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Sansan Group Overview

Mission and Vision

Mission

Turning encounters
into innovation

Vision

Become business
infrastructure




Sansan Group Overview

Cloud-Based Solutions that Promote Al Transformation and Reshape How We Work

We turn encounters with people and companies into business opportunities, and provide cloud-based solutions that
promote Al transformation (AX) and reshape how we work.

Cloud-based solutions that promote Al transformation and reshape how we work

for corporate

for individuals

Business transaction
Business database Accounting AX solution management solution Business card app

sansan BillOne Contract One Or1 eight

powered by Sansan powered by Sansan

. . Sansan
Data quality management solution ' Data lnte!ligence
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Sansan Group Overview

SaaS Focused on Analog-to-Digital

Paper and other analog workflows remain, leaving room for digitization to greatly improve efficiency.
Digitizing analog information quickly and accurately to improve business productivity and provide convenience through data usage

sansan O171 eight BillOne Contract One

powered bY Sansdn powere d by Sansan

P
Contact information

Business cards Invoices Contracts

=] ¥
Accurate digitization of analog information Q -+ L" — a
via technology + manual entry Al Humans: Humans:

Data entry Manual entry Final check
1 1 1 1
1 1 1 1
1 1 1 1
v \4 v \ 4

iEl|

iii]
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Sansan Group Overview

History ()

FY2007-FY2011

Founding and
Launch of Business

FY2007

SAN SAN, Inc. (now Sansan, Inc.) founded
Began offering Link Knowledge services
(now Sansan, the business database solution)

FY2011

Launched Eight business card app

FY2007 FY2008 FY2009 FY2010 FY2011

© Sansan, Inc.

FY2012-FY2018

Strengthening
investments through
large-scale fundraising

FY2012-FY2018

Raised a total of more than ¥10 billion in funding

FY2013

Started broadcasting first Sansan TV commercial
Changed legal name to Sansan, Inc.

FY2019-

Expanding business fields
FY2019

Listed on Mothers Section of Tokyo Stock Exchange
Began offering Bill One, the accounting AX solution

FY2020

Changed listing market to First Section of Tokyo Stock Exchange

FY2021

Began offering Contract One, the business transaction management
solution

Changed from First Section to Prime Market of Tokyo Stock Exchange.

FY2024

Began offering Bill One Expense and Bill One Accounts Receivable

FY2025

Began offering Sansan Data Intelligence, the data quality
management solution

FY2012 FY2013 FY2014 FY2015 FY2016

FY2017 FY2018 FY2019 FY2020

(1) The graph indicates net sales for fiscal years ended May 31 (figures before the fiscal year ended May 31, 2016, are non-consolidated, while subsequent figures are consolidated).

FY2024
Net sales

¥43,202

FY2022 FY2023 FY2024



Sansan Group Overview

Launch of Main Solutions

Founded in FY2007 and started offering Sansan.
Created multiple solutions since then; Bill One, launched in 2020, has achieved rapid growth.

Contract One

powered by Sansan

powered by Sansan

Sansan O|:| e|g ht

FY2007 FY2011 FY2019 FY2021 FY2024 ()

(1) The graph shows total net sales of each solution. Sales ratio of main solutions: Sansan, 62%; Bill One, 23%; and Eight: 12%.

© Sansan, Inc.



Sansan Group Overview

Financial Results (FY2019-FY2024)

Achieved high growth rate in both net sales and adjusted operating profit.

Net Sales Adjusted Operating Profit and Adjusted Operating Profit Margin

(millions of yen) 43 202 (millions of yen) Adjusted Operating Profit =@ Adjusted Operating Profit rate

25,910

20,420

16,184

13,362

942

757 785 730

FY2019 FY2020 FY2021 FY2022 FY2024 FY2024 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024

© Sansan, Inc.



Sansan Group Overview

Overview of Reporting Segments

The Sansan Group comprises two reportable segments (1),

Percentage of consolidated net sales

‘ Sansan

Sansan/
Bill One Bill One
Business
‘ Others

B2C services

Eight
Business

B2B services

59,

257,

4,

14

11

Sansan

BillOn

powere d by Sansan

Contract One

powered by Senson

On1 eight

O eight

Main services

Sansan
The business database Data
Intelligence

The accounting AX solution

The business transaction
management solution

B2C business card management

B2B business card management
Business events
Recruiting platform

(1) The few other solutions not included in reportable segments are recorded in “Others,” while elimination of intra-company transactions (sales) is recorded in “Adjustments.”

(2) Q3 FY2025 YTD results.

© Sansan, Inc.

The data quality
management solution

Al interface



Sansan Group Overview

Results by Segments (FY2023-FY2025 Q3)

Steady growth in both Sansan/Bill One and Eight businesses.

Net Sales and Adjusted Operating Profits (") of Sansan/Bill One Business Net Sales and Adjusted Operating Profits (V) of Eight Business

(millions of yen) Net Sales [l Adjusted Operating Profits/Losses (millions of yen) Net Sales [l Adjusted Operating Profits/Losses 1 ,870
sansan BillOne 11 !954 O11 eight
powered bi Sonao 1 1 ’435 — 1 ,591 1 ,624
Contract One Ask One 10,935
10,373
9,668 1,267 1,284 1,324 1,296
8,653 9,089
8,278 909
7,646 851
6.816 7,207 771
599
193
2,971 120 154 o, 117
2,294 mm N 2 0 _ l [
1,680 L] [ ] -
812 903 -97 1 -57
459 = 489 492 404 592 673 286 -196 -159
m m s == H = -
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3
FY2023 FY2024 FY2025 FY2023 FY2024 FY2025

(1) Operating profit + share-based payment expenses + expenses arising from business combinations (amortization of goodwill and amortization of intangible assets)

© Sansan, Inc.



Company Highlights
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1
2

3
4
5

Strong Competitive Advantages Common to All Services

Sansan/Bill One Business

Unique Sansan with Steady Growth and Vast Room for Development

Sansan/Bill One Business

Rapidly Expanding Bill One and High Growth Potential

Next Growth Opportunities Through New Service Developments

Driving Growth in Adjusted Operating Profit and Strengthening
the Financial Base

sansan

BillOne

powered by Sansan



Company Highlights

I 1 Strong Competitive Advantages Common to All Services

Unique Sansan with Steady Growth and Vast Room for Development
Rapidly Expanding Bill One and High Growth Potential

Next Growth Opportunities Through New Service Developments

a A~ WO DN

Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base
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1 Strong Competitive Advantages Common to All Services

Our strong competitive advantages

We have a solid competitive advantage that delivers great value in the generative Al era.
We’ve built structural strengths shared across each solution and a foundation that maximizes that value.

Solid competitive advantage for the generative Al era

Structure that continuously captures primary information tied to corporate activites

_|_

Management foundation for maximizing value

Technology for Strong sales Deep marketing

r. 1
a=| digitizing analog :‘% organization and Ilrl experience and high
B [ )

information customer base brand awareness

© Sansan, Inc.
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1 Solid competitive advantage for the generative Al era

Our Structural Competitive Advantage in the Generative Al Era

© Sansan, Inc.

In business context, Generative Al only delivers substantial value when primary information ties with business activities.
Our solutions have a structure that handles this primary information,
which is upstream from where generative Al delivers substantial value.

Processes upstream of where generative Al delivers substantial value.

Business
activities

Sales, accounting, legal,
etc.

»

Acquiring generated
primary information

Digitization

Machine learning Al +

=i ¥ = rules + human checks
7P "o E o for accurate digitization
4

- (structuring
Contact Invoices, . and normalization)
information receipts ontracts

Structural starting point our solutions address

Processes where
generative Al
delivers substantial value

High-level
data use

* Create new business
opportunities

* Greater productivity
through business
process improvement

12



1 Strong Competitive Advantages Common to All Services

Why Our Services Can Inevitably Acquire Primary Information

Users adopt our solutions to resolve issues and inefficiencies that arise in day-to-day work. Our solutions embed deeply into those
operational efficiency processes, which allows them to inherently and continuously acquire primary information.

: Sales | Accounting | Legal
Complex customer information Complex invoicing information Complex contract information
management 3 management : management
! (manual entry and analog management of business | (distributed receipt of paper and PDFs, manual data | (mixed use of paper and e-contracts, distributed
| cards/contacts) | entry) l management)
- , 1 I 1
Challenges in users ! Unclear contact information ' Processing with frequent verification ! Unclear contract status
dai |y Work | (when, with whom, what kind of contact) | (input errors and approval checks bring added effort) | (fail to grasp renewal deadlines and contract terms)

Incomplete company and personal Monthly closing delays Contract and transaction information

information (complex processes and dependence on manual work) is hard to reference
(incomplete information can’t be used for sales activities) | | (can’t be accessed because it's not visualized)
| l 1 | | :
) v | v : v
i | . i
- sansan : BillOne : Contract One

powerad by Sansan

powered by Sansan

Users provide primary
information to improve

@R ¥ .
operational efficiency ’/ - ij i =

Invoices, receipts : Contracts

Business challenges resolved, productivity improved

© Sansan, Inc. 13



1

Strong Competitive Advantages Common to All Services

Technologies Required for Digitizing Primary Information (Structuring and Normalization)

© Sansan, Inc.

In data digitization domains that require accuracy, machine learning-powered Al that strictly follows rules and makes judgments
based on correct data plays a central role, achieving the same level of accurate digitization using generative Al alone is structurally
difficult.

| Digitizing primary information and technology’s role

Generative Al Supporting technologies that enable

Summarization, reasoning, and completion through greater eff|C|ency in the dlgltlzatlon
Iarge'scale pretralnlng process When combined

machine learning-powered Al

preceding generative Al ()
Using machine learning tool to extract and assess

} Technologies essential for
accurate digitization

Rules

Rule-based logic determination

(1) Image processing, natural language processing

14



1 Strong Competitive Advantages Common to All Services

Our Technologies for Digitizing Primary Information (Analog Information)

Our proprietary digitization process combines machine learning-powered Al and human review to ensure accuracy and speed.
We have developed our own generative Al to further improve process efficiency, building on technologies and expertise
refined through years of operation.

Components supporting our advanced digitization

Large amounts of primary - - Machine learning Al B rative Al Normalized and
information prcena g e A o [ structured database
(analog information) ——~ NineOCR Viola uctu
Specialized, proprietary Al for
& ¥ . — Proprietary OCR specialized for digitizing business documentation -
- = — —_———— business card recognition ————
== | |=| [= ’ * =
Machine learning —|
Al preceding L‘ Humans
generative Al
Image processing, Manual, human completion
Natural language processing Final quality assurance
. J

Through years of practical application, our expertise has refined the digitization process.

© Sansan, Inc.



1 Strong Competitive Advantages Common to All Services

Strong sales organization and customer base

Built a strong sales organization by accumulating SaaS sales expertise.
Established a solid customer base, centered on medium- and large-sized companies with high net sales.

Ratio of sales personnel to total employees Sales stack-up from medium- and large-sized companies

Sales Sansan oo 8 8 Y

department

approx.4 0 %

BillOne .. 0

powered by Sansan

© Sansan, Inc.

16



1 Strong Competitive Advantages Common to All Services

Deep marketing experience and high brand awareness

Established high brand recognition in the B2B sector through marketing activities such as TV commercials

Achieved No. 1 market share in terms of net sales for major services

TV commercials to establish high brand recognition (') No. 1 Market Positioning

Sansan

BillOne

powered by Sansan

(1) TV Commercial Gallery (https://bill-one.com/cm/)
(2) Latest Trends in Business Card Management Services in Sales Support DX 2026 (January 2026, surveyed by Seed Planning)
(3) Deloitte Tohmatsu MIC Research Institute, "The Market of Cloud Invoice Receiving Services Entering a New Phase Through Al Utilization" (MIC IT Report, December 2025)

© Sansan, Inc.

13 consecutive years
Market share

4 consecutive years
Market share

No.1

No.1

17



Company Highlights

1 Strong Competitive Advantages Common to All Services

Sansan/Bill One Business
I 2 Unique Sansan with Steady Growth and Vast Room for Development

3 Rapidly Expanding Bill One and High Growth Potential

4 Next Growth Opportunities Through New Service Developments

5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base

nnnnnnnnn

sansan
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2 Unique Sansan with Steady Growth and Vast Room for Development

Net Sales

© Sansan, Inc.

Since service launched in FY2006, it has continually evolved and grown to have the largest SaaS net sales in Japan.
We remodeled it from a business card-based contact management service to the sales AX solution in FY2021, and maintaining
steady growth in FY2025.

Sansan Net Sales (1)

(millions of yen) 26, 66

ARR
February 2026
¥29,825m:

FY2007 FY2008 FY2009 FY2010 FY2011 FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024

Launched Link Knowledge (now Sansan) Became Sansan, B2B business card-based contact management service Prosiuct GO Sans_an,
business database solution

(1) Indicates net sales for fiscal years ended in May. Prior to FY2019, indicates net sales of the former Sansan business segment.
(2) Annual recurring revenue

19



2 Unique Sansan with Steady Growth and Vast Room for Development

Solution Overview

Builds a company-wide database of information on people, companies, and activity.
Leveraging Sansan drives sales growth through maximized business opportunities and cost reduction through improved productivity.

The business database 9aNSAMN Sales growth by maximizing business opportunities
» Visualizes connections based on business cards and emails

w + Includes information on 2.4 million+ companies
: % « Accumulates activity history such as meeting notes

- Visualizes sales opportunities to achieve sales growth

Cost reduction through improved productivity

« Improves company-wide productivity by streamlining
business card-related tasks

‘D.e « Further improves sales organization productivity by

streamlining meeting preparation

* Reduces wasted time across the company and
generates reliable cost-effectiveness

20

© Sansan, Inc.



2 Unique Sansan with Steady Growth and Vast Room for Development

Information Loaded in the Sansan Database

© Sansan, Inc.

Effortlessly digitize daily business activities, including not only business cards but also emails and meeting memos. Build a unique

business database by adding company information for over 2.4 million entries and executive information for over 200,000 entries.

Information from daily

business activities

Business card Email
exchange

.
. ®
[
[
Business meeting notes
(boice entry, manual entry)

_Scheduled for release in
May 2026

=3

Online meetings

(1) A separate contract for Contract One is required

s$ansan

2.4+

domestic company
profiles included as
N standard
| I

1

Company
information

Business card

information \
n |
/ 200«

‘ executive profiles
[ ) included as
. oE—— - " E— standard

Activity history Contact
information

Information independently collected by the Company

Company
E overview

Business overview, share
capital, number of employees,
net sales, etc.

o Location
/¥ information

Information on headquarters
as well as domestic branches
and branch offices

(o‘ Executive
F28® information

Publicly available executive
information with 200,000
entries

Contract
= information (1

Information on the details of
contracts entered into with
customers

N
Illl Corporate trends

Information on companies'
latest trends and implemented
IT services

2N

( 3 L. .
\\@) Risk information

Transaction risk information
held by integrated external
vendors

21



2 Unique Sansan with Steady Growth and Vast Room for Development

Digitizing Contact Information to Visualize Internal Human Networks

Contact Management

Create contact )  Use Tags - Download ~ {© Reminders 27 Potential Duplicates
All(2) Selected Contacts(0) Awaiting Digitization(0) 1~30 ~ > Received on ~ @
D Company / Name Department / Position Contact details Address Received by / Received on
BIRe MIRS Ltd. Media Division R, 333-888-0000 © 1947 Haymond Sansan a Kristin Watson [Sales]
i . M Road Bend, CA 97701 2020/8/18
Lillie Daniels Lillie Daniels anager B s541-480-8110 0ad Bend,
- lillie@mirs.example.com
MIRS MIRS Ltd. Sales Director R, 333-888-0000 @© 1947 Haymond Sansan a Kristin Watson [Sales]
Sales Director 2 - Road Bend, CA 97701 2020/8/18
Daniela Simié Daniela Simic B 513-464-3809 oad Bend, ;
uins L Virtual Cards
™ daniela@mirs.example.com
. = 7 Navy Fox Co.,Ltd. Vice President of Marketing % 333-000-0000 @ 1298 Chandler Hollow f_'_} y John Smith [Sales]
i . 2020/8/18
i i Kevin Stella A 888-111-0000 RoadGlenshaw, PA 15116 - /8/
s %’ & kevin@navy-
—— 4 fox.example.com
N s:sqn Global, Inc DIRECTOR EXECUTIVE VICE Q, 1-888-777-66666 © 268 Chestnut Ct #145, f2 | John Smith [Sales]

© Sansan, Inc.



2 Unique Sansan with Steady Growth and Vast Room for Development

Quick Overview of Company and Business Activity

Corporate Information Activity History

[Z] United Electronics Ltd. Activity Histor
. . . = H} ty ¥ 1-7 of 7 items
=mm United Electronics Ltd. (Folow ] [
Organization Tree
& 2 = (B News Category Date Information
==
&8 Heat Map P —— Contact Updates Datail = 2024/08/30 External Contact:Sakura Life Insurance Co., Ltd. - Takahiro Enomoto [Corporate Planning
09:00
Email Dept.]
[ Cards Colleague Updates User:Kenji Yamada [Sales Dept.]
—— Company Info TDBE#  DCDiE#  4OEM  Surveyresponses  Inquiry history Subject:Information about our company’s event
[} Activity history Company News Emails in thread: 5
fifl Opportunities o Datail = 2024/07/10 External Contact:Sakura Life Insurance Co., Ltd. - Takahiro Enometo [Corperate Planning
Activity Cards [¥ Emails Calls ¥ Meetings i 09:00 ~
Online 2024/07/10 Dept.]
[E] News 2 - Meeting 09:30 User:Taro Sato [Sales Dept.]
= . > Subject:Initial business discussion for © © implementation
Contact Updates 0
A Gl Se peRl b JORc: o Feb CMee Ko ThAr: G Cud Mg Senl DR Sbes e Datail 2024/07/09 External Contact:Sakura Life Insurance Co., Ltd. - Takahiro Enometo [Corporate Planning
Colleague Updates Phona | U900 Dept.]
E | ,gl?g Outgoing User:Kenji Yamada [Sales Dept.]
Company News ! }
Cards Emails Calls Meetings
34 203 54 12 cts, maximize your business Datail 82 2023/12/10 External Contact:Sakura Life Insurance Co., Ltd. - Takahiro Enomoto [Corporate Planning
1d contact management tool for corporations. Centered around business cards, Online ;3:20;;1;/10 Dept.]
Sansan enables you to effortlessly build a complete contact database, accessible anywhere. Meeting 13:30 User:Taro Sato [Sales Dept.]
Subject:Follow-up on our meeting
Address 268 Chestnut Ct #145, New Lisdon, NY 13415 B
Datail = 2023/09/14 External Contact:Asaba Construction Co., Ltd. - Tokubei Tanaka [Sales Dept.]
09:00
URL http://www.exmple.com Email User:Kenji Yamada [Sales Dept.]
Subject:Follow-up on our meeting
Company keyword label printing | automatic identification = date and time labeling =~ PFID Memo:Thanks for the meeting, sending materials, setting next steps

© Sansan, Inc.



2 Unique Sansan with Steady Growth and Vast Room for Development

Overwhelming Brand Recognition and Market Share

© Sansan, Inc.

Gained high level of brand recognition among B2B services and established an overwhelming market share.
Ranked No. 1 in the B2B business card management service market for 13 consecutive years.

Sales share in 2024 (1

The B2B business card management service market has expanded by
approximately 21x compared with 2013, and is expected to grow to
approximately ¥35.5 billion by 2026.

S$ansan

8 5 8(y The market for paid B2B business card management services is expected
" 0 to expand further due to the spread of sales DX using business card data,
integration with other solutions such as SFA (2 and CRM (), and the

addition of new functions.

(1) Based on Latest Trends in Business Card Management Services in Sales Support DX 2026 (January 2026, surveyed by Seed Planning, in Japanese)
(2) Sales support system
(3) Customer management system

24



2 Unique Sansan with Steady Growth and Vast Room for Development

Status of Key Indicators

Subscriptions and monthly recurring sales per subscription steadily grew owing to the strengthened sales structure.

Churn rate was 0.54%, maintaining a rate below 1%.

Number of Sansan Subscriptions and Last 12 Months Average of
Sansan Sales Monthly Recurring Sales per Subscription Monthly Churn Rate for Sansan ()

Sansan other sales
Sansan recurring sales
=@== Percentage of Sansan recurring sales

oy, H B 04a% pou 92.8% 936% 4%

(millions of yen)

94.0% H49% 94.8%

7 687 o4

7,233 489 440

: 7,404
6,130 628 379 gosa 1197

Recurring Sales
Up

15.6%YOY

Q1 Q2 Q@@ 4 Q@ Q@2 Q@ 4 Q1 Q2 Q@3

FY2023 FY2024 FY2025

Number of subscriptions
==®= Monthly recurring sales per subscripton 11,807

11,435
11,069

10,463 10.701

(subscriptions)

10,205
0693 10,031

9,234 9474 —
9‘% ¥210,000

¥193,000

L Monthly
Subscriptions ' Recurring Sales per
Up Subscription Up

12.8%YOY 1.4%YoY

End- End- End- End- End- End- End- End- End- End- End-
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3

FY2023 FY2024 FY2025

(1) Ratio of decrease in MRR associated with subscription cancellations to total MRR for existing subscriptions for Sansan contracts

0.44%

Q3

FY2023

0.41%

Q3

FY2024

0.54%

Q3

FY2025

25



2 Unique Sansan with Steady Growth and Vast Room for Development

Sales Composition by Customer Size (Recurring Sales)

© Sansan, Inc.

No significant change in the revenue composition ratio by customer size.

Sansan Sales Composition by Customer Size (V) (Recurring Sales)

. Composition at YoY change
Company size
(number of employees) End-Q3 FY2025 (revenue)

[ 1,000+
100-999
<100

-+

16.4+
359,

+

22.8%
219

FY2021 FY2022 FY2023 FY2024 FY2025
End-Q3 End-Q3 End-Q3 End-Q3 End-Q3

(1) Prepared based on Sansan MRR (unaudited). Company size is based on corporate information as of the most recent quarter end.
(2) Reflects retrospective revisions to employee data aggregation.

26



2 Unique Sansan with Steady Growth and Vast Room for Development

Net Revenue Retention

We achieved a stable negative churn rate () thanks to the solid upselling for the existing customers.

Sansan Sales Stack-up: Accumulation of Net Sales by Service-in Timing @ (Recurring Sales)

FY2020 FY2021 FY2022 FY2023

(1) Status where increase of revenue generated by existing subscriptions is greater than revenue reduced resulting from cancellation.
(2) Created based on monthly Sansan license charge (unaudited).

© Sansan, Inc.

FY2024

27



2 Unique Sansan with Steady Growth and Vast Room for Development

Evolution of Sansan Business Database

© Sansan, Inc.

Sansan acquires not only various external contact information but also the context of sales activities themselves as primary
information. It continually refine the quality and quantity of primary information, while providing greater value in use that combines

generative Al leverage.

Acquire primary information Generative Al usage to deliver new value

Digitization + data quality

rﬁl-. improvement
Business cards L-_=t —_

‘z’ Scanning

Email g" ' v * Sansan MCP server

7 -—
Email integration

D

Data normalization and structuring
Enrichment with over 2.3M items of

(....I ver 2.
ﬂ corporate aata Sansan Al agent

= Voice entry
Meeting history,
notes

28



2 Unique Sansan with Steady Growth and Vast Room for Development

Potential Market Size of Sansan in Japan (TAM)

© Sansan, Inc.

The number of users within current customers is limited, and there is room for many dozens of times more coverage
expansion in Japan.

_ Sansan Coverage Sansan Coverage
Company Size (companies) (employees) (1
(employees) (YoY percentage point change) (YoY percentage point change)
1. 24.5% 6.8%
’ (+5.3 pts.) (+1.0 pts.)
Potential for
100.965 6.0% 4.8 many dozens of tl-mes
(+1.0 pts. ) (+0.4 pts.) coverage expansion
<100 0.3% 2_0%
(-) (+0.2 pts.)

(1) Sansan coverage is calculated with the number of subscriptions and total number of IDs in Sansan for Q3 FY2025 end as the numerator and the number based on Economic Census for Business Activity in 2021 issued by the Statistics Bureau as the denominator.

29



Company Highlights

1 Strong Competitive Advantages Common to All Services

2 Unique Sansan with Steady Growth and Vast Room for Development

powered by Sansan

Sansan/Bill One Business B . I I o
3 Rapidly Expanding Bill One and High Growth Potential I ne

4 Next Growth Opportunities Through New Service Developments

5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base
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3 Rapidly Expanding Bill One and High Growth Potential

Net Sales

© Sansan, Inc.

Rapid growth in net sales since May 2020 service launch.
ARR exceeded ¥13.8 billion, as of February 2026.

Bill One Net Sales

(millions of yen)

6,168

2,414

826
84

FY2020 FY2021 FY2022 FY2023

9,790

FY2024

ARR
February 2026

¥13,878mn

31



3 Rapidly Expanding Bill One and High Growth Potential

Solution Overview

© Sansan, Inc.

Enables the Al transformation (AX) of company-wide, voucher-based operations for invoices, expenses, and receivables management.

BillOne

powered by Sansan

Company-Wide Voucher-Based Operations

Incoming invoices Receipts Outgoing invoices

Bill One Invoice Receive Bill One Expense Bill One Accounts Receivable

—C N R

Fundamentally transforms voucher-based business processes to boost
productivity across the entire organization

32



3 Rapidly Expanding Bill One and High Growth Potential

Overview of Bill One Invoice Receive

Promotes AX in invoicing by enabling online receipt of all types of invoices and ensuring their accurate digitization.
Implementing Bill One enables smoother compliance with legal reforms, while accelerating monthly closing.

Vendors q
ﬁ é Postal mail E— “
— [T | Sales st
¥ Email
ﬁ == attachment . E .
i==} ] = “
L. Download o BI I I One “
N
B powered by Sansan General affairs staff ﬁ e
Proxy download H—
R o -
— Accounting
< B
é Upload ; General affairs staff
Invoice Network
. i . . e . 3. Digitalize
1. Centralized invoice collection 2. Accurate and fast digitization 9

subsequent operations
Achieves 99.9% (2 accuracy and digitizes
Receive all types of invoices online invoices regardless of format
by the next business day.

Digitize processing and storage operations of
each site and department.

(1) Invoice receipt sometimes may not be possible because of use, changes, or maintenance involving the invoice download site.
(2) Digitization accuracy when conditions specified by Sansan, Inc. are met

© Sansan, Inc.



3 Rapidly Expanding Bill One and High Growth Potential

Overview of Bill One Expense

© Sansan, Inc.

Distributing the Bill One Business Card to all employees fundamentally solves issues related to expense reimbursement,
eliminates out-of-pocket expenses, and accelerates monthly closing.

Issue cards and make Review results
payments on Bill One _ e and process
Instantly reflects usage Automatically digitizes
statements vouchers and reconciles

Bill One

powered by Sansan

B “ Automatically requests Automatically
Torus sasan voucher submission g determines compliance

Physical credit card

‘3333 8888 3333 8888

Bon = immediately after card use with qualified invoice
requirements

Virtual credit card Voucher upload via smartphone is also available Card administrator
1. Centralized 2. Mechanism for 3. Instant reflection of 4. High digitization
card management safe card distribution usage statements accuracy
Instantly set spending limits. Usage statements are instantly Digitize vouchers with 99.9% (1
Manage all issued cards in a single list. Spending limits can be automatically reflected, and voucher submission accuracy and automatically reconcile
Usage and restriction statuses can be controlled through prior applications, emails are automatically sent. usage statements and vouchers.
checked in real time. allowing use of only the necessary Levels out the concentration of tasks Automatically determine compliance
amount when needed. at the month end and start. with qualified invoice requirements

(1) Digitization accuracy when conditions specified by Sansan, Inc. are met.
(2) Patented: Patent No. 7617181.
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3 Rapidly Expanding Bill One and High Growth Potential

Overview of Bill One Accounts Receivable

Visualizes invoice data in real time and centralizes the accounts receivable process.
Solves core issues by matching payment and receivables data 100%.

. Accounting
Sales management Accounts receivable management management

m
3
B

a8 A
CSsv API

Data ingestion
Core system,

sales management

(

|nj %ﬂﬂ

system Postal ma
Finalizing invoice data .
through inventory and Invoicing

order management

1. Real-time reconciliation

Match payment and receivables 100%, with
automatic reconciliation at each payment

ﬁ

2. Centralized management
of AR information
Check all information in real time,

incl. invoicing, payments, reminders,
and internal confirmation status

BillOne

powered by Sansan

BillOneBank ™

powered by Sansan

Real-time
reconciliation

Unpaid receivables
management

(1) Virtual accounts are provided through Bill One Bank, a service provided as a bank agent of SBI Sumishin Net Bank, Ltd.

(2) Planned for release

© Sansan, Inc.

3 A

csv API (™

v
Data integration v

Core system,
accounting system
Aggregate
as accounting data

3. Consolidated AR operation

One-stop streamlining of operations including
invoicing, payment reconciliation, unpaid
receivables management, and payment reminders.
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3 Rapidly Expanding Bill One and High Growth Potential

Overwhelming Brand Recognition and Market Share

© Sansan, Inc.

Gained high level of brand recognition among B2B solutions and established an overwhelming market share.
Achieved #1 sales share in the cloud-based invoice receiving service market for four consecutive years.

Sales share in 2024 (1

Others

BiI!One

Company
B
~ Company
A

The cloud-based invoice receiving service market is expected to grow at
a high annual rate of 29.3%, reaching a scale of ¥74.0 billion by 2029.

The invoice receipt service market is expected to expand further,
driven by advances in back-office automation from the spread of Al
capabilities, as well as a shift from fragmented, use-case-specific
products to consolidated single-vendor solutions.

(1) Deloitte Tohmatsu MIC Research Institute, “The Market of Online Invoice Receiving Solution Continues to Grow at a High Rate” (MIC IT Report, December 2025).
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3 Rapidly Expanding Bill One and High Growth Potential

Status of Key Indicators

ARR exceeded ¥13,878 million as of February 28, 2026, up 36.8% YoY, and MRR quarterly net increase has expanded for
four consecutive quarters. High growth in paid subscriptions, while monthly recurring sales per paid subscription

and churn rate remained at the same level YoY.
Last 12 Months Average of Monthly
Churn Rate for Bill One (D)

Number of Bill One Paid Subscriptions and

Monthly Recurring Sales per Paid Subscription

Bill One MRR

(millions of yen)

Number of paid subscriptions
==@= \lonthly recurring sales per paid subscriptions

(subscriptions)

Monthly

ARR MRR Paid Recurring Sales per 4.924
February 2026 Up 1.156 Subscriptions Up' Paid Subscription Up ’
e 4,599
¥13,878mm A 36.8:vov 1,069 36 1%vor. 0.4 vov 4,252
o1 985 3,932
3,310 3019
703 9 ¥218,000 - —0
640 2816 0000 ¥233,000 ¥234,000 0.30%
570 2,607 —
2,304 0

494 ’ 0.33% 0.39%
404
Aug. Nov. Feb. May Aug. Nov. Feb. May Aug. Nov. Feb. E(_gg- E(gg E(gg ES?' E(g(zi E(gg E(gg ES?' E(g(zi E(gg Q3 Q3 Q3

FY2023 FY2024 FY2025 FY2023 FY2024 FY2025 FY2023 FY2024 FY2025

(1) Ratio of decrease in MRR associated with subscription cancellations to total MRR for existing subscriptions for Bill One contracts

© Sansan, Inc.
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3 Rapidly Expanding Bill One and High Growth Potential

Sales Composition by Customer Size (Recurring Sales)

Achieving growth across all company size categories — from small to large.

Sales Composition by Customer Size ()

Composition at YoY change
End-Q3 FY2025 (revenue)

Company size
(number of employees)

1,000+

100-999 +
<100 80
28 40.9
48 X
(o)
o 32.1%
+
250, 40.2%
FY2021 FY2022 FY2023 FY2024 FY2025
End-Q3 End-Q3 End-Q3 End-Q3 End-Q3

(1) Prepared based on Bill One MRR (unaudited).
(2) Reflects retrospective revisions to employee data aggregation.

© Sansan, Inc.



3 Rapidly Expanding Bill One and High Growth Potential

Net Revenue Retention

We achieved a stable negative churn rate thanks to the solid upselling for the existing customers.

Bill One Sales Stack-up: Accumulation of Net Sales by Service-in Timing (") (Recurring Sales)

FY2022 FY2023

FY2020 FY2021

(1) Created based on Bill One Monthly Recurring Revenue(unaudited).

© Sansan, Inc.

FY2024
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Rapidly Expanding Bill One and High Growth Potential

Evolution of Bill One Accounting AX Solution

© Sansan, Inc.

Bill One acquires primary information generated at the very start of accounting work, such as invoices, and uses advanced
digitization of that information as a foundation to actively apply Al and accelerate automation across all accounting processes.

| When receiving an invoice

Ii Acquiring primary information
Receipt and sort Digitization

Bill One

Receives all types of invoices
online, regardless of format —
paper or electronic

Bill One

Accurate digitization

I_ _I Vendor Yonyon, Inc.

| Account Outsourcing fee |

[Amount ¥50,000|

L= ) Foxemegon wou]

Joint development with Institute
of Language Understanding Inc.
enables the digitization of
line-item information

Voucher preparation and

reconciliation

-,

Al-powered automatic voucher
preparation to automatically
prepare vouchers

4+

Al auto-matching
that reconciles evidence
documents with related data

Based on accurate data,
rule-based automation
of routine verification tasks

Faster automation of business processes |

Storing transaction

3=

[

Bill One

Eliminates the need to store
transaction documents,
regardless of format — paper or
electronic
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3 Rapidly Expanding Bill One and High Growth Potential

Potential Market Size of Bill One in Japan (TAM)

There is a large potential market, even in Japan.

Bill One Coverage

Company Size (companies)
(employees) (YoY percentage point change)
8.6%
(+3.5 pts.)

Potential for

many dozens of times
100-999 3.8% } company expansion

(+1.1 pts.)

<100 0.1«
(-)

(1) Bill One coverage is calculated with the number of paid subscriptions for Q3 FY2025 end as the numerator and the number based on Economic Census for Business Activity in 2021 issued by the Statistics Bureau as the denominator.
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Company Highlights

1 Strong Competitive Advantages Common to All Services
2 Unique Sansan with Steady Growth and Vast Room for Development

3 Rapidly Expanding Bill One and High Growth Potential

I 4 Strong Competitive Advantages Common to All Services

5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base
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4 Strong Competitive Advantages Common to All Services

Focal Points in Our Service Development

© Sansan, Inc.

Under our avowed mission of Turning encounters into innovation, developing B2B services that realize AX for business fields
where analog business flows remain.

Point 1

Focusing on person-to-person, company-to-company encounters

Point 2

Including paper, analog business flows remain,
and thus there is substantial room for optimization through digitization

From Analog to Digital
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4 Strong Competitive Advantages Common to All Services

Service Expansion Across Various Business Domains

Leveraging our accumulated technology and know-how, we have expanded into multiple business domains and created
new services.

Sales AX Business Card AX Accounting AX Contract AX

sansan O121 eight Bill One Contract On

eeeee d by Sansan powered by Sansan

Business | @ :- VO = tract —
Cards -_l invoices contracts | ~—
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4 Strong Competitive Advantages Common to All Services

Contract One: Solution Overview

© Sansan, Inc.

This business transaction management solution protects corporate interests by digitizing contracts and
other transaction documents and visualizing transaction terms and history.

Centralized management Accurate digitization Data linkage Transaction control

Paper-based
contracts

dil

PDF data

Electronic
contracts

Scanning service

Integrate with API

Email integration

Q

_@

Our proprietary
Al-powered
digitization

Manual
correction
entry

Al-powered
automatic entry
of extended
fields

API

Link related
contracts
automatically

Link data by
company

Link business
data in Sansan

Integrate with
other systems
via APIs

N

Search for contracts
quickly

(5
ﬁ.ll

Analyze transactions
from different
perspectives using Al

kdll

g

—
=D

Take action based
on due dates

Management

Sales
department

Legal and
administrative
departments
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4 Strong Competitive Advantages Common to All Services

Contract One: Al-Powered Features

improves productivity organization-wide through a range of features that combine generative Al
and language analysis (natural language processing) Al.

Contract tree & Contract Status Determination

Structuring relationships between contracts and
visualizing contract status

Al Auto-Fill for Custom Fields

Al automatically detects items
to be managed

; —
B = | = B o e (2] e
= =g L[= e HERRRE | R § @)
+, ‘,Eo =) _ Q okkkok ¥Rk kR O
® =l =] [=o kkkkk  ¥REEEE X
‘a (o) Py =— T T
—O a= d i kdkkkkk ¥k EKEkE O

Al Summaries

Contract One Al instantly summarize contract details,
allowing for easy comprehension of the key points

Document Comparison

Enables comparisons
between contracts

© Sansan, Inc

OoLD NEW
¢ L L

HEEN EEN LT

— No —
difference

5 sk 3k ok oK % ok 3k ok K Cerenta sfesfeslele-viedte 5 ok 3k 3k
ddk kKKK % ok sk sk okok ok @
% ok %k ok ok ok ok ok % piferental 3 ok ok ok %k ok ok sk ok
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4 Strong Competitive Advantages Common to All Services

Track Record of Company Consolidation

To achieve discontinuous growth, we implement investment strategies primarily by promoting company consolidation.

Track Record of Company Consolidation

B%)i logmi & Slmtmsea Ninout L/L/U

Diamond Corporata Deta Sarvices, nc. EEEREMAEFRR

Diamond Corporate
Data Services, Inc.?

Institute of Language

i (1)
logmi, Inc. Understanding Inc.

Ninout, Inc.

Period of
Consolidation

FY of consolidation FY2020 Q2 FY2021 Q1 FY2022 Q4 FY2023 Q1
Business segment Eight Busmess Others Sansan/Bill One Business Others
B2B services Others

(1) Kaede IR Advisory, Inc., which became a group company in June 2025, was absorbed through a merger in September of the same year.
(2) Absorbed through a merger in October 2025.

© Sansan, Inc.



Company Highlights
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Strong Competitive Advantages Common to All Services
Unique Sansan with Steady Growth and Vast Room for Development
Rapidly Expanding Bill One and High Growth Potential

Strong Competitive Advantages Common to All Services

Driving Growth in Adjusted Operating Profit and
Strengthening the Financial Base
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5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base

Medium-Term Financial Policy(FY2024-FY2026)

Revised upward the lower limit of the adjusted operating profit margin for FY2026, based on performance through FY2025 Q3.
Aim for a three-year compound annual growth rate (CAGR) of net sales to be 22% to 27% through FY2026, and an adjusted

operating profit margin of 20% to 23% for FY2026.

Medium-Term Financial Policy

(millions of yen) Net sales
=@ Adjusted operating profit margin
CAGR 22% to 27%
61,518~69,396
e Long-term
- adjusted operating
53,571~54,003 profit margin of
43,202 3 0 +
w %
33,878 0
20%~23%
15.0%~16.0%
@ o
FY2021 FY2022 FY2023 FY2024 FY2025 FY2026

Forecast Outlook
49

© Sansan, Inc.



5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base

Net Sales Growth Rate and Adjusted Operating Profit Margin by Product

Our solutions comprise products with different phases in net sales growth and adjusted operating profit margins.
Although Bill One is still operating at a loss, its adjusted operating profit (loss) margin improved substantially.

Net sales

growth rate B a I I O
I ne

powered by Sansan
160%

] On1 eight

FY202
140% 023 Nset8 sa;j growth rate sansan
M % Net sales growth rate
120% Adjusted operating 42.4%

profit margin Net sales growth rate

100% _54.7% Adjusted operating 16.9%

profit margin

80% Profit margin 1 .3% Adjusted operating
+31 2 ts profit margin
60% & PiS, Profit margin 37 90
+14.3 I
FY2024 . pts.
40% Profit margin
FY2024
20% . + 0 " 7 pts FY2024
FY2023 FY2023
-80% -60% -40% -20% 0% 20% 40% Adjusted operating

profit margin

© Sansan, Inc. 50



5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base

Generation of Free Cash Flow (1)

Free cash flow increased owing to growth in net sales and improvement in adjusted operating profit margin.

Free Cash Flow

(millions of yen) FCF
e=@= FCF margin 6’949

10.8%
3,167
2101 2,200
FY2020 FY2021 FY2022 FY2023 FY2024

(1) Cash flows from operating activities — (Capital expenditures for property, plant and equipment + Capital expenditures for intangible assets)

© Sansan, Inc
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5 Driving Growth in Adjusted Operating Profit and Strengthening the Financial Base

Policy for Realizing Management that is Conscious of Cost of Capital and Stock Price

Clarify our initiatives that contribute to the sustainable improvement of corporate value and our approach to building

constructive relationships with capital markets

Improving
return on capital

Increasing

corporate value

Obtaining
—  appropriate
recognition

© Sansan, Inc.

Improving
profitability

Improving
capital
efficiency

Reducing cost
of capital

Increasing
expected
growth rate

* Maximize net sales growth
- Improve profitability by accelerating transition of unprofitable products to a

profitable state

* Improve gross profit margin and operating margin by advancing digitization

of operations, etc.

» Optimize business portfolio based on profitability

- Achieve effective capital allocation that balances growth investment and

shareholder returns

- Achieve optimal equity capital levels and capital structure
- Establish medium-term quantitative targets for capital allocation and

shareholder return policies

+ Build and strengthen trust with the capital markets through enhanced

information disclosure and constructive dialogue

+ Continuous achievement of earnings forecasts
- Strengthen communication and disclosures regarding sustainability

initiatives and non-financial matters to enhance recognition in the capital
markets

- Strengthen dialogue with investors focused on medium- to long-term growth

story

- Enhance disclosure of useful information that contributes to understanding

our management policies, business, and performance

- Early establishment of new businesses
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Strong Competitive Advantages Common to All Services

Sansan/Bill One Business

Unique Sansan with Steady Growth and Vast Room for Development

Sansan/Bill One Business

Rapidly Expanding Bill One and High Growth Potential

Next Growth Opportunities Through New Service Developments

Driving Growth in Adjusted Operating Profit and Strengthening
the Financial Base

sansan

BillOne

powered by Sansan
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Appendix

Company Overview (1)

Company name Sansan, Inc.

Founded June 11, 2007

Head office Shibuya Sakura Stage 28F, 1-1 Sakuragaoka-cho, Shibuya-ku, Tokyo, Japan
Other locations Branch offices: Osaka, Fukuoka, Aichi

Satellite offices: Tokushima, Kyoto, Niigata

Principal group Sansan Global Pte. Ltd. (Singapore)

companies Sansan Global Development Center, Inc. (Philippines)
Sansan Global (Thailand) Co., Ltd. (Thailand)
Ninout, Inc.

Institute of Language Understanding Inc.

Representative Chika Terada

Employees 2,243

Share capital ¥7.350 million

Net sales ¥43,202 million (FY2024)

Classification by Individuals and others: 19.36%; Foreign financial institutions and others: 41.96%;
shareholder type Domestic financial institutions: 10.75%; Other domestic corporations: 26.01%;

Securities firms: 1.81%; Treasury stock: 0.11% (As of November 30, 2025)

Sansa n*’l"h'novati‘c;hf: Lab, Kyoto

(1) As of February 28, 2026

© Sansan, Inc.



Appendix

About Employees

Employees (Consolidated) Breakdown by Organization ()

(persons)

2235 2,243
1,899 Others
1,399 Eight Business
1,205
2,243
employees
Sansan/Bill One Business
FY2021 FY2022 FY2023 FY2024 FY2025

End-Q4 End-Q4 End-Q4 End-Q4 End-Q3

(1) As of February 28, 2026

© Sansan, Inc



Appendix

Percentage of Each Expense Category to Net Sales

Percentage of Each Expense Category to Net Sales () (Cost of Sales/R&D (@), S&M @), G&A )

mam G&A == S&M R&D mmmm Cost of sales
120.0%
100.0%
0 12.39

- 12.3 % - 14.4% 14.9% "
.U
60.0%
40.0%
20.0%

22.0% 20.9%

0.0%

FY2020 FY2021 FY2022 FY2023 FY2024

(1) Unaudited

(2) Research and development (total personnel costs, server costs, common costs, etc., related to research and development)
(3) Sales and marketing (total advertising costs and personnel costs, common costs related to advertising and sales promotion)
(4) General and administrative (total personnel costs and common costs related to corporate departments)

© Sansan, Inc.



Appendix

Market Environment as a Tailwind

Rapid growth is expected for the Al/Al-related market.

Global AX Market Size () Domestic Al System Market Size (@)

(billions of USD) (billions of yen)
$1,252.5 +¥2,846.1
billion billion
4 o
424.7 1,341.2
FY2024 FY2029 FY2023 FY2028
Estimate Forecast Result Forecast

(1) Based on Artificial Intelligence (Al) in Digital Transformation Global Market Report 2026 (The Business Research Company).
(2) Based on Japan Al Systems Forecast (surveyed by IDC Japan).

© Sansan, Inc.



Appendix
Expansion of Bill One Invoice Network

Approx. 258,000 companies in the Bill One invoice network as the end of February 2026.
Total invoices in invoice network accounts for ¥65 trillion annualized as of February 2026.

Bill One Invoice Network

~Approx.

Approx.

258,000

2mi|lion

Potential Market Size of Bill One
(Companies in Japan (V)

4,924
Bill One paid
subscriptions

companies

Invoice network participating companies(?
Bill One subscriptions +
Invoice issuer to the Bill One user companies

(1) Based on Economic Census for Business Activity in 2021 issued by the Statistics Bureau
(2) Paid subscriptions + free subscriptions + companies that send invoices to paid and free subscriptions

© Sansan, Inc.
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Appendix
Service Outline

© Sansan, Inc.

Business card app widely used by professionals; enables Virtual Card Exchange and smart contract management.

Business card app

® Eight is the business card app that maximizes
e I g ht the value of all your connections.
Open the_app, _ Take a photo and easily manage Updates on career moves,
and swap cards in an instant and search cards like promotions and job changes

Offering apps for potential opportunities though business card exchange and management
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Appendix

Strengthening and Promotion of Monetization Plans

© Sansan, Inc.

Monetization through corporate solutions leveraging user network

B2C Services B2B Services

Business card management

B2C

O11 eight premium

Fixed monthly fee
(annual subscription)

Delivers additional functions
to users, such as network
data download

Users can share contacts

(1) There are multiple fee settings depending on the type of event held, etc.
(2) There is an additional charge when a decision to hire is made.

B2B

O11 eight team

Fixed monthly fee
(annual subscription)

with colleagues

Business events

\
Meets/ Climbet &

DXCAMP  Eight FXPO

Fixed fee per event ()
(held periodically)

Various business event services
using Eight's business network

Recruiting platform

B2B

O1 eight career design

Fixed fee @
(fixed contract)

Professional recruitment services
targeting Eight users
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Appendix

Material Issues (Priority Issues)

Identified key material issues (priority issues) relating to environment, society, and governance and set long-term quantitative targets.
Working to resolve these issues through our core business, we aim to contribute to achieving the SDGs and building a sustainable society.

. . el [ Transform Work == Respect Employee Diversity Rl B Lol KB
(1) Balance Security and Convenience (2) Through Innovative AX Services ) and Producing Innovation g @' e

1. Provide safe and stable infrastructure services 3. Promote AX services that improve productivity 5. Promote recruitment, development,

2. Ensure robust protection of data privacy and 4. Create innovative business infrastructure
Information security

and success of human resources
6. Promote diversity, equity, and inclusion

Metrics i Targets for FY2029() | Results for FY2024 () Metrics | Targets for FY2029()  Results for FY2024 (1 Metrics | Targets for FY2029 () | Results for FY2024 (
Number of items Proportion of recruitment
- 35% 12.1%
Number of major incidents 0 0 39r!ver_ted from analogto = 500 million 270 million @ through referrals
igital information using Uni @ b
our services pgg:icr,lsg ,aﬂ';ee' onus) 80% 59.5%
Proportion of those . Ratio of female employees in .
ﬂ,":,ai:,'if:,eutjalalsnf;?;;‘:&°nn of  maintainedat 80% or higher  90.6% :éﬂ'ii;"f users of our 20 million people 9.80 million people @ management positions 30% or higher 20.2%
Person Ratio of female employees 45% or higher 37.0%
(8) Establish a Firm Management Structure U= (5) Conserve the Environment B =
to Support Rapid Business Growth y, Through Business Q0 | ©
7. Strengthen corporate governance 9. Address climate change issue
8. Ensure compliance 10.Use natural capital efficiently
Metrics Targets for FY2029 ()  Results for FY2024 (1) Metrics Targets for FY2029 () Results for FY2024 ()
Ratio of female Directors 30% or higher 20.0% Scope 142 @) carbon neutral 575 £-CO,
Number of significant 0 0

compliance violations
Number of uses of

Proportion of employees paperless functions in 120 million 20 million @
receiving compliance-related : 100% 100% our services
training

(1) Results and targets presented here are for the Company on a non-consolidated basis.
(2) Results for the Company’s services are aggregated for Sansan, Bill One, Contract One and Eight.

(3) Unipos is a service centered on the peer bonus system provided by Unipos, Inc.
(4) Scope 1 is calculated by aggregating direct GHG emissions from our own offices and facilities. Scope 2 is calculated by aggregating by indirect GHG emissions from the use of purchased electricity and thermal energy in each office.

© Sansan, Inc.



Appendix

Expansion and Upgrading of Sustainability Information

ESG data expanded on sustainability page of our corporate website.
Published Annual Report 2025, expanding sustainability information.

- Sustainability page - Annual Report

ANNUAL REPORT 2025

—_— Fiscal year ended May 31, 2025

A/
i

=

G

W

{ g )

2
L sansan

Japanese: https://jp.corp-sansan.com/sustainability/ Japanese: https://ir.corp-sansan.com/ja/ir/library/report.html
English: https://www.corp-sansan.com/sustainability/ English: https://ir.corp-sansan.com/en/ir/library/report.html

© Sansan, Inc. 63



Appendix

External Evaluations

Acquired various external evaluations regarding ESG Rating, Sustainability, and IR activities.

Category External Evaluations

Annual Report

NIKKEI
Integrated Report Award
[iameeemo ]

AA,
corporste Websitey
= 2024 "=
Redotiona Ca Ltd
AN Markats Rarsing in Japan

Web site )
£
ESG Rating/ESG msci
Index e

Recognitions of
IR activities

(1) Awarded to Annual Report 2025 in February 2026
(2) Awarded to Annual Report 2024 in August 2025
3

Nikkei Inc. ("

NIKKEI Integrated Report Award 2025 Excellence

Nikko Investor Relations Co., Ltd.

All Markets Ranking in Japan Corporate Websites AAA

Gomez IR Site ranking 2025

IR Site Ranking Silver

FTSE

FTSE JPX Blossom Japan Index

msci @

MSCI ESG rating of “A”

MSCI

JAPAN EMPOWERING WOMEN (WIN) SELECT INDEX

Japan Investor Relations Association

2025 Best IR Award for Encouragement

E ARC

% FTSE JPX Blossom
Japan Sector
Relative Index

2025 CONSTITUE

S&P/IPX
Carbon
Efficient
Index

“Most| Likad!i IRAward

MerComm, Inc. [International ARC Awards | @

PDF Version of Annual Report Silver

Daiwa Investor Relations

Commendation Award 2025 Bronze

Gomez ESG Site ranking 2025

ESG Site Ranking Silver

FTSE

FTSE JPX Blossom Japan Sector Relative Index

msci @

Japan Empowering Women Index (WIN)

S&P/JPX Carbon Efficient Index

Japan Investor Relations Association

2025 "Most Liked" IR Award

) THE USE BY SANSAN, INC. OF ANY MSCI ESG RESEARCH LLC OR ITS AFFILIATES (“MSCI”) DATA, AND THE USE OF MSCI LOGOS, TRADEMARKS, SERVICE MARKS OR INDEX NAMES HEREIN, DO NOT CONSTITUTE A SPONSORSHIP,
ENDORSEMENT, RECOMMENDATION, OR PROMOTION OF SANSAN, INC. BY MSCI. MSCI SERVICES AND DATA ARE THE PROPERTY OF MSCI OR ITS INFORMATION PROVIDERS AND ARE PROVIDED ‘AS-IS’ AND WITHOUT WARRANTY. MSCI NAMES
AND LOGOS ARE TRADEMARKS OR SERVICE MARKS OF MSCI.
(4) THE INCLUSION OF Sansan, Inc. IN ANY MSCI INDEX, AND THE USE OF MSCI LOGOS, TRADEMARKS, SERVICE MARKS OR INDEX NAMES HEREIN, DO NOT CONSTITUTE A SPONSORSHIP, ENDORSEMENT OR PROMOTION OF Sansan, Inc. BY MSCI
OR ANY OF ITS AFFILIATES. THE MSCI INDEXES ARE THE EXCLUSIVE PROPERTY OF MSCI. MSCI AND THE MSCI INDEX NAMES AND LOGOS ARE TRADEMARKS OR SERVICE MARKS OF MSCI OR ITS AFFILIATES.

© Sansan, Inc.
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Disclaimer

© Sansan, Inc.

In preparing these materials, Sansan, Inc. (the “Company,” “we,” “us,” or “our”) relies upon and assumes the accuracy and completeness of all information
available to us. However, the Company makes no representations or warranties of any kind, expresses or implies, 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.

The actual performance may differ significantly from the forecast due to changes in economic conditions, consumer needs and user preferences; competition with

other companies; changes in laws and regulations; and a number of other future factors.

In addition, the Company has no obligation to revise or publish the future prospects contained in these materials.
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