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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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1 Financial Results for FY2025

Highlights of FY2025 Results

© Sansan, Inc.

| Sales grew steadily

Net sales up 24.4% YoY.
ARR ™M up 20.2% YoY to ¥49,982 million.

| Adjusted operating profit @ increased substantially, marking a record high

Adjusted operating profit up 137.0% YoY, and adjusted operating profit margin improved by 7.5 pts.
Profit generation has further progressed while making sufficient growth investments.

| Continued high growth of accounting AX @) service Bill One

Bill One net sales up 39.7% YOY.
ARR up 34.9% YoY to ¥14,782 million, maintaining high growth.

(1) Annual Recurring Revenue
(2) Operating profit + share-based payment expenses + expenses arising from business combinations (amortization of goodwill and amortization of intangible assets)
(3) Al transformation



1 Financial Results for FY2025

Overview of Financial Results
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Net sales increased by 24.4% YoY, and adjusted operating profit increased substantially by 137.0%,
achieving record-high profits.
Ordinary profit and other line-item profits also increased substantially.
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Net sales
Gross profit
Gross profit margin
Adjusted operating profit
Adjusted operating profit margin
Ordinary profit

Profit attributable to owners of
parent

EPS

43,202 53,761 +24.4%
37,410 47,263 +26.3%
86.6% 87.9% +1.3 pts.
3,555 8,427  +137.0%
8.2% 15.7% +7.5 pts.
2,743 8,170  +197.8%
424 6,778  +1,497.7%
¥3.36 ¥53.58  +1,492.5%

(For Reference) FY2025

Q4 Results
14,495
12,758

88.0%
2,339
16.1%
2,233

2,669
¥21.09

YoY
+20.1%
+22.6%
+1.7 pts.
+154.0%
+8.5 pts.

+151.2%




1 Financial Results for FY2025

Contributors to Changes in Adjusted Operating Profit

Ratio of cost of sales to net sales down 1.3 pts. YoY. Ratio of advertising expenses to net sales up 0.8 pts. YoY, while ratio of

personnel expenses to net sales down 2.7 pts. YoY.
While making sufficient growth investments, the adjusted SG&A-to-sales ratio was down 6.2 pts. YoY.

Status of Net Sales Through Adjusted Operating Profit

(millions of yen) YoY Change

FY2024 Results FY2025 Results Amount  Rate

e s | +->>> s /- 24t
Cost of sales -5,791 -6,497 +12.2%
e oot 4%

Advertising expenses 5,107 6,770 +1,663 +32.6%
Rents and relocation expenses 2,376 1,883 -493 -20.7%
Other SG&A expenses 9,898 11,169 +1,271 +12.8%

Adjusted operating profit . 3,555 - 8,427 +137.0%

Share-based payment expenses 622 110 -82.2%
Expenses arising from business
combinations 131 131 -0.4%

(amortization of goodwill and intangible assets)

Operating profit 2,800 8,185 +192.3%
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© Sansan, Inc.



1 Financial Results for FY2025

Results by Segment

Net sales for the Sansan/Bill One Business continued to grow steadily, and adjusted operating profit increased substantially
owing to improvements in Bill One’s profitability.
Net sales for the Eight Business grew strongly, and adjusted operating profit increased significantly.

FY2024 FY2025

(For Reference) FY2025

Consolidated 43,202 53,761 +24.4% 14,495 +20.1%

B Sansan/Bill One Business 37,785 46,847 +24.0% 12,521 +20.7%

é Eight Business 5,051 6,720 +33.0% 1,928 +21.2%

Bl Others 512 415 -19.0% 99 -32.9%

Adjustments -147 -222 — -54 —

Bl Consolidated 3,555 8,427 +137.0% 2,339 +154.0%

gii Sansan/Bill One Business 3,581 8,340 +132.9% 2,401 +165.7%

‘_%% Eight Business 63 237 +273.2% -16 —
S

Others -89 -149 — 44 —
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I 1 Financial Results for FY2025
Sansan/Bill One Business Overview

Net sales increased by 24.0% YoY owing to Sansan’s steady growth and Bill One’s continued high growth.
As a result of Bill One loss narrowing to ¥1,627 million (an improvement of ¥3,723 million YoY), adjusted operating profit saw a
substantial increase of 132.9% YoY.

(For Reference) FY2025

FY2024 FY2025

(millions of yen) Full-Year Results | Full-Year Results

Q4 Results YoY

Net sales 37,785 46,847 +24.0% 12,521 +20.7%

Sansan 26,766 31,089 +16.2% 8,063 +11.5%

Sansan recurring sales 25,136 29,141 +15.9% 7,585 +13.7%

Sansan/ Sansan other sales 1,629 1,947 +19.5% 477 -14.9%
SOl i one 9,790 13,679 +39.7% 3,803 +37.2%
Others 1,229 2,078 +69.1% 654 +78.8%

Adjusted operating profit 3,581 8,340 +132.9% 2,401 +165.7%

ngﬁs%eadrgiﬁerating 9.5% 17.8% +8.3 pts. 19.2% +10.5 pts.
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1 Financial Results for FY2025

Sansan: Status of Key Indicators

Steady growth in subscriptions, up 14.0% YoY, owing to progress in acquiring small and medium-sized enterprises;
monthly recurring sales per subscription down 1.0% YoY.
Churn rate was 0.55%, maintaining a low level of less than 1%.

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

sansan

(millions of yen) Sansan other sales (subscriptions) Number of subscriptions
Sansan recurring sales === \lonthly recurring sales per subscription 12.199
==@== Percentage of Sansan recurring sales —
11,807
94.9% 94.8% % 94.8% 9 9 ’
94.0% o ) 92.4% 94.4% 0 94.4% 92.2% 92.8% 93.6% 94.4% 94.1% 0701™ 11,435 1
10,463'%
8,063 10,03110205 —
7,687 1844 m— 9,234 9474 9693 —
7494 * 440 477 9,067
6783 7233 g 489 ¥210,000
195 559 7,404 7985 ¥197,000
6,280 6:468 7,197
6,130 ©, 379 6,954 o
5570 5746 350 337 6,673 0.55%
304 285 56an 5928 0.49%

5445 >
5,114 5286

L Monthly
Subscriptions ' Recurring Sales per 0.42%

Up Subscription Down

Recurring Sales
Up

13.7%YOY 14-0%YOY 1-0%YOY

End- End- End- End- End- End- End- End- End- End- End- End-
Q1 Q2 Q3 Q4 Q1 Q2 Q3 4 Q1 Q2 Q3 4 Q1 Q2 Q3 Q4 QO Q Q3 Q4 Q1 Q2 Q3 o4 Q4 Q4 Q4

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 Sansan contracts

© Sansan, Inc.



1 Financial Results for FY2025

Bill One: Status of Key Indicators

] ARR as of May 31, 2026, was ¥14,782 million, up 34.9% YoY, maintaining high growth.
Bil IOne Number of paid subscriptions grew steadily, monthly recurring sales per paid subscription up 2.2% YoY,
- and the churn rate remained at the same level as the same period of the previous year.

Number of Bill One Paid Subscriptions and Last 12 Months Average of Monthly
Monthly Recurring Sales per Paid Subscription Churn Rate for Bill One ™

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

Bill One MRR

(millions of yen)

Monthly
ARR MRR Paid Recurring Sales per
May 2026 Up 1,231 Subscriptions Up Paid Subscription Up 5,188
— 4,924
1,156 ’
¥14!782mm 34-9%YOY 1,069 31 -g%YOY 2-2%YOY 4,599
985 4,252
3932 ¥237,000
¥227,000 3619 i
' 3310 —e 0.34%
¥232,000 —
2816 3,033
2,607
2,304 0.33% 0.33%
1,952
Aug. Nov. Feb. May Aug. Nov. Feb. May Aug. Nov. Feb. May ES?' E(_gg- E(gg E(gg ES?' E(g(zi E(gg E&?' ES?' E(g(zi E(gg E&?' Q4 Q4 Q4
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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1 Financial Results for FY2025

Eight Business Overview

O eight Net sales up 33.0% YoY, driven by strong B2B services and steady B2C services.
9 In line with the growth in net sales, adjusted operating profit increased substantially by 273.2% YoY.

FY2024 FY2025

(millions of yen) Full-Year Results | Full-Year Results

(For Reference) FY2025

Q4 Results YoY

Net sales 5,051 6,720 +33.0% 1,928 +21.2%

B2C services 402 446 +10.8% 115 +9.2%

B2B services 4,649 6,274 +35.0% 1,813 +22.1%

SPRNEEEE Adjusted operating profit 63 237 +273.2% -16 -
Number of Eight Team 5,451 6,111 +12.1%

subscriptions subscriptions subscriptions
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2 Medium-Term Financial Policy (FY2026—-FY2028)

Medium-Term Financial Policy

The policy for the compound annual growth rate (CAGR) of net sales for the three years from FY2026 to FY2028 is 16% to 20%.
The policy for the adjusted operating profit margin in FY2028 is 25% to 30%.

Medium-Term Financial Policy

(millions of yen) Net sales o .
=@ Adjusted operating profit margin CAGR 16% to 20%

83,915 to 92,899
/ Aim long-term
adjusted operating
profit margin of

oo™ 40..-

63,706 to 65,319

53,761 25.0°

20.0% to 22.5%

FY2023 FY2024 FY2025 FY2026 FY2027 FY2028
Forecast Policy

© Sansan, Inc.
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2 Medium-Term Financial Policy (FY2026—-FY2028)

Generation of Free Cash Flow (1)

Free cash flow has grown steadily, driven by growth in net sales and improvement in adjusted operating profit margin.
We expect further expansion under the new Medium-Term Financial Policy.

Free Cash Flow

illi f FCF
(millions of yen) FOF margin 1 8.7% ‘

4,917

3,167
2,200

FY2021 FY2022 FY2023 FY2024 FY2025

(1) Cash flows from operating activities — (Capital expenditures for property, plant and equipment + Capital expenditures for intangible assets). Note that cash flows from operating activities are adjusted for the impact of temporary fund movements related to the
acquisition of treasury stock.

© Sansan, Inc.
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2 Medium-Term Financial Policy (FY2026-FY2028)

Basic Policy on Capital Allocation

While ensuring financial flexibility to respond quickly to growth opportunities...

Continuously balance growth investment and shareholder returns

Growth Investment Shareholder Returns

- Investment in existing and new business

- Sales and marketing investment oo
_ Investment in Al and R&D - Acquisition of treasury stock

- Human resources investment - Implement flexibly, taking into account stock price

levels, market environment, and financial condition

- Execution of strategic M&A

- Areas where direct synergies with existing businesses - Dividends
can be expected P — . N .
- Peripheral areas where the strengths of existing - Aim for dividend increases In line with profit growt

businesses can be leveraged
- New areas with high future growth potential

© Sansan, Inc.
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2 Medium-Term Financial Policy (FY2026—-FY2028)

FY2026 Earnings Forecast

Aim for a 18.5% to 21.5% YoY increase in net sales
Adjusted operating profit is expected to increase by 51.2% to 74.4% YoY, owing to factors such as Bill One’s expected
achievement of full-year profitability, and the adjusted operating profit margin is expected to be 20.0% to 22.5%.

Net sales 93,761 +24.4% 63,706 t0 65,319 +18.5% to +21.5%
Sansan/Bill One Business 46,847 +24.0% 54,811 to 56,217 +17.0% to +20.0%
Sansan 31,089 +16.2% 34,198 to 34,820 +10.0% to +12.0%
. Bill One 13,679 +39.7% 17,510 to 18,057 +28.0% to +32.0%
o)
§ Eight Business 6,720 +33.0% 8,266 to 8,534 +23.0% to +27.0%
% Adjusted operating profit 8,427 +137.0% 12,741 t0 14,696 +51.2% to +74.4%
Adjusted operating profit margin 15.7% +7.5 pts. 20.0% to 22.5% +4.3 pts. to +6.8 pts.

Profit attributable to owners of
parent

EPS ¥53.58 +1,492.5% ¥66.41 to ¥81.04 +23.9% to +51.2%

6,778 +1,497.7% 8,376 to 10,221 +23.6% to +50.8%

nnnnnnnnn



2 Medium-Term Financial Policy (FY2026—-FY2028)

Outlook of Major Costs for FY2026

As for major SG&A expenses, we expect personnel expenses (') to increase by approximately 12% YoY, and advertising

expenses to increase by approximately 8% YoY.
Against the backdrop of steady growth in net sales, the ratio of these costs to net sales is expected to decline from FY2025.

Personnel Expenses

(millions of yen) Personnel expenses

«=@== Ratio to net sales Approx. 21 ,300
19,011
Up
16,472 -
Approx.
37.8% 13,123 1 2%YOY
‘ 38.7% 38.1%
9,635
35.4%
Approx.33%
FY2022 FY2023 FY2024 FY2025 FY2026

Forecast

Advertising Expenses

Advertising expenses
«=@== Ratio to net sales

(millions of yen)
Approx. 7,300
6,770

Up

Approx.

13.0% 8%YOY

Approx.1 1%

FY2025 FY2026
Forecast

FY2022 FY2023 FY2024

(1) Personnel expenses include employee salaries and allowances, employee bonuses, provision for employee bonuses, retirement benefits, provision for retirement benefits, and employee legal welfare expenses.

© Sansan, Inc.
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2 Medium-Term Financial Policy (FY2026-FY2028)

Shareholder Returns: Results and Forecast

Implemented share buybacks from the end of FY2025 to the beginning of FY2026 and Initiated dividend payments in FY2025.
In FY2026, we plan to increase dividends and introduce an interim dividend in line with profit growth.

- From the end of FY2025 to the beginning of FY2026
Acquisition of Implemented share buybacks (May 20 to June 18, 2026)

treasu ry stock - Total number of shares acquired: approx. 1.33 million shares, Total
acquisition cost: approx. ¥2 billion

- Implemented a year-end dividend of ¥2.5 as the initial dividend in FY2025

Dividends - For FY2026, we plan to introduce an interim dividend, with an interim
dividend of ¥2.5 and a year-end dividend of ¥2.5

© Sansan, Inc.
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3 Growth Strategy

Increasing Value of Our Services in the Generative Al Era

© Sansan, Inc.

Company-specific data is extremely important for leveraging the value of generative Al in business settings.
By using our services, it is possible to create and accumulate high-quality business data while improving operational efficiency.

Corporate Brand CM

“CEO & Al & ...” Version

Your business Al is

fonly as strong asi

" B

t .
your business®data.” '
T AL o o 52 Click here
for the CM video

20



3 Growth Strategy

Profitability Management According to Growth Phase

The most advanced solution, Sansan, achieved high profitability alongside stable sales growth.

Building a business portfolio that balances growth and profitability by reinvesting generated cash into high-growth businesses.

Adjusted operating
profit margin

50%

0%

-50%

-100%

-500%

-1,000%

© Sansan, Inc.

FY2017

FY2018

sansan

FY2019

FY2020

FY2021

FY2022

e

uuuuuuuuuu

Contract One f

FY2023

FY2024

FY2025

Adjusted operating profit margin
(current 3-year sales CAGR of 16.2%)

Adjusted operating profit margin
(current 3-year sales CAGR of 32.8%)

Adjusted operating profit margin
(current 3-year sales CAGR of 78.3%)

Adjusted operating profit margin
(current 3-year sales CAGR of 73.2%)

38.9-
3.5
-11.9.,
-184.9.,

21



3 Growth Strategy

Sansan: Performance Trends

© Sansan, Inc.

Since its launch of the solution in 2007, Sansan has undergone continuous evolution and grown into one of Japan’s largest SaaS
companies in terms of net sales.
While maintaining stable growth, it has evolved into the Group’s earning base with high profit-generating abilities.

Sansan Net Sales and Adjusted Operating Profit Margin

(millions of yen) Net sales
==@= Adjusted operating profit margin

o 31,089 X
— orecast
Net Sales Up
v 10.05,.12.0
40% YoY

0%
FY2007 FY2008 FY2009 FY2010 FY2011 FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025 FY2026
Forecast

-100%

22



3 Growth Strategy
Sansan: Expansion of Provided Value

Promoting increased usage among existing customers and the acquisition of new customers through
the expansion of business data utilization areas.

[2=] Business Card Management > 4 ] Discovery of Business Opportunities

|| &
3
b

&= F
® ‘ ! = =
- p— - —
X S, D= —
o o Company information
Search for contact details Find company-wide Receive news Send emails Create target
and job titles connections lists

A =

a:::a Contact Management/Visualization Business card information Q Meeting Preparation

a Gt
B B g | ee”
_—/ <5 @ Contact information Activity history i = @ @ @
| = 0 , = =
Record business ;_Aocumul_ate Collect and summarize summarize
. . information Create buyer
meeting notes Review by company on online meeting the latest corporate the latest personal . i
. L . . . . relationship maps
with Al participants information information

Zoom business *A"U'—i‘ Al Search

card integration
23

© Sansan, Inc.



3 Growth Strategy

Sansan: Online Meeting Integration

© Sansan, Inc.

Automatically acquire online business meeting participant information into Sansan via Zoom and Microsoft Teams integration.

Accumulate counterparty information regardless of whether it is face-to-face or remote, and turn all contact information into a

starting point for Al utilization.

Zoom card/contact integration

Integrate with generative Al without development

Use Sansan’s business data with generative Al

Business
cards

Ze
\L-/

Online meeting

Zoom business
card integration

sansan
Email
—
v Qe
®a
p-4_3

Business meeting notes

Main target

Feature
overview

Scheduled
release date

Direction of
contribution to
performance

Companies that have already contracted for
Sansan and have a high ratio of online business
meetings

Automatically import information about
participants in Zoom and Microsoft Teams online
meetings into Sansan with no need for business
card exchange

In addition to face-to-face business cards, emails,
and business meeting notes, report information
from online business meetings can also be
centrally managed

April 2026 beta version launch, with the official
version scheduled for release in July

Contribute to unit price increases through edition
upgrades for existing users, in addition to
promoting the acquisition of new contracts

24



3 Growth Strategy

Sansan: Al Search

Search and summarize all business data accumulated in Sansan with a single click using Al.
Al Search streamlines internal and external information gathering and summarization tasks, helping improve sales meeting

preparation and proposal quality.

+AlY-F

Al Search

Septembe|

release
scheduled

In addition to information on Sansan, Al summarizes
information including online data, streamlines internal and
external information gathering and summarization, supporting
sales activities such as meeting preparation.

Information that Al Search can collect

-2.. Contacts,
e. .6 CoOmpanies,
a ~" a

© Sansan, Inc.

and reports on Sansan

Information
online

Main target

Feature
overview

Scheduled
release date

Direction of
contribution to
performance

Intended for use by companies that have already
contracted with “Sansan” and are planning to promote
Al utilization from here on

Capable of comprehensively gathering and
summarizing not only business cards and contact
information but also related public information on
Sansan

Enables advanced information searching
regarding companies and individuals in any
scenario

Scheduled for release in September 2026

Contribute to unit price increases through edition
upgrades for existing users, in addition to
promoting the acquisition of new contracts

25



3 Growth Strategy
Sansan: New Service Plans

© Sansan, Inc.

New features, including Al functions, are now included in the Standard edition.
Promoting increased usage and license upgrades among existing customers, as well as the acquisition of new
customers, through the expansion of the business data utilization domain.

continuous growth via expanding usage scenarios

Edltlon (cost by company size, number of employees (or number of contract IDs))

Advanced Standard - virtual Cards solution

Business database features

- Discovery of Business Opportunities
Standard +
Al functions

- Meeting Preparation

Lite

26



I 3 Growth Strategy
Bill One: Performance Trends

Since its launch in May 2020, Bill One’s net sales have grown rapidly, and the adjusted operating profit margin has also improved
substantially.
Expecting to achieve a full-year profit in FY2026, the business is entering a phase that balances net sales growth with earnings contribution.

Bill One Net Sales and Adjusted Operating Profit Margin

(millions of yen) Net sales
=@ Adjusted operating profit margin

80%

13,679 Forecast
— Net Sales Up

40% 28.0-..32.0-

YoY

-11.9%
0% »
FY2020 FY2021 FY2022 FY2023 FY2024 FY2025 FY2026
Forecast
Bill One

Trend in Adjusted Operating Profit Margin

© Sansan, Inc.



3 Growth Strategy

Bill One: Expanding the Value Proposition

© Sansan, Inc.

Promoting expanded of usage among existing customers and the acquisition of new customers through expanded business
process automation functions.

]
B I I I o ne Redefine the unnecessary.
Transform how your company works.

powered by Sansan

Incoming invoices Receipts Outgoing invoices

Bill One Invoice Receive Bill One Expense Bill One Accounts Receivable
- Proxy receipt and digitization - Eliminating employee out-of-pocket - Enabling centralized management by
. . expenses with the Bill One Business Card. issuing all invoices online in bulk.
- Leveraging Al and other technologies to
remove unnecessary manual work in - Enabling removal of unnecessary manual - Enabling removal of unnecessary manual
business processes. work in the expense reimbursement process. work in invoice issuance and accounts

receivable management processes.

Al-powered
Al automatic Auto- apbroval Pre-approval Auto- detection Real-time Auto-confirmation
auto-matching voucher PP PP clearing of unpaid invoices

preparation

28



3 Growth Strategy

Bill One: Al Auto-Matching

Automating reconciliation/clearing with delivery and acceptance data via high-accuracy invoice digitization + Al.
Eliminating high-burden reconciliation work in the post-invoice receipt process, substantially reducing man-hours and costs

for invoice processing.

Al auto-matching

Main target
Digitize invoice line items and use Al-based matching logic to
eliminate reconciliation work with delivery and inspection data.
Feature
overview
o e . —
'..I I =N mmm ORDER
i | A7} )| M
||—1|_| b(\ ) ) ‘ '--@ --e Release
l:]l:l \f—:/" date
-
Direction of
contribution to
performance

© Sansan, Inc.

Intended for use by companies with high invoice
processing volumes, both existing and new
customers

Automatically reconciles invoices with
procurement data such as purchase orders and
delivery notes down to the line-item level.

Eliminates manual reconciliation work and
enables automation of business processes

November 2025

Contributes to promoting new subscriptions with
large companies and increasing unit prices
through use by existing users.
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3 Growth Strategy

Bill One: Al Auto-Request and Auto-Approval

© Sansan, Inc.

Through voucher preparation tasks, Al learns to assess account titles and tax rates, enabling integrated automation from auto-
generation of journal entries to the approval process.
Continuously reducing the burden of accounting operations after invoice receipt.

Al auto-request

Digitization of invoice line items and
Al learning of voucher preparation
data will eliminate voucher
preparation work

&
w 9
~-~__~

4

r‘l Counterparty Sanshi Co., Ltd. I

e

Account Title Subcontracting Expenses I
Amount ¥50,000 I

—-——

Auto-approval

Total Amount: ¥ 55,000

Total Amount: ¥55,000 ||

High digitization accuracy and
linked information will
eliminate visual confirmation.

v
o e swvn]

OIEII

Account Number: 1234567
Account Holder: SANYON

!Aﬂ:ount Number: 1234567 Io

-
=

Main target

Feature
overview

Scheduled
release date

Direction of
contribution to
performance

Intended for use by companies with high invoice
processing volumes, both existing and new
customers

Journal entry information can be automatically
generated (voucher preparation) based on
invoice data, enabling integrated automation up
to the approval process.

Al auto-request — June 2026
Automatic approval — September 2026

Contributes to promoting new subscriptions with
large companies and increasing unit prices
through use by existing users.
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3 Growth Strategy
Bill One: New Service Plans

© Sansan, Inc.

Renewed service plans to a three-edition system and included features in the Standard license to help redefine/remove what’s unnecessary
from business operations.
Promoting license upgrades among existing customers and the acquisition of new customers against the backdrop of expanded provided value.

crease monthly recurring sales per paid subscription via expansion of provided value

Edltlon (costs based on annual number of digitized items)

Standard | |+ Customization

Standard -+ AI®+ automation features

Lite

(1) Feature of Bill One Invoice Receive

31



I 3 Growth Strategy
Contract One : Performance Trends

Since its launch in January 2022, Contract One’s net sales have grown steadily.
Aiming to continue high net sales growth by further expanding invested resources.

Contract One Net Sales and Adjusted Operating Profit Margin

(millions of yen) Net sales
=@== Adjusted operating profit margin

80%
Forecast
Net Sales Up
1,101 -
40% 80% to 90%
YoY

0%
FY2021 FY2022 FY2023 FY2024 FY2025 FY2026
Forecast

-184.9%

Trend in Adjusted Operating Profit Margin

© Sansan, Inc.



3 Growth Strategy

Contract One : Deployment of Individual Solutions

© Sansan, Inc.

Launched Legal AX Solution, an individual solution that includes the provision of the MCP server.
Accelerating the deployment of solutions that contribute to solving specific issues, such as the New Lease Accounting

Standard Solution.

MCP server

Enables reviews based on internal standards using past contract data via

the “MCP server,” supporting decision-making based on past
relationships and contract terms

—’ - =
-—r T g

The Al-driven contract
database MCP server

Corporate data

Creation of
internal

standards

(1) Compatible general-purpose generative Al services are currently under verification

ChatGPT
————sp Microsoft Copilot
B Claude

Generative Al services (1

Review based on internal
standards,

past contracts, and
corporate information

Other individual solutions

New Lease Accounting Standard Support

Dedicated features compliant with the new lease
accounting standard applicable from 2027. Developing
specialized proposals for target companies

Project/Property Management

Visualizes contract groups by project and property.
Primarily marketed to the construction and real estate
industries

July 2026
scheduled
for release

July 2026
scheduled
for release
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3 Growth Strategy
Contract One : Service Plans

Expand the provision of individual solutions using Al to solve legal compliance and industry-specific challenges.
Accelerating upselling of existing contracts and acquisition of new contracts.

net sales growth by providing high-value-added options

Edition (Costs based on annual number of digitized documents)

Option

Advanced
Standard Al utilization features

- Legal AX solution
- Project and property management solution

- New lease accounting standard

Al expansion compliance solution
items
Standard + (5 items)

. The contract
Lite database Functions

© Sansan, Inc.
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3 Growth Strategy
Eight: Performance Trends

© Sansan, Inc.

Achieved profitability from FY2024 under business operations that prioritize profitability.
Aiming to expand net sales with multiple growth drivers, backed by steady growth in B2B services.

(millions of yen)

50%

10%

0%

mmm B2C service sales
B2B service sales
=@= Adjusted operating profit margin

FY2016

FY2017

——
FY2018

Eight Net Sales and Adjusted Operating Profit Margin

[
FY2019

[
FY2020

[
FY2021

[
FY2022

6,720

3.5%

== =

FY2023

FY2024

FY2025

Forecast
Net Sales Up

23.0%27.0-

YoY

FY2026
Forecast
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3 Growth Strategy

Eight: Development of B2B Services

© Sansan, Inc.

Providing business events and Eight Team, a business card management service for small and medium-sized enterprises.

Business Event Service Eight Team

Q
. l, ‘ﬂ .‘
- Business events using the Eight business card app’s - Share business cards managed on the
business network Eight business card app among Eight Team users
- Hold multiple events specialized for various industries and - Achieve low costs with the minimum necessary functions for
business types business card management
- Fixed fee (pay per event) (1) - Fixed fee (annual subscription)

(1) Multiple fee settings are available depending on the event format, etc.
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3 Growth Strategy

Eight: Development of B2B Services

Full-scale strengthening of the career business with Eight Career Design at its core, based on the expansion of the
Eight business card app’s user base.

Eight Career Design

Sl
G

- A direct recruiting service that allows companies to
approach candidates based on the registration
information and job-change intent they have shared
on the Eight business card app

- Enables direct approach to outstanding talent active in
their current jobs before they enter the job market

- Fixed fee (fixed-term contract) (')

(1) Additional charge applies when a hiring decision is made

© Sansan, Inc.

Answer
via chat

Eight Al Agent (beta version)

A feature that allows users to have career consultations with Al in a
chat format on the Eight app. Simply answer questions and the Al
agent presents estimated annual income, market value, job
information, and more, based on the business card and profile
information on Eight.
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3 Growth Strategy
Medium-Term Direction for Each Solution

Building a business portfolio that achieves sales growth and profit generation by evolving each solution according to its stage.

COITITG cll. one Maintain high net sales growth

powered by Sansan
|
I n Achieve both high net sales
growth and profit growth

powered by Sansan

ajes yymoub sajes jJaN

o.:l e i h Aim for steady growth
g in net sales and profit Improve profit-
sans an generating ability

under stable net sales
growth

Profit-generating ability

© Sansan, Inc.
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Sansan Group Overview

Mission and Vision

nnnnnnnnnn

Mission

Turning encounters
into innovation

Vision

Become business
infrastructure




Sansan Group Overview

History (1)

© Sansan, Inc.

Strengthening
investments through
Founding and large-scale fundraising

Launch of Business FY2012-FY2018

Raised a total of more than ¥10 billion in funding

SAN SAN, Inc. (now Sansan, Inc.) founded FY201 3
Began offering Link Knowledge services Started broadcasting first Sansan TV commercial
(now Sansan, the business database solution) Changed legal name to Sansan, Inc.

Launched Eight business card app

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

FY2007 FY2008 FY2009 FY2010 FY2011 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).

FY2021

FY2025
Net sales

¥53,761 mm

FY2022 FY2023 FY2024 FY2025
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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
Sales AX solution 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

an, Inc. 43



Sansan Group Overview

SaaS Focused on Analog-to-Digital

© Sansan, Inc.

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 O1 eight BillOne  ContractOne

powered bY SaRsTi powere d by Sansan
22 ] ) &2 2z =
Contact information Business cards Invoices / Receipts Contracts

Ep -
Accurate digitization of analog information Q + L" — L&
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 v v v
B
— | e | .
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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.

ContractOne

powered by Sansan

powered by Sansan

Sansan °|:| e|g ht

FY2007 FY2011 FY2019 FY2021

(1) The graph shows total net sales of each solution. Sales ratio of main solutions: Sansan, 58%; Bill One, 25%; Contract One, 2%; and Eight, 13%.

© Sansan, Inc.

FY2025 (1)
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Sansan Group Overview

Overview of Reportable 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

58

257,

4,

14

12+

Sansan

BillOn

powere d by Sansan

Contract One

powered by Senson

On1 eight

O eight

Main services

Sansan
The sales AX solution 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) FY2025 full-year results.

© Sansan, Inc.

The data quality
management solution

Al interface
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Sansan Group Overview

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
v
424.7 1,341.2
2025 2030 2024 2029
Result 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.



Sansan Group Overview

Company Overview (1)

© Sansan, Inc.

Company name
Founded

Head office
Other locations

Principal group
companies

Representative
Employees
Share capital
Net sales

Classification by
shareholder type

(1) As of May 31, 2026

Sansan, Inc.
June 11, 2007
Shibuya Sakura Stage 28F, 1-1 Sakuragaoka-cho, Shibuya-ku, Tokyo, Japan

Branch offices: Osaka, Fukuoka, Aichi
Satellite offices: Tokushima, Kyoto, Niigata

Sansan Global Pte. Ltd. (Singapore)

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

Ninout, Inc.

Institute of Language Understanding Inc.

Eight Career, Inc.

Chika Terada

2,336

¥7.358 million

¥53,761 million (FY2025)

Individuals and others: 22.18%; Foreign financial institutions and others: 38.36%;

Domestic financial institutions: 8.14%; Other domestic corporations: 26.48%;
Securities firms: 4.32%; Treasury stock: 0.52%

4

Sansan-thnovati

~ AR

SRR = uri
= <= A A
S ]

27

o:Lab Kyoto
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Sansan Group Overview

About Employees

Employees (Consolidated) Breakdown by Organization ()

(persons)

2,336
2,235 —
1,899 Others
1,399 Eight Business
1,205
2,336
employees
Sansan/Bill One Business
FY2021 FY2022 FY2023 FY2024 FY2025
End-Q4 End-Q4 End-Q4 End-Q4 End-Q4

(1) As of May 31, 2026

© Sansan, Inc.



Sansan Group Overview

Unexpensed Granted Stock Options

Exercise Period, Share Price Condition and Number of Shares

Share price Number of Status of expensing
Issued stock options Exercise period condition () shares options

Stock options with share price condition (Series 10) jﬁ:i: 13 gggg ) ¥3,987 2?;22 (fg;ng 1e>|§§)(e2r(1)sze3d)
Issued 2023 .

Stock options with share price condition (Series 12) 23832 28 gggg ) ¥2,344 11:;';22 (frifr:ng 16);%2%82%(;

Stock options with share price condition (Series 13) jz:z ﬁ 3852 ) ¥3,987 1?;22 (frifnlngf)lér\)(zr(])szi(;
RV {0PZ 3 Stock options with share price condition (Series 15) g:g:zmg:: 1573 3852 ) ¥3,987 iﬁfrgg (frgﬁmegze)léﬁ(ezr(])szio)l

Stock options with share price condition (Series 16) ZEXZQE:: ?8 gggi ) ¥3,987 lﬁa?’gg (fg;mg;;%(zgs;(;

Stock options with share price condition (Series 17) jz:z 12 ggg; ) ¥3,987 5?:;';22 (friﬁlngzeﬁg%ﬁ(;
EEIEe WAV Stock options with share price condition (Series 18) 23332: % 38% ) ¥3,987 12?;;22 (frzﬂngzeézzgz%?

Performance target-linked stock options (Series 19) isgtesngr 21;352 e = ¥3,987 1;:;';22 (friﬁqmgzeép\)g(])zg

(1) Stock acquisition rights can be exercised if the closing share price of the Company’s common stock in ordinary transactions on the Tokyo Stock Exchange on a specific day during the period leading up to the end of the exercise period exceeds such price.
(2) As of May 31, 2026

© Sansan, Inc.



Sansan Group Overview

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
12.3% 14.4% 14.9% 13.4%

80.0%

12.1%

60.0%

40.0%

20.0%

0.0%
FY2021 FY2022 FY2023 FY2024 FY2025

(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. 51



Sansan Group Overview

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.

Increasing

corporate value

© Sansan, Inc.

Improving
return on capital

Obtaining

—  appropriate
recognition

Improving
profitability

Improving
capital
efficiency

Reducing cost
of capital

Increasing
expected
growth rate

4

+ 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




Sansan/Bill One Business
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Sansan/Bill One Business

Sansan: 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 sales AX solution Sansan 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

54
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Sansan/Bill One Business

Sansan: Information Loaded in the Database

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 200,000 entries.

Information from daily Information independently collected by the Company

sansan

business activities

© Sansan, Inc.

Business card Email
exchange

oW
. [&]
[
-
Business meeting notes
(boice entry, manual entry)

=3

Online meetings

(1) A separate contract for Contract One is required

)

2.4+

domestic company
profiles included as

E “ standard

Company
information

Business card
information

\/

200«

executive profiles

14 =

included as
‘ standard
[
- : —
Contact

Activity history information

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
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Sansan/Bill One Business

Sansan: Sales Composition by Customer Size (Recurring Sales)

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

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

. Composition at YoY change
C
Y oze End-Q4 FY2025  (revenue)

(number of employees)
[ 1,000+
100-999
<100

+
13.06%
36%
+
21.6%
22%
FY2021 FY2022 FY2023 FY2024 FY2025
End-Q4 End-Q4 End-Q4 End-Q4 End-Q4

(1) Prepared based on Sansan MRR (unaudited). Company size is based on corporate information as of the most recent quarter end.

© Sansan, Inc.
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Sansan/Bill One Business

Sansan: 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)

FY2021 FY2022 FY2023 FY2024

(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.

FY2025
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Sansan/Bill One Business

Sansan: 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
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Sansan/Bill One Business

Sansan: Potential Market Size 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

Company Size (companies) (employees) ()

(employees) (YoY percentage point change) (YoY percentage point change)

. 24.3% 6.9%

’ (+5.1 pts.) (+0.9 pts.)

100-999 6.2% 9.0%

(+1.1 pts.) (+0.4 pts.)

<100 0.3% 2_1 %

(-) (+0.2 pts.)

Sansan Coverage

Potential for
many dozens of times
coverage expansion

(1) Sansan coverage is calculated with the number of subscriptions and total number of IDs in Sansan for 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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Sansan/Bill One Business

Sansan: Service Plans

Providing three editions with different features, based on a fixed fee determined by company size (humber of employees), etc.

Cost by company size, number of employees (or number of contract IDs)

Lite Standard Advanced
Basic features
Fixed fees (edition) Business card Lite Standard
(Recurring sales per Sansan management T +
subscription) features Business database features

Al features Virtual Cards solution

Optional
features

Expenses for optional features, etc. that enable advanced data utilization

Initial

_ _ 12 months’ license cost (or cost by number of contract IDs)
implementation

Other fees
(Sansan other sales (V)
Customer

success plan Offers individual quotations for implementation support plans

(1) Other sales of Sansan include initial costs and customer success expenses, as well as usage-based revenue incurred when the number of digitization exceeds the upper limit, among others.

© Sansan, Inc.



Sansan/Bill One Business

Bill One: Solution Overview

nnnnnnnnn

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 Bill One Bill One
Invoice Receive Expense Accounts Receivable

—C N R

Using the power of Al and technology, we redefine the unnecessary in voucher-related
business processes, driving productivity gains across the entire organization.
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Sansan/Bill One Business

Bill One: Overview of Bill One Invoice Receive

© Sansan, Inc.

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
¥ .

n @ Postal mail
% | Email
i=| attachment
¥

ﬂ = Download (M

n % Peppol
¥ |

H == Upload

Proxy receipt/
Proxy scan

Proxy download

@

Invoice Network

1. Centralized invoice collection

Receive all types of invoices online.

BillOne

powered by Sansan

2. Accurate and fast digitization

Achieves 99.9% (2 accuracy and digitizes
invoices regardless of format
by the next business day.

(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

ok

Sales staff

o =8 =2
o

General affairs staff e ﬁ .
“I Accounting

General affairs staff

3. Digitalize
subsequent operations

Digitize processing and storage operations of
each site and department.
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Sansan/Bill One Business

Bill One: 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

payments on Bill One
Instantly reflects usage
statements

Physical credit card

2 Automatically requests
L voucher submission
‘3333 8888 3333 8888

oo == immediately after card use
Virtual credit card Voucher upload via smartphone is also available
1. Centralized 2. Mechanism for

card management safe card distribution

Instantly set spending limits.
Manage all issued cards in a single list. Spending limits can be automatically
Usage and restriction statuses can be controlled through prior applications,

checked in real time. allowing use of only the necessary

amount when needed.

(1) Digitization accuracy when conditions specified by Sansan, Inc. are met.
(2) Patented: Patent No. 7617181.

Automatically digitizes

vouchers and reconciles

Bill One

powered by Sansan

Automatically

determines compliance
with qualified invoice

requirements

3. Instant reflection of
usage statements

Usage statements are instantly
reflected, and voucher submission
emails are automatically sent.
Levels out the concentration of tasks
at the month end and start.

Review results
and process

Card administrator

4. High digitization
accuracy

Digitize vouchers with 99.9% ()
accuracy and automatically reconcile
usage statements and vouchers.
Automatically determine compliance
with qualified invoice requirements. @
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© Sansan, Inc.

Sansan/Bill One Business

Bill One: 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%.

Unpaid receivables
management

Invoice S
Creation/lssuance Payment payment reconciliation

I / ti f Reali Confirmation
= mr.)o f:rea lon o Payment Payment data is eal- |me. L of unpaid receivables csy
. invoice data automatically payment reconciliation .
ompany acquired ompany
csVv = | csv
- = 2 g g o =@ o
o ") Iéngj E @ . ; B 1&EC ] o — %’) e
=3
o Bill OneBank B e |, S, @Y o
sales W powered by Sansan ! confirmation sales
management iPaaS = iPaaS management
system acd had system
Email or postal mail Y Including discrepancies Coordination for confirmation
issued to vendors % in amounts,real-time and completion of payment
via such methods payment reconciliation reminders
API Vendors API®)
—

1. Digitized invoicing 2. Real-time payment clearing
With every deposit into Bill One Bank (2),

it matches the payment with receivables information
and automatically performs reconciliation

3. Visualize business status
Digitize the creation and issuance of invoices

Allows both on-site staff and the accounting department
) ) to grasp the status of invoice issuance,
using methods tailored to the needs of vendors payment clearing, and unpaid receivables management

(1) The invoice download URL is valid for 60 days from the initial sending date, even after a reminder is sent. When a reminder is sent to a Bill One Invoice Receive user, only the fact that the invoice has been received is notified by Bill One.
(2) Virtual accounts are provided through “Bill One Bank,” a service offered as a bank agent for SBI Sumishin Net Bank.
(3) Scheduled to be provided in the future
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Sansan/Bill One Business

Bill One: Sales Composition by Customer Size (Recurring Sales)

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

Sales Composition by Customer Size ()

© Sansan, Inc.

Company size
(number of employees)

1,000+
100-999
<100

FY2021
End-Q4

(1) Prepared based on Bill One MRR (unaudited).

FY2022
End-Q4

FY2023
End-Q4

Composition at YoY change
End-Q4 FY2025 (revenue)

+
28% 432,

+
48% 997,

+
70
24% 36.7%
FY2024 FY2025
End-Q4 End-Q4
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Sansan/Bill One Business

Bill One: 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)

FY2021 FY2022 FY2023 FY2024

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

© Sansan, Inc.

FY2025
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Sansan/Bill One Business

Bill One: 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

BillOne

powere: d by Sansan

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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Sansan/Bill One Business

Bill One: Potential Market Size in Japan (TAM)

There is a large potential market, even in Japan.

_ Bill One Coverage
Company Size (companies)
(employees) (YoY percentage point change)

8.8

(+3.5 pts.)

100-999 3.9

(+#1.0 pts.)

<100 0.1«
(-)

<

Potential for
many dozens of times
company expansion

(1) Bill One coverage is calculated with the number of paid subscriptions for 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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Sansan/Bill One Business

Bill One: Expansion of Bill One Invoice Network

Approx. 268,000 companies in the Bill One invoice network as the end of May 2026.
As of May 2026, the total invoice amount in the invoice network was approximately ¥71 trillion on an annualized basis,

calculated based on the average monthly amount over the last 12 months.

Bill One Invoice Network

~Approx.

Approx.

268,000

2mi|lion

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

5,188
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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Sansan/Bill One Business

Bill One: Service Plans

© Sansan, Inc.

Pricing models based on the number of digitization

Annual fees

Other fees

(1) Feature of Bill One Invoice Receive

Basic features

(Invoice Receive/
Employee Expenses/
Accounts Receivable

Management)

Optional
features

Initial
implementation

Costs based on the annual number of digitization

Lite Standard Advanced
Lite Standard
Digitization + +
Al W/Automation Customization

Costs related to the use of optional features such as
external system integration and advanced security management

Costs related to environment setup and implementation support for
systems and scanning centers
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Sansan/Bill One Business

Contract One: Solution Overview

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

© Sansan, Inc.

Upload

Integrate with API

Email integration

Q

_@

Our proprietary
Al-powered
digitization

Manual
correction

entry

Al-powered
automatic entry
of extended
fields

contracts
automatically

{ Link related

=
e
= = Link data by
— company
EIEIEIE
H Link business
= data in Sansan
Integrate with
other systems
API via APls

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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Sansan/Bill One Business

Contract One: Al-Powered Features

GPT-powered Al summarization features.
Leveraging language analysis Al enabling more precise contract content analysis.

Contract tree & Contract Status Determination Al Auto-Fill for Custom Fields

Structuring relationships between contracts and Al automatically detects items
visualizing contract status to be managed
f f
— w - P rt 4 L . |:=| Terminati
B —| = B oo (2] e
— =6 =pLf= e kokokkokk Yook @)
.+. =5 = Q okkckk YR RR KKK e
= e I kkkkk  ¥RERER
) °o =l = Ik | =
o =" e et kkkkkdk ¥k kkk O

::\sktquesttiortls ira chat_labou_t Kl Contract One Al instantly summarize contract details,
con ?l%s%otﬁgrc‘:é?\?ragfgldaﬂglc y allowing for easy comprehension of the key points
EEE
EER
[ 111 mEm
Qi ok —
‘@ ke o o
- @ EEE TS
o ©
ﬁ — S] ©
= ©
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Eight Business
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Eight Business

Eight: 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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Eight Business

Eight: Monetization Plans

Monetization through corporate solutions leveraging user network

B2C Services B2B Services

Business card management

B2C B2B
O11 eight premium O1C1 eight team
Fixed monthly fee Fixed monthly fee
(annual subscription) (annual subscription)

Delivers additional functions
to users, such as network
data download

Users can share contacts
with colleagues

(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.

© Sansan, Inc.

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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Initiatives for Sustainability
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Initiatives for Sustainability

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
ifi i i 30% or high 20.2%
ﬂ'\l':;lai:/lif(lieudalalsnrorfﬁa‘:&onn of maintained at 80% or higher 90.6% :;Tﬂi;of users of our 20 million people 9.80 million people @ management positions or higher
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.
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Initiatives for Sustainability

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 yeor ended May 31, 2025 ‘\/

G

a

W i

ke
LT 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.
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Others

External Evaluations

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

Category External Evaluations

Annual Report

Web site

ESG Rating/ESG
Index

Recognitions of
IR activities

NIKKEI
Integrated Report Award
[Feenair ]

............
SILVER

'} FTSE JPX Blossom
LY Japan Index

Corporate ESG
Performance

7 1SS STOXX B

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

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

ISS STOXX

ISS ESG Corporate Rating (Prime)

MSCI

JAPAN EMPOWERING WOMEN (WIN) SELECT INDEX

Japan Investor Relations Association

2025 Best IR Award for Encouragement

7
( ARC
o

% FTSE JPX Blossom
Japan Sector
Relative Index

2025 CONSTITUENT MSCI JAPAN

S&P/IPX
Carbon
Efficient
Index

“Most] Liked!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
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