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Domestic SaaS Market Potential

Forecast for FY2022

¥28.5 trillion

Up 17.1% YoY 

Up 4.7% YoY

Japan SaaS market (3)

(5.0% of Japan enterprise IT expenditure market)

Japan enterprise IT 

expenditure market (1)

If SaaS share of IT 

spending reaches 

same level as in the 

US (10.9% (2))

¥3.1 trillion

¥1.4 
trillion

(1) Based on Enterprise IT expenditure forecast by Japanese industry by Gartner Japan

(2) Prepared by Sansan, Inc. from United States IT Spending Market Outlook by EMR and Software as a Service – United States by Statista Market Forecast

(3) Based on 2023 New Software Business Markets by Fuji Chimera Research Institute
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6 7 8 9 101112 1 2 3 4 5 6 7 8 9 101112 1 2 3 4 5 6 7 8 9 101112 1 2 3 4 5 6 7 8 9 1011

その他 「Bill One」 「Sansan」

Consolidated ARR

¥21,429
million

¥5,937
million

Consolidated ARR 
as of end of November 2023

¥29,430 million

Others

FY2021 FY2022 FY2023FY2020
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Sales DX solution
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Accurately digitizing contact information to visualize 

internal contact networks
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Integrating a range of corporate data

9
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Service Outline

Contact information

Business

cards

Website
inquiries

SeminarsEmails Phone

calls

Virtual
Cards

Use various contact 

and company 

information

Let’s try to 

sell to 

company A

Corporate information

Company information

Missing sales opportunities 

because of lack of correct 

customer information

Inefficiencies from 

analog work

Resolve issues in sales activities
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MRR

1,258

1,447

1,660

1,785

FY2021 FY2022 FY2023

Aug. Nov. Feb. May

FY2020

ARR

November 2023

¥21,429
million

MRR

Up

15.3% YoY

(millions of yen)

Aug. Nov. Feb. May Aug. Nov. Feb. May Aug. Nov.
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Number of Subscriptions and Monthly Recurring Sales per Subscription

6,754 

7,744
8,488

8,969 9,067

9,234

¥153,000 

¥184,000 

¥193,000 

¥0

¥1,000

¥2,000

¥3,000

¥4,000

¥5,000

¥6,000

¥7,000

¥8,000

¥9,000

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

Subscriptions Monthly Recurring Sales per Subscription(subscriptions) 

FY2019 FY2020 FY2021 FY2022 FY2023

Subscriptions

Up

5.9% YoY

Monthly

Recurring Sales per 

Subscription Up

9.0% YoY
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0.60%

0.63%
0.62%

0.44%

0.46%

FY2019 FY2020 FY2021 FY2022 FY2023

Last 12 Months’ Average of Monthly Churn Rate for Sansan (1)

Q4 Q4 Q4 Q4 Q2

(1) Ratio of decreased MRR associated with contract cancellations to total MRR for existing contracts of Sansan
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Dominant Market Share and Solid Customer Base

Sansan

82.4%

Sales share in 2022 (1)

Dominant Market Share Solid Customer Base

(1) Based on Latest Trends in Business Card Management Services in Sales Support DX 2024 (January 2024, survey by Seed Planning, in Japanese)
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Potential Market Size in Japan (TAM)

17.2%

4.2%

0.3%

4.8%

3.7%

1.6%

(+1.5 pts.)

(+0.5 pts.)

(+0.0 pts.)

(+0.8 pts.)

(+0.6 pts.)

(+0.2 pts.)

100–999

<100

1,000+

Sansan coverage
(employees) (1)

Sansan coverage
(companies) (1)

Company size
(employees)

(1) Sansan coverage is calculated with the number of subscriptions and total number of IDs in Sansan for FY2023 Q2 end as the numerator and the number based on Economic Census for Business Activity in 2021 issued by the Statistics 

Bureau as the denominator.



© Sansan, Inc. 16
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Product 
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Added information and function enhancements1
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Expanding Contact Information

Accumulation and visual presentation of various contact points, including not only business 

cards but also emails, phone calls, seminars, etc.

Various Contact Points Activity

2022 2023

Business 

cards
Meetings EmailsCalls
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Adding of Company Information

Contains largest number of data categories in Japan, including information on executives, bases, personnel changes, 

etc., in addition to over 1 million items of company information

- New customer development

- Up- and cross-selling of 

   existing customers

- Strengthening of marketing

Specific Usage ExamplesInstalled IT 

services Company 
information

Organizational 
Information

Executive 
information

Company 
News

Antisocial force 
check data

Company 
trends

Personnel change 
and organizational 
update Information

Branch 
information

Financial and 
performance
information
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Adding of Solutions for Large-sized Companies

Planning to add cloud phonebook that will let employee profile information and business attributes to be shared 

internally. Updating information maintenance-free, encouraging employee collaboration

Department A Department B Department C

Knowledge about 
manufacturing

Knowledge about
Company vv

Knowledge about 
telecommunications industry

Knowledge about
Company xx

Cloud 
phonebook 
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Reviewing Pricing Structure

License optimization by organizing available functions

Reviewing price settings based on market environment and product enhancements

Standard

Enterprise

Lite

Standard + sophisticated security

Lite + database

Contact management

Review of 

pricing

License optimization
(Organization of package of optional functions)

P
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Sales Personnel

vs. FY2020 Q1

1.2X

Orders per 

Sales Rep

vs. FY2020 Q1

1.2X

Strengthening of Sales Structure

Amid improved orders, made dedicated sales organization, aimed at maximizing sales

Aiming for further growth while increasing sales personnel

Number of Sales Personnel (1) and Orders per Sales Rep (assuming Q1 of FY2020 is 1)

1.0 1.0

1.1
1.3 1.3 1.3

1.2

1.1 1.1

1.2 1.2

1.2

1.0

1.2

0.9

1.0

0.8

0.5

0.7

1.1

0.8

0.7

0.9

1.2

Sales Personnel Orders per Sales Rep

FY2021 FY2022

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

FY2020

(1) Field sales only (quarterly average)
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Sales Composition by Customer Size (Recurring Sales) (1)

Large companies with 1,000+ employees account for the largest share of sales, driving overall growth

46%

38%

17%

FY2023

End-Q2

(composition)

FY2018

End-Q4

FY2020

End-Q4

FY2019

End-Q4

FY2021

End-Q4

FY2022

End-Q4

FY2017

End-Q4

FY2023

End-Q2

YoY

(Revenue)

＋

17.4%

＋

13.9%

＋

17.4%

1,000+

100–999

<100

Company size (employees)

(1) Created based on Sansan MRR (unaudited), values from graphs up to and including FY2023 Q2 end changed following review of calculation method.
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Cloud-based invoice 

management solution
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Accurately digitizes paper, PDF, and other formats of invoices
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Service Outline

Resolve issues in the invoicing process

Receive, digitize & centralize your 

invoices. Fast monthly closing.

One-stop receipt

Digitization of invoices with 99.9% (1) accuracy

Centralized management by database

Bill One user companiesInvoice issuer

Postal mail

Email 

attachment

Upload

Receiving and managing

paper invoices is time-consuming 

and labor-intensive

Personnel forced to come to the 

workplace to process

paper invoices

(1) Digitization accuracy when conditions specified by Sansan, Inc. are met.
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MRR

116

316

494

FY2021 FY2022 FY2023

ARR

November 2023

¥5,937
million

MRR

Up

179.5 YoY

(millions of yen)

Aug. Nov. Feb. May Aug. Nov. Feb. May Aug. Nov.
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Number of Paid Subscriptions and Monthly Recurring Sales per Paid Subscription

Paid Subscriptions 

Up

112.5 YoY

Monthly

Recurring Sales per 

Paid Subscription 

Up

31.3 YoY
188

776

1,581

1,952

2,304

¥105,000 

¥200,000 

¥214,000 

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

Paid Subscriptions Monthly Recurring Sales per Paid Subscription(subscriptions)

FY2020 FY2021 FY2022 FY2023
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Last 12 Months’ Average of Monthly Churn Rate for Bill One (1)

0.49%

0.64%

5月 6月 7月 8月 9月 10月 11月 12月 1月 2月 3月 4月 5月2 6月2 7月2 8月2 9月2 10月3 11月4

0.47%

FY2023FY2022

Q4 Q2

FY2021

Q4

(1) Ratio of decreased MRR associated with contract cancellations to total MRR for existing contracts of Bill One
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Customer Base and Positioning

#1

Share of Sales 

in Cloud Invoice 

Receiving Service 

Market 

Market Share in Cloud Invoice Receiving 

Services (1) Customers Running Bill One

(1) Deloitte Tohmatsu MIC Economic Research Institute, "The Market of Online Invoice Receiving Solution Continues to Grow at a Staggering Rate" (MIC IT Report, November 2023).
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Potential Market Size in Japan (TAM)

Bill One paid

subscriptions 

2,304

Approx.

2million
Companies in Japan (1)

(1) Based on Economic Census for Business Activity in 2021 issued by the Statistics Bureau
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Growth Strategies for Bill One

Expansion of 

business fields
Potential for new peripheral businesses3

2

Strengthening of 

sales structure
Actively recruiting sales personnel 1

Optimizing pricing 

structure
Optimizing licensing and pricing
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Strengthening of Sales Structure

Actively recruiting sales personnel because Bill One sales productivity is around twice that of Sansan

Sales Personnel (1) (assuming Q4 of FY2021 is 1)

1.0
0.9

1.1

1.5

1.9

Q4 Q1 Q2 Q3 Q4

FY2021 FY2022

Sales Personnel

vs. FY2021 Q4

1.9X

(1) Field sales only (quarterly average)
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Sales Composition by Customer Size (Recurring Sales)

High sales growth rates in all areas, regardless of company size

＋

228.3%

＋

166.6%

＋
159.8%

25%

52%

23%

YoY

(Revenue)
FY2023

End-Q2

(composition)

FY2019

End-Q4

FY2020

End-Q4
FY2022

End-Q4
FY2021

End-Q4

FY2023

End-Q2

1,000+

100–999

<100

Company size (employees)

(1) Created based on Bill One MRR (unaudited)
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Room for Expanded Medium- and Large-Sized Company Coverage

Strong brand recognition of Sansan and robust customer base centered on medium- and large-sized companies 

contribute significantly to Bill One’s gaining credibility.

Income from medium- and large-sized companies continuing to expand, bringing expectations of coverage expansion.

17.2%

0.3%

4.3%

9,234 2,304

E
1,000+

M
100–999

S
<100

User Company Coverage (1)

3.8%

0.0% (2)

1.8%

Company size
(Employees)

Subscriptions

Coverage

(1) The coverage is calculated with the number of subscriptions in each services for FY2023 Q2 end as the numerator and the number based on Economic Census for Business Activity in 2021 issued by the Statistics Bureau as the denominator.

(2) Paid subscriptions only
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Optimizing Pricing Structure

Enhance licenses by expanding and upgrading options, etc.

Optimize pricing based on market environment, product enhancements

Initial costs

Running costs
License fee based on the number of invoices 

to be digitized

Setup, etc.

License

Options

Optimize

pricing
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Growth Strategies for Bill One
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2

Strengthening of 

sales structure
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Optimizing pricing 
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Speed Up Invoicing Operations, Including for Vendors

Invoice Network

Invoice recipientInvoice issuer

Faster operations by building an invoice network that includes vendors
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Invoice Network

Approx. 149,000 companies in the Bill One invoice network as of FY2023 Q2 end

Total invoices in invoice network accounts for ¥33 trillion annualized as of November 2023

Approx.

2million

Potential Market Size in Japan

Approx.

149,000

Companies in Japan (1)Bill One paid

subscriptions 

2,304

(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
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Transition of Functional Enhancement and Expansion of Business Domain

Added features, such as invoice issuing, after service launch in May 2020.

In June 2023, launched Bill One Business Card corporate credit card, backed by increased invoice network 

participating companies.

June 2023

Launched

Bill One 

Business Card
corporate credit card

and more

Oct. 2021

Journal entry

feature

Aug. 2022

Postal mailing 

feature

Feb. 2023

Purchase order 

feature

May 2020

launch

Invoice receiving

feature

Feb. 2022

Invoice issuing

feature

Expansion into fintech field
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Summary

Expansion of 

business fields

Strengthening of 

sales structure

Optimizing pricing 

structure

Product 

strengthening

Strengthening of 

sales structure

Reviewing pricing 

structure
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Disclaimer

In preparing these materials, Sansan, Inc. (“the Company”) relies upon and assumes the accuracy and completeness of all available information. However, 

the Company 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. Major differences may 

occur between the forecast and the actual performance, including changes in economic conditions, consumer needs and user preferences; competition with 

other companies; changes in laws, regulations and others; and a number of other future factors. Therefore, the actual performance announced may vary 

depending on these various factors. In addition, the Company has no obligation to revise or publish the future prospects posted on this site.
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