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. . The material that follows is a presentation of general background information about Nxera Pharma Co., Ltd and its subsidiaries (collectively, the “Company”) as of the date of this

DlSClalmer presentation. This material has been prepared solely for informational purposes and is not to be construed as a solicitation or an offer to buy or sell any securities and should not
be treated as giving investment advice to recipients. It is not targeted to the specific investment objectives, financial situation or particular needs of any recipient. It is not
intended to provide the basis for any third-party evaluation of any securities or any offering of them and should not be considered as a recommendation that any recipient should
subscribe for or purchase any securities.

The information contained herein is in summary form and does not purport to be complete. Certain information has been obtained from public sources. No representation or
warranty, either express or implied, by the Company is made as to the accuracy, fairness, or completeness of the information presented herein and no reliance should be placed
on the accuracy, fairness, or completeness of such information. The Company takes no responsibility or liability to update the contents of this presentation in the light of new
information and/or future events In addition, the Company may alter, modify or otherwise change in any manner the contents of this presentation, in its own discretion without
the obligation to notify any person of such revision or changes.

This presentation contains “forward looking statements,” as that term is defined in Section 27 A of the U S Securities Act of 1933 as amended, and Section 21 E of the U S
Securities Exchange Act of 1934 as amended. The words “ believe” expect”,” anticipate”, intend”, plan”,“ seeks”, estimates”,“ and “ and similar expressions identify forward
looking statements. All statements other than statements of historical facts included in this presentation, including, without limitation, those regarding our financial position,
business strategy, plans and objectives of management for future operations (including development plans and objectives relating to our products), are forward looking
statements. Such forward looking statements involve known and unknown risks, uncertainties and other factors which may cause our actual results, performance or
achievements to be materially different from any future results, performance or achievements expressed or implied by such forward looking statements. Such forward looking
statements are based on numerous assumptions regarding our present and future business strategies and the environment in which we will operate in the future The important
factors that could cause our actual results, performance or achievements to differ materially from those in the forward looking statements include, among others, risks
associated with product discovery and development, uncertainties related to the outcome of clinical trials, slower than expected rates of patient recruitment, unforeseen safety
issues resulting from the administration of our products in patients, uncertainties related to product manufacturing, the lack of market acceptance of our products, our inability
to manage growth, the competitive environment in relation to our business area and markets, our inability to attract and retain suitably qualified personnel, the unenforceability
or lack of protection of our patents and proprietary rights, our relationships with affiliated entities, changes and developments in technology which may render our products
obsolete, and other factors. These factors include, without limitation, those discussed in our public reports filed with the Tokyo Stock Exchange and the Financial Services
Agency of Japan. Although the Company believes that the expectations and assumptions reflected in the forward-looking statements are reasonably based on information
currently available to the Company’s management, certain forward-looking statements are based upon assumptions of future events which may not prove to be accurate. The
forward-looking statements in this document speak only as at the date of this presentation and the company does not assume any obligations to update or revise any of these
forward statements, even if new information becomes available in the future.

This presentation does not constitute an offer, or invitation, or solicitation of an offer, to subscribe for or purchase any securities. Neither this presentation nor anything contained
herein shall form the basis of any contract or commitment whatsoever. Recipients of this presentation are not to construe the contents of this summary as legal, tax or
investment advice and recipients should consult their own advisors in this regard.

This presentation and its contents are proprietary confidential information and may not be reproduced, published or otherwise disseminated in whole or in part without the
Company’s prior written consent. These materials are not intended for distribution to, or use by, any person or entity in any jurisdiction or country where such distribution or use
would be contrary to local law or regulation.

This presentation contains non-GAAP financial measures. The non-GAAP financial measures contained in this presentation are not measures of financial performance calculated
in accordance with IFRS and should not be considered as replacements or alternatives profit, or operating profit, as an indicator of operating performance or as replacements or
alternatives to cash flow provided by operating activities or as a measure of liquidity (in each case, as determined in accordance with IFRS). Non-GAAP financial measures should
be viewed in addition to, and not as a substitute for, analysis of the Company’s results reported in accordance with IFRS.

(c) Nxera Pharma Co, Ltd, 2024. Nxera and the Nxera logos are trademarks of Nxera Pharma Co. Ltd.

STRICTLY PRIVATE & CONFIDENTIAL 2 Nxe r(]
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Introduction of speakers

Chris Ca rg“l » Leads Nxera globally
. » 15years’ experience in biotech and pharma,
President and previously biotech M&A at J.P. Morgan.
CEO U.K./Japan based

» Manages Nxera’s operational functions

» Prior general management, commercial and strategy
leadership roles at BMS and Merck in Japan and the U.S.

» Prior to pharma career, was a consultant at McKinsey &
Co., and an official in Japan’s Ministry of Economy, Trade
and Industry

Toshi Maeda

Chief Operating
Officer
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Building on a 30+ Year Heritage to Create a Fully Integrated Biopharma from Japan

1990-2010 2015 2023 2024
o @ @ @

Launched a company dedicated  Out-licensed programs to global  Promoted to PRIME segment of

to bringing innovation to Japan pharma to generate profit,cash TSE, improving access to NXera'~

v IPO on TSE (MOTHERS) in 2004 and a larger market valuation institutional investors

v’ 15+ partnered programs v" First public healthcare investment Fully integrated
by the Japan Investment biopharma
Corporation
company.
®® S05C! cee \vs?gii RES
IR — With a vision to lead

Made strategic acquisitions to Invested in R&D companies that  Acquired a commercial-stage the next era of

bring steady revenue through could generate a continuous pharma, which provided an medicine.

groundbreaking medicines pipeline of new medicines integrated platform for even

v' $186m acquisition of Arakis in v' $400m acquisition of Heptares greater sustainable revenue growth From Japan, for

2005 Therapeutics in 2015 v' $466m acquisition of Idorsia Japan,
v" Royalty revenues from Pharmaceuticals Japan and Korea
Breezhaler® medicines from 2012 v Rapidly growing revenues from and the world.
PIVLAZ®
ARAKIS g HEPTARES ﬁdﬂﬂ)‘lﬂ JAPAN

: KOREA NXerd.~



~

Our Business Model is to Deliver Medical
Innovation to Patients in Japan and Globally NXET U~

NxWave™ Drug Discovery Platform

In-Licensing
@ In-house development and oartner U oo ] OutLicensing
commercialization of select wholly i )
owned programs for Japan/APAC ®
@ Late-stage clinical development and
commercialization for in-licensed
assets in Japan/APAC ®

Japan & APAC Rest of World

e



. arket Dynamics and Key Sgs

-l



Market Dynamics for Specialty Business in Japan

Timely reimbursement

Reimbursement (announcement
of NHI price and listing) takes less
than 3 months following PMDA
approval

As a result, once launched,
products can grow relatively
quicky, making the product P&L
profitable

\

Universal healthcare

Co ©

Japan has universal healthcare
system, and all residents (125
million population) are enrolled
in NHI
* Japanis the 3" largest single
pharma market

Patients pay 30%* co-pays,
however yearly expenditure is
capped based on income level to
ensure it remains accessible /
affordable to all

* lower for children %nd elderly

End-to-end strategy

Deep understanding on key
stakeholders (i.e., MHLW, PMDA,
Patients, Medical Society, HCP) is
key for success

Tailored end-to-end strategy for
each stakeholder need to be
developed for product value
maximization



Commercialization Key Success Factors for Specialty Product Launches

Functional
alignment

Channel mix

L

KPI
management

AN

ANERN

Traditional .))

Each function operates separately
Alignment process occurs at the end
for formality

Follow historical resource allocation
across functions and channels
Large and fixed with OPEX
investment since launch

Monitor a wide range of KPlIs
KPIs accuracy is low and/or are
subjective/potentially not relevant

Best practices

AN

AN

Develop overarching strategy first

Each function fully understands company-wide
strategy and who does what in the other

functions

Assess function and channel effectiveness

based on local needs

Strategic invest in selective channels while

minimizing other investments

Focus the most critical KPIs
KPIs are hard facts and accurate
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Case in point — Our experience bringing PIVLAZ® to market for aSAH patients is a model
for ‘what good looks like’ for commercial launch excellence

Selective endothelin A (ETA) receptor antagonist, medicine for the prevention of cerebral vasospasm
(CV) after aSAH (aneurysmal subarachnoid hemorrhage)

PIVLAZ®

Nxera Strategy for PIVLAZ® launch

Functional
alignment

AN

¥

Channel

\/
AN

management \3

Most functions tentatively report to Japan General Manager
Dynamic talent moves across functions

Holistically analyse end-to-end treatment journey and identified ‘treatment
management’ as the biggest challenge for healthcare professionals
Strategically invested in evidence generation and peer-to-peer education

Medical KPIs : (1) # clinical insights and (2) # of publications
Sales and Marketing: (1) # of account openings and (2) webinar coverage ratio
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Case in point — We have rapidly built physicians’ confidence on PIVLAZ® and it is quickly
becoming the standard of care (SoC) with neurosurgeons

Successfully making PIVLAZ® new SoC in Japan

* 100+ Real world data generation and Included in Japan
Stroke Guideline one year after the launch

* Gain 75% of market share with 100m USD sales
within 3 years post-launch

PIVLAZ® Sales / Share Trend

0 JPY b
I p|\/LAZR) sales 75% ( n)

—®—pJVLAZ®) Share (Dec Exit) 64%

42%

1.3
I

2022 2023 2024

Achieved high sales productivity

* Tracked top sales force efficiency in

Japan

Company A |

546

NXera ~ — >400

Company C
CompanyD
Company E
CompanyF
Company G
CompanyH
Company |
Company)J
CompanyK
CompanyL
Company M
Company N

Company O

407
353
330
305
283
282
263
246
227
219
204
146
139

* # of MRs for prescription drugs. Management, contract MRs, MRs for diagnosticagent/OTC/medical device are notincluded. Nxera: 2023, other companies: 2022 (calculated based on data from mixonline, June 1, 2023)
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A lot of opportunities in specialty business in Japan, however hurdles exist for ex-Japan biotechs

Opportunities in specialty business Hurdles of Japanese market

n A

« 3" |argest single pharma market * Requires deeper know-how to
win the market, especially for

specialty care

* Low-hanging fruit disappears so

specialty business becomes even
more important * Market dynamics change rapidly



' v Biotech mindset, no hierarchy, rapid-decision-making

US/EU biotechs

Highly innovative
assets

“+:| v Knowledge and experience working in Japan

v Experienced development and regulatory team
v" Strong KOL relationships & medical leadership
v" Partner- and product-focused teams intent on creating the

best go-to-market strategy

Japan and APAC

New medicines
for patients
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Nxera’s aspiration 1s to become a Next Era Biopharma 1n Japan

Advance inhouse and partnered programs for global and Japan markets

Use strong capital position to in-license innovative Phase 2 / 3 assets from the US and Europe
with focus on specialty, rare and orphan drugs

Active Business Development with goal to in-license 1-2 products per year
for next five years

Make a positive impact on drug loss/drug lag situation in Japan to bring innovative medicines
to Japanese patients

Bo X am [

Contact us: BusDev@Nxera.life
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