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* China over-took Japan in 2014 as the 2" largest pharma-market world-wide ﬂg éBk%:j(EéﬁTﬁiﬁ

* For Total Market (Hospital + Retail + 3rd Terminal): CAGR (15~19) = 7.7%
* Constant exchange rate (2015); Ex-Factory Price;

Source: IMS China Market Prognosis, 2015 Sep Update; China Hospital Market (100+ Bed-size);
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Market Size

=== MNC Growth ——Local Growth =C==Total Growth
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21 Bn USD

Anti-bribery
Investigation due to
GSK’s scandal

Broader
implementation on AB
policy

4% S NS%
,’ 2o ¢ 3% 3/0,3'0/0

26 Bn USD

YTD Dec 2015

Growth
-———
N
MNC 0
s

Local
Total @

Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

2013 2014
2012.10
: 2013.02

2012.08 Price-cuts Price-cuts
AB Restrain Oncology, Immuno- Respiratory, Analgesic
]E)oh::y regulative & & Antipyreti;: drugs
inalization Hematological drugs P

(95 products, -17% cut (400 products, -15%cut)

* Roll out of county public hospital reform and implementation of metro public hospital in 100 pilot cities
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Biding/price impact
2015 bidding started in
several provinces

Slowdown of Patient Flow Growth
Marked slowdown since 2"¢ half of
2014

U

use policies

products )

Increased enforcement of rational drug

to meet hospital budget targets ( including
TCM, Antibiotics, oncology and other
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: World-Class
Focus on business

outcomes, not training Learning
activity Organizations

Operate as trusted
business partners that
share accountability for
business and customer
outcomes

Measure success by
their contribution to
performance and
business
improvement

Align and prioritize
resources to
business priorities

Perform better in the marketplace

Source: American Society for Training and Development. Survey of more than 2,500 firms.
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e How to Turn e Positive & e Recognized
Training and Proactive by internal
Development e Professional client?
into Business & innovation e Satisfied by
Results ourselves?

e Value-add to
business
target

1 mindset @L

+ How to Turn Training and Development
into Business Results
— The Six Disciplines of breakthrough Leaming

D1 - Define business outcomes

2 Behaviors @L 3 areas of Results @L

oo cimi

» Positive & Proactive

AR TR

« D2 - Design the complete experience
» D3 - Deliver for application

+ Professional & Innovation

* D4 - Drive learning transfer gﬁu{ﬁuﬁ
* D5 - Deploy performance support Value-add t
- Document results business. Satisfied by
target ourselves
achievement
¢ e I W Bk 38 € MSD P} P98 € MsD
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Northeast
Urumugqi
. )
Shenyang
Beijing > ﬁ Headquarters
*. @ Branch Offices & Offices
@ Tianjin
Northwest & prancs
@ Jinan .
e R&D Asia Headquarters /
North R&D China Center
Xi'an
F LBU
© Nanjing 2
Jiangsu ® ihanghal DBU
Chengdu Hangzhou W.@ WHBU . .
Southwest ) Chon’gqin( Wuen @ @‘3 g Ningho Commercial Operation
]
Great Lakes Zh%Jfa“Q
Wenzhou
Fuzhou @
South

@ Guangzhou
Foshan @/ @ Shenzhen

C confidential



2016 Learning Strategic Plan (South Region)

Strategic
Priorities

Developed

Learning Critical Capability
Solutions & Tools need to be

Learning
Outcomes

c Confidential

Enhance New Sales’
Competence of

products knowledge &
PSR Presentation skill

1. In hospital seminar presentation

skill WSP & “The voice of youth”

competition
“New Hire Onboarding
Excellence” follow up 180 days
. Quarterly brand product strategy
implement WSP & Enhanced
“seven call” skill WSP
4. Mentoring & “Jincai” projects

» New hire sales will grow up
quickly to meet job requirements
« PSR will be able to increase
market share in competitive
market by professional
presentation and promotion

Reinforce DSM’ s Consolidate LPM’ s
Competence of Competence of
coaching, leadership & regional strategy P.I.E

people development align with CM

“LPM harmonization

. Quarterly FLSM Salon focus project” ,including

on coaching & leadership 7
. DSM follow up coach

quality & quantity in system
. SLSL follow up “New DSM

navigation " project by

system, coaching the coach

+ SM will be able to lead young ill be able to cooperate

sales team effectively to speed dSely with RSM to plan

up business in competitive regional brand strategy align
market with CM

e NSM will grow up qu|ck|y to * LPM will be able to implement
meet job requirements regional strategy plan effectively
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Correct behavior
demonstrate consistently

improvement

R ST 25 Pk

Commercial
capability

Business growth &
target achievement

(W

2013 Learning Strategic Flan (Great Lake) 2013 Q1 Field Coaching Flan ETeaining C Hamal Dalumies Za
oy ) [ T P | crranian morm
: To Opemze Pertormance e asnow fom e
Powerg” promc o merave
PSR's capabity of cumsmer &l
e < Waning Comure ' n nem ANRMABNTASHIZNE ZianTeaEem LY i EmEE
= " e mawanss
s rom
N . e a1z BRcEETites ==
)

CL priorities focus in Regional
organization support

Learning Solution percentage in 2013

L =

\\

: N
Basic o
Leaming | ecaching skl
. \ = Enhance the
Solution | capabiity of

focus
(80%)

competency
development needs
analysis align with
Regional/Marketing
business development
strategy as well as CL
priority focus

C confidential

At the beginning of each
quarter, Training
Manager develop the
Working Plan through
working closely with
RSM to identify the
specific behavior they
want key business role
to demonstrate in the
field align with
Regional/Marketing
Learning Strategy &
RGM/Marketing Director
focus

Cclcl ‘R

Monthly Regional Learning
Executive Report
Gao, Tony

.
Conclusion & Next Step v @L
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Function leader submit
the Regional/Marketing
monthly Executive
Report to
RGM/Marketing Director
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The start pointis full of challenges in 2014 @

REP. PERFORMAMNCE  (v=150) Wave VI {MNov2D13) Wave VIT {May 2004)

Familiarwith diseasg |
diagnosis and tredmen]

g Familisr with phamacology] |,
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its own [prodiuct fo nesd suitbie| |
pafients] '

Reguirs doctors to switch
compedifve products fo its own
piroediucy

Recommend (Remind) to uss
its own product as first choics)|
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prescribe s own produd D) |
reet suitable pafisnis| !

Reguire dociors fo swilch| |

L The training becomes regularly in region sale @lﬁd ting
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from compefifive products| ! |
fo its omn prodiucy 1 !

Recommend {Remind) o
use its own product as first| 0
chioice first line ireatment

| Enhance Product

1 1
! Improve Selling Skill i | Unify Business M
| Knowledge ! : P ng : fy od b S0 Tasly pharms
€ Comttmatng e N e e e . P Tammodial olaing)
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