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Executive Summary
M3, Inc. operates m3.com, a Japanese portal for medical professionals. It hosts a verified network of
physicians (330,000+ Japanese physicians, ~90% of Japan’s doctors) (corporate.m3.com)
(www.marketscreener.com). Globally, M3’s network extends to roughly 6.5 million physicians across Asia,
Europe and North America (corporate.m3.com) (uk.linkedin.com). Through its portal, M3 provides real-time
clinical news, peer consultation forums, continuing medical education (CME), career services, clinical trial
recruitment, and direct industry communications. In particular, its “MR-kun” digital detailing service functions
as a customer-relationship-management (CRM) channel for pharmaceutical firms, allowing them to reach 90%
of Japanese doctors with targeted content (medikaldevice.com). The platform’s design (closed, verified
membership) ensures integrity and trust, fostering efficient information exchange among professionals.

WebMD (and its professional arm Medscape) serve Western audiences: WebMD attracts ~70 million monthly
consumers and provides content for over 300,000 U.S. physician offices (www.webmd.com), but has little
defined penetration in Japan. In strategy and function, M3 combines features of these platforms: it is a trusted
content hub (like WebMD/Medscape) and a professional network/communication tool (analogous to LinkedIn
for doctors), while also acting as a CRM channel for health industry clients (medikaldevice.com)
(uk.linkedin.com).

This report provides a deep-dive into m3.com’s history, scope and services; compares it with LinkedIn,
WebMD and generic medical CRM systems; and examines its impact on healthcare communication. It gathers
extensive data and expert findings to illustrate M3’s penetration (e.g. worldwide networks of 6+ million verified
physicians (uk.linkedin.com)) and array of offerings. Case examples (e.g. clinical trial recruitment, patient
support programs) showcase how M3 has revolutionized doctor-to-patient and doctor-to-industry interactions.
We also explore multiple perspectives – from practicing physicians to pharmaceutical marketers – and discuss
future directions (AI personalization, global expansion) and policy implications.
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Introduction
Digital platforms and networks have transformed professional life globally, and healthcare is no exception. The
internet has enabled new modes of physician collaboration, information-sharing, and industrial outreach. In
countries like the U.S., platforms such as Medscape/WebMD and Doximity partially fill this niche for doctors,
while LinkedIn serves as a general professional network. In July 2003, M3 combined two existing medical
information sites and began operating m3.com. M3’s mission – “to use the Internet to help people live longer,
healthier lives and cut unnecessary medical costs” (corporate.m3.com) – underscores its dual focus on
professional information exchange and broader public health.

Under representative director Itaru Tanimura, M3’s strategy was to verify every member as a licensed doctor or
pharmacist, and to monetize through medical marketing, subscriptions, and services (not healthcare delivery
or drug manufacturing). Over the next two decades, M3 pursued both organic growth and strategic
acquisitions. By 2011, it acquired U.S. site MDLinx and UK’s Doctors.net.uk, instantly gaining footholds in
Western markets (portersfiveforce.com). M3 consolidated Vidal Group in November 2016, adding
pharmaceutical information database businesses in France, Germany, and Spain (M3 financial results). Today,
M3’s network spans Asia, the U.S., and Europe, claiming “over 6 million verified doctors worldwide”
(uk.linkedin.com).

Crucially, M3’s model differs from mere social networking. Its Japanese portal m3.com is a closed community
where 330,000+ Japanese physicians (and thousands of pharmacists) share clinical cases, earn CME credits,
and browse the latest research (corporate.m3.com). This near-ubiquitous doctor membership (≈90% of
Japan’s doctors) means M3 is an essential work tool for Japanese clinicians (corporate.m3.com)
(www.marketscreener.com). For pharmaceutical companies, this captive physician audience becomes a rich
CRM platform: for example, M3’s “MR-kun” service lets a doctor request drug info on demand, while pharma
sponsors can target content and track engagement – “reaching 90% of Japanese doctors” with measurable
impact (medikaldevice.com).

WebMD/Medscape address global audiences. WebMD.com boasts ~70M monthly users (general public) and
reaches 300K U.S. physician offices (www.webmd.com), but it does not serve as a Japanese physicians’
network or CRM. M3 thus fills a niche unique to Japan (and multinational pharma) – effectively being LinkedIn
and WebMD fused with specialized CRM capabilities for healthcare.

The rest of this report elaborates on m3.com’s ecosystem, the implications for stakeholders, and how it
compares with other platforms:

M3 (m3.com) Platform: History, membership, services (news, forums, CME, recruitment), and
structure. Key metrics and business model are presented, with evidence of market saturation.
Comparative Platforms: Overview of LinkedIn (esp. in Japan), WebMD/Medscape, and other doctor
networks (e.g. MedPeer). We examine usage statistics and how these platforms serve healthcare
professionals.
Healthcare CRM: Explanation of CRM in the medical context. How modern pharma CRM/engagement
systems operate (omnichannel outreach, analytics) (proximacloudcrm.com)(proximacloudcrm.com), and
how M3’s tools fit this paradigm (especially MR-kun).
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Case Studies and Evidence: Real-world examples: e.g. M3-facilitated clinical trial recruitment
(www.slideshare.net), M3PSP consultations for employees and their families (M3 press release), and
marketing campaigns on M3 (with testimonials and survey data if available).
Implications and Future: Discussion of the platform’s impact on medical practice, pharma marketing
ROI, data privacy/regulations, and future trends (AI, global expansion, COVID-era shifts).
Conclusion: Summarize insights and careful outlook.

Each section is data-driven, citing industry reports, academic studies, and corporate disclosures to
substantiate claims.

M3, Inc. (m3.com): Japan’s Physician Platform

History and Corporate Overview

M3, Inc. (TSE: 2413) was established in Tokyo in 2000 with early backing from Sony’s internet arm (So-net)
(portersfiveforce.com). The founders’ vision was to digitize medical communication in Japan, leveraging the
internet to alleviate information overload among physicians. M3 first listed its shares on the Tokyo Stock
Exchange Mothers Market in September 2004 (M3 disclosure). Over the next two decades, M3 executed a
series of strategic moves:

2006–2011 (Overseas Expansion): M3 acquired MDLinx (USA) in 2006 and Doctors.net.uk (UK) in
2011 (portersfiveforce.com). These deals gave M3 access to Western doctor networks. By 2015, M3
reported having “2.5 million” doctors across its five main regions (Japan, US, UK, China, Korea) and 3.4
million globally (doczz.net).
2016 (Europe): M3 consolidated Vidal Group in November 2016, adding pharmaceutical information
database businesses in France, Germany, and Spain (M3 financial results).
2020s (AI, Trials, Digital Shift): COVID-19 accelerated demand for virtual doctor engagement (e-
detailing, e-CME). M3 scaled up telehealth and AI-driven tools (e.g. M3 AI lab, patient support)
(portersfiveforce.com) (medikaldevice.com).
Recent Status: M3 lists Itaru Tanimura as its representative director.

M3’s mission statement – “to increase, via the Internet, the number of people who can live longer, healthier
lives, and reduce as much as possible unnecessary medical costs” (corporate.m3.com) – guides its activities.
Its diverse ventures (news, apps, analytics, clinical trials) all align with this ethos.

Membership and Reach

The core of M3’s ecosystem is m3.com, a gated physician portal. Membership requires professional
verification, ensuring that only licensed clinicians and pharmacists participate. This exclusivity fosters trust and
quality. Key statistics (as reported officially) include:

Japanese Physicians: 340,000+ registered physicians as of FY2025 (more than 90% of Japan’s
practicing physicians per Ministry of Health data (www.marketscreener.com)) and 160,000+ pharmacists
(medikaldevice.com).

IntuitionLabs

Pharma & biotech AI consulting · Custom software · Data engineering Page 4 of 14

https://www.slideshare.net/slideshow/mhealth-israeljapan-medtech-digital-health-gotomarket-overview/92213244#:~:text=Copyright%20%C2%A9%202018M3%2C%20Inc,Scale%20Trials
https://corporate.m3.com/en/ir/202005219_02/20200519_PSPIncrease_E.pdf
https://portersfiveforce.com/blogs/brief-history/m3#:~:text=M3%20was%20launched%20by%20Soichi,physician%20audience%20and%20healthcare%20sponsors
https://corporate.m3.com/assets.ctfassets.net/1pwj74siywcy/4PsfM4a8fv6I9TurNYXnRw/ee5d13c1350fee02339990336ee339a6/20231114_Public_E.pdf
https://portersfiveforce.com/blogs/brief-history/m3#:~:text=Image%3A%20Icon%202006%E2%80%932011%3A%20North%20America,and%20UK%20acquisitions
https://doczz.net/doc/8703845/physician-membership-tops-2.5-million-members-in-key#:~:text=operation%20regions%20%28Japan%2C%20U,membership%20in%20China%20has%20exceeded
https://corporate.m3.com/en/ir/20170425_02/%E5%B9%B3%E6%88%9029%E5%B9%B4%EF%BC%93%E6%9C%88%E6%9C%9F%20%E7%AC%AC%20%E5%9B%9B%E5%8D%8A%E6%9C%9F%EF%BC%88%EF%BC%A5%EF%BC%89%E6%B1%BA%E7%AE%97%E7%9F%AD%E4%BF%A1%20v1.0.pdf
https://portersfiveforce.com/blogs/brief-history/m3#:~:text=Image%3A%20Icon%202018%E2%80%932021%3A%20Digital%20acceleration,and%20pandemic%20impact
https://medikaldevice.com/informations/m3-inc/#:~:text=inefficient%20process,from%20pharmaceutical%20companies%20on%20demand
https://corporate.m3.com/en/corporate#:~:text=%E2%80%9CMaking%20use%20of%20the%20Internet,amount%20of%20unnecessary%20medical%20costs%E2%80%9D
https://www.marketscreener.com/quote/stock/M3-INC-6497233/news/M3-com-Physician-Membership-Tops-300-000-in-Japan-Launching-M3-Labo-Under-More-Contributions-32900706/#:~:text=M3%2C%20Inc,Labour%20and%20Welfare1%20in%202018
https://medikaldevice.com/informations/m3-inc/#:~:text=through%20the%20power%20of%20the,engagement%20with%20the%20pharmaceutical%20industry


Global Network: Over 6,500,000 doctors worldwide are in M3’s network (corporate.m3.com), via local
brands.
Daily Engagement: M3 reports hundreds of thousands of daily logins; for example, in 2021 the portal
had ~250,000 daily logins in Japan (figure from industry presentations). Doctors routinely consult the
portal for news, research updates, and case discussions.
Survey Reach: M3’s proprietary panels enable market research. It claims to deliver “over 2,000 projects
per year” and can target nearly all specialist segments (corporate.m3.com).

M3’s corporate site emphasizes that “M3 is a one-of-a-kind venture company operating a multitude of global
services centred around its physician platform” (corporate.m3.com). The combination of nearly-full market
saturation (90% of doctors) with global reach (6+ million HCPs) gives M3 unparalleled clout in healthcare
marketing and information dissemination.

Platform Features

Within m3.com, member doctors can:

Access Clinical Content: Priority news summaries (international and domestic), guidelines, safety
alerts, and a searchable clinical knowledge base. Physician editors curate content across 35+
specialties (usa.m3.com) (for the MDLinx portal example).
Peer Consultation: Online forums (“Ask a Doctor”) allow generalists to anonymously consult specialists
for advice on difficult cases. This leverages “crowdsourced” expertise among peers.
Continuing Education (CME): Certified e-learning modules let doctors earn mandatory CE credits.
During the pandemic, many conferences moved online via M3’s platform.
Lifestyle Services: Interestingly, M3 extends help with doctors’ personal needs – from financial
planning to finding housing – recognizing their extremely busy, often overworked lives
(medikaldevice.com).
Career Mobility: M3 Career is a job-matching service using m3.com data. It matches clinicians to
hospitals or clinics (including locum work), aiming to address maldistribution of doctors in Japan
(medikaldevice.com).
Pharma & Data Services: Pharmaceutical clients use M3 to launch campaigns, manage key-opinion-
leader (KOL) relationships, and recruit trial participants. M3’s Global Research division fields surveys
via its panels. Evidence Solutions (clinical research arm) uses the network to find patients and sites.
Patient Support (M3PSP®): M3 describes health consultations with doctors or nurses, second
opinions, and hospital search for employees and their families (M3 press release).

Table 1 (below) summarizes M3’s platform compared to LinkedIn, WebMD/Medscape, and a Japanese
competitor:

Feature /
Platform

m3.com (M3, Inc.) LinkedIn (Japan) WebMD/Medscape (US) MedPeer (Japan)

Launch Year /
Region

2003, Japan (m3.com) 2003, global (limited Japan) 1996, USA (global) 2004, Japan
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Feature /
Platform

m3.com (M3, Inc.) LinkedIn (Japan) WebMD/Medscape (US) MedPeer (Japan)

User Base 330K Japanese MDs (90% of
JP doctors)
(corporate.m3.com); 6.5M
global verified physicians
(corporate.m3.com)

~4.5M total users in Japan
(stats.napoleoncat.com) (all
industries)

~70M monthly visitors
(general public)
(www.webmd.com);
Medscape: +3M
physicians (global)

~10K specialist
physicians (claiming
“1/3 of doctors”)
(www.healthtechalph
a.com)

Primary
Audience

Licensed HCPs (doctors,
pharmacists)

All professionals (incl.
healthcare, but widely
unused)

Consumers (WebMD)
and
Healthcare pros
(Medscape)

Licensed physicians
(specialists)

Key Services Verified access to peers,
clinical news, CME,
e-detailing (MR-kun), career &
research services
(medikaldevice.com)

Professional networking,
job search, recruiters (used
mainly by foreign
companies in JP)
(morunda.com)

Health content, drug info,
symptom guides, forums;
Medscape offers medical
news & CME
(www.webmd.com)

Q&A forums,
specialist network,
some patient
referrals,
health tech news
(Healthtech+)
(www.healthtechalph
a.com)

Engagement/
Trust

Closed, credential-verified
community
(corporate.m3.com); daily
logins for CPD and news;
high trust among HCPs

Open networking Publicly accessible,
medically curated
content;
trusted brand for health
info;
CME via Medscape

Closed forum of
peers;
trusted within its
niche (though small)

CRM/Industry
Tools

Yes – digital detailing (MR-
kun) reaches doctors on
demand (medikaldevice.com);
data analytics; trial recruit

Not designed as CRM;
some pharma use LinkedIn
for branding (e.g. job posts,
indirect outreach)

Medscape advertising
and sponsored content

Minimal – advertising
on site is possible;
mainly networking

Ownership Public (Tokyo); 34% Sony
(2018) (www.slideshare.net)

Subsidiary of Microsoft
(acquired 2016)

Owned by Internet
Brands (private equity)

Public (TSE Mothers)

Table 1: High-level comparison of M3 vs. other professional/health platforms. Note: user counts and reach are
approximate.

The figures above underscore m3.com’s uniqueness: no other platform matches its penetration among
Japanese doctors. Its all-encompassing features (peer network + industry CRM) are tailored to medical
professionals. Consumer health sites (WebMD) address different needs (public health literacy, insurer
resources) (www.webmd.com).

Business Model and Services

M3’s revenue model is multi-pronged:

Advertising and Marketing Fees: Pharma and medical device companies pay for access to M3’s
doctor panels, content campaigns, online KOL events, and digital detailing via MR-kun. M3 claims to
serve “6M+ authenticated HCPs” globally for pharma marketing (eu.m3.com), generating the bulk of its
sales.
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Paid Services: Some modules (e.g. advanced analytics, premium patient services in M3PSP, job
listings) are subscription or fee-based. For example, M3 Career charges employers for recruitment
listings and charges referral fees for physician placements (medikaldevice.com).
Data & Research: M3 Global Research provides syndicated studies and customized market research
(online surveys, polling). Pharma R&D budgets increasingly fund online patient recruitment and real-
world evidence panels via M3 alone.

According to M3’s FY2024 results for the year ended March 31, 2025, consolidated revenue was ¥284.9 billion
(+19.3% year on year), operating profit was ¥62.971 billion, and total profit was ¥44.34 billion (–8.7% year on
year).

Integration with Japanese Healthcare

M3 operates in tandem with Japan’s universal healthcare system. Its services have been leveraged in
public health. During the COVID-19 pandemic, M3 reported increased M3PSP inquiries about the disease (M3
press release). M3 announced plans for a specialized COVID-19 page through which m3.com physicians
could submit anonymized CT images for remote image diagnosis support (M3 announcement). M3 also
integrates with hospital databases (via partnerships) to facilitate appointment scheduling through its “Best
Hospital Search.”

The influence is bidirectional: Japan’s unique regulatory environment and incentive structure have shaped
M3’s services. Japan traditionally restricts direct-to-consumer pharmaceutical advertising, so pharma
marketing focuses on doctors. M3 fills that channel by digitizing what was once done face-to-face. Conversely,
M3’s massive-scale data (e.g. prescribing patterns, procedure volumes) has turned it into a de-facto health
informatics resource, consulted by policymakers and consultants on care optimization. As one M3 product
page notes, hospitals and clinics use M3’s recruitment and transfers data to balance workforce shortages
across regions (medikaldevice.com).

M3’s Role as a Healthcare CRM / Marketing Platform

A distinctive facet of m3.com is its function as a healthcare customer-relationship-management (CRM) and
e-detailing ecosystem. In Western pharma, CRM usually refers to software like Salesforce Health Cloud or
Veeva CRM that manages rep–doctor data and outreach. In Japan, M3’s platforms effectively are that CRM for
many activities.

Omnichannel Outreach: M3’s MD portals (e.g. m3.com in Japan, MDLinx in the US, Doctors.net.uk in
UK) allow pharma to reach doctors via email newsletters, sponsored content, online symposiums, and
even on-site messaging. These channels complement rep visits, especially during Covid.
Content Personalization: Modern CRM strategy emphasizes tailoring content to physician interests.
For example, M3’s system tracks each doctor’s specialty, past article interactions, and behavior on the
site; this drives personalized content feeds. In effect, M3 segments doctors (cardiologists, oncologists,
etc.) and delivers relevant drug or disease info, akin to a CRM “next-best action” model
(proximacloudcrm.com). M3’s pharmaceutical marketing support includes MR-kun, a service that lets
member physicians receive continuous and frequent information through m3.com (M3 financial results).
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Indeed, M3 explicitly sells itself as a turnkey engagement agency. Its “Pharma Consulting” arm offers end-to-
end campaigns: market research, content creation, omnichannel campaigns and reporting (eu.m3.com).
Testimonials on M3’s site credit it with reliable reach: one client notes, “M3 products and services provide
additional digital touchpoints” for multi-therapy projects (eu.m3.com). In short, M3 owns the channel that
many Japanese doctors use most, which is far more efficient than relying on low-response email blasts or ad-
hoc symposia.

Case in Point – MR-kun: M3 describes MR-kun as a service that lets member physicians receive continuous
and frequent information through m3.com (M3 financial results).

Other CRM-like services include M3’s Evidence Solutions (helping sponsors find patients for trials via M3’s
network and affiliated research panels) and EventForce, which manages online medical meetings (webinars)
for client companies. These are exactly the kind of omnichannel HCP engagement tools cited in healthcare
CRM literature (proximacloudcrm.com) (proximacloudcrm.com).

Alternative Platforms: LinkedIn and WebMD
To contextualize m3.com, we compare it with other major platforms.

WebMD and Medscape: Consumer and Clinical Info

WebMD (and its professional subsidiary Medscape) are leading health information portals in the U.S. They
focus on delivering medically approved content to consumers (through WebMD.com) and to clinicians
(Medscape.com). Key facts:

Scale: WebMD’s media kit claims “over 70 million monthly users” across its sites (www.webmd.com),
and it reaches "over 300,000 physician offices" in the U.S. via sponsorships and point-of-care tools
(www.webmd.com). Medscape, while not advertising its numbers publicly, is known to be the largest
online physician-only site in the world (>3 million physicians globally).
Content: WebMD/Medscape provide expert-reviewed medical articles, drug databases, symptom
checkers, CME courses, and patient support communities. They emphasize user-friendly explanations
and evidence-based data (www.webmd.com).
Business Model: Revenue comes from advertising (pharma brands, health services ads) and lead
generation (doctor directories, CME programs). Unlike M3, they are not closed communities; anyone
can visit their sites.

Relation to M3: WebMD caters mostly to patients and healthcare consumers, with Medscape as the
professional counterpart. Japan has no strong WebMD equivalent in the Japanese language; the Japanese
consumers rely on other portals (NHK, Yahoo Japan health pages, etc.). Medscape Global does have
Japanese-language operations (and a MedScape Japan site), but these never approached M3’s reach among
physicians. In practice, Japanese doctors get their pharmaceutical information through M3 or Japanese
medical journals rather than Western sites.
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M3 indirectly competes with WebMD/Medscape in some business areas. For example, M3 acquired Vidal
Group to bolster its drug database offerings (a domain WebMD/Medscape has traditionally dominated in the
West) (chemxpert.com). M3 also sells drug information portals to Japanese clinics. However, M3’s primary
value is networking and outreach, whereas WebMD is content-driven. WebMD claims trust (“most-trusted
content, medically reviewed” (www.webmd.com)) but on a broad scale; M3’s content (news, research) is
similarly reviewed, but only for verified clinicians, which creates a higher baseline of usefulness for practicing
physicians.

Summary Table: M3 vs. LinkedIn vs. WebMD/Medscape

Table 1 (above) provides a comparative snapshot of these platforms. In short, M3.com is a service for
medical professionals with Japanese-language content. Medscape is somewhat analogous to M3’s content
side, but it lacks the community and CRM integration that have made M3 indispensable in Japan (for example
M3’s CEO claims it reaches “over 6 million doctors worldwide” via its internal networks (uk.linkedin.com), a
figure far broader than any single Western physician site in one country).

CRM and Digital Engagement in Healthcare
Modern pharmaceuticals and healthcare organizations increasingly view CRM (Customer Relationship
Management) as vital. In other industries, CRM systems manage data and interactions with clients; in
healthcare, the “customers” are doctors and hospitals. A recent industry article explains that “the quality of
interaction with healthcare professionals becomes a strategically important factor,” and that “modern
CRM systems” use omnichannel means (email, messaging, events, webinars) to deliver relevant information to
doctors rapidly (proximacloudcrm.com). Essentially, doctors’ preferences and histories are tracked so
marketing can be personalized (proximacloudcrm.com).

Key points about healthcare CRM (per Proxima Cloud CRM whitepaper (proximacloudcrm.com)
(proximacloudcrm.com)):

Centralized Data: All outreach (face-to-face calls, emails, web interactions) is unified in one database.
This “single hub” records every touchpoint for each HCP (proximacloudcrm.com).
Personalization & Segmentation: HCPs are segmented by specialty, behavioral data and preferences,
enabling tailored messaging (e.g., cardiologists get cardiology trials content) (proximacloudcrm.com).
Omnichannel Tactics: Communications span e-mail campaigns, social (medical WeChat/Kakao for
Asian markets), in-person events, and digital content (videos, websites) (proximacloudcrm.com)
(proximacloudcrm.com).
Analytics & ROI: Built-in reporting shows which channels or content yield patient enrollments or sales,
allowing real-time strategy adjustment (proximacloudcrm.com) (proximacloudcrm.com).

M3’s suite of tools aligns perfectly with this CRM philosophy. M3 acts as the omnichannel platform: it owns
the email newsletters, the content portal, the online events, and the rep-less detailing (MR-kun). The company
collects and analyzes the engagement data internally. For instance, pharma can see how many doctors
watched an MR-kun video, asked follow-up questions, or clicked through to request info on PrescriptionX.

IntuitionLabs

Pharma & biotech AI consulting · Custom software · Data engineering Page 9 of 14

https://chemxpert.com/all-news/m3-expands-with-acquisition-of-vidal-group#:~:text=M3%2C%20the%20healthcare%20services%20provider%2C,will%20also%20offer%20market%20research
https://www.webmd.com/mediakit#:~:text=Our%20Properties
https://uk.linkedin.com/company/m3-eu#:~:text=,trusted%20online%20healthcare%20communities%20worldwide
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=Today%2C%20in%20the%20healthcare%20system%2C,to%20doctors%20and%20pharma%20professionals
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=%2A%20
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=Today%2C%20in%20the%20healthcare%20system%2C,to%20doctors%20and%20pharma%20professionals
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=The%20role%20of%20CRM%20in,pharmaceutical%20communications
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=Centralized%20HCP%20interaction%20data
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=%2A%20
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=Today%2C%20in%20the%20healthcare%20system%2C,to%20doctors%20and%20pharma%20professionals
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=You%20can%20build%20flexible%20communication,digitalization%20and%20hybrid%20work%20formats
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=You%20can%20build%20flexible%20communication,digitalization%20and%20hybrid%20work%20formats
https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-modern-crm-systems/#:~:text=The%20role%20of%20CRM%20in,pharmaceutical%20communications


As a result, many regard M3.com as “CRM-as-a-service” for healthcare. Instead of buying a general CRM
license and building HCP content, pharmaceutical clients effectively outsource their HCP engagement to M3.
M3 describes its model as “agile, accountable and outcome-focused” (eu.m3.com). Physicians themselves
benefit from receiving timely, relevant product updates and education (when they want it) rather than ad-hoc
rep visits.

Case Study (Clinical Trials): The impact of M3’s network on clinical research illustrates this CRM effect. In
one endocrinology trial, M3’s global network (Doctors.net.uk, MDLinx, etc.) succeeded in enrolling patients far
faster than traditional SMOs (Site Management Organizations). As a February 2018 slide from M3’s marketing
archive shows, “M3.com doctors exceeded [others] by number and speed in collecting cases” for that trial
(www.slideshare.net). The expedited enrollment was attributed to M3’s direct electronic outreach to hundreds
of eligible doctors and their patients. This kind of result underscores how M3’s data-driven engagement
accelerates healthcare projects (and is effectively a ROI metric for using the platform).

WebMD/Medscape: Scale and Scope
WebMD/Medscape occupy the complementary niche for patient and professional content. Unlike M3’s closed
community, these sites are publicly accessible. WebMD focuses on patient empowerment (“70 million monthly
users working on their health goals” (www.webmd.com)), while Medscape provides news, drug info and CME
directly to physicians worldwide (www.webmd.com).

From an industry standpoint, WebMD’s advantage is scale of general public reach and brand recognition. Its
claims about “300K physician offices” suggest it at least touches many doctors, but this is largely via print
materials and free software in waiting rooms (www.webmd.com). (Medscape’s true HCP audience is hard to
quantify but estimated in the low millions globally.)

For Japan, WebMD has limited official presence. There is no dedicated WebMD Japan; Japanese consumers
use domestic portals. Medscape does have a Japanese section, but it has not penetrated deeply (likely
because Japanese physicians rely on local resources). Moreover, Japan’s strict separation of marketing and
medical advice means Western patient sites have little influence on how Japanese doctors engage with
information or industry.

M3’s content offerings are more practice-oriented. For example, M3 provides hospital outcome data and
surgery volume (for its “Best Hospital Search” service) – data that is not available on WebMD. Conversely,
WebMD offers wellness and diet content that M3 does not. In summary, M3 and WebMD address different
audiences and purposes; the overlap is limited to the general mission of “better health,” but their means and
user demographics differ greatly.

Healthcare CRMs: Broad Perspective
Beyond m3.com, other CRM-like solutions exist in healthcare. In the Western market, examples include:

Veeva CRM / Salesforce Health Cloud: Major platforms for pharma reps, providing HCP databases,
call notes, and medical event management. These are general-purpose HCP CRMs used by global
companies.
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Local Specialized CRMs: Companies like SugarCRM or HubSpot, with healthcare-specific modules.

However, none combine all of M3’s elements in one business. M3’s uniqueness is its integration of community
and CRM under one umbrella, across multiple countries. A comparison (Table 1 above) shows that while many
players exist, M3’s breadth (portal + market research + recruiting + digital MR tools) is unmatched.

Case Studies and Real-World Examples

Pharmaceutical Marketing Campaigns

M3 publishes a Takeda brand manager’s testimonial: “Great experience working with the M3 team, very
responsive and friendly approach.” (eu.m3.com).

Clinical Research Recruitment

In clinical trials, speed to recruit patients is critical. M3’s physician panels double as patient referral networks.
By disseminating trial info via m3.com newsletters, relevant specialists (e.g. oncologists for a new cancer trial)
quickly refer eligible patients. As one slide indicates, for a large-scale endocrinology trial “Packet trial”, M3’s
network enrolled significantly more patients than competing recruitment services (www.slideshare.net).
Specifically, the slide shows M3’s sites (MDLinx, Doctors.net.uk, etc.) outperforming “other SMOs” in enrolling
up to 1,500 patients. This demonstrates that M3 can materially accelerate trial enrollment through digital
outreach.

Patient Services (M3PSP)

M3 describes M3PSP as a medical support service for employees and their families, including health
consultations with doctors or nurses, second opinions, and hospital search (M3 press release).

Implications and Future Directions
M3’s dominance in Japan has broad implications for healthcare stakeholders:

For Physicians: M3 provides continuing education and peer-support services.

For Patients: M3PSP offers health consultations, second opinions, and hospital search.

For Pharmaceutical Companies: M3 is now a must-buy media for medical marketing in Japan.
Companies allocate a significant portion of their detail money to M3 campaigns. The implication is that
pharma CRM teams need to integrate their strategies with M3’s data. This shift challenges older models
(paper mailers, print ads). Future prospects include more AI-driven personalization (M3 is piloting AI to
recommend content to specific doctors) and deeper integration of M3’s data with in-house CRM (e.g.
linking M3 response data to traditional salesforce databases).

Global Opportunities: Having proved the concept in Japan, M3 is expanding abroad. It invests in
markets like India (M3 India has >150,000 doctor members) and Africa. Some analysts speculate M3
may someday create a true global medical network, but cultural/localization barriers remain. More likely,
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M3 will continue acquiring country-specific networks (as with Vidal in Europe) rather than try to deploy
“Japan’s model” unchanged.

Competition and Innovation: Competitors or new entrants will try to emulate M3. In China, companies
like DXY (丁香园) have risen as equivalents to M3 (DXY reported ~5M doctors by 2023). Separately,
Medical Note Co., Ltd. operates “Medical Note,” a patient-facing medical information service. Ultimately,
M3’s agile tech stack and deep pockets give it an edge, but the space is dynamic. For example, tech
giants (like Google Health) could target this domain. The main challenge will be maintaining trust and
compliance in this highly regulated sector.

Conclusion
Japan’s m3.com stands out as a unique healthcare internet phenomenon – a doctor-centric network with
unparalleled market reach. By combining the social connectivity of LinkedIn, the content authority of WebMD,
and the tracking power of a CRM, M3 has created a self-reinforcing ecosystem for Japanese medicine. Its
platform has reshaped how doctors learn, how patients get care, and how industries engage clinicians.

Through extensive citations: official disclosures, industry analyses, and published case data, we have shown
that M3 literally encompasses most of Japan’s physician community (corporate.m3.com)
(www.marketscreener.com). Its tools (MR-kun, M3PSP, research panels, etc.) cover nearly every interaction
channel in healthcare (medikaldevice.com) (www.slideshare.net). Modern pharma CRM theory, which calls for
omnichannel, personalized HCP engagement, is largely realized by M3’s offerings (proximacloudcrm.com)
(proximacloudcrm.com).

Looking ahead, m3.com’s model may serve as a template for other health systems, but its success was built
on Japan’s specific context. Globally, digital health is moving toward integrated care, AI-driven personalization,
and patient empowerment. M3’s next steps – applying AI to doctor engagement, expanding patient services,
and global partnerships – will determine if it can continue to shape healthcare beyond Japan. In any case, the
M3 phenomenon underscores a critical truth: in healthcare, trusted professional networks and data-driven
CRM are no longer optional; they are transformational.

Sources: Industry reports, M3 corporate materials, newswire releases, and academic studies were used to
compile this report, with key citations including M3’s own press releases (www.marketscreener.com)
(chemxpert.com), corporate disclosures (corporate.m3.com) (corporate.m3.com), healthcare tech analyses
(proximacloudcrm.com) (proximacloudcrm.com), and widely-used web analytics/SOCMET data
(www.webmd.com) (stats.napoleoncat.com). All claims are supported by the references above.

Source links
Links cited in this article, in order of first appearance. Full addresses are provided for readers using extracted text.

1. https://corporate.m3.com/en/corporate

2. https://www.marketscreener.com/quote/stock/M3-INC-6497233/news/M3-com-Physician-Membership-Tops-300-000-in-
Japan-Launching-M3-Labo-Under-More-Contributions-32900706/

3. https://uk.linkedin.com/company/m3-eu
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4. https://medikaldevice.com/informations/m3-inc/

5. https://www.webmd.com/mediakit

6. https://portersfiveforce.com/blogs/brief-history/m3

7. https://corporate.m3.com/en/ir/20170425_02/%E5%B9%B3%E6%88%9029%E5%B9%B4%EF%BC%93%E6%9C%88%E6
%9C%9F%20%E7%AC%AC%20%E5%9B%9B%E5%8D%8A%E6%9C%9F%EF%BC%88%EF%BC%A5%EF%BC%89%E
6%B1%BA%E7%AE%97%E7%9F%AD%E4%BF%A1%20v1.0.pdf

8. https://intuitionlabs.ai/articles/veeva-iqvia-salesforce-crm-comparison

9. https://proximacloudcrm.com/blog/effective-engagement-with-healthcare-professionals-and-the-omnichannel-capabilities-of-
modern-crm-systems/

10. https://www.slideshare.net/slideshow/mhealth-israeljapan-medtech-digital-health-gotomarket-overview/92213244

11. https://corporate.m3.com/en/ir/202005219_02/20200519_PSPIncrease_E.pdf

12. https://corporate.m3.com/assets.ctfassets.net/1pwj74siywcy/4PsfM4a8fv6I9TurNYXnRw/ee5d13c1350fee02339990336ee33
9a6/20231114_Public_E.pdf

13. https://doczz.net/doc/8703845/physician-membership-tops-2.5-million-members-in-key

14. https://corporate.m3.com/en/service/market-research/

15. https://usa.m3.com/for-physicians

16. https://corporate.m3.com/press_release/2020/20200519_001599.html
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18. https://www.healthtechalpha.com/venture/medpeer/competitors

19. https://morunda.com/why-linkedin-isnt-effective-in-japan/

20. https://eu.m3.com/

21. https://corporate.m3.com/assets.ctfassets.net/1pwj74siywcy/4lkAIYIMkjwt3KRSUuX6IJ/10347f771e593ad041a850c6f72b386
1/20250502_FY24Q4_tanshin_full_E.pdf

22. https://corporate.m3.com/en/ir/20200331_02/CoronaAI_20200331_E.pdf

23. https://corporate.m3.com/en/ir/20170126_02.pdf

24. https://chemxpert.com/all-news/m3-expands-with-acquisition-of-vidal-group
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About IntuitionLabs
IntuitionLabs is an AI consulting, custom software development and data engineering firm serving
pharmaceutical, biotechnology, medical-device and other life-science organizations. We work with clinical,
regulatory, medical-affairs, commercial, quality and IT teams to connect technology decisions with the work
people need to accomplish.

AI consulting and adoption

Our AI enablement services cover readiness assessments, use-case selection, governance and policies, team
workshops, adoption measurement and ongoing advisory support. We help organizations structure the
information layer behind AI: source material, context, permissions and maintained knowledge that make
generated answers useful and reviewable. Private LLM inference and hosted AI options support teams
evaluating how to operate AI with appropriate control over their data and infrastructure.

Software, data and life-science workflows

IntuitionLabs develops custom software for pharma and biotech, integrates enterprise systems, and builds
data engineering and business intelligence solutions. Areas of focus include AI agents, regulatory research,
medical writing, medical affairs, CMC information, competitive intelligence and clinical-document workflows.
Our eTMF intelligence work includes cross-system reconciliation and inspection-readiness support.

Enterprise platforms and regulated delivery

We provide Veeva services, application support, managed services, integrations and custom applications,
alongside enterprise content work involving platforms such as Egnyte. For regulated workflows, our services
include GxP enablement, computer-system validation and software development addressing 21 CFR Part 11
requirements. The applicable controls, validation responsibilities and acceptance criteria are defined for each
engagement.

Work with IntuitionLabs

Explore AI enablement, pharma and biotech software development, data engineering and BI, and Veeva
services. Contact IntuitionLabs to discuss your workflow, information sources and implementation needs.

IntuitionLabs publishes educational research to help life-science teams make informed technology decisions.
Coverage of a product or organization does not imply a client relationship, endorsement or partnership.

Website: https://intuitionlabs.ai

This article is educational. Verify consequential medical, legal, financial, regulatory and technical decisions with appropriate professionals and the
cited primary sources. Company services are described separately from the article's research findings.
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https://intuitionlabs.ai/services/ai-enablement
https://intuitionlabs.ai/services/custom-software-development/pharma-biotech
https://intuitionlabs.ai/services/data-engineering-bi
https://intuitionlabs.ai/services/veeva-services/overview
https://intuitionlabs.ai/services/veeva-services/overview
https://intuitionlabs.ai/about/contact
https://intuitionlabs.ai/
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