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Thank you for joining our briefing today.

| am Terada and | am the CEO of Sansan, Inc.



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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Now, | would like to explain the highlights of the first half of the fiscal year results and the
growth strategies and so on.
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First, I'll give the highlights of the first half of the fiscal year financial results.



1 consolidated Financial Results (six-month results)

Highlights

* Net Sales +32.5%. Operating Profit Returns to Profit, High growth has continued

Net Sales : Sansan Business +27.5%, Eight Business +139.8%

Operating Profit : Sansan Business +65.3%, Eight Business +142 million yen (decreased loss)

* Progressing as forecast announced on July 12, 2019

As planned, progress rate of operating profit decreased due to advertising activities centered on

TV commercials

+ Started aggressively expanding into new and peripheral areas in Sansan Business

Joint development of anti-social forces check option with Refinitiv Japan K.K.

Capital and business alliance concluded with WingArc1st Inc.

Net sales increased by 32.5%, and contrasting with the loss in the same period in the
previous year, operating profit returned to the black.

Although the progress rate of operating profit against the full-year forecast seems lower,
this was due to the advertising activities centered on TV commercials in the second
quarter.

This measure was in line with the plan. In the first half of the fiscal year, both net sales
and operating profit made steady progress against the full-year forecast announced at
the beginning of the fiscal year.

In the second quarter, we actively promoted the Sansan Business in new and peripheral
areas.



1 consolidated Financial Results (six-month results)

Overview of Consolidated Financial Results

Net sales continued to grow at a high year-on-year rate
Operating profit returned to profit due to increased net sales

Consolidated Results Q2YTD Results Q2YTD Results YoY
Net Sales 4,750 6,294 +32.5%
Gross Profit® 3,967 5,378 +35.7%
Gross Profit Margin @ 83.5% 85.5% +2.0pt
Operating Profit -407 109 -
Operating Profit Margin - 1.7% -
Ordinary Profit -423 17 -
(ijr(l):fgré;ttributable to Owners 430 01 _

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

Here’s an overview of our consolidated figures.

Net sales increased by 32.5% compared to the same period last year to 6,294 million
yen.

Operating profit increased to 109 million yen.

The gross profit margin improved by 2.0 points to 85.5% and remained at a high level.



1 consolidated Financial Results (six-month results)

Results by Segment

Net sales and operating profit (decreased loss) increased in both Sansan and Eight

Businesses

Net Sales Q2YTD Results Q2YTD Results YoY

Consolidated 4,750 6,294 +32.5%
Sansan Business 4,539 5,789 +27.5%
Eight Business 210 504 +139.8%

Operating Profit

Consolidated -407 109 -
Sansan Business 1,278 2,112 +65.3%
Eight Business -608 -466 -
Adjustments -1,076 -1,536 -

Here are the detailed results by segment.

In the Sansan Business, net sales increased by 27.5% compared to the same period last
year, up to 5,789 million yen and
operating profit increased by 65.3% to 2,112 million yen.

The growth rate is slowing down as the scale of net sales increases, but we are currently
working on increasing the number of salespeople and expect that the effects will
gradually appear from the second half and onward.

Eight Business net sales increased 139.8% compared with the same period in the
previous year to ¥504 million, and high growth continued.

In accordance with the increase in net sales, the operating loss decreased by ¥142
million to ¥466 million.

With regard to the adjustment amount, the negative amount increased, but this was due
to the increases in, for example, recruiting expenses due to the strengthening of
personnel throughout the company and rents.
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Next, with regard to the main topics for the second quarter, | would like to cover two
points.

Both are related to the new and peripheral areas in the Sansan Business.



2 Main Management Topics

Sansan Business: Main Initiatives in New and Peripheral Areas (1)

Joint development with Refinitiv Japan K.K. of anti-social forces check option

Function Overview

Automation of Creation of
anti-social forces confirmation list
check

List API linkage

v' Checks against anti-social forces database just
by scanning business cards

v" Prevents check omissions and greatly reduces
man-hours for compliance personnel

v" Scheduled to be implemented in March 2020

v As an option of “Sansan,” about 20% of monthly
usage fee assumed as additional cost

Refinitiv Japan K.K. Overview

REFINITIV [<

v' World's leading financial data provider

Providing services to more than 40,000
companies and institutions in around 190
countries

Providing the highly reliable “World-Check”
information provision solution to comply with
corporate regulations and identify potential
financial crimes

v Can be used for customer due diligence, anti-
money laundering measures, sanctions and
screening for terrorist financing

The first point concerns the anti-social forces check option, which are being jointly
developed with Refinitiv Japan K.K.

Currently, we are advancing development with implementation targeted for March 2020
for this, a function to complete the anti-social forces check automatically by simply
scanning a business card.

While identifying risky companies by aggregating the company name data of the
business card information that has undergone digitization with the same company’s
compliance-related database, if applicable, a notification will be displayed on “Sansan”
so that those exchanging business cards and legal personnel will be immediately aware
of the risk.

Amid the recently increasing awareness of, for example, risk management and
governance in each company, we believe that this function can provide value such as
faster and more efficient anti-social forces checks and in preventing dependence on the
business concerned.

This function is planned to be provided as an optional “Sansan” function, and a service
fee will be estimated individually for each company, but it is assumed that the monthly
usage fee will increase by about 20%.



2 Main Management Topics

Sansan Business: Main Initiatives in New and Peripheral Areas (2)

Concluded capital and business alliance agreement with WingArc1st Inc., and acquired
11.44% of shares

Alliance Overview WingArc1lst Inc. Overview

v' Deployment of “MotionBoard” as an
application that can be used on
. “Sansan” (expansion of business
EZL:Is‘:mess card data and customer information
SHES analysis functions) v Net sales 17.2 billion yen, operating profit 4.9
v' Implementation of cross-selling billion yen (fiscal year ended February 2019)

through mutual sales activities o )
v" Providing data empowerment solutions that

analyze and visualize data as well as software

Capital v Investment amount: 4,998 million yen infrastructure solution services, etc.
AUERESS v Ownership: 11.44%

@ MorionBoarp

v/ Sansan Representative Director and
CEO Chika Terada appointed outside
director of WingArc1st Inc.

v Scheduled to be implemented by 2020 4 Combines amyriad ways ofexpressing dvala, real-lim_e
processing and ease of operation and maintenance with support

for data analysis/utilization

v’ Dashboards for visualizing accumulated data

Others

The second point is our capital and business alliance with WingArclst Inc., which was
announced on November 1.

As part of the business alliance, we will develop WingArclst's “MotionBoard” service as
an application that can be used on our “Sansan” service.

“MotionBoard” is an information usage dashboard service that can integrate and make
visual a variety of information and data that exists both inside and outside companies.
Making “MotionBoard” operable on “Sansan” will enable various analyses linked to
business card data, that is, accurate customer information. We believe that we can

provide value, including decision support and business improvement, to user companies.

We will also implement cross-selling through mutual sales activities.

10
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Next, I'll explain our future growth strategies.

11



3 Growth Strategies

Growth Strategies by Segment

1. Existing Area 2. New / Peripheral Areas 3. B2B Area

Expand Use of “SProm(,)’t::(,)lnt?f Strengthetmng ?nd
“Sansan” Service ansan” Platform promotion o
Development monetization

Provision of new options and

systems centered on hiring of -
expansion of ecosystem

I Strengthening of sales and sales I
salespeople

I Develop new plans

I Promotion of solution sales based I Utilization of M&A and strengthening

on company-wide use of partnerships with other companies I Upgrade sales and sales systems

Maintenance and improvement of Strengthening of in-house
brand recognition and brand power development

We are currently working to achieve medium- to long-term growth in net sales in three
major areas, and | would like firstly to present an outline.

The first is to promote the further expansion of “Sansan” use in existing areas of the
Sansan Business.

As a measure toward this end, while continuing to promote advertising to a certain extent
as before, we are currently working to strengthen the sales department, mainly by
increasing the number of salespeople.

The second area is the initiatives related to the new and peripheral areas in the Sansan
Business, which were introduced earlier as topics.

We will add a variety of optional functions and promote the development of “Sansan” as
a platform.

The third area is strengthening monetization in the B2B domain in the Eight Business.

In addition to strengthening the sales and sales structure in existing monetization plans,
we will also work on the development of new plans, etc.

12



3 Growth Strategies 1.“Sansan” Existing Area
Potential Market Size in Japan (TAM)

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

Company size “Sansan” Coverage “Sansan” Coverage
(Number of employees) (Company)® (Employee)®
> 1,000 employees 12.3% 2.0%

Potential for

100 to 999 employees 2.5% 1.5% tens of times _
coverage expansion

< 100 employees 0.2% 06%

(1) *Sansan” coverage is calculated with the number of subscription and total number of IDs in “Sansan” for FY2019 Q2e as the numerator
and the number based on Economic Census for Business Activity in 2016 issued by the Statistics Bureau as the denominator.

Firstly, with regard to the first area, that of the existing Sansan Business areas, | would
like to explain the thinking behind the markets we regard as targets.

We said that Sansan’s market share has already reached 81.9%, but there is still much
room for this market to grow.

For instance, the proportion of Sansan users to all employees working in Japan is about
1%, meaning we theoretically have only fulfilled approximately 1% of our potential, and
have the capacity for several tens of times growth.

Of course that is only theoretical, but we believe that at least 10 to 20 times growth is
realistic.



3 Growth Strategies 1.“Sansan” Existing Area

Tailwind of Market Environment

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

Work-style Reform and ICT-related Spending in Japan ®) Digital Transformation Market Size @ SaaS Market Size in Japan @)

(billions of yen) (billions of yen) (billions of yen) Hardware ® Software

Communication Services
IT and Business Services
m Software

449.0 + ¥337.6

billion

® Hardware

+¥4236 § ..
+ ¥870.4

billion

387.0
billion
276.9
5420 / 1,435.7)
937.6
7795
565.3
2021 2023
2017 2022 2017 2018
forecast forecast forecast
(1) Based on “2018 to 2022 Outlook of Work-style Reform and ICT-related Spendingin Japan: by Hardware, Software, IT and Business Services, Communication Services" by IDC Japan (December 2018)
(2) Based on “2018 Outlook of the Digital Transformation Market” by Fuji Chimera Research Institute
(3) Based on “2019 New Software Business Markets" by Fuji Chimera Research Institute
. 1

Acceleration of work-style reform and digital transformation will boost needs for cloud-
based contact management.

We aim to leverage these trends to achieve high growth for our business.

14



3 Growth Strategies 1.“Sansan” Existing Area
Strategy for Continuous Growth in Net Sales

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

subscription
Increase Sales per Subscription
of Subscriptions X I
More Utilization by _I_ Unsellin
Existing Customers P 9

Increase the Number

«Expand sales coverage to { *+Promote company-wide use i «Provide optional functions

large corporations (from the sales department to . K )
g P the entire company) Partnerships with other

e Promote solution-based sales X . companies, and M&As
i i i <Enhance implementation i

* Promote regional expansion i support |

*Enhance global expansion i «Penetration of service value

Number of “Sansan” Subscriptions Monthly Sales per Subscription
2,436 ’ 6,263 ¥80,000 > ¥159,000
FY2014 Q4e FY2019 Q2e FY2014 Q4e FY2019 Q2e
Approx. 26 times Approx. 20 times

This explains Sansan’s growth strategy in detail. We think that an increase in both
the number of subscriptions and sales per subscription are required.

From the second half of the previous fiscal year, we have been working to strengthen our
sales department, focusing on increasing the number of salespeople. To increase the
number of subscriptions, we are establishing a sales system for medium- and large-sized
companies and promoting a wide range of sales activities through domestic and
overseas bases.

As it will take at least six months after recruiting the salespeople for them to be up and
running, there will not be a sudden big impact. We expect that the effects will gradually
appear from the second half of the current fiscal year onwards.

At the same time, we are working to increase net sales per subscription by acquiring
large-scale subscriptions on the assumption that these will be used by an entire
company and by promoting their greater use by existing customers.

For example, the Ministry of Economy, Trade and Industry installed “Sansan” at some of
its bureaus in 2015. The Ministry decided to expand the introduction of “Sansan” on a
trial basis with the aim of sharing business card information widely within the Ministry
and using “Sansan” efficiently for it to form a solid basis for a personal networking
platform.

15



3 Growth Strategies 2.“Sansan” New / Peripheral Areas
Improving the Value of Business Platform

Providing various functions and services by treating business card management as portal

& TEIKOKU DATABANK

In-house
Developed
Additional
Functions

“Questionnaire for Seminars
powered by CREATIVE SURVEY”

External Service

Function
Integration

“Anti-social Forces Check Option
powered by Refinitiv”

NEW

“ Al Contact Management” NEW

REFINITIV
S <

=X TE—Z =

Remix
" OpenAPI
e N~ —
ntona RO N — External Service
A6 CRM Information ® FLPEIRT
Distribution DIAMOND, Inc.
bodais o
LF List Finder BOE R E
P pEmRRREE TOYO KEIZAI
. T @ MorionBoarp
Zapier -
NEW
(1) OpenAPI provided to more than 50 other companies’ services, including Sales Force Automation, Customer Relationship Management, Marketing Automation
© Sansan,inc
16

Next, with regard to the second area, that of the Sansan Business new and peripheral
areas, | would like to explain the improving the value of business platform.

As a reference, this diagram shows the main options offered by “Sansan” and the status
of external service integration etc.

16



3 Growth Strategies 2.“Sansan” New / Peripheral Areas

Evolvement of “Sansan” as a Platform

Provide solutions to consolidate various operations on "Sansan" platform

Capitalization of business cards Data integration with external service  Seamlessly provide various solutions on “Sansan”
(From business cards to the information that can be
used)
'};Aj ?FA) @ CRM @
&= — & "
S———rr’ ’ CRM @
————] E sansan w/
— A —— BI
w, ; Business Platform
’ N

linking with external
services

API Integration with External Service API Integration with External Service
Capitalization of Business Cards Capitalization of Business Cards Capitalization of Business Cards

Phase 1 Phase 2 Phase 3: Business Platform
Capitalization of Business Cards Utilization of Business Cards’ Assets “Effortless Organization. Seamlessly Simple.”

C_
- =
- ] 2 [N TS
l b Y Enrichment of data by
—— -

Even now, “Sansan” functions not only in the capitalization of business cards but also
possesses functions to, for example, link with external tools—such as SFA, CRM and
marketing automation—by the use of Open API, etc., and functions that enable the
acquisition and utilization of information from external services. We are also seeking
improvements in user convenience.

And we have provided specific examples on several occasions before, but in addition to
these developments, we would like to aim for improvements in its value as a business
platform by adding a variety of options that function via the “Sansan” application.

In other words, we will connect various operations that already exist in the business flow
of the client company with "Sansan™" and provide various solutions that can be
seamlessly handled on "Sansan".

In the years to come, when adding the various functions, we will consider actively
utilizing not only in-house developments but also, as alternatives, partnerships with other
companies and M&A.

17



3 Growth Strategies 2. “Sansan” New / Peripheral Areas

Main Options of “Sansan”

“Anti-social Forces Check Option

Sansan Data Hub powered by Refinitiv”

. Automation of Creation of ListAPI linkage
@ anti-social forces check confirmation list
©
Available SFA

Planned for March 2020

A service thatintegrates and enriches
all internal customer data and
accelerates marketing from

data integration

Checks against anti-social forces database just
by scanning business cards. Prevents check omissions
and greatly reduces number of compliance personnel

“Questionnaire for Seminars Use of “MotionBoard”
powered by CREATIVE SURVEY”

x S x E

— Re————]
——

Seminar Visitor Information “Sansan” for Business Card
Questionnaire Results Management Planned for 2020
Available . . . . .
Linking with business card data (customer information)
Questionnaire solution that can provide on “Sansan,” aggregating, analyzing and presenting
the questionnaire function necessary in visual form a variety of information and data from inside
for B2B company seminars integrated with “Sansan” and outside a company
Si 18

Here are some specifics on the main optional functions.

“Sansan Data Hub” on the upper left is a function that has been covered several times,
such as in past financial result materials. It is an option that enables the consolidation
and enrichment of customer data existing in a company.

For example, “Sansan Data Hub” can be useful for data that can be utilized for advanced
marketing activities by preventing the double registration of data managed on CRM/SFA,
such as “Salesforce,” or on an MA tool like “Marketo,” and by adding a variety of
additional information.

In addition, “Sansan Questionnaire for Seminars powered by CREATIVE SURVEY” on
the bottom left is a new optional function we launched in November.

This is a solution function that can provide the “Sansan’-linked questionnaire function
required for seminars and other events.

These are just some examples, and we would like to add many more such options.

18



3 Growth Strategies 2. “Eight” B2B Area

Strengthening and Promotion of Monetization Plans

Accelerate and strengthen the development of paid plans for B2B
B2B
Paid plan for corporations: Enables users to share their contacts with colleagues
“Eight Company Premium” Targeting small companies with under 20 employees
Ad. Delivery: A service for delivering ads to “Eight” users
“Eight Ads” Timely and targeted advertising to career-oriented professionals
Business events: An event matching "buyers" and "sellers* from within “Eight”
“Meets” Uses proprietary technology to accurately match business people together
Recruiting platform: Recruitment services targeting “Eight” users
“Eight Career Design” Provides a new and unique targeted hiring method to the market
B2C
Paid plan for individuals: Delivers additional functions to users, such as network data downloads
“Eight Premium” Expand the overall number of “Eight” users, including free plan
& Sansan, ne. 10

Third is the monetization of the Eight Business in the B2B area.

There are currently monetization plans for companies, as you can see, but we will work
on strengthening the system to expand sales and developing new plans.

And we will aim for profitability of the Eight Business in the near future.
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At the end of my part, I'd like to talk about our full-year Forecasts.

20



4 Fullyear Forecasts

Consolidated Financial Forecasts

Full-year outlook unchanged from initial forecast.
Net sales are expected to increase by 35.4%, and profit is expected.

(millions of yen)
Full-year FFuII-yeatr i
. orecasts

Consolidated Forecasts Results (announced on Jul. 12)
Net Sales 10,206 13,816 +35.4%
Operating Profit -849 724 -

Operating Profit Margin - 5.2% -
Ordinary Profit -891 670 -
Profit Attributable to Owners of 1 _
Parent -945  Turn Black ®

(1) Sansan, Inc. (‘the Company’) is expecting an increased estimate of taxable income due to improved performance in the medium term. Accordingly, it is possible that the Company will record income taxes -deferred mainly due to an increase in deferred
tax assets pertaining to tax loss cammyforward in FY2019, but as it i dificult to detail the amount to be recorded in income taxes -deferred based on prospective business performance, ete. for FY2020, concrete forecasts for profit attributable to owners
of parent are not disclosed.

© Sansan, Inc. 21

Lastly, regarding the full-year forecast, there is no change from the initial announcement.

In fiscal 2019, consolidated net sales are expected to increase by 35.4% to 13,816
million yen, mainly due to the continued growth of the Sansan Business and the
monetization of the Eight Business.

In addition, with the increase in net sales, we expect to make profits.

Next, Hashimoto will explain the details of the second quarter financial results.

21
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Consolidated Financial Results
5 (three-month results)

I am Hashimoto and | am the CFO of Sansan, Inc.

Now, | will explain the quarterly results for the second quarter.
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5 Consolidated Financial Results (three-month results)

Overview of Consolidated Financial Results (three-month results)

Both net sales and profits increased year on year (decreased loss)
Despite operating loss, operating results are on track

Consolidated Results Q2 Results Q2 Results YoY
Net Sales 2,466 3,194 +29.5% 6,294 +32.5%
Gross Profit® 2,075 2,746 +32.3% 5,382 +35.7%
Gross Profit Margin @ 84.2% 86.0% +1.8pt 85.5% +2.0pt
Operating Profit -477 -139 - 109 -
Operating Profit Margin - - - 1.7% -
Ordinary Profit -478 -175 - 17 -
Profit Attributable to 484 197 _ o1 —

Owners of Parent

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

© Sansan, Inc. 23

Here’s an overview of our consolidated figures for the second quarter.

Net sales increased by 29.5% compared to the same period last year, up to 3,194 million
yen.

With regard to operating profit, second-quarter net sales were negative due to the
strengthening of advertising activities centered on TV commercials, but due to the
increase in net sales, there was a ¥338 million improvement compared with the same
period of the previous year.

23



5 Consolidated Financial Results (three-month results)

Factors Contributing to Changes in Consolidated Operating Profit

Operating profit improved due to higher net sales and lower advertising expenses

Status of Consolidated Net Sales/Operating Profit

(millions of yen) FY2018 Q2 Results FY2019 Q2 Results YoY

Net Sales 2,466 3,194 +727

Cost of Sales . 390 . 448 +57

Personnel 555 894 +339
Costs

ey 1,019 774 244

(ot pesonmer o 979 1,216 +236

and Advertising Expenses)

Operating 477 .‘ -139 I +338
Profit

I will explain the background to the improvement in operating profit.

In the second quarter, personnel expenses and other SG&A expenses increased due to
the progress made in the recruiting of personnel, but the negative amount decreased
due to the increase in net sales and a decrease in advertising expenses.



5 Consolidated Financial Results (three-month results)

Quarterly Results of Consolidated Operating Profit and Advertising Expenses

In Q2, profits are less likely to be generated compared with other quarters due to

increased advertising expenses
As planned, in this Q2 we carried out advertising activities centered on TV commercials

Operating Profit Advertising Expenses

(millions of yen) (millions of yen)

1,019
248
20 804 774
594
-139
104 — 413
-247 306
-477
Q1L Q2 Q3 Q4 Q1L Q2 Q1 Q2 Q3 Q4 Q1 Q2
FY2018 FY2019 FY2018 FY2019

Here are the quarterly operating profit and advertising expenses from the previous year.

We tend to strengthen advertising activities centered on TV commercials in the second
guarter, and as a result operating profit is difficult to generate in this quarter.

As in the previous year, operating profit in the second quarter was negative due to the
broadcasting of TV commercials, but this was as planned at the beginning of the fiscal
year.

Advertising expenses in the third and fourth quarters are expected to be lower than in the
second quarter.



5 Consolidated Financial Results (three-month results)

Overview of Consolidated Balance Sheet

Borrowed 5.0 billion yen as stock acquisition cost

Investment securities increased due to capital and business partnership with WingArc1st Inc.

Full-year Results Q2 Results Chg of Amount

Current Assets 6,298 13,177 +6,878
Cash and Deposits 5,627 12,407 +6,780
Non-current Assets 2,780 8,031 +5,251
Investment Securities 1,093 6,112 +5,019
Total Assets 9,079 21,208 +12,129
Current Liabilities 5,428 6,909 +1,480
Non-current Liabilities 277 4,172 +3,894
Long-term Loans Payable 233 4,123 +3,889
Total Liabilities 5,706 11,081 +5,375
Total Net Assets 3,372 10,127 +6,754
Total Liabilities and Net Assets 9,079 21,208 +12,129

Next, | will give an overview of the consolidated balance sheet.

Due to the financing associated with the IPO and other factors, there has been a large
change from the end of the previous fiscal year, but there were two major changes in the

latest second quarter.

Mr. Terada explained the capital and business alliance with WingArclst, and investment
securities increased ¥5,019 million mainly due to the acquisition of shares associated

with this alliance.

In addition, long-term borrowings under non-current liabilities increased by ¥3,889 million
due to the effect of ¥5 billion in bank borrowing for the purpose of the share acquisition

cost.
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5 Consolidated Financial Results (three-month results)

Sansan Business Overview

Operating profit margin greatly improved thanks to continued net sales growth
Profit margin declined compared with Q1 due to having implemented TV commercials in Q2, but as
planned
(millions of yen) FY2018 FY2019 \
Sansan Business Q2 Results Q2 Results YoY
Net Sales 2,346 2,941 +25.4% 5,789 +27.5%
Operating Profit 400 848 +111.9% 2,112 +65.3%
Operating Profit Margin 17.1% 28.9% +ll,8pt 36.5% +8.3pt
Number of “Sansan” 5616 6,263
Co ' ) + 9
Subscriptions subscriptions subscriptions 11.5%
Monthly Sal
Subsonption @ 146,000 yen 159,000 yen +8.9%
Last 12 Months Average of
Monthly Churn Rate @ 0.79% 0.54% '0-25pt
Number of Employees 255 persons 357persons  +102 persons
(1) Monthly results for the end of Q1 in the Sansan Business (incl. some new services other than “Sansan”, unaudited)
(2) Ratio of decrease in monthly fees associated with contract cancellations to total monthly fees for existing contracts
© Sansan, Inc. 27

Here are the detailed results by segment.

First of all, in the Sansan Business, net sales increased by 25.4% compared to the same
period last year, up to 2,941 million yen and operating profit increased by 111.9% to 848
million yen.

Operating profit margin improved by 11.8 points due to the increase in net sales and the
decrease in advertising expenses.

27



5 consolidated Financial Results (three-month results)

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

Number of subscriptions and monthly sales per subscription have grown steadily
Pace of personnel recruitment, which is mainly for sales department, slowed down slightly but is
planned to accelerate in second half

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

# of "Sansan" Subscriptions 357
== \onthly Sales per Subscription
ysaesp P 6,236

341
6,032 " i—
5616 5,738 5,823 309
s aq 5059 5147 5362 273
gl ¥159,000 244 248 258
211 221
¥146,000 - 195
¥114,000 I

Qle Q2 Q3e Q4e Qle Q2 Q3e Q4e Qle Q2e Qle Q2 Q3e Q4e Qle Q2 Q3e Q4e Qle Q2e
FY2017 FY2018 FY2019 FY2017 FY2018 FY2019

(1) Monthly results for the end of Q1 in the Sansan Business (incl. some new services other than *Sansan”, unaudited)
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Regarding the status of KPIs, The number of contracts for “Sansan” increased 11.5% to
6,263, and average monthly sales per contract increased 8.9% to 159,000 yen.

For the cumulative second quarter, this represents the largest order ever received.

In existing contracts, monthly sales per subscription are expanding steadily. On the other
hand, the growth rate slowed down for the first half, due to the effect of increasing the
number of salespeople, and new contracts were acquired from relatively small
companies.

The number of employees in the Sansan Business as a whole was 357, an increase of
102.

The number of employees increased by 16 compared with the end of the first quarter,
and the pace of increase was somewhat moderate, but we expect that recruitment will
accelerate in the second half and thereafter.
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5 Consolidated Financial Results (three-month results)

Sansan Business: Last 12 Months Average of Monthly Churn Rate

Average churn rate over the last 12 months improved by 0.25 points compared to the
same period last year, and remained at a low level

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

1.22%

1.00%

0.76%

0.54%
FY2014 FY2015 FY2016 FY2017 FY2018 FY2018 FY2019
Q4e Q4e Q4e Q4e Q2e Q4e Q2e
(1) Ratio of decrease in monthly fees associated with contract cancellations to total monthly fees for existing contracts
© Sansan, Inc. 29

The average monthly churn rate for the last twelve months is 0.54% and remains at very
low level.



5 Consolidated Financial Results (three-month results)

Sansan Business: “Sansan” Revenue Composition by Customer Size

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

“Sansan” Revenue Composition by Customer Size ®

YoY

Company size
P (Revenue)

(Number of Employees)
I More than 1,000 FY2019 +

N 100to 999 Q2e

Less than 100 (Composition) 3401_0
%
42
+
30.8
38% %

FY2014 FY2015 FY2016 FY2017 FY2018 FY2019
Q4e Q4de Qde Q4e Qde Q2e

(1) Created based on monthly *Sansan" charge (unaudited)

©Sansan, Inc

When breaking down Sansan’s revenue by client size (employee number), as with
previous trends, revenue from large companies (over 1,000 employees) increased by

34.0% year-on-year.

From the second half of the previous fiscal year, we have increased the number of
employees in the sales department and are working on strengthening sales activities for
large companies, however it takes some time for these additional staff to make their

presence felt, so this measure has not yet fully effected our business results.

We aim for net sales growth while continuing hiring, strengthening training and education

for salespeople.
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5 Consolidated Financial Results (three-month results)
Eight Business Overview

Net sales continued to show high year-on-year growth due to strengthened monetization
B2B paid services are driving growth

(millions of yen)

FY2018 FY2019 FYI: FY2019
Eight Business Q2 Results | Q2 Results YoY Q2YTD Results YoY

ult
Net Sales 120 253 +110.2% 504 +139.8%
B2C Services 56 71 +25.6% 143 +27.7%
B2B Services 63 181 +185.4% 361 +267.6%
Operating Profit -310 -227 - -466 -

Operating Profit Margin - -

Number of “Eight” Users ® 2.29 mition  2.58 miliion +0.29
people people million people
Number of “Eight Company 466 1.164
PR S + . 0,
Premium” Subscriptions @ subscriptions subsc’npuons 149.8%

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

©Sansan, Inc 31

Finally, I'll explain about Eight business.

Net sales increased 110.2% year-on-year to 253 million yen thanks to strengthening
monetization of B2B services etc.

Operating loss decreased by 83 million yen to 227 million yen due to increased net sales.

The number of “Eight Company Premium” subscriptions was 1,164, an increase of
149.8% year-on-year.

Compared with the first quarter, the year-on-year growth rate of net sales declined due to
the decrease in the number of meetings for the business event “Meets.”
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5 consolidated Financial Results (three-month results)

Eight Business: Net Sales and “Eight” Users

Continued growth of net sales and number of “Eight” users
(millions of yen) = B2C Services B2B Services (millions of user)
2.58
251 ZEB 2.44 251 —
2.29 2:35
2.14 221
1o1 2.03
187 179 ¢
168
179 181
120 120
. 90 109
63
63 66 ' sy 34
o1 20 20
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 QI Q2 Qle Q2e Q3e Q4e Qle Q2 Q3e Q4e Qle Q2e
FY2017 FY2018 FY2019 FY2017 FY2018 FY2019
(1) Quarterly results for FY2017 were unaudited
(2) Number of confirmed users who registered their business card to their profile after downloading the application
o Sasan e »

The number of “Eight” users, with an increase of 0.29 million over the same period last
year to 2.58 million.

That brings me to the end of our presentation.

Thank you.
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Sansan Group Overview

Mission

Turning Encounters into Innovation

A Business Platform to Challenge the World

NP Product ~ s
E T
m Technology o Eight
X
Challenges Data Challenges
facing facing
companies business people
sansan
DSOC

© Sansan, Inc.
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Sansan Group Overview

Overview of Businesses and Services

Platforms to transform business and individual contact information
into assets

o0 Eight

Effortless Organization. Seamlessly Business Social Networking Based on

Simple. Business Card Information
The No.1 share in contact management service, Eight is a personal business card app that builds your
gathering all business cards held by the company, own business network with imported business cards

to transform business cards into valuable assets

» More than 6,200 subscriptions constituting « No.1 share in mobile contact management apps

the customer base

» More than 2.5 million users®
» Monthly churn rate below 1.0% @

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

© Sansan, Inc.
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Sansan Group Overview

Features Characterizing the Business Platforms

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

Services used by all of
company employees

© Sansan, Inc.

Use in any situation, regardless
of industry or occupation

Center of ecosystems
with high potential for expansion

Business Platform

High level of recognition
and brand power

Databases in which information
accumulates automatically

Eight

2

Used by business people
over a lifetime
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Sansan Group Overview

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

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

Prompt and accurate digitization of a large volume of business cards

NV AN
| =3
Human:

-l
uman: - Fi
| AlDataentry + ,, Humen - Human: Final check -
Automatic and manual
Scan a large data entry of business Database
volume of card images

business cards

Cycle repeated since the company’s foundation

Combination of technologies

Automatic detection
of business card
language

Automatic sorting to Diverse network of data Image processing

operators

Automatic detection and microtasking
entry operators technology

of business card information

©Sansan, Inc
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Sansan Group Overview

Competitive Edge: Overwhelming Market Share and Solid Customer Base

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

Overwhelming Market Share and Recognition

Solid Customer Base with more than 6,200 Subscriptions

e HARRE GEeR | SHERRT
Sales share in 2017 @ ey NOMURA
_7/ mﬂu =K &P TOYOTA

.‘.&E‘;;/ @A cyberagent dentsu SEHM
Fifth TV commercial title:
‘We know the customer 2017, “Our boss
missed an opportunity” @

Panasonic FUjirsu £P BrBE

)

@wrr ddcomo KIRIN DENSO

,,,,,,,,,,,,,,,, © KONICA MINOLTA » ALSO<

e & Snrn
Seventh TV commercial
broadcast from November 4, 2019

NEVER SAY NEVER

@ PASONA T=PCO O-+FuE

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

© Sansan, Inc.
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Sansan Group Overview

Business Performance (FY2014 to FY2018)

Net Sales @

(millions of yen)

m Sansan Business = Eight Business 10,206

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

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

©Sansan, Inc

Gross Profit and Gross Profit Margin @@

(millions of yen)

Gross Profit ===Gross Profit Margin 8.608
’

CAGR

55.3% '

75.4%

FY2014 FY2015 FY2016 FY2017 FY2018
Full-year Full-year Full-year Full-year Full-year
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Sansan Group Overview

About Employees

Number of Employees ® Breakdown by Organization ®

(persons)

549
402
305

May 2016 May 2017 May 2018 May 2019

(1) Non-consolidated basis in FY2015 and before, and consolidated-basis since FY2016
(2) As of the November 30, 2019

© Sansan, Inc.

610
Sansan Division:
Others Sales, SD, CS etc.
DSOC 6 10
employees
Eight
Division S
Sansan Division:
Development
Sansan Division: Others

Nov. 2019

40
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Sansan Group Overview

Company Overview

Company Name
Foundation

Head Office

Other locations

Subsidiaries

CEO

Number of Employees
Capital

Net Sales

Classification by Type
of Shareholder

©Sansan, Inc

Sansan, Inc.

June 11, 2007

Aoyama Oval Building 13F, 5-52-2 Jingumae, Shibuya-ku, Tokyo

Branch offices: Osaka, Nagoya, Fukuoka

Satellite offices: Kamiyama Lab (Tokushima), Sansan Innovation Lab (Kyoto), Nagaoka Lab,

Sapporo Lab

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

Chika Terada

610 (As of November 30, 2019)

¥6,234 million

¥10,206 million (FY2018)

Domestic Financial Institutions:15.90%, Security Firms:1.76%,

Other Domestic Corporations:3.43%, Foreign Financial Institutions and Individuals:27.72%,
Individuals and Others:51.19% (As of November 30, 2019)

41
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Sansan Business

Basic Features of “Sansan”

“Sansan” offers contact management features to transform unutilized business

cards into assets

Challenges facing

* Business card information not shared within the « Not aware of the value of business card
office information

companies « Insufficient internal communication
v
Basic features of “Sansan”
Business card management/utilization Major features Contact . Business card search
management
“Al Contact Management” 5'9"'2_97]%'35;;*55 card < « Business card sharing
ata witl .9% \\//
accurac V * Smartphone app
Y v
« Person profile
Customer . News feed
management

Company search

Spm— « Organizational tree

E-mail delivery

User benefits

© Sansan, Inc.

Productivity  Streamlined operations Cost reduction

Creation of business opportunities
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Sansan Business

Basic Service Plan for “Sansan”

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

Scanner
(Running costs)

License

cost
(Running costs)

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

Offer ¥200,000, ¥600,000 and ¥1,500,000 plans @
Costs for implementation and operational support of
Sansan’s services

Monthly ¥10,000 per scanner

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

Determined according to the monthly number of

exchanged business cards
Tens of thousands to millions of yen per subscription

(1)'Sansan” also offers other options including security control, etc.
(2) Sansan” also offers annual subscription plans according to license cost
3

) Assumes company-wide usage of “Sansan” service

©Sansan, Inc.

—— Timing of payment —

At the start of the
contract

At the start of the
contract

At the start or renewal of
the contract

At the start or renewal of
the contract

43
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Sansan Business

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

Continued achievement of negative churn ()

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

|

__‘————#

-—
—_—
—_—ee,————————————

FY2014 FY2015 FY2016 FY2017 FY2018 FY2019
Qe Qde Qe Q4e Qde Q2e

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

©Sansan, Inc
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Eight Business

Service Outline of "Eight"

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

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

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

Offering a lifetime SNS platform for business
Profile Management Contact Management Connect with Companies
Communications (information gathering)
v
B2C Model ! B2B Model
Monetl_ze_ Paid plan for individuals: Paiﬁ’ plan for corporations: Ad. delivery: Business events: Recruiting platform:
opportunities “Eight Premium” Eight Company “Eight Ads” “Meets” “Eight Career Design”

Premium”

© Sansan, Inc.
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