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Looking at CASA by numbers
Recurring Revenue Financial Data Company Data

Sapporo

Takasaki

Kyoto
Okayama

Fukuoka

TakamatsuNagoya

Shizuoka

Tokyo HQ
Tachikaw a
Saitama
Kanagaw a
Chiba

Utsunomiy a

Sendai

Hiroshima

Osaka

Total assets

JPY 15.1 
billion

Equity ratio

43.5%

Total amount of rent guarantee

Employees (group total)

468 incl. temp staff

Average tenure

10.3 years

Average age

42.6 yrs

17 locations
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Ex ist ingNew

New

New

New

New

1st year 2nd 
year

3rd 
year

4th 
year

5th 
year

Ongoing rent 
guarantee fee

JPY 6.2 
billion

Initial rent 
guarantee fee

JPY 6.1 
billion

FY22 FY23 FY24 FY25

Sales composition

Accumulation 
of ongoing fees

12,753

*FY ended Jan. 2026 results

12,157

10,286

(JPY million)

11,224

JPY 56.9 
billion



Copyright © 2025 Casa Inc.Copyright © 2026 Casa Inc. 2

2Q Consol idated Resul ts :  Growth & Cost  Improvement

FY26
2Q Plan

FY26
2Q vs. Plan YoY

Revenue 6,600 6,726 102% 106%
Initial guarantee fees 3,151 3,202 102% 105%

Recurring guarantee fees 3,263 3,351 103% 108%

Cost of sales 3,472 3,420 99% 99%
Referral fees 965 981 102% 120%
Provision for doubtful 
accounts 1,736 1,722 99% 96%

Litigation & disposal 
costs 683 672 98% 94%

Operating profit -224 -99 (+124) (+44)

Ordinary profit -185 -62 (+123) (+32)

Profit attributable to

owners of parent -180 -79 (+101) (-152)

* FY25 extraordinary income: JPY198mn gain on affiliate share sale
* EBITDA = Op. profit + Depreciation + Goodwill amort. + Recoveries

Revenue

Cost of sales

EBITDA

 More agents and contracts lifted initial fees 5% and recurring fees 8%.

 Better approval rates and higher unit prices lifted revenue.

 Referral fees +20% on higher volume; revenue +6% on high-rent commercial guarantees.

 Early-stage collection lifted the recovery rate 0.9pt YoY.

 Provisions JPY1,722mn (-1% plan, -4% YoY); litigation JPY672mn (-2%, -6%).

 Revenue growth and lower credit costs are steadily improving core cash generation.

102% of plan, 106% YoY

Down JPY52mn vs. plan, JPY31mn YoY

Op. profit

EBITDA JPY204mn: 239% of plan, 130% YoY

Higher revenue and lower credit costs cut the
operating loss to JPY99mn: JPY124mn better than
plan and JPY44mn better YoY.

EBITDA 85 204 239% 130%
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Operating Cash Flow
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Operating CF improved on higher guarantee fee income and lower credit costs
 Breakdown of operating CF improvement

Key points

Operating CF
(Subtotal)

Adj. op. loss
improvement

Guarantee fee
income

Amortization
diff.

Litigation
costs

Operating CF
(2Q)

(Unit: JPY million)

851

1,334

Prior FY
2Q

+157

FY26
2Q

+37

+114

+165

+10

YoY 
change

Improved
+JPY 483 million

Credit cost
reduction

Prior FY
4Q

1,254

Operating CF
(4Q)

Higher revenue and lower costs

expanded cash flow

 In 1H, operating CF reached JPY 
1,334 million on higher guarantee fee 
income and improved credit costs

 In 2H, we will keep building guarantee 
fee income and strengthening 
collections while monitoring credit 
costs and outflow timing

 1H progress is solid, but the upside is 
not yet reflected in the full-year plan; 
the operating CF plan of JPY 1,600 
million is unchanged

FY26
4Q

1,600

Plan
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 2Q met plan on sales, costs and operating profit

 New contracts: 80k (+6% YoY)

 Contracts in force: 714k; agencies: 15k

 Initial collection rate: 95.8% (+0.9pt YoY)

 Doubtful-account allowance: JPY 1,722mn (-4.2%)

Earnings Progress  and Ful l-Year  Forecast
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FY26 progress

 Expand commercial guarantees; boost key-agency sales

 Promote existing agencies; develop new ones

 Standardized collections and AI voice bots

 Cut long-overdue receivables by category

 Contain litigation and disposal costs

3,154

6,343

12,753

3,295

6,726

13,830

300

2,300

4,300

6,300

8,300

10,300

12,300

14,300

Actual

1Q 2Q 4Q

JPY -99 
million

JPY -146 million

Prior year

Plan

JPY 355 million

Actual

JPY -148 
million

JPY -143 million

Prior year

JPY -63 million 

yen

Prior year

2H: invest and secure profit1H: steady improvement

Plan

 Net sales trend

 Operating profit

FY25 FY26

1Q
FY25 FY26 FY25 FY26

2Q 4Q

(Unit: JPY million)

1H

Ahead of plan on improved credit costs

Driving profitability improvement

2H
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H2 Sales  Stra tegy
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H1 Results H2 Initiatives

Product Development & Customization
 Develop products for property manager needs
 Customize products by deal size

Expanding Commercial Guarantees
 Sales activity to commercial facilities and 

tenants
 Proposals to existing residential agencies

Results

Net sales

JPY 6,726 million

YoY +6%

New contracts

80,458 contracts

YoY +6%

Commercial contracts

JPY 822 million

YoY +17%

Avg. contract price

JPY 145,000  JPY 162,000

YoY +12%

Stronger service for key agencies

Expand key agency volume, deepen business

Propose terms/coverage fitting customer needs

Stronger sales to high-value deal operators

Stronger new agency acquisition

Step up development of large/mid-size agencies

Promote business with new agencies

Grow acquisition through stronger proposals

Improving activation and usage rates

Drive usage after onboarding

Raise activation, usage, contracts per agency

Quickly activate newly acquired agencies

Results
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Commercial  Guarantees  — Our  Second Growth Driver

6

In the rent guarantee business for commercial properties, the number of 
contracts increased, and growth in the high-rent segment (JPY 500,000 or 
more) drove up the average contract value. The rising share of commercial 
guarantees within the portfolio also fueled revenue growth.

Key Points

Contracts by Rent Band

(Amounts in millions of yen)

Residential

Commercial

New contracts

Share

High-rent growth lifts unit price

 Revenue rose YoY; share of new contract value up

 ¥500K+ high-rent contracts grew sharply, lifting average unit price

 Higher unit price than residential, improving mix and earningsFY22
2Q

FY23
2Q

FY24
2Q

FY25
2Q

FY26
2Q

3,665

3,399

2,658

3,424

2,697
2,812

3,173

2,608
2,739

2,296

741 726 854
564443

16%
18%

22% 21%

23%

Commercial share of total

Total 99% 105%

Volume and share both expanding

R e n t  b a n d F Y 2 5  ( Y o Y ) F Y 2 6  ( Y o Y )

¥1M and above 133% 153%
¥500K–1M 77% 184%
¥300–500K 99% 116%
Under ¥300K 99% 102%
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New Contracts Contracts in Force Number of AgenciesApplications
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Sales  KPIs
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With higher applications and an 
approval rate up 1.9pt YoY, new 
contracts rose 6% YoY to 80K cases.

With new contracts accumulating, 
contracts in force rose 6% YoY to 
714K cases; fees +8.0%.

Deeper ties with existing agencies 
plus new development lifted agencies 
7% YoY to 15,672 companies.

Promoting use by existing agencies 
and developing new ones drove 
applications to 119K cases, up 4% YoY.

FY25
2Q

FY26
2Q

FY26
3Q

FY26
4Q

119K

YoY 104%

2QActual

80K

YoY 106%

2QActual

714K

YoY 106%

2QActual

15,672
YoY107%

2QActual

714
674

15,672
14,622

FY25
2Q

FY26
2Q

FY26
3Q

FY26
4Q

FY25
2Q

FY26
2Q

FY26
3Q

FY26
4Q

FY25
2Q

FY26
2Q

FY26
3Q

FY26
4Q
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Trend in Subrogation Receivables / Contracts 
in Force Trend in Provision for Doubtful AccountsCollection Rate Trend

Stronger early-stage collection lifted the collection rate to 
95.8%, curbing the aging of uncollected receivables and 
improving year by year. Operating CF is also steadily 
improving. We aim to further strengthen collections in H2.

Contracts in force rose 5.9% YoY, while subrogation 
receivables grew only 0.8%, containing the rise in 
receivable balances. Aging was curbed, limiting balance 
growth versus the prior year.

Better collections and contained receivable growth cut 
the provision for doubtful accounts by 4.2% YoY. Its 
ratio to net sales also fell 2.7pt.

8

Improvement in  Credi t  Costs
Stronger collections curb receivable growth and reduce loan-loss provisions

Coll. rate 0.7pt
improve

0.9pt
improve

Contracts +6.3% +5.9%

Receivables 1,416
¥mn

51
¥mn (curbed)

FY24→FY25 FY25→FY26 FY24→FY25 FY25→FY26

Sales ratio -3.1pt -2.7pt

Provision -91
¥mn (reduced)

-74
¥mn (reduced)

FY24→FY25 FY25→FY26

5,081 

6,497 6,548

0

0

0

0

0

1

1

1

4,000

4,500

5,000

5,500

6,000

6,500

7,000

7,500

N e w  
s y s t e m

l a u n c h e d

630k cases
670k cases

95.8%

94.2%
94.9%

Contracts in forceCollection rate 1 month
after subrogation payment

*Incl. multiple delinquencies

1,889 
1,797 1,722

31.5% 28.3% 25.6%

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

30.0%

1,000

1,200

1,400

1,600

1,800

2,000

2,200

Share of provision
 in net sales

25.6%
710,000 

cases

Receivables
(¥mn)

Provisions
(¥mn)

FY24
2Q

FY25
2Q

FY26
2Q

FY24
2Q

FY25
2Q

FY26
2Q

FY24
2Q

FY25
2Q

FY26
2Q

31.5%
28.3%
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Credit Cost Reduction Measures - Strengthening Early-Stage Collection and Reducing Long-Term Receivables and Litigation Costs -

Collection Rate Subrogation Receivables Litigation Costs

Move initial response earlier to prevent unpaid 
receivables from becoming long-term

Tailor actions to receivable characteristics so business 
growth does not drive up subrogation receivables

Speed up litigation and strengthen vendor 
management to optimize collection results and costs

1. Earlier Initial Collection 2. Reduction of Long-Overdue Receivables 3. Control of Litigation and Disposal Costs

 Improve initial contact rate by 
revising call targets

 Raise collection rate by 
standardizing dunning methods

 Strengthen inbound call 
handling with an AI voice bot

 Reduce long-term receivables 
through stronger case reviews

 Curb aging by classifying causes of 
prolonged delinquency

 Promote collection with enhanced 
actions by receivable category

 Prevent delays by improving 
procedural accuracy

 Shorten lead time from document 
receipt to filing suit

 Improve collection efficiency by 
monitoring outsourced partners
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Productivity  Gains  v ia  Standardized,  Leveled Operat ions
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Standardized
Processes

Leveled
Workloads

• Unified procedures 
• Unified criteria 
• Stable quality 
• Less rework 

• Optimized volume 
• Less load imbalance 
• Multi-person coverage 
• Flexible reallocation 

Higher
productivity

Improve operations to raise results, 

and extend the impact organization-wide

Three steps of operational reform

 Pick 10-20 key tasks

 Assess effort & load

 Cut, merge, reallocate

 Systemize & automate

 Verify man-hours, quality, 
and overtime (Before vs. After)

 Roll out successful 
improvements to other tasks

Sales Screening Back Office Collection

Visualize work Redesign structure Measure & scale

Clarify targets People-independent work Embed and scale results

Web applications AI screening E-contracts, 
software links

SMS alerts, barcode 
pay, AI voicebot

 Web features & links
 Simpler applications

 Faster, sharper 
screening

 Automated, accurate 
work

 Automated, multi-
channel service

Standardizing and automating processes

A stable operational base

for business growth
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Stronger systems and stable operations for sustainable growth

S u s t a i n a b l e  g r o w t h  a n d  h i g h e r  c o r p o r a t e  v a l u e

Efficient operating base
for business growth

Stronger earnings and growth People grow and stay

Value creat ion via  s tandardizat ion,  level ing,  and ta lent

✓ ✓ ✓

Stronger operating base
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Higher efficiency
• Faster processing
• Fewer errors and rework
• Consistent service quality

Stable service delivery
• Faster, more uniform customer service
• Higher customer satisfaction
• Scalable operating structure

Greater use of data
• Accumulating and analyzing data
• Faster improvement cycles
• Creating new added value

Revenue growth
• Expanded service capacity
• New and existing business growth
• Better retention from higher
   customer satisfaction

Profit growth
• Cost savings from efficiency
• Shift to higher-value work
• Improved profitability

Talent retention
• Training & growth
• More rewarding work
• Lower turnover

Less overtime
• Leveled workloads
• Less wasted work

Operational improvement Better results Organizational impact

Business
process

standards

Workload
leveling

Higher
productivity

Talent dev.
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Talent Development Framework
Standardize learning and embed on-the-job practice to turn talent development into organizational results.

• Learning tailored to each growth stage

• Classroom training + e-learning

• Training by career stage

Beyond knowledge: putting learning into practice

Stage-based
learning design

Put learning
into practice

Practice drives
results

Build on actions
and results

Learning Action Results Org. Growth

Development Approach

Shift from reliance on individuals to systems that 

consistently deliver results.

FeaturesCore Policy

Goal Setting Follow-up Standardization Review & Improve

Define role-specific 
behaviors and KPIs

Track practice via 1-
on-1s and reviews

Share best practices
and work standards

Track actions and 
results; keep improving

Image for illustrative purposes only.
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• Technology-powered  nex t -genera t ion  ren ta l  management

• Owner WEB Relaunch

• Expanding  engagement  wi th  se l f -managing  l and lords
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Technology-powered next-generation rental management

Rental Market Today

Transforming traditional
self-managed rentals

Self-managed rental market

Houses & condos

Small / part-time landlords

9.16m units

1.13m owners

0.77m owners

Few units; limited 
issues; need to reduce 
risk

More inquiries and 
issues; efficiency needs

Targeting digital natives

Strategic Target

Transforming rental management
with COMPASS technology

E-contracts, Owner WEB and data unify listings, contracts, 
renewals and inquiries digitally—reducing landlord workload 
for efficient, worry-free management.

From Rent Guarantees to Landlord Support

More touchpoints through guarantees
for end-to-end rental management support

Before After
❶ Casa’s guarantee base

❷ Landlord-centered services

❸ Adoption by self-managing owners

Rent guarantees and first-line inquiry handling

Address landlords’ workload and concerns

Deepen customer relationships via Owner WEB

FY25
2Q

FY26
2Q

1,100

3,100

5,100

7,100

9,100

11,100

13,100

117％
YoY

11,279

0

500

1000

1500

13,225

FY25
2Q

FY26
2Q

Registered
landlords

New contracts

YoY

121%

Self-managing landlords seeking 
efficiency

House /
condo owners

Part-time
landlords

Small-building
owners

Listings / Queries E-contracts Renewal Support

One place for online 
listings and queries

Easy online
contracts

Data-driven
efficiency

Digital workflows
Transparent & efficient

Manual workflows
Time-intensive tasks
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Owner WEB Relaunch: Greater Convenience and Value

15

Tenant Support
New Owner WEB

Rent Guarantees

Tenant Recruitment

Move-out Inspections

Lease Renewals

E-contracts

Rent Collection

Refreshed UI strengthens landlord engagement and promotes guarantees, renewals and related services.

UI/UX Redesign
Clear, easy-to-use screens

PC & Mobile
Access anytime,
anywhere, 24/7

CRM Foundation
Promote guarantees, renewals 
and related services

Lease Renewal

Management Service
Easier renewals,
less landlord work

Service Launched

 Search ads
 P-MAX
 YouTube / social video
 Banner ads

 Request info
 Sign up

 List properties
 Procedures
 Manage contracts

 Rent guarantees
 Contents & unattended-death 

insurance
 Tenant support
 Renewal services

 More renewals
 Wider service use
 Long-term relationships

Online Ads Registration Use Owner WEB Services & Contracts Retain & Grow

Landlord Acquisition Initiatives

Home

Property Management

Move-in Procedures

Contract Management

Payment History

User Guide

Home
Please review the current situation and proceed with the required steps.

Contracted Units

15 units

Rent guarantee 
for 15 units

Contract Status

In progress Under contract Lease agreement 
nearing expiration

11 Contracts 10 Contracts

Deposit History

Japan Post Bank 
018 Sub-branch

COMPASS Channel

・Sharing Rental Property
Management Know-How

・YouTube Channel

Owners Club of Property 

・Providing information on real
estate management

・Operating media site

Weekly updating Information and explanation 
currently being provided!

0
Contract

In progress

Under contract

11 Contracts

10 Contracts

Contract Status

HOME

Please check the latest situation and proceed 
with the necessary actions.

Contracted properties

15 units

Rent guarantee for 
15 units

Lease term
nearing expiration

0 Contract
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Growth Strategy Powered by Owner WEB

Activate the existing member base and shift to CRM to drive revenue growth and profitability

Reuse Add-on and all-unit guarantees for past users

First use Convert non-using members to contracts

Renewals Catch renewal timing, guide to e-contracts

LTV growth Expand into repairs and restoration services

 A Past guarantee users

 B Non-users

 C Renewal targets

Segmentation Touchpoints Applications Revenue growth

 Email

 Owner WEB

 Video

 Briefings

 Guarantee 

applications

 Renewal contracts

 More reuse

 More first use

 Renewal revenue

Strategy highlights

Revenue drivers

Revenue mechanism

Next steps

Owner WEB is more than a feature upgrade:

a sales platform that monetizes existing members

Instead of relying on new acquisition,

grow revenue via reuse, first use, and renewals

Digital journeys and CRM raise

sales repeatability and efficiency

 Deepening the member base raises revenue certainty

 Shift from inquiry-driven to CRM-driven for scalability

 Digitalization lifts sales productivity and profitability

 Renewals plus adjacent services layer recurring revenue
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Expanding touchpoints  with  self -managing owners

YouTube Channel

YouTube and SNS content raises
awareness among self-managing owners

Landlord Associations
Seminars for
self-managing owners

Seminar for women landlords
Joint seminar & networking event with a 
women-only self-managing landlord community

Serving as sponsor and fielding

 questions from a range of owners

Community events for 
self-managing owners

Booth exhibits introduce our services
to landlords nationwide

Seminars for
self-managing owners

Over 2,000 landlords and property investors.
A one-day festival to learn, meet, connect.

Seminar for landlords

Kanto Landlord Festival 2026<14th> J-REC National 
Case Study Meeting Landlord Associations

 Participants: 30

 New members: 15

A live event to boost

engagement among members

Engaging landlord-association 

leaders and influencers nationwide

 Participants: 35

 New members: 18

 Exhibiting at large-scale events

 Promoting self-management
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• Civil Code Amendment Takes Effect

• Initiatives on Child Support

Three New Child Support Systems

Civil Code Amendment (from April 2026)

Consultation procedure required

Consultation Family Court

Statutory Child Support
Before After

Optional

Claimable without a prior agreement

JPY 20,000/month
 per child

After

Attachment can be
filed

¥

With a support agreement document,
attachment can be filed without a title of obligation

Before After
Sole custodial parent

Only one parent holds custody

Sole custody as a rule

Both parents can be custodians

under joint custody

Joint custodial parent Child's best interests
 respected

01

Before

Cannot 
claim

without an
agreement

02 Statutory Lien (Simplified Attachment)

A "title of obligation" is required before 
enforcement

Title of obligation required

Obtain "title of 
obligation"

Joint Custody After Divorce03

Support agreement doc

Copyright © 2026 Casa Inc. 18
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Init iat ives on Child Support

Q2 Initiatives

Summer Treasure Hunt & Quiz Rally

9 parent-child pairs

23 participants

Date

August  2 ,  2026

Co-hosted with

Feliz  Inc.

Target

Single-parent  

families

We held a parent-child event jointly with Feliz Inc., an organization supporting single-parent 
families. Parents and children tackled quizzes together, creating a day full of smiles.

We will continue not only child support consultation services but also initiatives that protect 
children’s futures.

Feliz Inc. Casa Inc.

Dialogue & Policy Proposals with Government

As part of the Japan Single-Parent Employment Council, which Casa belongs to, we joined 

discussions with the Children and Families Agency and the City of Yokohama. Eight member 

companies and government officials exchanged views on the challenges facing single-parent 

families.
Related initiative (Policy proposal, June 2026)

F u l l - t i m e  h i r i n g

i n cen t i v es

Nat i on w i d e  ch i l d  

s u p p ort  

en f orcem en t

I n cen t i ves  f or  ear l y  

grad u ates

Job  re ten t i on  

s u p p ort

More  job opportuni t ies Stable  l iv ing Support  for  chi ldren’s  grow th

T h r e e  f o u n d a t i o n s  b u i l t  b y  b u s i n e s s  a n d  g o v e r n m e n t  t o g e t h e r

1 2 3 4

Children and Families Agency

8 member companies

City of Yokohama

Japan Single-Parent Employment Council

Dialogue & policy proposals Dialogue & policy proposals
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Peace of mind at home for everyone.

Casa

suppor ts  heal thy  l iv ing  envi ronments ,

enr iches  the  way people  l ive ,

and  helps  bui ld  a  prosperous  socie ty.
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In addition to discussing our business and industry trends, this presentation contains forward-looking statements based on our 

current plans, estimates, expectations and forecasts.

These forward-looking statements are subject to various risks and uncertainties.

Known and unknown risks, uncertainties and other factors may cause actual results to differ from those expressed or implied in 

the forward-looking statements.

We cannot guarantee the accuracy of these forward-looking statements or forecasts, and actual results may differ materially 

from those anticipated.

The forward-looking statements in this presentation were made by the Company based on information available as of 

September 10, 2026. We will not update or revise any forward-looking statements to reflect future events or circumstances.

D i s c l a i m e r
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