
© Solvvy Inc.



© Solvvy Inc. P.1



© Solvvy Inc. P.2



© Solvvy Inc. P.3



© Solvvy Inc. P.4



© Solvvy Inc. P.5

0 

100 

200 

300 

400 

500 

600 

700 

537537537537

668668668668

+685+685+685+685

---157157157157

---248248248248

---148148148148

124.4%124.4%124.4%124.4%



© Solvvy Inc. P.6

FinTech business and others

FinTech business and others
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With respect to longWith respect to longWith respect to longWith respect to long---term warranty contracts term warranty contracts term warranty contracts term warranty contracts 
in the HomeworthTech business, while net in the HomeworthTech business, while net in the HomeworthTech business, while net in the HomeworthTech business, while net 
sales and costs are recorded on a pro rata sales and costs are recorded on a pro rata sales and costs are recorded on a pro rata sales and costs are recorded on a pro rata 
basis in accordance with the warranty period, basis in accordance with the warranty period, basis in accordance with the warranty period, basis in accordance with the warranty period, 
selling, selling, selling, selling, 
general and administrative expenses are general and administrative expenses are general and administrative expenses are general and administrative expenses are 
recorded recorded recorded recorded enenenen
earnings structure into one that tends to see earnings structure into one that tends to see earnings structure into one that tends to see earnings structure into one that tends to see 
profits squeezed in the expansion stage of profits squeezed in the expansion stage of profits squeezed in the expansion stage of profits squeezed in the expansion stage of 
business.business.business.business.

The maturing of business (an increase in an The maturing of business (an increase in an The maturing of business (an increase in an The maturing of business (an increase in an 
outstanding balance of warranty contracts) outstanding balance of warranty contracts) outstanding balance of warranty contracts) outstanding balance of warranty contracts) 
has turned it into the longhas turned it into the longhas turned it into the longhas turned it into the long---term stable term stable term stable term stable 
earning earning earning earning structure.structure.structure.structure.

LongLongLongLong---term warranty contracts generate term warranty contracts generate term warranty contracts generate term warranty contracts generate 
abundant funds in abundant funds in abundant funds in abundant funds in hand as warranty fees are hand as warranty fees are hand as warranty fees are hand as warranty fees are 
obtained obtained obtained obtained enenenen bloc at the time of conclusion of bloc at the time of conclusion of bloc at the time of conclusion of bloc at the time of conclusion of 
contracts.contracts.contracts.contracts.

(Example) the case where warranty fees for the 10-year equipment warranty are received en bloc in the n year.
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Unearned revenue, or unrecorded sales, 
has steadily accumulated and now 
exceeds 12.7 billion yen

*Total value of "unearned revenue + long*Total value of "unearned revenue + long*Total value of "unearned revenue + long*Total value of "unearned revenue + long---term unearned revenue," term unearned revenue," term unearned revenue," term unearned revenue," term unearned revenue," term unearned revenue," term unearned revenue," term unearned revenue," 
which corresponds to unrecorded sales for the HWT businesswhich corresponds to unrecorded sales for the HWT businesswhich corresponds to unrecorded sales for the HWT businesswhich corresponds to unrecorded sales for the HWT businesswhich corresponds to unrecorded sales for the HWT businesswhich corresponds to unrecorded sales for the HWT business

Unearned revenue,* Unearned revenue,* Unearned revenue,* Unearned revenue,* 
positioned as a major KPI for positioned as a major KPI for positioned as a major KPI for positioned as a major KPI for 
the HWT business, topped the HWT business, topped the HWT business, topped the HWT business, topped 
12.7 billion yen at the end of 12.7 billion yen at the end of 12.7 billion yen at the end of 12.7 billion yen at the end of 
the current quarterthe current quarterthe current quarterthe current quarter

Of warranty fee revenues, Of warranty fee revenues, Of warranty fee revenues, Of warranty fee revenues, 
those not yet recorded as net those not yet recorded as net those not yet recorded as net those not yet recorded as net 
sales were recorded as sales were recorded as sales were recorded as sales were recorded as 
unearned revenue + longunearned revenue + longunearned revenue + longunearned revenue + long---
term unearned revenue on term unearned revenue on term unearned revenue on term unearned revenue on 
the balance sheetthe balance sheetthe balance sheetthe balance sheet

Unearned revenue* means Unearned revenue* means Unearned revenue* means Unearned revenue* means 
definite net sales over the definite net sales over the definite net sales over the definite net sales over the 
future, and thus the balance future, and thus the balance future, and thus the balance future, and thus the balance 
will be recorded as net sales will be recorded as net sales will be recorded as net sales will be recorded as net sales 
sequentially to underpin sequentially to underpin sequentially to underpin sequentially to underpin 
future profitabilityfuture profitabilityfuture profitabilityfuture profitability
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Media Seek Inc.
(wholly-owned subsidiary)

Living Point Inc.
(wholly-owned subsidiary)

Living Finance Inc.
(wholly-owned subsidiary)

Solvvy Inc.

TSE Growth Market
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Marketing

Inside sales

Field sales

Customer Success
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1. Register on the system

Renovation 
business 
operator

3. Provide lump-sum payment in advance 4. Repay in installments 

Group

Renovation 
client

[Based on invoice details]

Invoice

Installment payment procedures can be completed online

Financial services will be provided by Living 
Finance Inc., an intermediate credit purchase 

intermediary and a wholly-owned subsidiary of 
Solvvy Inc.

Installment 
payments

2. Automatic suggestion

Lump-sum 
payment



© Solvvy Inc. P.14



© Solvvy Inc. P.15© Solvvy Inc.



© Solvvy Inc. P.16



© Solvvy Inc. P.17© Solvvy Inc.



© Solvvy Inc. P.18

Number of 
active owners

Structuring Phase
Establishing after-sales service 

infrastructure

Activation Phase
Conducting various promotions

Monetization Phase
Forming secondary commercial 

channels and acquiring new customers

Receive renovation and large-
scale repair ordersPlan various campaignsCreate warranty systems

Stock-type 
business revenue

Acquire new customers 
through referrals

Revenue from sales of various 
goods

Various commissions on 
customer transfers

Establish systems for 
repairs and inspections

Implement loyalty points apps 
for homeowners

Establish a system for 
responding to inquiries

Establish the 
customer database

Generate two-way 
communication

Provide loyalty points for 
customer actions (responding to 
surveys, referring friends, etc.)

Provide various information, 
raise awareness of needs
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Executive Vice 
  President

Executive Vice   
  President
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Business integration synergies 
expected to double net sales
[HWT Business]
We expect a significant increase in the number of building 
warranty acquisitions thanks to more comprehensive solution-
providing capabilities accompanying the expansion of our 
service lineup. In addition, the contribution to P/L of unearned 
revenue related to equipment warranties will increase

[EXT Business]
Although the FY2025 plan is conservative due to the revision of 
the recording policy for net sales (change in the ratio for 
installment recording) and the fact that some sales originally 
planned for FY2025 were recorded in advance in 4Q FY2024, 
we expect to see significant progress over the three-year 
medium-term plan period thanks to continued strong progress 
in renewable energy-related equipment warranties and the 
timing of the replacement of educational ICT devices based on 
the GIGA School Program.

FNT Business]
With the launch of renovation loans through KROX,  
contribution to net sales is expected from this fiscal year. 
We aim to establish FNT as a new business and expand it 
across various business areas. 
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The present document contains results forecasts, plans, policies, management strategies, targets, expectations, 
future figures and amounts, the interpretation and evaluation of facts, etc., pertaining to Solvvy Inc..
These forward-looking statements and information, and all other matters outside the realm of the historical record 
are premised on information obtained by the company at the time of the announcement of the present document, 
and are based on forecasts, hopes, assumptions, plans, interpretations, and evaluations, etc.
In addition to facts established in the past and thought to be accurate, the estimation of numerical forecasts 

requires the use of certain assumptions.
These facts and assumptions can potentially change, with no objective guarantee as to the accuracy of these, nor 

to the accuracy regarding future developments. Numerous risks and uncertainties are associated with these facts 
and assumptions, such as, but not limited to, the existence of possible inaccuracies and a failure of predicted 
future developments to materialize. 
We therefore advise readers of this document to compare its contents with information obtained through other 

Solvvy assumes no responsibility for any and 
all damages resulting from the use of this document. 

We accept IR meeting requests from institutional investors and analysts, on an individual basis.                             
For more information, please refer to the e-mail address listed below. 
Solvvy Inc. IR 4-33-4 Nishishinjuku,Shinjuku,Tokyo,Japan
E-mail:ir@solvvy.co.jp

Solvvy Inc.


