N\
MRNThIZDBE L BB T-0IC

Ay ViERL DX’C*EE%?';:S
R EEE o R B

2030FICEITT-FETEEEFORERBLREO-FYY S

. _

o

ALR— M. AOMWMCLEHNERD IFoBpLE  RmE MEAFRR | Based on Market Research & Competitor Analysis Report

LT MREMEOER) L WS =EOREICH T ZHBRNEETH 2. r(2) PERTHERTMBL A — )
A NoteBookLM



I9€0T71479<T)—":
IR ¢ 5PRE

(Situation & Complication)
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Design & Planning
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Haa$S (Housing as a Service)
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Stock Business Mainstream
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Option A: | High Risk

New Build Specialization

Focus: High-end custom homes.
Cons: Shrinking market, fierce
share war.

RECOMMENDED (#3£X)

Option B: Stock Shift + DX

Focus: Renovation/Resale +
Productivity Revolution.

Rationale:
« REMIH(X by 2)ADBEE,
* DXICK B HE DR EDFEH,

High Hurdle

Option C: Pure Platformer

Focus: Pure HaaS/Data business.
Cons: Massive IT investment
required.
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Phase 1: Foundation (Year 1-2) Phase 2: Expansion (Year 3-5)
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The Profile of a Winner (B$En(4)
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Sustainable Growth through Structural Transformation.
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