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Section 3 Business Strategies for Value Creation

In the Real Estate Agents segment, we provide solutions related to the use of real estate 

stock, such as real-estate sales agent service and consignment sales, and engage in  

operations related to rental housing management. We create new revenue opportunities  

by leading the transformation of real estate agents through the effective use of digital 

technologies and intellectual assets. We will also play a role in realizing appealing 

lifestyles, a goal of the Group, and contribute to the sound development of a stock 

utilization-based society.

Business fields: Real estate agents (sales and leasing) / Consignment sales / Real estate sales / Real estate solutions / Management of rental housing

Real Estate Agents ｜ Leading a sound stock-based society

Campus Village Tama Center (Completion: March 2021) Campus Village Motosumiyoshi

Value provided through businesses A comfortable urban life Safe and secure housing

Business strategy

Business model transformation through use of intellectual 
assets
◉  Evolution of the real estate brokerage business model in anticipation of 

changes in the value of information
◉  Expanding scale and increasing efficiency of rental housing service business

Current situation (SWOT analysis)

Strengths

◉  Strong brand power, rich connection points we have with 
our customers

◉  Rich real estate transaction information and information 
processing ability

◉  Ability to make proposals to owners in response to diverse 
needs

Weaknesses
◉  Real estate brokerage business that is easily influenced by 

the condition of the real estate market

Opportunities

◉  The continuation of the good real estate purchasing envi-
ronment due to low interest rates

◉  The expansion of the existing real estate transaction market
◉  The diversified needs for the use of real estate, such as 

living in two places

Risks

◉  The reduction of information asymmetry attributable to the 
progress of digitalization

◉  The decline in buying motivation attributable to rising 
house prices
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Campus Village Kyoto Shimogamohigashi.

To solve the problem of loneliness felt by students, 

which came to the surface while in-person events 

could not be held due to the COVID-19 pandemic,  

we also focused on holding online exchange 

events for tenants and introducing the CV CAREER, 

a program that helps them prepare for job hunting. 

We will continue to accumulate and improve our 

operational know-how to achieve steady growth in 

the business.

Real estate brokerage
In the real estate brokerage business, we have 

made it our medium- to long-term policy to evolve 

the real estate brokerage business model itself 

through automation and labor-saving initiatives 

taken using AI and other digital technologies and 

the use of our salespeople's problem-solving skills 

and intellectual assets.

We actively opened new stores while continuing to 

make efforts to become a real estate information 

multi-value creator, one that supports customers 

with proposals that increase real estate value. In 

April 2021, the number of Livable networks in the 

country increased so far as to exceed 200 locations. 

Further, the GRANTACT branches specializing in 

high-priced condominiums in central Tokyo  

promote a strategy for central Tokyo, such as  

collaborating with the company's own overseas 

bases to aggressively capture the needs of affluent 

populations and investors overseas. In addition to 

this extensive network of branches, we have  

The segment's current status and medium- to long-term policy

Number of rental housing units under management 
(thousand units)

2016 2017 2018 2019 2020 (FY)

107
99

93
87

81

Number of student condominium units under management 
(thousand units)

46444240

2016 2017 2018 2019 2020

48

(FY)

introduced new services including price appraisals 

using AI. This has led to a steady increase in the 

number of transactions we have brokered. We aim 

to increase our competitiveness further by taking 

advantage of the power of our human capital and 

technologies and by combining them.

Rental housing service
In the rental housing service business, we strive to 

improve our ability to make suggestions to owners 

and expand the business scale by improving  

productivity through the digitalization of operations.

At Tokyu Housing Lease Corporation, the number 

of units we manage has exceeded 100,000. In  

addition, the Campus Village student residences, 

which were developed by TOKYU LAND CORPORATION 

and are operated and managed by NATIONAL  

STUDENT INFORMATION CENTER CO., LTD., have 

been expanded to approx. 1,600 units due in part 

to the opening of Campus Village Tama Center and 

Changes in retail Number of transactions
Number of stores

 

181 187 190

2016 2017 2018 2019 2020 (FY)

23,268
24,450

171170

24,554 24,660
25,413
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In the Real Estate Agents segment, where we have 
know-how and accumulated data on brokerage and 
sales, rich connection points with customers, and 
strong brand power, we focus on new needs and 
issues which have emerged due to changes in society 
and the COVID-19 pandemic. We are committed to 
improving and evolving the customer experience 
(CX) and creating further experience value from the 
customer's perspective while solving issues by  
providing advanced services using digital  
technologies.

Speed AI Appraisal that shows the latest 
appraisal value

TOKYU LIVABLE, INC. has introduced the Speed AI 
Appraisal*1 function to its official website by  
applying AI it developed itself. This function is aimed 
at catering to needs of customers desiring to know 
the sales price of their properties to prepare for  
a future relocation or sudden job transfer. This service  
permits the easy online completion of the process 
from registration of a condominium, detached 
housing, or land to its appraisal, based on data on The picture drawn on a wall in Campus Village Kyoto IchijojiAR Property Viewing using AR glasses (For illustration purposes only)

*1. A service only available in areas served by TOKYU LIVABLE, INC.　*2. A technology which virtually augments a real space by displaying virtual visual information overlaid on a real landscape

offering prices in the market for the past 10 years. 
Data used for the appraisal are updated every week, 
ensuring the latest appraisal values at all times. It 
also displays the assumed amount of rent of the 
property, permitting users to consider both sale and 
leasing. Thus, it supports customers' real estate use.

AR Property Viewing: Adding to the convenience 
and fun of viewing properties using the most 
cutting-edge methods

In April 2021, Tokyu Housing Lease Corporation 
launched a demonstration experiment of AR 
Property Viewing*2, the first property viewing 
service in Japan that uses a glass-type device for 
viewing condominiums under management. This 
service instantaneously generates a virtual display 
condominium to show customers traffic lines to 
follow within the rental property and how the 
space will look with furniture. In addition to making 
it easy to imagine what it is like to live there, the 
service also has a game-like element, permitting 
customers to decorate the virtual rooms. Thus,  

the service upgrades property viewing to a more 
convenient, enjoyable experience.

Online exchange between students in  
the COVID-19 pandemic

At universities, classes are given mostly online 
due to the COVID-19 pandemic. This has reduced 
opportunities for students to communicate face to 
face with each other. In response to this problem, 
Campus Village Kyoto Ichijoji, a student residence 
operated by NATIONAL STUDENT INFORMATION 
CENTER CO., LTD., held an online and offline hybrid 
workshop in June 2020 in collaboration with Kyoto 
University of the Arts.
Jointly with NATIONAL STUDENT INFORMATION 
CENTER, students drew a picture on a wall of the 
residence cafeteria, and a photo contest was held 
both on this wall and in an online space. Students' 
works were displayed with comments, and students 
played the leading role in exhibiting and judging 
the works. Thus, opportunities including the chance 
to make friends were created for the students.

Special Feature   Initiatives in Real Estate Agents

Evolving customer experience by using digital technologies


