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Business Overview
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Financial Summary

Full-Year Guidance

Ʒ

- Net sales +53.2%, operating profit +20.9% YoY strong growth sustained

Ʒ 2Q progress vs. full -year guidance: 51.1% of net sales, 61.0% of operating profit ahead of plan

Business Overview

Ʒ Full-Support Properties (current core revenue source)

- Business alliances with Daiichi Realtor and RS Investment Management expand the mid- to long -term 

pipeline

- Kasumigaseki Capital Group partnership expanded: group-wide system rollout plus a second full-support 

property

- Three 2Q openings: Minn Okuasakusa, Minn Sapporo Odori Nishi 14, Minn Namba Nipponbashi

Ʒ Technology-Support Properties (share expansion over the medium to long term)

- AI capabilities expanded: AI price optimization and suitebook Calls (AI guest response)

- Polaris Group rollout progressing (111 properties / 16,216 rooms, Japan and overseas)

- Sanco Inn Hotels rollout complete (15 properties / 2,092 rooms)
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Insource end -to -end, rebuild, and transition to AX
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Expanded AI capabilities, announcing AI price optimization and an AI call system

suitebook Revenue Management

maximize hotel revenue

Proprietary operating data AI integrates and automates 

the full process from analysis to price updates

Eliminates reliance on individual judgment in pricing, 

maximizing GOP while reducing on-site workload

suitebook Calls

Added an AI phone-answering function to suitebook

Leverages accumulated operational know-how to automate 80% 

of call handling through AI

Reduces on-site workload, enabling reallocation to higher value -

added work and accelerating AX
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1. Developer Land acquisition to completion: 2 3 years

Consulting

Acquisition to 

operations

Supports high-margin business planning built on tech operations from land acquisition

Secures continuity through differentiation in tech operations, both in pre -opening preparation 

and after operations begin

SQUEEZE continues to provide support even when ownership changes through an asset sale

Opening prep 2. Investors / REITs Operations: long term

Property owner
Hotel development 

and ownership

Ownership changes by phase; SQUEEZE provides dedicated support at 

each phase

1. Developers (originators): planning, analysis, opening

2. Global investors / REITs: continuous operational support

Pre-opening 

preparation

All operational 

functions

Tech operations enables

high -margin planning Differentiation in tech operations secures continuity

Open

Counted after

2 3 yrs of support

SQUEEZE supports development from land acquisition on a partnership premise

Consulting plans high-margin hotels on tech operations, securing contract continuity

Revenue: small Revenue: small Revenue: large

hundreds of M
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A single transaction compounds across three vectors

˛ ̠

˛

˛

̠ ̠ ̠ ̠
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Insourcing eliminates fragmentation and accelerates DX and AX

Minimal upfront investment sustains a healthy cash cycle

A recurring revenue ratio above 90% and a healthy cash cycle generate cash consistently

Differentiated positioning and a focus on large clients underpin competitive advantage



Financial Highlights
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Solid growth: First -

Ahead of plan versus guidance: 51.1% of net sales, 61.0% of operating profit

FY26 FY26 FY25

First-half

Progress versus

full -year 

guidance

YoY
Full-year 

guidance
First-half

Net sales 51.1% +53.2%

Gross profit 58.9% +77.4%

Operating profit 61.0% +20.9%

Profit attributable 

to owners of 

parent

62.4% +9.4%

* Owing to factors including loss carryforwards, the quarterly progress of profit attributable to owners of parent is atypica l; full-year results are nonetheless expected to land within the range of 

our assumptions.

*
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Net sales hit a quarterly record, up 44.8% YoY, as properties opened in 2H FY25 contributed for the full quarter

Operating profit also hit a record, up 10.3% YoY, despite front-loading investment from 4Q into 2Q

666 715 742

942
1,022

1,324 1,315

1,705 1,680

1,917

1Q

FY24

2Q

FY24

3Q

FY24

4Q

FY24

1Q

FY25

2Q

FY25

3Q

FY25

4Q

FY25

1Q

FY26

2Q

FY26

75 82

38

10

152

203

157

(1)

206
224

1Q

FY24

2Q

FY24

3Q

FY24

4Q

FY24

1Q

FY25

2Q

FY25

3Q

FY25

4Q

FY25

1Q

FY26

2Q

FY26

Upfront investment for medium - to 

long-term growth

Å Recurring revenue from full-

support contracts accumulates; 

despite quarterly seasonality, the 

trend is medium- to long -term 

growth

ÅGrowth in full -support properties 

was limited as openings are 2H-

weighted; late-2Q openings and 

seasonality lifted revenue +14% 

q/q

Å FY24 25: profit accumulated in 

1Q 3Q, growth investment in 4Q

Å FY26: progress ahead of guidance, 

so part of the growth investment 

was front-loaded into 2Q; OP at 

61.0% of guidance

+44.8% +10.3%

Note: Figures for the fiscal year ended December 2024 are non-consolidated; figures from the fiscal year ended December 2025 onward are consolidated. Please note that quarterly figures have not been audited or reviewed 

by an independent auditor.
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FY26 FY25

Notes

2Q cumulative YoY 2Q cumulative

Cost of sales +35.3% Increase driven by business expansion

Selling, general and 

administrative expenses
+108.5%

Personnel expenses +63.0% Increase driven by headcount growth

Outsourcing expenses +51.0% Increase driven by more outsourced work

Rent expenses +187.3% Increase driven by more leased properties

Other SG&A expenses +49.4% Increase driven by business expansion



Business Update
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Note: *1 A management contract is a contract structure in which the company responsible for owning and managing a hotel outso urc

and land in bulk under a lease structure.

Full support is the principal revenue source, generating high profitability through tech and operations

Technology support is in a share -expansion phase, with AI and hardware enhancing value delivered
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Full-support 

properties

development of approximately 30 properties over the next several years

targeting operation of 20 properties over the next several years

-wide system rollout plus a 

second full -support property

Opened three properties in 2Q: Minn Okuasakusa, Minn Sapporo Odori Nishi 14, and Minn Namba 

Nipponbashi

Technology-

support properties

Company-operated properties AI to maximize revenue

deployed group -wide on a phased basis

properties / 2,092 rooms
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Building long -term partnerships through equity participation

Comprehensive alliances: Daiichi Realtor (June 2026), RS Investment Management (Aug 2026)

Support from opening 

through the operating phase

End-to-end support from hotel 

planning

and development through post -

opening operations

and revenue maximization

Planning and development 

consulting

Hotel operations

Co-creation through equity 

participation

D
e
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p

m
e

n
t

Expanding 

partner

network in 

stages

Expanding 

partner

network in 

stages

Planning & 

development

consulting

Operations 

contract /

operational 

support
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Asset 

transactions

Daiichi Realtor

ES-CON 

JAPAN

Daiwa Securities 

Realty

Equity 
participation

Equity 
participation

Hulic

RS Investment Management

New

Alliance

New

Alliance
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Targeting joint development of approximately 30 hotels with Daiichi Realtor, a leading hotel developer

Scope of the comprehensive business alliance

A real estate developer founded in 1994, spanning 

condominium and hotel development through to sales to 

institutional investors. The company has developed 34 

hotels of 100+ rooms since 2016 and, with net sales of 

privately held mid -sized developers in Japan. Since the 

2018 revision of the housing-accommodation business law, 

it has focused on apartment-hotel development.

Company name : Daiichi Realtor Co., Ltd.

Location : Kamiyacho Trust Tower 25F, 4-1-1 Toranomon,  

Minato -ku, Tokyo

Founded : August 1994

Representative : Takashi Narata, President

Business : condominium and hotel development, real estate

investment consulting, sales to institutional 

investors, investment in hotel operators

URL : https://www.d1rc.com/

About Daiichi Realtor

Operations 

contract

Sale

Ownership / asset 

mgmt

Tech operations Development

Driving joint development over the medium to long term

Focusing on major cities with strong inbound and family demand,

SQUEEZE aims to develop approximately 30 properties over the next 

several years

Establishing a leading next -generation lodging model
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Targeting operation of 20 hotels together with RS Investment Management

Scope of the comprehensive business alliance

Sale

Development

Tech operations
Arrangement and 

management

Driving joint development and operation over the medium to 

long term

Targeting approximately 20 properties in major cities

Establishing a development and operating model

Arrangement know-how 

A core operating company of RS Holdings Inc., active in 

renewable energy and real estate investment management. 

The company operates 23 apartment-hotel projects (641 

rooms) in Tokyo, Osaka, Kyoto and other major cities, five 

of which are already in operation (as of end-July 2026).

Name : RS Investment Management Inc.

Location : Roppongi Hills Cross Point 6F, Minato-ku, Tokyo

Established : July 2019

Representative : Kaname Wakabayashi, President

Business : arrangement of real estate projects

URL : https://rsim.co.jp/

About RS Investment Management

Planning & development

consulting
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Note: Shares issued and outstanding as of June 30, 2026 totaled 3,257,500.

Name Shares held
Ratio

(%)

(Reference)
At IPO

(shares)
Notes

Shinichi Tatebayashi 966,600 29.67 960,000

Representative Director of 

SQUEEZE
* Includes shares held through his asset 

management company, GM Inc.

ES-CON JAPAN Ltd. 457,200 14.04 457,200 Business partner

Incubate Fund III Investment Limited Partnership 425,700 13.07 456,000 Venture capital

Daiichi Realtor Co., Ltd. 375,000 11.51 80,300 Business partner

Daiwa Securities Group Inc. 64,300 1.97 64,300 Business partner

Hulic Co., Ltd. 64,300 1.97 64,300 Business partner

RS Investment Management Inc. 64,300 1.97 64,300 Business partner

Goldman Sachs International 57,700 1.77 -

The Master Trust Bank of Japan, Ltd. (trust account) 41,900 1.29 -

JAFCO SV4 Joint Investment Limited Partnership - - 136,000 Venture capital

Comprehensive business alliances signed with Daiichi Realtor and RS Investment Management; Daiichi Realtor 

is now a major shareholder. Shareholder base shifting from venture capital to business partners, supporting 

long -term growth

Alliance

Alliance

Purchase

major shareholder

Sale



26
26

Full-support pipeline continues to build: 2,500 rooms expected at end -2027, up 56% YoY

Pipeline development now focused principally on FY28 and FY29

748 748 749 
848 

1,038 
1,094 

1,211 

1,232 
1,234 

1,365 

1,600 

2,500 

1Q

FY24

2Q 3Q 4Q 1Q

FY25

2Q 3Q 4Q 1Q

FY26

2Q 3Q 4Q 1Q

FY27

2Q 3Q 4Q

+30%

+56%

Full-support property pipeline (rooms)* Technology-support properties and full -support properties

Å Full support includes on-site operations, giving revenue per property 

significantly higher than for technology -support properties

Å Full-support properties account for a large share of revenue

Å Pipeline is building for both FY26 

and FY27

Å Negotiations are underway 

principally for FY28 and FY29 

properties

Note: The full-support property pipeline is the total number of guest rooms at properties scheduled to begin full support in the fiscal years ending December 2026 and December 2027, as of August 13, 2026. It includes rooms where full support has already begun.

l a

For (ii), the conversion rate to (i) in the fiscal year ended December 2025 was 90% or higher. Please note, however, the riskof cancellation before signing or of changes to the number of rooms.
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-wide technology support, then a second full -support property
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Three 2Q openings: Minn Okuasakusa, Minn Sapporo Odori Nishi 14, Minn Namba Nipponbashi

The fifth Minn -brand property in Hokkaido and the 35th 

nationwide

22 rooms across 4 types, with room types accommodating 

up to 10 guests

synergy with the Daiwa Securities Group and Daiichi Realtor

globally watched hub of Japanese culture, targeting inbound 

demand
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Proven operational practices are productized into solutions, based on insights from Company-operated properties

Both full support and technology support benefit

Step 1
In-house operation 

and learning

SQUEEZE operates approximately 45 properties directly, 

accumulating on-site data and know-how

Live operating sites also serve as the testing environment

Step 2 Productization
Implemented as features within suitebook

Operating data accumulates as a learning asset, securing differentiated accuracy

̛ Net sales / OTA costs

Price optimization increases revenue generated from the 

same inventory

The shift to direct booking reduces the OTA fee burden

̝ Personnel, housekeeping, and other costs

Automation of operations such as guest response and shift 

scheduling reduces costs

= Improvement in GOP 

(gross operating profit)

Full support

Enhances the profitability of directly operated 

properties

Technology support

Expands revenue per property and the 

addressable market

Step 3 Impact
Beyond qualitative benefits, quantitative results are delivered

Improvement in hotel profitability creates a virtuous cycle enabling further investment
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Expanded AI capabilities, announcing AI price optimization and an AI call system

suitebook Revenue Management

maximize hotel revenue

Proprietary operating data AI integrates and automates 

the full process from analysis to price updates

Eliminates reliance on individual judgment in pricing, 

maximizing GOP while reducing on-site workload

suitebook Calls

Added an AI phone-answering function to suitebook

Leverages accumulated operational know-how to automate 80% 

of call handling through AI

Reduces on-site workload, enabling reallocation to higher value -

added work and accelerating AX
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Rollout expanding to the Polaris Group, with the group -wide rollout at Sanco Inn completed

Sanco Inn Hotels

suitebook and KIOSK deployed at all 15 properties / 2,092 

rooms

Full-scale entry into the business hotel market

Polaris Group

Phased rollout to 111 properties / 16,216 rooms

Platform unification across brands enabling data-driven 

management, easing labor shortages and building AX 

infrastructure for large chains



Other Items
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Strengthening the management structure appointment of an adviser and an executive 

External professionals appointed to advance post-IPO capital policy and governance and to drive non-organic 

growth through M&A and alliances; both assumed their roles in July 2026

Toshiyuki Fujita

Adviser (appointed July 2026)

Current role

Executive Officer and CFO (in charge of corporate functions), PowerX Inc. / 

Certified Public Accountant

Expected role

Advancing finance, capital policy, and corporate governance

organizational foundation as an adviser from its growth stage as a 

private company, and rejoins in connection with the listing

Atsuhiro Oikawa

Senior Executive, M&A (appointed July 2026)

Previous role

Former President and Representative Director, M&A Cloud Co., Ltd. 

(transitioned from his role in April 2026)

Expected role

Planning and executing M&A and alliance strategy, and developing new 

businesses

Background: In this second founding chapter following the listing, 

inorganic growth through M&A and alliances is positioned, alongside 

organic expansion, as a key strategic pillar



Appendix
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My founding story began with a personal experience: remotely operating a 

vacant house in Hokkaido where I grew up as a short-term rental from 

overseas. That experience led me to pursue the ambition to "provide solutions 

that pack value into idle spaces and time," and so I founded SQUEEZE.

SQUEEZE extends beyond operating its own hotels and developing and 

providing systems, encompassing a broad range of initiatives including planning 

and developing accommodations with various contemporary concepts, 

consulting on industry -wide AX (AI Transformation), and connecting hotel 

operations globally from Cambodia.

Leveraging our differentiated strength in combining "technology and on -the-

ground reality," we aspire to become a uniquely positioned leading company 

providing multifaceted support for challenges such as real estate utilization and 

talent acquisition.

Carrying the same unwavering passion as the day we were founded, we intend 

to continue pursuing industry transformation and the creation of new value 

together with our many outstanding partner companies.

Shinichi Tatebayashi

Founder & CEO

Founder & CEO Message

Create a society squeezed full of value

The next-generation AI-powered operations infrastructure that turns every stay into revenue

Become a Platform for expanding 

the possibilities of space and time

35

AX Platform

"suitebook"

High-Margin,

Smart Hotel Operations

New Guest Experiences

via IoT Integration

IP Entertainment Hotel

Concept to Execution
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Company Name SQUEEZE Inc.

Founded September 1, 2014

Head Office 1-52, Sakae-cho, Kitahiroshima-shi, Hokkaido 061-1133, Japan

Consolidated 

subsidiaries

SQUEEZE ASIA, SQUEEZE GLOBAL CREW (Cambodia)

SQUEEZE Smart Hospitality Thailand (Thailand)

SQUEEZE Smart Hospitality Taiwan (Taiwan)

SQUEEZE Distribution, SQUEEZE Halo, SQUEEZE Next Partners

Representative Director / 

CEO
Shinichi Tatebayashi

Capital Stock

Employees Consolidated: 119 (as of Dec. 2025)

Business Smart Hotel Business

Company Overview Office Locations

Cambodia

Tokyo

Hokkaido

Japan

Agi le  Produc t  Deve lopment

Operat ions  Center

Cambodia

2015

¸Feb  TRIPALS: Travel info site for 

foreign visitors launched 

¸Feb  Minpaku Info site for vacation 

rental hosts launched 

¸Dec  Mobile Wi-Fi router rental service 

for vacation rental hosts launched

2017

¸Apr  suitebook Launched cloud hotel 

management system 

¸Sep  Minn Juso(brand launch)

2019

¸Feb  KARIO Kamata

¸Mar  KARIO SASAZUKA TERRACE

¸Apr  Established SQUEEZE ASIA in 

Cambodia

2014

¸Sep  Founded SQUEEZE

¸Nov  Mister Suite Launched 

2016

¸Sep  Business partnership with 

igloohome; first in Japan to API-integrate 

with Airbnb exclusive domestic sales 

rights for smart key boxes

2018
¸Feb  Anshin Stay IoT: alliance with 

Rakuten Communications 

¸Mar  Capital & business alliance with 

Kenedix

¸Aug  Theatel Haneda

¸Sep  Alliance with Keio Corporation & 

Keio Realty & Development

2021

¸May  Capital and business alliance with 

JR East Startup

¸Dec  checksmart Launched contactless 

check-in plugin 

2023

¸Feb  Minn Kanazawa (first in Hokuriku)

¸Mar  Minn Nijo Castle (first in Kyoto)

¸Mar  tower eleven hotel

¸Apr  Hokkaido Ballpark suitebook 

booking engine adopted

Company History

Hosp i ta l i ty  Opera t ions  Suppor t

2022

¸May  Minn Higashi-Umeda

¸Aug  Business alliance with Hospitality 

Operations

¸Sep  Announced Suica smart lock 

access system and smart hotel brand 

B4T with the JR East Group

36

2026

¸Jan  Comprehensive agreement signed 

with Realgate

¸Jan  SHIFT HOTELopened

¸Feb  Taiwan office established

¸Feb  Established SQUEEZE Next Partners

¸Apr  Listed on TSE Growth Market

¸Apr  Thailand office established

Expanding business ahead of market recoveryCloud operations -led solutions launched in rapid succession

Taiwan Thailand / Taiwan

Hosp i ta l i ty  Opera t ions  Suppor t

2020

¸Apr  Capital and business alliance with ES-

CON JAPAN; third-party allotment

¸Jul  Theatel Sapporo

2024

¸Sep  SQUEEZE 10th anniversary

¸Nov  Minn STATION Ai Nagoya

(first in Nagoya)

¸Nov  Nippon New Business Creation 

Award Special Award

2025

¸Feb  Established SQUEEZE Distribution (retail DX)

SQUEEZE Halo established (housekeeping DX)

¸Mar  Head office relocated to Kitahiroshima, 

Hokkaido

¸Mar  ES CON FIELD HOKKAIDO Hotel

Kitahiroshima -Ekimae

Thailand
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Graduated from Tokai University (Political Economy). Joined 

Goldman Sachs Securities, worked at the Singapore branch. Then 

joined TripAdvisor Singapore, managing display advertising. 

Founded SQUEEZE Inc. in September 2014 and became 

Representative Director / CEO.

Shinichi Tatebayashi
Representative Director / CEO

Director / CBO

Takuya Maruno 

After graduating, worked in management consulting and HR 

consulting before serving as Head of HR at a startup. Joined 

SQUEEZE in 2020, overseeing company-wide recruiting, 

organizational HR, and overseas subsidiary operations, then 

assumed responsibility for the DX Solutions Division. Became 

Director / CBO in April 2022.

Director / CFO

Tetsuhiko Anyoji

Graduated from the University of Tokyo (Economics). Served as head 

of administrative and IPO preparation at real estate and mobile game 

startups. At GREE, managed finance, investment, and IR as well as 

M&A and alliance activities. Served as Representative Director at 

ContractS Inc. Joined SQUEEZE in September 2024, became Head of 

Corporate Planning, then Director / CFO in April 2025.

Executive Officer / CMO
Kentaro Watanabe

While a student at Chuo University in 2004, joined an 

advertising company in the GMO Internet Group. Became the 

group's youngest director, then served as Representative 

Director for 10 years. Founded multiple ad-tech businesses 

scaling to 100+ employees. Joined SQUEEZE in January 2025 as 

Executive Officer, overseeing business development and 

marketing.

Executive Officer / CTO
Masataka Arai 

Graduated from the University of Tokyo (Literature). Joined 

Allied Architects and worked on marketing support product 

development. Joined SQUEEZE in April 2016, overseeing all 

product development including suitebook, booking engine, BI / 

management tools, and OTA integrations. Became Executive 

Officer / CTO in July 2024.

Executive Officer, Head of Digital Ops
Satoki Nakata

After graduating, managed ~50 locations at Zensho Holdings, 

gaining broad experience in operations, P&L management, and 

talent development. Joined SQUEEZE in 2020 and served as hotel 

manager across multiple areas, then Head of Digital Operations and 

Hokkaido Area Director. Became Executive Officer in January 2026, 

driving business development, process design, and project 

management.

Shigeki Matsuo

CPA and Tax Accountant. Graduated from the University of 

Tokyo, then joined Taiyo ASG Audit Corporation. After working 

at a tax firm, became independent in 2013, advising on back-

office structuring, internal controls, risk management, and 

compliance as an outside officer. Has served as tax adviser, 

accounting participant, and part -time auditor at SQUEEZE since 

its founding. Became Full-time Auditor in 2024.

Full-time Auditor

Shiori Harada 

Graduated from Aoyama Gakuin University. Held various 

positions at IT companies. Became Representative Director of 

TripAdvisor Japan in 2013. Founded Laundream Inc. in 2015. 

Serves as Outside Director at WILLER Inc. and Vision Inc. 

Founded TOUCH GROUP Inc. in 2020. Appointed Outside 

Director of SQUEEZE in January 2025.

Outside Director

Outside Auditor
Kenichi Sekiguchi

Graduated from Keio University Law School and Columbia 

University (LL.M). Attorney and New York attorney. Broad 

practice covering M&A, venture support, and general corporate 

law. Recognized as a leading individual in M&A and 

Governance by Who's Who Legal consecutively since 2017. 

Author of numerous publications on M&A.

Tomohiro Nakagawa

Graduated from Doshisha University. After working at Works 

Applications and Dentsu Digital, joined Tokyo Creative in 2018 and 

became Representative Director in 2020. Subsequently supported 

inbound marketing nationwide as a freelancer. Joined SQUEEZE in 

2025 and became Executive Officer in July of that year. Has 

delivered inbound marketing support to 100+ companies and 

lectures at universities and the Ministry of Foreign Affairs.

Executive Officer, Head of Business Dev. Shohei Sasaki

After graduating from Meiji University, joined Aeria Inc. in 2007, 

responsible for accounting, finance, and corporate planning. 

Co-founded CrowdWorks Inc. in November 2011 as Director & 

CFO, leading the company to IPO. Subsequently served as an 

officer at multiple companies. From July 2023, appointed COO 

of Kaikai Kiki Co., Ltd. In September 2024, appointed Outside 

Auditor of SQUEEZE Inc.

Outside Auditor
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Enhancing hotel management through the AX Platform to improve owner profitability and transform the guest experience
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S
Q

U
E

E
Z

E

Operations Outsourcing Solution Provision

End-to -end support across the entire hotel operations value chain
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Note: OTA (Online Travel Agency) refers to an online travel agency. In this material, "mid-size hotels" refers to hotels with approximately 50 to 300 rooms. The GOP margin shown for the mid-size hotel example was calculated by the Company based on the IR materials and other publicly available information of two hotel REITs whose 

information is publicly verifiable, and does not necessarily represent a GOP margin typical of mid-size hotels generally. In addition, hotel GOP margins are generally considered to be higher the greater the number of rooms; accordingly, GOP margin levels may differ significantly depending on a hotel's room count. The GOP margin for 

SQUEEZE full-support hotels was calculated based on the GOP margins (FY2025 actual figures) of three mid-size properties that have adopted the Company's full-support solution with the Company's involvement from the planning stage and for which approximatel y three years have elapsed since implementation. However, the hotels 

supported by the Company also include many hotels other than mid -size hotels, such as those with fewer than approximately 50 rooms; accordingly, this does not represent the GOP margin of all hotels supported by the Company.

GOP margin improves substantially

Mid - size lodging -

focused hotels

SQUEEZE 

full - support hotels

OTA

Staff

Cleaning

Other

35 40%*

70%+*

Against an industry structure where fragmented operations block DX and AX,

insourcing technology and operations has lifted GOP margin by tens of percentage points in some cases

Ideal

judgment

Reality
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AX platform "suitebook" enables cloud-based hotel operations

KIOSK
A next-generation KIOSK terminal enabling guests to self-complete check-in, check-

out, and card key activation. Its compact design allows installation in a wide range 

of locations. Customizable with on-site payment, information guides, video call, and 

more.

Cloud Concierge

center and remote workers. Handles all guest interactions, from check-in to pre -

and post-stay inquiries, on behalf of hotel staff. Paired with suitebook, a broad 

range of operational tasks can also be delegated.

Mobile Check-in

Mobile check-in on guests' own devices. Pre-registering stay details enables a 

smooth, frictionless check-in on arrival. Foreign guests can upload a passport 

image, which doubles as a digital registration card.

A single platform enabl ing remote,

eff ic ient management of  al l  hotel  

operat ionsAI

Owner
Planning & asset 

management

Hotel dev simulation

Revenue
Revenue management

Auto pricing

Competitor rate checker

Reception
Front desk operations

POS register

Video call

On-site
Housekeeping 

management

Lost & found 

management

Finance
Auto P&L generation

OTA receivables auto-

reconciliation

Guest
Self check-in

Own booking engine

CRM / Mobile order

POS
Hardware that syncs sales and accounting data with suitebook to enhance 

operational efficiency and revenue management. Unmanned self-checkout drives 

both convenience and revenue. Eliminates manual tallying and accelerates multi-

property analysis and pricing optimization.

Booking Engine

inventory and pricing in real time with suitebook. Fully customizable to match the 

commissions and building a high-margin direct sales structure.

Real-time multilingual support, 

enhancing guest satisfaction.

Remote Guest Service Automated Pricing

AI-driven demand forecasting 

automates revenue management, 

accelerating business decisions.

End-to -End Support

Full-cycle support from hotel 

concept development leveraging 

entertainment and IP

(intellectual property).

Housekeeping automation and AI 

image recognition drive substantial 

on-site efficiency gains.

On-site 

Transformation
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Optimal hotel operations from anywhere unconstrained by time or place. "Cloud" Operations

Staff deployed per hotel A single operator manages

multiple properties

Traditional Hotel Chain Next-Gen Cloud Operations Model

General Manager

Staff

Hotel

Marketing

Reception

Onsite

AI-powered semi -automated revenue 

management

Materially improved productivity

Remote operations cover the majority

of front desk tasks online

Gig workers efficiently absorb

demand fluctuations
General Manager

Staff

Hotel

General Manager

Staff

Hotel

General Manager

Staff

Hotel

General Manager

Staff

Hotel

General Manager

Staff

Hotel




