-1

| think the assumption is that the core operating profit margin will improve quite a bit. | was under the
impression that there were areas that required quite a bit of investment and that R&D would also increase to
a certain extent. Where do you expect this improvement in margins of 4% to come from?

A3-1
Koshiji: Thank you. That's the reason for the 4% improvement. I'll explain this from two perspectives.

From a P&L perspective, the cost ratio is currently 39%, and this will be reduced by about 4% over the period
to 2025. This is mainly due to the product mix, and in the latter half of the year, the completion of some new
factories. We believe that this can be reduced by absorbing depreciation and amortization associated with
capital investment.




SG&A expenses are flat to negative 1%. We will give priority to research and development expenses, but we
will limit them to about 10% of sales. That is how we intend to achieve this 4% improvement.

On the other hand, from the perspective of each of our businesses in each region, one typical example is our
US business, which, as we disclosed to you on May 11th, is currently showing a loss of about JPY2.5 billion in
the Fact Book. So, today's explanation is a 54% contribution margin on JPY24 billion, which means a profit of
about JPY13 billion. This is a factor of about JPY15 billion in the bottom line, just in the US business.

In the other businesses, as | explained earlier, we have a CAGR of 3% in the other regions as a cruising speed,
and core operating profit is roughly JPY75 billion at that rate. Thank you.

Q3-2

Thank you very much. The second thing | would like to confirm is that MicroShunt is not part of this plan, so
if it is approved in some way, and if it starts contributing in some way, then this amount will be in addition to
the figure that you mentioned earlier. Is that correct?

A3-2

Taniuchi: Thank you. First of all, we are planning for areas other than the United States, such as Europe. As |
mentioned earlier, the US portion of the plan has been removed, so | would like to talk about the related plan
again if it becomes more concrete in the future, but indeed, it is not currently included.

Q4-1

| will start with the Americas. In response to Mr. Yamaguchi's question, you mentioned that the Americas
alone is expected to contribute JPY15 billion to profits, so you are predicting an increase in profits. If you look
at the slide on page 22, the existing portion for the Americas was JPY2 billion in the fiscal year just ended, and
this is expected to increase to JPY14 billion, with an additional JPY10 billion to be added for development
products.

The first question is, specifically, what do you think will be the one or two main drivers of this significant
growth? Thank you.

A4-1

Suzuki: Yes, this is Suzuki from the Planning Division. Of course, the product line of Eyevance, which we
acquired, will reach a total level of nearly JPY4 billion in this fiscal year. In addition to that, we are currently
targeting the approval of 117, Eybelis, this fiscal year. The results are expected in November, and we consider
this is another growth driver. We believe that we will be able to achieve this level of sales with the addition
of Verkazia and other products. That's all.

Q4-2
What do you think is the biggest part of the JPY10 billion in developed products?
A4-2

Suzuki: The products that we have just developed are equivalent to Eybelis, so | hope you can understand
them in that way.




Q4-3
Okay, thank you very much.

The second question is about Japan. | think you mentioned an annual rate of decline of 2%. | think the patents
for Alesion, Diquas, Tapros, and Eylea will probably expire in the near future, but | also think you are working
on high-dose formulations and ophthalmic supplement bottles.

Looking at the sales figures here, it seems that you don't expect a large drop in sales due to the patent
expiration. Is it correct to say that you don't expect such a large decrease in sales?

A4-3

Ito: | would like to respond to your question. We have already factored in the fact that there will be a biosimilar
to Eylea. As for the patent expiration of our products, we consider we will be able to fully recover from it with
the new LCM products that have been introduced today. That is all.

Q5-1

In the table on page 28, you are expecting to treat ptosis and myopia to some extent from 2025 onward, but
| think that this area will probably have a large portion of out-of-pocket expenses for patients, such as paying
for clinic appointments and so on.

Of course, this is after 2025, so | don't think it is reflected in this numerical target. How do you plan to market
and monetize these, what could perhaps be called, cosmetic areas?

A5-1

Taniuchi: Yes, we are currently conducting various studies on this topic. As you said, each country has its own
regulations with respect to this. For example, in countries such as China, various companies are already
operating in the out-of-pocket market in areas other than ophthalmology and are developing the online and
offline models that | mentioned earlier. One of the things we are trying to do is to learn from the models in
the field of dermatology, for example.

In addition, we are planning to sell the ptosis drops first in Asia. This has already been approved in the US, so
there is a relatively short time frame to regulatory approval. In particular, we are planning to launch a model
that uses digital channels first in Asian countries, and then use the learning from that model to expand the
model to China, Japan, and other large markets.

When the time frame becomes clearer, | would like to talk more about how we are going to do this, what our
MRs are going to do, and what we are going to do through channels other than ophthalmology.

Also, since we are here, | would like to ask Mr. Yamada from China to give us a few comments about the
current activities, including the out-of-pocket market. Mr. Yamada, please go ahead.

Yamada: Yes, this is Yamada. Thank you very much.

In the Chinese market, not only ptosis and myopia, but also dry eyes, for example, have already become out-
of-pocket treatments, and there are already a large number of patients seeking such treatments out of pocket.

In terms of the behavior of such patients, many of them visit private hospitals to find the right treatment for
them. As a result, our business has been changing recently, and we are now in a position to capture this a
market smoothly.




In addition, treatment via online pharmacies and online diagnosis and treatment is also becoming a form of
out-of-pocket treatment, and the market for this is expanding rapidly. Therefore, we would like to expand
what we are currently doing for dry eyes to future products as well. That's all.

Q5-2

Understood. Sorry, just one follow-up question. In the end, China is a mixture of positive and negative factors,
and in the case of your company, it seems to me that you are only factoring in the positive factors, but the
negative or risk factor is naturally how volume based purchasing will change in the future.

Also, | think that political risk is something that is difficult to read, but is it correct to say that this figure of
JPY40 billion is not a stretch, but it is a figure that incorporates positive factors, and that this is JPY40 billion
and a CAGR of 11%?

A5-2

Yamada: Yes, of course, we took such risks into consideration when making these figures, but as | explained
earlier in the presentation, we believe that by expanding our business from a single channel and product to a
wider range, we can reduce such risks. However, as | explained earlier in the announcement, by expanding
our business from a single channel or product to a wider range of businesses, we will be able to reduce such
risks.

The market needs for Cravit and Hyalein, which have been the pillars of our business up to now, remain strong,
so we are now introducing measures to make them more widely available to the market.

Therefore, although the numbers may look very positive, we believe that the numbers are absolutely
achievable on the basis of realistic assumptions.

Taniuchi: First of all, the 0.1 for Cravit and Hyalein has already been factored into the current figures, so this
is just the amount that will increase in new channels. In other words, there will be no further negative impact.

As for Hyalein 0.3, the sales of this product for VBP in large hospitals were originally small, but we have
factored in the fact that it is expected to come during this mid-term plan period, which is the reason for the
negative factor mentioned earlier.

Currently, it was not included in the items covered in the recent section, but we are rather proactively
factoring in negative risks there on the assumption that it may eventually be included.

As for the other products, such as Diquas and Tapros, they are still new products, so there is some time
remaining in the patent period. They are expected to grow rapidly as new products. We understand that such
negative factors have been factored in as far as we can see.

The figures | presented do of course depend on our success in executing our measures.
Q6-1

Looking at the China business, | have the impression that the impact of volume based purchasing on the VBP
is quite small. When you explained in February that half of Cravit and 30% of Hyalein might be affected, but
it seems to be quite limited. Could you please tell us about the actual effects that have been observed so far
and if your view of the effect has changed since the previous announcement?




A6-1

Taniuchi: As | mentioned earlier, the negative impact of VBP in the graph is what would happen if the 0.3
hyaluronic acid were added. Since a large percentage of Hyalein 0.3 products are already sold in markets other
than those covered by the VBP, we understand that the future impact of Hyalein 0.3 will be limited.

As for other Cravit and Hyalein items, we have already received orders from large hospitals since November,
and Hyalein is also being sold through channels other than those mentioned above, so we have already
factored in the current figures. As we have been talking about since February, we are within this range, and it
is our understanding that it will not exceed this range. Mr. Yamada, do you have anything to add here?

Yamada: Yes, as Mr. Taniuchi just mentioned, the effects on Cravit and Hyalein have been factored in. In
addition to that, our activities at private hospitals and pharmacy chains have been very limited in the past, so
we are currently working to increase our activities there. In fact, we are starting to see the results of these
efforts.

Of course, our resources will be allocated to the continuation of these efforts in the future, but the background
to these figures is that we will reduce the impact of VBP by factoring in these other measures.

Q6-2

Thank you very much. If that is the case, | would say that each of these will have been affected from the middle
of last year, or mainly from the latter half of last year.

A6-2

Yamada: Yes, we have already factored in the impact. As | mentioned earlier, the number of adoptions by
pharmacy chains and private hospitals is also increasing. In addition to that, sales of Tapros and Diquas have
been very strong so far, and they have started to grow to become one of the pillars of our business.

We expect the percentage of this to increase more and more over the next few months. In the case of Tapros,
it has been adopted by a large hospital in Beijing in the past few months, and we believe that the influence of
this hospital will increase adoption nationwide. We believe that sales will continue to increase from there.

Q7-1

This will be a follow-up question on the degree of conviction in the figures of this mid-term plan. You just
explained that there are flexible and rigid elements, but it would be helpful if you could be more specific.

For China, as you just explained, the figures are decided, but for example, for Alesion in Japan and 117 in the
US, are the figures rigid, or are they flexible? It would be helpful if you could be more specific about this point.
That's all.

A7-1

Taniuchi: Regarding the flexible factors, the premise is that we are considering measures to achieve these
goals given a fair degree of stretch. In this context, the current figures are based on solid strategic assumptions
and hypotheses, and we are taking firm measures to achieve them.

If we look at it from a different perspective, one of the risks that we will be able to see in the second half of
this year is the status of 117 in the US. There are risks related to the approval, and the timeline of the approval.
| hope to talk about that later this year.




In addition, in the area of product development, there are naturally parts that are based on current estimates,
so if the schedule were to be different or if the results were not as expected, that would naturally be a risk to
achieving our figures. However, | believe that there is a certain degree of certainty for other sales measures.

In terms of overall earnings, as you asked earlier about operating income, | think the question is whether we
are capable of firmly controlling costs on a global basis, or of firmly implementing the PDCA cycle to increase
profitability. | think these are important factors.

We will continue to implement global management policies and business management to mitigate risks, and
when risks emerge, we will promptly implement contingency plans. We would like to overcome risks while
taking advantage of any stretch points. Mr. Koshiji may have something to add.

Koshiji: As | explained earlier, looking at past Medium-Term Plans and other data, if we look at the trends of
our company, we have achieved or exceeded the sales figures announced in our Medium-Term Plans.

As for the reasons for not achieving the target, in the current Medium-Term Plan, amortization expenses
related to the acquisition of so-called intangible assets, impairment losses, and reserves had a negative impact,
and as a result, the ROE target was not achieved in the previous Medium-Term Plan.

In this regard, in this Medium-Term Plan, we will not only focus on sales growth but also on expenses, and we
will also secure profits after depreciation and amortization not only on a core basis but also on a full basis. To
this end, we will pay special attention to ROIC and return on capital as KPIs and make commitments not only
at the P&L level, but also at the B/S level, in order to secure earnings and achieve a balance between the two.

In this regard, we will pay special attention to the risks that we have not achieved in the past, and we will
tackle them with financial discipline. That's all | have to say.

[END]




