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Disclaimer

In preparing these materials, Sansan, Inc. (“the Company”) relies upon and assumes the accuracy and completeness of all available
information. However, the Company make no representations or warranties of any kind, express or implied, about the completeness and
accuracy. This presentation may contain future assumptions, prospects and forecasts based on planning, but these forward-looking
statements are based on the information that is currently available to us, and on certain assumptions that we assume to be reasonable, but
the Company does not promise to achieve these. Major differences may occur between the forecast and the actual performance, including
changes in economic conditions, consumer needs and user preferences; competition with other companies; changes in laws, regulations
and others; and a number of other future factors. Therefore, the actual performance announced may vary depending on these various
factors. In addition, the Company has no obligation to revise or publish the future prospects posted on this site.
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1 Consolidated Financial Results

Highlights

- Net Sales +35.8%. Operating Profit +252.8%. High growth has continued.

Net Sales : Sansan Business +29.9%, Eight Business +179.1%

Operating Profit : Sansan Business +44.0%, Eight Business +59 million yen (decreased l0ss)

* Progressing as forecast announced on July 12, 2019

Due to no large advertising expenses during Q1, operating profit growth rate will increase.

 Hiring, strengthened from fiscal 2018 2H, is progressing

Number of employees increased by 44 over last quarter to 593 (Sansan Business +32)
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1 Consolidated Financial Results

Overview of Consolidated Financial Results

Strong net sales and profit growth has continued.
Gross profit margin remains on a moderate upward trend.

(millions of yen) FY2018 FY2019

Consolidated Results Q1 Results Q1 Results YoY
Net Sales 2,283 3,100 +35.8%
Gross Profit @ 1,892 2,636 +39.3%
Gross Profit Margin @ 82.9% 85.0% +2.1pt
Operating Profit 70 248 +252.8%
Operating Profit Margin 3.1% 8.0% +4.9pt
Ordinary Profit 55 192 +247.1%

Profit Attributable to Owners
of Parent

53 106 +98.5%

(1) Business card entry costs in the Eight Business are recorded in SG&A

© Sansan , Inc.



1 Consolidated Financial Results

Operating Profit

Due to net sales growth and decrease in advertising expenses ratio, operating profit increased
significantly.

Breakdown between Net Sales and Operating Profit

(millions of yen)

Net Sales
3,100
CosnofiSales
-464
Net Sales
SG&A
21283 (excl. Advertising Expenses
Cosé;flsales and Personnel Costs)
CCgA -1,238
(excl. Advertising Expenses
and Personnel Costs)
-883 Personnel Costs
Personnel Costs -842
-524 N Advertising  Operating
Aéj;/;;]lzlensg Operating Expenses  Profit
Profit +252.8% -306
413 70 DG 248
FY2018 FY2019

Q1 Results Q1 Results

© Sansan, Inc.



2 Results by Segment

Results by Segment

Net sales and operating profit increased in both Sansan and Eight Businesses.

(millions of yen)

FY2018 FY2019

Net Sales Q1 Results Q1 Results YoY

Consolidated 2,283 3,100 +35.8%
Sansan Business 2,193 2,848 +29.9%
Eight Business 90 251 +179.1%

Operating Profit

Consolidated 70 248 +252.8%
Sansan Business 877 1,264 +44.0%
Eight Business -298 -239 -

Adjustments -509 -776 —

© Sansan, Inc.



2 Results by Segment

Sansan Business Overview

Operating profit margin has risen thanks to continued net sales growth.

No large advertising expenditure during Q1 (advertising expenditure planned to
increase after Q2).

(millions of yen)

FY2018 FY2019

Sansan Business Q1 Results Q1 Results YoY

Net Sales 2,193 2,848 +29.9%

Operating Profit 877 1,264 +44.0%
Operating Profit Margin 40.0% 44.4% +4.3pt

Numb f“S ”

S:lr)r'lscerirp?ionsansan 5,362 subscriptions 6,032 subscriptions +125%

Monthly Sales per Subscription ® Approx. ¥141,000 Approx. ¥156,000 +10.6%

Last 12 Months A f Monthl

Last 12 Months Average of Monthly 0.76% 0.63% 10.13pt

Number of Employees 248 persons 341 persons +93 persons

(1) Monthly results for the end of Q1 in the Sansan Business (incl. some new services other than “Sansan”, unaudited)
(2) Ratio of decrease in monthly fees associated with contract cancellations to total monthly fees for existing contracts

© Sansan, Inc.



2 Results by Segment

Sansan Business: Number of “Sansan” Subscriptions, Monthly Sales and Number of Employees

Number of subscriptions and monthly sales per subscription have grown steadily.
Personnel hiring, focused on the sales department, is progressing well.

Number of “Sansan” Subscriptions and Monthly Sales per Subscription () Number of Employees in Sansan Business

# of "Sansan" Subscriptions
= \loNthly Sales per Subscription

6,032

5,616 5738 823

341
309
4,849 09 >4t = 273
471ir o Approx. 244 248 299
¥156 000
/Approx.
._/ '

Approx.

¥115,000

Qle Q2 Q3e Q4e Qle Q2 Q3e Q4e Qle Qle Q2 Q3e Q4e Qle Q2 Q3e Q4e Qle
FY2017 FY2018 FY2019 FY2017 FY2018 FY2019

(1) Monthly results for the end of Q1 in the Sansan Business (incl. some new services other than “Sansan”, unaudited)

© Sansan, Inc.



2 Results by Segment

Sansan Business: Last 12 Months Average of Monthly Churn Rate

Average churn rate over the last 12 months improved by 0.13 points compared to the
same period last year, and remained at a low level.

Last 12 Months Average of Monthly Churn Rate @ for “Sansan”

1.22%

FY2014 FY2015 FY2016
Q4e Q4e Q4e

FY2018 FY2019
Qle Qle

(1) Ratio of decrease in monthly fees associated with contract cancellations to total monthly fees for existing contracts

© Sansan, Inc.
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2 Results by Segment

Sansan Business: “Sansan” Revenue Composition by Customer Size

Revenue ratio from larger customers with large sales per subscription continues to rise.

“Sansan” Revenue Composition by Customer Size @

YoY
Number of Employees (Revenue)

B More than 1,000
I 100 to 999 FY2019

Less than 100 Qle
(Composition)

42

38%

FY2014 FY2015 FY2016 FY2017 FY2019
Q4e Q4e Q4de Q4e Qle

(1) Created based on monthly “Sansan” charge (unaudited)

© Sansan, Inc.
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2 Results by Segment

Eight Business Overview

Strong net sales growth has continued thanks to strengthening monetization.
Growth being driven by the paid B2B services.

(millions of yen) FY2018 FY2019

Eight Business Q1 Results Q1 Results YoY

Net Sales 90 251 +179.1%
B2C Services 55 12 +29.7%
B2B Services 34 179 +419.0%

Operating Profit -298 -239 -

Operating Profit Margin — — —

Number of “Eight” Users @ 2.21 million people 2.51 mitlion people  +0.29 million people

Number of “Eight Company Premium”
Subscriptions @

307 subscriptions 991 subscriptions +222.8%

(1) “Eight Company Premium” enables users to share their contacts with colleagues (targeting small companies with under 20 employees)
(2) Number of confirmed users who registered their business card to their profile after downloading the application

© Sansan, Inc.
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2 Results by Segment

Eight Business: Net Sales and “Eight” Users

Continued growth of net sales and number of “Eight” users

(millions of yen) 5 B2C Services B2B Services (in millions)
251 2.51
_— 244 =
187
168
179
120 120
109
77 90
63
63 66 g
., 20 20
54555659 2
Q1 Q2 03 04 0l Q2 03 04 01 Qle Q2 Q3¢ Q4e Qle Q2 Q3¢ Qde OQle
FY2017 FY2018 FY2019 FY2017 FY2018 FY2019

(1) Quarterly results for FY2017 were unaudited
(2) Number of confirmed users who registered their business card to their profile after downloading the application

© Sansan, Inc.
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3 Full-year Forecasts

Consolidated Financial Forecasts

Full-year outlook unchanged from initial forecast.

Net sales are expected to increase by 35.4%, and profit is expected.

(millions of yen)

Full-year
Results

Consolidated Forecasts

Net Sales

10,206

FY2018 FY2019

Full-year
Forecasts

(announced on Jul. 12)

13,816 +35.4%

Operating Profit -849

124 -

Operating Profit Margin -

5.2% -

Ordinary Profit -891

670 -

Profit Attributable to Owners of
Parent

-945

Turn Black @ —

(1) Sansan, Inc. (“the Company”) is expecting an increased estimate of taxable income due to improved performance in the medium term. Accordingly, it is possible that the Company will record income taxes -deferred mainly due to an increase in deferred
tax assets pertaining to tax loss carryforward in FY2019, but as it is difficult to detail the amount to be recorded in income taxes -deferred based on prospective business performance, etc. for FY2020, concrete forecasts for profit attributable to owners

of parent are not disclosed.

© Sansan, Inc.
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3 Full-year Forecasts

(reference) Consolidated Financial Results: Quarterly Results (three-month results)

Due to advertising expenses, operating profit is higher in each Q1.
In the current fiscal year, advertising activities planned to increase after Q2.

Net Sales @ Operating Profit @
(millions of yen) 3.100 (millions of yen)
2,844 248
2,611 —
2,466 0 0 .
2,283
2,047
1,908 47 -194
1,669 1,699
’ 477
-599
-936
-1,525
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q1 Q2 Q3 Q4 QL Q2 Q3 Q4 Q1
FY2017 FY2018 FY2019 FY2017

FY2018 FY2019

(1) Quarterly results for FY2017 were unaudited

© Sansan, Inc.
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Sansan Group Overview

Mission

Turning Encounters into Innovation

Challenges
facing
companies

© Sansan, Inc.

sansan

Product
X

Technology
X

Data

sansan
DSOC

A Business Platform to Challenge the World

o0 Eight

4
N

Challenges
facing
business people
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Sansan Group Overview

Overview of Businesses and Services

Platforms to transform business and individual contact information into assets

sansan o0 Eight

Business Social Networking Based on

Where Business Starts;
Business Card Information

Business Begins with Business Card

Management
Eight is a personal business card app that builds your
The No.1 share in contact management service, own business network with imported business cards

gathering all business cards held by the company,
to transform business cards into valuable assets

« More than 6,000 subscriptions constituting
the customer base
« Monthly churn rate below 1.0%

* NO.1 share in mobile contact management apps
* More than 2.5 million users @

(1) Average monthly churn rate over the past 12 months, which is the ratio of decrease in monthly fees associated with contract cancellations to total monthly fees from existing contracts
(2) Number of confirmed users who registered their business card to their profile after downloading the application

© Sansan, Inc.



Sansan Group Overview

Features Characterizing the Business Platforms

Establish a solid position as a business platform
while diversifying medium- to long-term growth opportunities

Business Platform

Use in any situation, regardless High level of recognition
of industry or occupation and brand power

sansan

4

Services used by all of
company employees

Used by business people
over a lifetime

Center of ecosystems Databases in which information
with high potential for expansion accumulates automatically

© Sansan, Inc.
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Sansan Group Overview

Competitive Edge: Unique Structure and Technology that Enables Card Digitization with 99.9% Accuracy

The establishment of a business card digitization operation structure unsurpassed
by competitors

Prompt and accurate digitization of a large volume of business cards

@

Al: Data entry +

Human:
Manual entry

» Human: Final check -
Automatic and manual

Scan a large data entry of business Database

volume of card images

1

Automatic detection

business cards

Cycle repeated since the company’s foundation

Automatic sorting to Diverse network of data Image processing
operators entry operators technology

Automatic detection and microtasking R -

ET[VET ]

of business card information

© Sansan, Inc.
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Sansan Group Overview

Competitive Edge: Overwhelming Market Share and Solid Customer Base

Sansan, the contact management market pioneer, has acquired overwhelming market
share and diverse set of customers

Overwhelming Market Share and Recognition

QEER I =HERERT mizuio
. B yrrma _
Sales share in 2017 @ /TOCWY Marubeni
7’ aoamEnRat @ TOYOTA DENSO
o @ @A CyberAgent dentsu
Fifth TV commercial title: Credit Saison Co., Lia
We know the customer 2017, “Our boss ©
missed an opportuniyy” o 1t Panasonic FUJiTSU
naan EHAV= F Y
e
©) N1T décomo FUJIFILM
T=PCO 222 ITOKI © KONICA MINOLTA
g
g LAWSON NOMURA

Sixth TV commercial title:
We know the customer 2018, “Our boss

i ity again” WS PASONA { i
missed an opportunity again (ﬁfkﬂﬁ’f ’ % ’5 [H E [0°2

TODA CORPORATION

(1) Sales share of companies in the contact management services for corporations based on “Contact Management Service Market and SFA/CRM Businesses” by Seed Planning, Inc. released in November 2018
(2) Won the top prize in the service and culture section of the 71th Dentsu Advertising Awards

© Sansan, Inc.

Solid Customer Base with more than 6,000 Subscriptions
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=
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Sansan Group Overview

Business Performance (FY2014 to FY2018)

Net Sales @

(millions of yen)

® Sansan Business ® Eight Business 10,206

FY2014 FY2015 FY2016 FY2017 FY2018
Full-year Full-year Full-year Full-year Full-year

(1) Results for FY2015 and before are unaudited
(2) Business card entry costs in the Eight Business are recorded in SG&A

© Sansan, Inc.

Gross Profit and Gross Profit Margin ® @

(millions of yen)

Gross Profit

CAGR
55.3%

= ross Profit Margin

8,608

84.3%

75.4%
FY2014 FY2015 FY2016 FY2017 FY2018
Full-year Full-year Full-year Full-year Full-year

22



Sansan Group Overview

About Employees

Number of Employees M)

(persons)
549
402
305
May 2016 May 2017 May 2018 May 2019

(1) Non-consolidated basis in FY2015 and before, and consolidated-basis since FY2016
(2) As of the August 31, 2019

© Sansan, Inc.

Breakdown by Organization

593
Sansan Division:
Others Sales, SD, CS etc.
593
employees
Eight
Division o
Sansan Division:
Development
Sansan Division: Others
Aug. 2019
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Sansan Group Overview

Company Overview

Company Name Sansan, Inc.
Foundation June 11, 2007
Head Office Aoyama Oval Building 13F, 5-52-2 Jingumae, Shibuya-ku, Tokyo

Branch offices: Osaka, Nagoya, Fukuoka
Other locations Satellite offices: Kamiyama Lab (Tokushima), Sansan Innovation Lab (Kyoto), Nagaoka Lab,
Sapporo Lab

Subsidiaries Sansan Global PTE. LTD. (Singapore)
Sansan Corporation (United States)

CEO Chika Terada

Number of Employees 593 (As of August 31, 2019)

Capital ¥6,234 million

Net Sales ¥10,206 million (FY2018)

Classification by Type Domestic Financial Institutions:13.08%, Security Firms:0.47%,

of Shareholder Other Domestic Corporations:8.42%, Foreign Financial Institutions and Individuals:26.51%,
Individuals and Others:51.50% (As of August 31, 2019)

© Sansan, Inc.



Sansan Business

Basic Features of “Sansan”

“Sansan” offers contact management features to transform unutilized business

cards into assets

Challenges facing
companies

office

Business card management/utilization

“Al Contact Management ” gi?itizf-‘tsh %%Ség/ess card
ata wi 970

accuracy

e Business card information not shared within the

* [nsufficient internal communication

v

Major features —

* Not aware of the value of business card

information

Basic features of “Sansan”

Contact
management

<<<<<é«

Customer
management

* Business card search
* Business card sharing
* Smartphone app

* Person profile

* News feed

+ Company search

* Organizational tree

* E-mail delivery

ﬁ User benefits
[ 1]

© Sansan, Inc.

Productivity

Streamlined operations

Cost reduction

Creation of business opportunities
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Sansan Business

Enhanced Features of “Sansan”

Eliminates inconveniences experienced by all companies and business persons, to
maximize the value of business encounters

Business Begins with Business Card Management

/\ Business card /\
management/utilization:

Internal communication facilitation: ~ “A| Contact Management” Data integration/consolidation:
“Collaboration with Colleagues” “Customer Data Hub”

Business Card Data CRM Customer Data

« » N
1
in
Name Aggregation System
Ay

SFA ERP MA

« Utilizing the exchanged business cards to « Automatic integration with SFA and CRM @
visualize the knowledge and strength of
colleagues « Integration with MA @
* Internal contact list enables phone calls and * Data integration function that enables high-level
sending messages sorting of customer data aggregation and
cleansing

(1) SFA: Sales force automation, CRM: Customer relationship management
(2) Marketing automation

© Sansan, Inc.
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Sansan Business

Basic Service Plan for “Sansan”

Service price for “Sansan” is determined by the following four features (1)

Scanner
(Running costs)

License

cost
(Running costs)

AN

12 months’ license cost
Cost for digitizing all existing business cards

Offer plans ranging between a monthly fee of
¥200,000 and ¥1,500,000

Costs for implementation and operational support of
Sansan’s services

Monthly ¥10,000 per scanner

Rent scanners and tablets to customers, whose
number responds to the number of their office floors,
and/or the number of branches

Determined according to the monthly number of
exchanged business cards

Between a monthly fee of ¥75,000( and several
million yen per subscription

(1) “Sansan” also offers other options including security control, etc.

(2) Assumes company-wide usage of “Sansan” service

© Sansan, Inc.

Recovery of costs

At the start of the
contract

At the start of the
contract

At the start or renewal of
the contract

At the start or renewal of
the contract
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Sansan Business

“Sansan” Revenue Stack-up: Accumulation of Net Sales by Service-in Timing

Continued achievement of negative churn &

“Sansan” Revenue Stack-up: Accumulation of Net Sales by Service-in Timing @®

g
e

i

FY2014 FY2015 FY2016 FY2017 FY2019
Q4e Q4e Q4e Q4e Qle

(1) Status where increase of revenue generated by the existing subscriptions is greater than revenue reduced as a consequence of cancellation
(2) Created based on monthly “Sansan” license charge (unaudited)

© Sansan, Inc.
28



Sansan Business

Large Potential for “Sansan” to Expand Coverage in the Japanese Market

The number of users within current customers is limited, and there is room for 100
times more coverage expansion

Company size
“Sansan” Coverage “Sansan” Coverage
(Company) @ (Employee) @

> 1,000 employees 112% 16%

100 to 999 employees 22% 13%

< 100 employees 02% 05%

) 4
Potential for 100 times

coverage expansion

(1) “Sansan” coverage is calculated with the number of subscription and total number of IDs in “Sansan” for FY2018 as the numerator and the
number based on Economic Census for Business Activity in 2016 issued by the Statistics Bureau as the denominator.

© Sansan, Inc.
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Sansan Business

Market Opportunities to Support

The work-style reform and digital transformation is boosting the need for cloud-based
contact management

Digital Transformation Market Size @ SaaS Market Size in Japan

(billions of yen) (billions of yen) (billions of yen)
Communication Services Hardware m Software
= |T and Business Services
m Software
® Hardware

449.0 + ¥2540

965.6

billion

641.1
+¥870.4

billion

i /

1,093.7
901.0
2017 2022 2017 2021 2017 2022
forecast forecast forecast

(1) Based on “2018 to 2022 Outlook of Work-style Reform and ICT-related Spending in Japan: by Hardware, Software, IT and Business Services, Communication Services” by IDC Japan (December 2018)
(2) Based on “2018 Outlook of the Digital Transformation Market” by Fuji Chimera Research Institute
(3) Based on “2018 New Software Business Markets” by Fuji Chimera Research Institute

© Sansan, Inc.
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Sansan Business

Strategy for Continuous Growth in Net Sales

Achieve growth through an increase in both the number of subscriptions and sales per
subscription

Increase sales per subscription

Increase the number

of subscriptions

More utilization by
existing customers

Upselling

_________________________________________________________

* Enhance global expansion ) ]
e Penetration of service value

- Expand sales coverage to i *Promote company-wide use .« Provide new functions and
large corporations . (from the sales departmentto | | services
« Promote solution-based sales . theentire company) |+ Partnerships with other
« Promote regional expansion Po° Enhancte implementation . companies, and M&As
. suppor - :

Number of “Sansan” Subscriptions Monthly Sales per Subscription
243 pp 6,032 Approx. ¥80,000 > Approx. ¥156,000
FY2014 Q4e FY2019 Qle FY2014 Q4e FY2019 Qle
Approx. 24 times Approx. 19 times

© Sansan, Inc.
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Sansan Business

Roadmap for the Medium- to Long-term Strategy

Now In 5 years

> Expand recognition, establish brand
Resources !

Advertising Promotion to small-to-mid size enterprises
investment ‘

Resources » Bolster recruitment, sales operations focusing on product value A WOrkforce Of
Sales, Promote sales to large corporations 1.000 sales and
CS staff /
CS staff

Resources » Strengthen local recruitment, localize products

Overseas
staff

Overseas business expansion

> Accumulate the data
“Sansan”

services

Enhance functionality as a business card management service provider

> New business domain: “Customer Data Hub”, etc.

Resources

Development | Provide new functions and services PrOdUCtS

T > Strengthen API cooperation, M&As, and alliances

External
services

> API cooperation
Platform

: Expansion of ecosystems
services

© Sansan, Inc.
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Sansan Business

Improving the Value of Business Platform

Enhance data connection with various services indispensable in business

salesforce

CE—WAPE—St—
Remiix

NZSenses

A6 CRM
My st e

3
PolarisGate Zd p]er q b')dQSh
€& mpiersa wmry kintone
9 bodais Streamlinin I“ Marketo
P g of
Phone Appli %’?ﬁ KONTAKT N @ List Finder
E%ﬁ%ﬁ%%ﬁ?%
ProgOffice

?‘;
A ( @ InCircle

Q SATORI

Company
SPEEDA ~and ~ Contact
. _industry information
& TEIKOKU DATABANK information m Elg ht

& DIAMOND

(1) SFA: Sales force automation, CRM: Customer relationship management
(2) MA: Marketing automation

© Sansan, Inc.
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Eight Business

Service Outline of "Eight"

SNS platform for business with the largest number of active users in Japan

. * Is not making the most out of business encounters < Desire to use business SNS without
x Chal!enges facing * Lacks sufficient access to business card becoming friends
business people information
v

Digitize business cards with high level of accuracy by using technologies developed through Sansan Division

Offering a lifetime SNS platform for business

Contact Management Connect with Companies

Profile Management e ) i !
Communications (information gathering)

|§

B2C Model | B2B Model
Monet|_z§ Paid plan for individuals: Pai?‘ plan for corporations: Ad. delivery: Business events: Recruiting platform:
opportunities “Eight Premium” E'ght C_omp”any “Eight Ads” “Meets” “Eight Career Design”
: remium

© Sansan, Inc.
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Eight Business

Promotion of Monetization Measures

Accelerate and strengthen the development of B2B services and aim to quickly monetize
the entire Eight Business

B2B
Paid plan for corporations: Enables users to share their contacts with colleagues
“Eight Company Premium”’ Targeting small companies with under 20 employees
Ad. delivery A service for delivering ads to “Eight” users
“Eight Ads” Timely and targeted advertising to career-oriented professionals
Business events: An event matching ”buyers* and ”sellers“ from within “Eight”
“Meets” Uses proprietary technology to accurately match business people together
Recruiting platform: Recruitment services targeting “Eight” users
“Eight Career Design” Provides a new and unique targeted hiring method to the market

Paid plan for individuals: Delivers additional functions to users, such as network data downloads
“Eight Premium” Expand the overall number of “Eight” users, including free plan

© Sansan, Inc.
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