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Leverage the changing environment for 
major growth opportunities as we aim to 
become business infrastructure

In the fiscal year ended May 2022, consolidated net 
sales growth, our most crucial management indicator, 
increased 26.2% year on year. This indicated steady 
expansion of our business despite the ongoing 
COVID-19 pandemic. However, I cannot be proud of 
this level of growth. Instead, this year, I take pride in the 
significant improvements we made to our main product, 
Sansan, which accounts for the majority of our sales, 
and to Eight. Sansan, which was initially a business card 
contact management service, has been transformed 

into a sales DX solution. It now has a database of more 
than one million items of corporate information and 
can organize and visualize all contact points, including 
business cards, emails, and web-based inquiries. 
As for Eight, while maintaining its core functionality 
as a business card management app, we have 
transformed it into a contact and career management 
app by adding the new Career tab. Having achieved 
profitability on a quarterly basis for Eight in the fourth 
quarter of the fiscal year ended May 2022, we are finally 
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Realizing our vision through our mission 
to create truly unprecedented value

We’ll look back on this as 
a major turning point

Management Philosophy and Principles

I place tremendous importance on creating new forms 
of value. This is something I’m always highly conscious 
of. For many, it may be a given that companies exist 
to create value. At Sansan, this idea of creating new 
value exists in di�erent forms as our mission, vision, 
and values. We have revised the wording of our mission 
“Turning encounters into innovation” and values several 

at a stage where we can aim for full-year profitability 
in the fiscal year ending May 2023. The results of these 
service improvements will not be immediately evident in 
our business performance; however, they will contribute 
to our sales and profit growth over the medium- to 
long-term – we must make sure that’s the case.

Japan’s Electronic Book Storage Act was revised 
in January 2022, and a new invoicing system will be 
introduced in October 2023. These changes have led to 
greater customer understanding of the importance of 
invoice digitization. Bill One, the cloud-based invoice 
management solution we launched in May 2020, 
showed growth exceeding our initial plans for fiscal 
2021. We continue to develop Bill One while adapting 
to the new invoicing system, such as by adding invoice 
issuing functionality, alongside the existing invoice 
receipt functionality, from July 2022.  

Over the 15 years since our founding, our growth 
has been like climbing a mountain, one step at a time. 
The summit is still far away, so our climb will continue. 
However, looking back at the path we’ve traveled, there 
has never been a time when society has undergone a 
more profound transformation than it has during the 
pandemic. COVID-19 led to fewer opportunities for 
face-to-face meetings and, therefore, fewer business 
card exchanges. Online meetings and events are 

times. However, even when making such revisions, 
we have never wavered from our belief that there are 
challenges before us, that we can create new value by 
solving them, and that this will in turn create business 
opportunities.

Some social entrepreneurs create businesses to solve 
major social issues. In my case, however, I decided to 

becoming more widespread. We have been quickly 
responding to these changes by, for example, working 
to make Virtual Cards commonplace. But face-to-face 
business card exchanges are down to 70% of what they 
were, and considering the after-COVID-19 business 
encounters, they may never recover to pre-COVID-19 
levels. By contrast, we have seized a significant business 
opportunity and achieved rapid growth for Bill One. 
In this way, the external environment has a�ected us 
positively and negatively. Whatever the case, from a 
medium- to long-term perspective, we must shift gears 
and turn COVID-19 into a growth opportunity. We need 
to be able to look back in three or five years and see 
this period as a significant turning point for our growth. 
It is my responsibility to make that happen, and I am 
approaching our product improvement processes with 
that in mind. Sansan and Eight are software, meaning 
that they are never finalized products and need to 
evolve continuously after their release. The true value of 
our improvements and their ability to drive our growth, 
including quantitatively, will be tested from fiscal 
2022 onward. The attitude and messaging we have 
presented, of driving the evolution of these services, are 
vital for preventing stagnation and for contributing to 
the creation of new forms of value.

solve an issue that was closer to home. My parents, who 
were business owners, probably had a major influence 
on me. After graduating from college, I started working 
in the private sector, but from a young age I had 
naturally harbored a desire to start my own business 
someday and use it to impact society. I started with 
business cards because I was having trouble organizing 
them, as were my colleagues and the company I was 
working for. This challenge, which was occurring two to 
three meters around me, seemed like something I could 
solve. I suspected that to better manage business cards 
we could digitize them, share the data, and create a 
meaningful database. However, the challenge then was 
how to actually digitize the cards. This led me to realize 
that building an operational structure for digitization 
would produce new value. It also made me realize we 
could create disruptive value beyond just visualizing 
connections between people.

We want to tackle themes and issues that may not 
have arisen if we hadn’t become involved, and to 
create value by solving them. We have incorporated 
these concepts into our mission and values and have 
made management decisions that emphasize being a 
mission-driven company. When I speak with employees, 
I focus on trying to get them to share our mission 
and values, as well as our vision to become business 
infrastructure, which we newly formulated last year.

We have various values, but one of our most 
important concepts is “Lead the customer.” These words 
express our belief that we should not simply follow our 
customers but should instead lead the way ourselves. 
It’s a simple phrase, but it accurately expresses our 
uniqueness.

The services we have created and the value we 
provide are not imitations of existing services. Instead, 
we have taken on the challenge of developing 
unprecedented business models aimed at a completely 
new business culture and customs. We gain much of 
our inspiration and ideas from actively listening to 
our customers and understanding the problems they 
face. However, we then lead our customers and the 
market to produce ideal solutions. Embodying “Lead 
the customer” is precisely how we have grown as a 
company.

We have been accumulating value and 
accomplishments as if we are adding layers of skin. 
This growth has been supported by our approach 
of creating value to solve challenges, as well as the 
technologies and operations that let us achieve this 
value. The business card digitization flow we developed 
for Sansan is one of the competitive advantages we’re 
proud of. It combines AI technology, which continuously 
evolves through machine learning, with manual input by 
humans, to digitize analog information such as business 
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Aiming to be vital business 
infrastructure for companies and 
businesspeople

To Our Stakeholders

Medium- to Long-Term Growth Strategy

Using our core competencies and working with 
our mission-driven colleagues, we have grown to 
provide cloud-based solutions that promote digital 
transformation and reshape how we work, linking 
encounters between people and companies to business 
opportunities. We have evolved into having a multi-
product structure that provides solutions across the 
entire business flow, from sales to contracts and 
invoicing. Our solution-based services can be applied to 
all companies, regardless of industry or business type. 
I’m sure the accelerated shift to digital technologies in 
the wake of the pandemic is evident to everyone. I hope 
to promote the use of various business data through 
our services to revolutionize how companies and 
businesspeople work.

Sansan has an 83.1%*1 share of the corporate business 
card management services market. We’ve had the top 
share in the industry for nine consecutive years, but 
our user base is only about 3%*2 of Japan’s workforce. 
Considering this market potential, we still have vast 
amounts of room for expansion. The improvements to 
our products will also help attract medium- and large-
sized companies and improve unit prices.

Bill One has an established invoice network of about 
41,000 companies in May 2022. It also has the top*3 
market share of the invoice receiving services market, 
a market expected to grow at a high level. However, 
its network still only covers about 2% of Japanese 
companies,*2 again leaving vast room for development. 
We will also further expand our invoice network through 
product enhancements, such as invoice issuing and 
communication functionality among the network’s 
participants.

In January 2022, we began o�ering Contract One, 
which centralizes management of contracts in all 
formats, both paper and electronic, to simultaneously 
improve operational e�ciency and provide risk 
management. We intend to achieve significant growth 
through such new businesses over the next two to three 
years, while also accelerating the growth of the evolved 
forms of Sansan, Eight, and Bill One.

From a longer-term perspective, in five to 10 
years, our roadmap leads to our becoming business 
infrastructure, as stated in our vision. In last year’s 
annual report, I compared business infrastructure with 
roads. That is, people usually take them for granted 

cards and invoices. This combination has enabled a 
high accuracy rate of 99.9%, which cannot be achieved 
using currently available standalone optical character 
recognition (OCR) technologies. Before we could 
establish this highly accurate method, we needed to 
digitize a vast number of business cards. Although this 
process was challenging, it provided an overwhelming 
competitive advantage that could not be threatened 
even if a new competitor entered the market, while 

also developing intellectual property strategies such 
as patent acquisitions. The technology and successful 
experiences we gained through digitization have 
made it easier for us to consider digitization services 
for documentation other than business cards. One of 
our core competencies is our ability to consider and 
create ideal solutions and produce entirely new value, 
based on the assumption that we can digitize analog 
documents.

without being particularly conscious of them. Essentially, 
our goal is not to be merely a convenience but 
something that people find di�cult to live without. We 
want people to say, “We couldn’t work without Sansan’s 
services.” That is what we’re working toward.

Over the next decade, we also want to establish a 
presence overseas. Although our overseas sales ratio 
is still low, we view our business model and strengths 
as unique even in the global market. First, we will 
expand Bill One to Singapore, Thailand, and other Asian 
countries. Even overseas, there are many commonalities 
in how companies receive invoices and the challenges 

they then face in processing them. Of course, factors 
such as language and business customs di�er among 
countries, but our global expansion will begin by first 
taking the approach of solving common, worldwide 
problems.

*1 Latest Trends in Business Card Management Services in Sales Support DX 2022 
December 2021, Seed Planning, Inc.
*2 The denominator, the total number of companies and employees in Japan, is cal-
culated based on statistics from the Ministry of Internal A�airs and Communications’ 
2016 Economic Census for Business Activity Survey.
*3 Deloitte Tohmatsu MIC Research Institute Co., Ltd., “Cloud Invoice Receiving Ser-
vices Market Expected to Grow at a Staggering Rate: Current and Future,” MIC IT 
Report, July 2022 .

After the Tokyo Stock Exchange market was restructured 
in April 2022, we were listed on the Prime Market. As 
a publicly listed company with a global presence, we 
need to be more proactive than ever in communicating 
our sustainable management and our environmental, 
social, and governance (ESG) focus to the public.

In June 2022, we identified five priority areas and 
10 material issues (priority issues) that we needed to 
prioritize in terms of both importance to our company 
and society. We are now working to address issues 
across the ESG fields. I mentioned that our competitive 
advantage is our approach of creating new value 
and our technology and operations, which our human 
capital produces. We have made longstanding e�orts 
to strengthen our investment in human capital, such as 
through training programs, but at the same time we 
believe human resources grow best when their working 
environments are themselves growing. For this reason, 
continuous business growth is vital. As each of our 
talented employees grows, our overall business will also 

grow. Responsibility for growing the business ultimately 
lies with me, so I am focused on creating a more 
productive work environment by engaging in dialogue 
and communication with as many employees as I can. 
For governance, we have been working to increase 
diversity, including the appointment of independent and 
female outside directors before and after our listing on 
the Tokyo Stock Exchange. Going forward as well, we 
will continue to further strengthen and upgrade our 
governance.

Every day, I manage our business with the desire to 
achieve dynamic growth. However, dynamic growth 
doesn’t happen spontaneously. It requires that we 
continuously challenge ourselves, without fearing 
change, and that we achieve milestones for growth into 
the future. This will result in our steadily realizing growth 
– not only continuous growth but also disruptive growth.

Chika Terada, Representative Director & CEO 

Strengthening our ESG focus while 
challenging ourselves to achieve 
sustainable growth
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