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Kurihara: Thank you very much for taking time out of your busy schedule to join Santen’s Q1 FY2026 

financial results presentation today. I will begin with a summary of our first-quarter performance, 

focusing mainly on initiatives for mid- to long-term growth.  
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 Q1 FY2026 results

 evenue    Y 6 .0 billion   0.  YoY 

 ore      Y 10.6 billion    .   YoY 

 et profit attributable to owners of the company    Y  .2 billion   22.  YoY 

  usiness up ate

             - nhanced market penetration beyond ophthalmology through co-promotion

with  Y  I  harmaceutical

         -Stepped up promotional activities from Q2 to strengthen awareness of value proposition

        -                   for myopia progression treatment drug effective from  une 1 in  apan

       -Successful launch of acquired ptosis treatment drug in  apan on  ay 1 

 ipeline - apan   btained approval for           glaucoma 

- sia   btained approval for         myopia 

 FY2026  utl   

 arnings forecast   o change from forecast announced on  ay 12

 ividend forecast  nnual dividend of   Y  2 per share, representing a   Y   increase YoY

 interim    Y 21 share and year-end    Y 21 share 



In our  edium-Term  anagement  lan, we position FY2026 as the year in which we return to a 

growth trajectory in both revenue and profit. In the first quarter, we achieved YoY revenue and profit 

growth, getting off to a steady start to the fiscal year. 

We are also making steady progress on initiatives that will underpin our mid- to long-term growth. 

For              , we entered into a co-promotion agreement with  Y  I   harmaceutical, which 

has deep expertise in allergic diseases and a strong presence in otolaryngology, as well as internal 

medicine and pediatrics. We understand that  Y  I ’s approximately 600   s will be fully engaged 

from  ugust, ahead of the pollen season, particularly in areas such as otolaryngology where  Y  I  

has established strengths. In addition to our detailing activities in ophthalmology, we will reinforce 

promotional activities beyond ophthalmology. 

 s for          , as  r. Ito explained in  ay, its sales tend to correlate with detailing volume. In the 

first quarter, we allocated resources to the launch of        and disease awareness activities for 

       . From the second quarter, however, we plan to step up promotional activities to a level 

comparable to when           expanded its share prior to the supply suspension, with the aim of 

further market penetration. 

For        , Selective Treatment became effective on  une 1. Together with initiatives to raise 

disease awareness, we are working to further expand the adoption of treatment to slow myopia 

progression. 

In  ay, we also launched       ,  apan’s first treatment drug for ptosis, as a new growth driver. 

 doption by medical institutions has been progressing at a very rapid pace. 

In addition, we obtained approval in  une for          , a glaucoma treatment, and are now 

preparing for its launch.  egarding the drug price of          , approval was granted at yesterday’s 

 entral Social Insurance  edical  ouncil   dvisory body to the  inister of Health,  abour and 

Welfare  meeting for the product to receive a usefulness premium and to be eligible for the  rice 

 aintenance  remium for Innovative  ew  rugs. 

 utside  apan, we obtained approval for         in  sia and are planning to launch it next fiscal year. 

 



 

Here, I would like to provide an update on myopia and ptosis in  apan, where we are driving the 

creation of new markets in new disease areas and in the out-of-pocket treatment segment. 

 ast fiscal year, our focus was on establishing treatment to slow myopia progression in clinical practice. 

This fiscal year, as the next stage, we began disease awareness activities, including TV commercials, 

to broaden understanding of myopia in children and available treatment options. 

 s I mentioned earlier, from  une, treatment drugs to slow myopia progression became eligible for 

Selective Treatment, which has provided an additional tailwind.  doption by medical institutions has 

been steadily expanding. The number of adopting sites has increased to approximately  , 00 against 

our full-year target of  ,000, and delivery volume has also grown significantly. We have confirmed that 

the expansion trend continued in  uly. 

Turning to       , since its launch on  ay 1 , adoption by medical institutions has progressed faster 

than initially expected.  ur target for this fiscal year was adoption by  , 00 ophthalmology sites, but 

this target was exceeded in less than one month, and the product has now been adopted by 

approximately  ,100 sites.  phthalmologists are likely to have seen patients with ptosis at least once, 

while until now, the only treatment option had been surgery, which may have led some patients to 

give up on treatment.  s a new treatment option using eye drops,        has attracted strong interest, 

and we have also received positive feedback from patients who have used it, including high 

satisfaction and a clear sense of efficacy. 

Going forward, we are confident that prescriptions will increase as awareness of both the disease and 

treatment expands.  s we did with the launch of        , after establishing an environment in which 
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ptosis treatment can be provided in ophthalmology, we will move on to broader activities to raise 

awareness of the disease and treatment. 

Both myopia and ptosis represent markets that provide new value to patients who previously had 

limited treatment options, and we view them as important business opportunities that will support our 

future growth.  lthough these markets are still in the early stages of development, we hope you will 

continue to follow their progress closely. 

This concludes my remarks. 

 

 

K shiji: I am  azuo  oshiji.  lease turn to page 6. 

This slide shows our Q1 financial results.  s  r.  urihara explained earlier, both revenue and profit 

increased year on year. In revenue, overseas growth in  hina,  sia and      offset the impact in 

 apan from the market expansion repricing of a mainstay product in  ugust last year as an external 

factor, and the penetration of the biologic authorized generic   G  launched in  anuary this year as 

an internal factor. 

For cost of sales, the   GS ratio declined by   percentage points year on year due to a change in 

product mix. 

SG&  expenses increased partly due to FX impact  however, disciplined cost management limited 

the increase to a modest level excluding FX.  &  expenses decreased due to the timing of payments, 
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 Increased by   .    in   Y ,  2.0   excl. FX 
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while development activities themselves are progressing as planned. 

 s a result, core operating profit increased by approximately    year on year to   Y 10.6 billion, 

progressing in line with our internal plan. 

 

 

 age   shows the factors behind the change in revenue. 

 evenue was   Y 6 .0 billion. By region,  apan revenue was   Y 2 .6 billion, down 1   year on 

year, while  hina,  sia and      revenue was   Y   .  billion, representing growth of 2  . The 

revenue mix of these three regions increased by 10 percentage points from  6  in Q1 last fiscal year 

to  6 . 

In  apan, as mentioned earlier, revenue declined due to the impact of market expansion repricing of 

a mainstay product in  ugust last year and the penetration of its biologic  G launched in February 

this year.  n the other hand, as  r.  urihara explained, initiatives for new products and mainstay 

products underpinning mid- to long-term growth are progressing steadily. 

 verseas, distribution inventory levels in  hina normalized in the second half of last fiscal year. In 

 sia, sales of anti-V GF products in South  orea began in  ovember, and revenue increased across 

all regions   hina,  sia and     . 
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 age   shows the factors behind the change in core operating profit. 

 ontribution profit from regional businesses increased by   Y 1.  billion. In  apan, profit declined due 

to the gross profit decrease associated with the aforementioned change in product mix and an 

increase in expenses.  verseas, profit increased, driven by sales growth and appropriate cost control. 

 s a result, on a contribution profit basis, the overseas ratio increased by 12 percentage points from 

    in Q1 last fiscal year to 6  . 
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 lease turn to page   for the full-year outlook. 

There is no change to the earnings forecast announced on  ay 12. 

 rogress through Q1 was 22  for revenue and 1   for core operating profit. However, as in the 

previous fiscal year, both revenue and profit are planned to be weighted towards the second half, and 

for core operating profit, we assume an approximate  0 60 split between the first and second halves. 

Therefore, performance is progressing in line with expectations at this point. 

The factors that may affect the full-year results at this point are shown on the right side of the slide. 

 n the revenue side, in  apan, key factors include the penetration of mainstay products and new 

products, as well as pollen levels in the fourth quarter.  verseas, factors include the continued 

momentum of the recovery trend in  hina and stable product supply. 

 n the profit side, we will continue to optimize SG&  expenses to improve profitability and maximize 

profit.  lthough there are cost inflationary pressures arising from  iddle  astern geopolitical 

developments, we believe these can be absorbed through company-wide cost management. 
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Finally, please turn to page 10 for shareholder returns. 

First, regarding dividends, as announced in the initial forecast, we plan an annual dividend of   Y  2 

per share for FY2026, representing a   Y   increase year on year.  ooking at the historical trend, 

annual dividends were   Y  6 in FY202 ,   Y    in FY202 , and are planned to be   Y  2 in FY2026. 

Based on our progressive dividend policy, we have steadily increased dividends while taking into 

account profit levels and the business environment. 

 egarding share repurchases, we will continue to execute flexibly, considering surplus cash, funding 

needs, and share price. 

That concludes my presentation. 
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 allsti :  

Good afternoon, I’m  eter Sallstig,  hief  edical  fficer.  lease allow me to provide you with an 

update with regard to status of the pipeline.  

First, let me start with 1  , which we in-licensed with the aim of entering the back of the eye disease 

market in  hina, a market that is expected to continue growing at a high rate. 

The  hase   trial in wet age-related macular degeneration achieved its primary endpoint. I will go 

through the data later. 

 s for diabetic macular edema, which had been filed by  emeGen, the authorities pointed out that 

the number of patients with long-term safety data was insufficient at this stage. Following discussions 

with the    , it was determined that additional safety exposure data would further strengthen the 

filing. Based on the authority’s recommendation, the application was voluntarily withdrawn by 

 emeGen.  emeGen is currently discussing the protocol with the authorities for an additional clinical 

study, and plans to refile as soon as possible after rapidly obtaining the additional safety data. We are 

cooperating closely. We do not believe it changes the fundamental value of our pipeline asset. 

 

 ext, regarding ptosis, for which we aim to create a new market, we launched        in  apan this 

past  ay. This was the first launch outside the  nited States. We also aim to launch the product as 

early as possible in  sia, where we plan to file later this fiscal year, as well as in      and  hina, 

where  hase   studies are currently ongoing. Through this product, we aim to provide a new treatment 
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option in an area where surgery has historically been the only available approach. 

For myopia, we obtained approval in the  hilippines for        . We have also filed in countries 

such as South  orea and expect to obtain approvals sequentially.  

In addition, the  hase 2   study in  hina achieved its primary endpoint, and we plan to file within this 

fiscal year. 

In our more traditional areas, we obtained approval in  apan for          , a once-daily ophthalmic 

solution and a  ho kinase and norepinephrine transporter inhibitor, as a treatment for glaucoma in 

cases where other treatments are insufficiently effective or cannot be used.  

In addition to our first-line treatment portfolio, including E b    ,         and       , we will also 

contribute to the second-line treatment setting. 

Furthermore, 1 0, a fixed-dose combination of           and latanoprost, also achieved its primary 

endpoint in a  hase   study in  apan. The study is ongoing to evaluate long-term safety in the same 

trial, and we plan to file once the data required for submission is available. 

 s you can also see, we have made progress in dry eye and allergic conjunctivitis. 

 

 

 s mentioned earlier, 1  , the bi-specific fusion protein drug targeting V GF and FGF in-licensed 

from  emeGen, as for diabetic macular edema as presented in  ay, also achieved its primary 

endpoint in the  hase   study in wet age-related macular degeneration. 

1 
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The graph shows on the horizontal axis the time course of change from baseline in best corrected 

visual acuity when this drug and aflibercept 2 mg, marketed as E    , were administered intravitreally. 

Higher values on the vertical axis indicate greater improvement in best corrected visual acuity. 

For the primary endpoint, best corrected visual acuity at Week   , this drug demonstrated as designed 

in the study non-inferiority versus aflibercept. 

In addition, as was the case with the data from the diabetic macular edema study that we presented 

at the earnings announcement in  ay, this drug showed numerically greater improvement than 

aflibercept. 

 s this was a non-inferiority study, we cannot say that this difference was statistically meaningful. 

However, we believe these data indicate the potential of this drug, but needs to be confirmed in real 

world setting once approved.  

 s mentioned before, during the review process for diabetic macular edema, the authorities pointed 

out that the number of patients with long-term safety data was insufficient. However, this was not a 

concern raised regarding safety itself, and we believe these data have reaffirmed the value of this 

drug. 

This concludes my part. Thank you. 

 

Questi n    ns er   u  ar   ersi n  

 iti r up  ecurities   r  Ya a uchi  

Q1: In Q1, the gross margin improved by   percentage points year-on-year. Is this improvement solely 

due to changes in product mix, or did inventory adjustments such as pollen allergy stock, E     

decline or        increase, also contribute? 

 1: The gross margin improvement is almost entirely attributable to changes in product mix. The most 

significant factor is the decline in E     sales, which dropped from ¥20.1 billion in Q1 last year to 

¥1 .  billion this year  a     decrease . There were no notable one-off factors in Q1. The Q1 gross 

margin was  2 , as expected, and for the full year, it is projected to decline further into the low  0  

range due to continued product mix changes. 

 

Q2:  egarding       , you mentioned a significant number of non-ophthalmology facilities have 

adopted the product. What activities are planned to raise awareness  such as disease awareness 

campaigns like those for        ), and when will these initiatives begin? 

 2:        has been adopted by  ,100 ophthalmology facilities and 1, 00 non-ophthalmology 



facilities.  ost non-ophthalmology facilities purchased only one box, likely for trial purposes. The main 

focus remains on ophthalmology, but some non-ophthalmology facilities are actively engaged. 

 isease awareness activities will be launched cautiously, monitoring proper usage. There is no 

specific timeline yet, but trial initiatives are ongoing. The company aims to identify the appropriate 

approach before starting full-scale campaigns. 

 

  l  an  achs   r  Ue a  

Q1: The progress of         sales is below forecasts, possibly due to seasonality.  ream sales and 

their ratio are also low. What are the risks versus the plan, and how will you manage profitability for 

this high-margin product? 

 1:  ctual shipments from wholesalers to medical institutions are above budget, but shipments from 

Santen to wholesalers are below budget due to leftover inventory from last fiscal year.               

sales are below ideal levels, but            and     G are compensating for this shortfall. Santen 

will strengthen efforts with  Y  I  to achieve full-year targets. 

 

Q2:  egarding        , adoption numbers are progressing well. Is sales performance on track 

compared to the plan, and what are your expectations for  une onwards? How do you assess the 

impact of recent initiatives? 

 2:        ’s progress is generally positive, with adoption numbers reflecting this.  une and  uly saw 

overlapping initiatives                      and disease awareness , resulting in a clear upward trend. 

While the impact is still under review, the treatment for myopia progression is becoming mainstream 

in ophthalmology, overcoming pre-launch concerns that it would be limited to a few institutions. The 

company is optimistic about future sales and expects continued growth. 

 

  r an  tanle    r   ee  

Q1:  egarding   2 -   with  emeGen , a safety trial will be added. Was the application withdrawn 

voluntarily after discussions with  hinese authorities, or was it a "complete response letter"-like 

situation? Will additional safety trials be required for     as well as    ? 

 1: The application was voluntarily withdrawn after discussions with the       hinese  rug 

 valuation authority , not due to a complete response letter. The     is now conducting stricter 

reviews per I H guidelines, leading to a request for additional safety data. Both     and w    are 

considered together for safety data, not separately.  etails will be clearer in 1-2 months. 



 

Q2: Is   2 -  included in the mid-term plan, and will there be any impact? 

 2:   2 -  was not included in the  edium-Term  anagement  lan, so there is no impact on the 

company’s  edium-Term  anagement  lan targets. 

 

Q :  egarding shareholder returns, Santen has conducted share buybacks annually but skipped this 

year due to business development  B   activities. Will buybacks be reconsidered after B  is 

completed in  ovember?  ny updates? 

  :  o major B  or investment projects occurred in Q1, so cash accumulation is higher than expected. 

The basic policy remains unchanged  buybacks will be considered in light of cash outflows in Q2. 

 

U    ecurities   r   e i  

Q1:  egarding       , does the  ,100 facility count include the 1, 00 non-ophthalmology facilities, 

or are they separate? What is the repeat purchase trend, especially for ophthalmology facilities? 

 1: The  ,100 ophthalmology facilities and 1, 00 non-ophthalmology facilities are separate counts. 

 epeat purchase data is not yet available due to the recent launch.  ost patients likely purchase one 

box   0 doses , and many do not use it daily, so repeat trends will become clearer soon. 

 

Q2: For  emeGen    , I H  1 requires  00-600 cases for safety. Given that     and w    are 

different dosing schedules, can the data be pooled? Is registering approximately ~1 0 cases for 6 

months sufficient? 

 2:  etails of additional safety trials are not yet determined  they will be decided in discussions with 

authorities and  emeGen. Some dosing schedule overlap exists, so authorities will review the totality 

of data. Santen will work closely with  emeGen to expedite trials and product delivery. 

 

     r an  ecurities   r  Wa a   

Q1:  egarding         X, Q1 sales were below expectations. Will full-year targets be achieved? 

        original  performed well. How is the balance between         X and       ? 

 1: When         X underperforms,         original  is used as a substitute, so sales shift 

accordingly. Q1         X sales were unsatisfactory due to limited resources, but monthly numbers 



are steadily increasing.  hysician surveys show high product evaluation and intent to prescribe, but 

supply concerns are slowing uptake.  ddressing supply issues should restore growth. The company 

does not consider full-year target achievement to be at risk at this stage. 

 

Q2:  egarding       , facility adoption has already exceeded FY26 target. Will adoption continue 

to grow after  uly? If repeat purchases are strong, could progress exceed original plans? 

 2: Santen aims for        to be available at all ophthalmology institutions, so adoption will continue 

to expand.  ser feedback is very positive, suggesting repeated purchases will be strong.  rogress is 

currently in line with plan, with upside potential if repeat rates are high. 
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