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This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933 and Section 21E of the Securities Exchange Act of 1934. Forward-looking statements generally relate to future events 

or our future financial or operating performance. In some cases, you can identify forward-looking statements because they contain words such as "goal," "target," "future," "estimate," "expect," "anticipate," "intend," "plan, “ "seek," 

"project," "may,"  "should," "will,"  or the negative form of these expressions or similar expressions. Forward-looking statements expressed or implied in this presentation include, but are not limited to, statements regarding our SaaS 

expansion; expected market opportunity, cost reductions;  including strategic pillars and our sales organization; expected future business and financial performance and areas of focus; expected growth in revenue and Adjusted EBITDA; 

expected growth in ARR; expected capital allocation; expected customer benefits and our stock repurchase program. These statements are based on management ’s current beliefs, expectations assumptions about future events, 

conditions, and results and on information currently available to us. Although we believe that the expectations reflected in the forward-looking statements are reasonable, we cannot guarantee future results, levels of activity, 

performance, achievements or events and circumstances reflected in the forward-looking statements will occur.  Some of the factors that could cause actual results to differ materially from those expressed or implied by the forward-

looking statements include, among other things, our ability to: (1) accelerate adoption of our products and services; (2) anticipate the uncertainties inherent in the development of new business lines and business strategies; (3) manage 

risks associated with our third-party suppliers and manufacturers and partners for our products; (4) manage risks associated with adverse macroeconomic conditions, including inflation, slower growth or recession, barriers to trade, 

changes to fiscal and monetary policy, tighter credit, higher interest rates, high unemployment, and currency fluctuations; (5) attract, train, and retain effective officers, key employees and directors and manage risks associated with the 

leadership transition; (6) develop, design, manufacture, and sell products and services that are differentiated from those of competitors; (7) realize the benefits expected from our acquisitions; (8) acquire or make investments in other 

businesses, patents, technologies, products or services to grow the business; (9) successfully pursue, defend, resolve or anticipate the outcome of pending or future litigation matters; ( 10) comply with laws and regulations applicable to 

our business, including privacy regulations; (11) realize the benefits expected from our stock repurchase program; and (12) maintain key strategic relationships with partners and distributors. The forward-looking statements herein 

represent the judgment of the Company as of the date of this presentation, and we disclaim any intent or obligation to update forward-looking statements, unless required by applicable law. This presentation should be reviewed in 

conjunction with the information included in our press releases, reports and other filings with the SEC. Understanding the information contained in these filings is important to fully understanding our reported results and business 

outlook for future periods. This presentation also contains estimates and other statistical data made by independent parties and by us relating to market size, growth and other data about our industry and our business.  This data 

involves a number of assumptions and limitations, and you are cautioned not to give undue weight to such estimates.

In addition to disclosing financial results that are determined in accordance with GAAP, SmartRent also discloses certain non-GAAP financial measures in this press release, including EBITDA, Adjusted EBITDA and Core Revenue. These 

financial measures are not recognized measures under GAAP and should not be considered in isolation or as a substitute for, or superior to, the financial information prepared and presented in accordance with GAAP. All historic non-

GAAP financial measures have been reconciled with the most directly comparable GAAP financial measures - these non-GAAP financial measures are not intended to supersede or replace our GAAP results. We define EBITDA as net 

income (loss) computed in accordance with GAAP before interest income, net, income tax expense (benefit) and depreciation and amortization. We define Adjusted EBITDA as EBITDA before expenses related to non-recurring legal 

matters, stock-based compensation expense, impairment of investment in non-affiliate, goodwill impairment, inventory write-offs, non-recurring warranty provisions, other acquisition expenses, and other expenses caused by non-

recurring, or unusual, events that are not indicative of our ongoing business. We define Core Revenue as total revenue excluding hub amortization. EBITDA, Adjusted EBITDA and Core Revenue may be determined or calculated 

differently by other companies. Reconciliations of these non-GAAP measures to the most directly comparable GAAP financial measures have been provided in the financial statement tables included in this press release, and investors 

are encouraged to review the reconciliations. EBITDA, Adjusted EBITDA and Core Revenue are not used as measures of SmartRent’s liquidity and should not be considered alternatives to net income or loss or any other measure of 

financial performance presented in accordance with GAAP. SmartRent’s management uses EBITDA and Adjusted EBITDA in a number of ways to assess the Company’s financial and operating performance and believes that these 

measures provide useful information to investors regarding financial and business trends related to SmartRent’s results of operations. EBITDA and Adjusted EBITDA are also used to identify certain expenses and make decisions 

designed to help SmartRent meet its identified financial and operational goals and to optimize its financial performance, while neutralizing the impact of some expenses included in our operating results which could otherwise mask 

underlying trends in its business. SmartRent’s management believes that investors are provided with a more meaningful understanding of SmartRent’s ongoing operating performance when non-GAAP financial information is viewed 

with GAAP financial information. SmartRent's management believes Core Revenue more accurately reflects the underlying volume of the business as it excludes non-cash revenue from hubs shipped in prior years.

FORWARD-LOOKING STATEMENTS

USE OF NON-GAAP FINANCIAL MEASURES



Q4 & FY 2025 Key Messages
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Disciplined Execution in Motion:  SaaS Scale, Operating Leverage, Commercial Traction



Vision 2028
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Building Scale, Margin Expansion, and Cash Generation 



March to One Million Units
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Expanding the Installed Base to Drive Recurring Revenue



Q4 2025 Revenue Performance
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(1) See Appendix for defin ition and  reconciliation of non-GAAP  metrics.   Information as of 
December 31, 2025. Source: SmartRent SEC filings.

(1)



FY 2025 Revenue Performance

7

(1)

(1) See Appendix for defin ition and  reconciliation of non-GAAP  metrics.   Information as of 
December 31, 2025. Source: SmartRent SEC filings.



Q4 & FY 2025 Gross Profit Performance
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Units Deployed(1) Performance

(1) See Appendix for defin ition. Information as of December 31, 2025. Source: SmartRent SEC filings.
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Q4 & FY 2025 Key Takeaways

Disciplined Execution in Motion:  SaaS Scale, Operating Leverage, Commercial Traction

SaaS ARPU increased to $5.83 in Q4 

(+3% YoY) and grew 1% for the full year, 

reflecting stable pricing, expanding 

feature utilization, and durable customer 

value across recurring revenue base.

SaaS Pricing Power 
From reset to operating 

leverage: accelerating 

installed base growth, SaaS 

expansion, and cash flow 

generation under Vision 2028

Annual Recurring Revenue grew 13% 

YoY to $61.6M, now representing 42% 

of total revenue. Customer Net 

Revenue retention at 110%, churn at 

0.15%, underscoring the durability of 

installed base.

ARR Growth + Retention

Maintained strong balance sheet, Cash 
Balance grew by $4.5 million to $105 

million cash, no debt, undrawn $75 million 
credit facility. Liquidity supports  strategic 

reinvestment while maintaining financial 
discipline.

Strong Balance Sheet 

Installed base  890K units, up 10% year-
over-year, providing an expanding 

foundation for SaaS revenue growth.

Installed-Base 
Monetization 

Total Revenue of $36.5 million, +3% YoY - first YoY revenue 

growth in seven quarters. ARR increased 13% to $61.6 

million, now 42% of total revenue, reflecting continued 

expansion of recurring SaaS model. Adjusted EBITDA was 

~$200K, achieving goal of returning to a positive run-rate 

exiting 2025, net loss improved to $(3.2) million compared 

to $(11.4) million in the prior year.

Return to Growth and Profitability



APPENDIX
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TTM CONDENSED CONSOLIDATED BALANCE 
SHEET
(Unaudited, $ in thousands, except per share amounts)

Note: Information as of December 31, 2025. Source: SmartRent SEC filings.12



24
Note: Information as of December 31, 2025. Source: SmartRent SEC filings.
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TTM CONDENSED CONSOLIDATED STATEMENT OF OPERATIONS

(Unaudited, $ in thousands, except per share amounts)



24
Note: Information as of December 31,  2025. Source: SmartRent SEC filings.14

RECONCILIATION OF NET LOSS TO 
EBITDA AND ADJUSTED EBITDA

(Unaudited, $ in thousands)



24
Note: Information as of December 31,  2025. Source: SmartRent SEC filings.15

RECONCILIATION OF TOTAL REVENUE 
TO CORE REVENUE

(Unaudited, $ in thousands)



Definition of Key Operating Metrics

Annualized value of ou r 

SaaS R evenue earned in the 

current quarter, which we 

calculate by taking the total 

amount of SaaS Revenue in 

the current q uarter and 

multiplying that amount by  

four.

Annual Recurring 
Revenue (“ARR”)

The aggregate number 

of Hub Devices that 

have been installed 

(including customer 

self installs) and have 

an active sub scription 

as of a stated 

measurement date.

Units Deployed

We review the following operating metrics to evaluate our business, measure our performance, identify trends affecting our bu siness, formulate business plans and make strategic decisions. Our 

metrics are not based on any standardized industry methodology and are not necessarily calculated in the same manner or compa rable to similarly titled measures presented by other companies. 

Similarly, our metrics may differ from estimates published by third parties or from similarly titled metrics of our competitors due to differences in methodology. The numbers that we use to calculate 

the below metrics are based on internal data.  While these numbers are based on what we believe to be reasonable judgments and estimates for the applicable period of measurement, there are 

inherent challenges in measuring usage. We regularly review and may adjust our processes for calculating our internal metrics to improve their accuracy. If investors or analysts do not perceive our 

metrics to be accurate representations of  our business or If investors or analysts do not perceive our metrics to be accurate representations of our business, or if we discover material inaccuracies in 

our metrics, our business could be harmed.

The co ntract value of 

hardware, professional 

services, and the first year 

of ARR  for binding orders 

executed d uring a stated 

measurement period, 

including renewals and 

upgrades.

Bookings

The aggregate number of 

Hub Devices that were 

installed (includin g 

customer self-installations) 

and resulted in a new active 

subscription during a stated 

measurement period.  

New Units 
Deployed

Total professional 

services revenue during 

a given period divided 

by the total New Units 

Deployed, excluding 

customer self-

installations, durin g the 

same period.

Professional 
Services ARPU

The first year ARR  for 

binding orders with Units 

Booked   executed during 

the stated measurement 

period divided by the 

total Units Booked  in the 

same period, divided by 

the number of months in 

the period.

Units Booked 
SaaS ARPU

The aggregate number of 

Hub Device units subject 

to binding orders 

executed during a stated 

measurement period that 

are expected to result in a 

New Unit Deployed.

Units Booked

The aggregate 

number of Hub 

Devices that h ave 

been shipped to  

customers during a 

stated measurement 

period.

Units Shipped

Total SaaS Revenue 

during a given  period 

divided by the 

average aggregate 

Units Deployed in 

the same period 

divided by the 

number of months in 

the period..

SaaS ARPU

Total hardware 

revenue durin g a 

given period 

divided by the 

total Units 

Shipped during 

the same period.

Hardware 
ARPU

Cancelled  deployed un its 

during the measurement 

period divided by Units 

Deployed as of the 

beginnin g of the 

measurement period.

Customer Churn

Customer Net 
Revenue Retention

SaaS R evenue at the end 
of the current period 
related to properties 
which had SaaS Revenue 
at the end of the same 
period in the prior year, 
divided by SaaS Revenue 
at the end of the same 
period in the prior year 
for those same 
properties.

Property  Net 
Revenue Retention

SaaS R evenue as subscription 

revenue from fees paid by 

customers for access to one or 

more of SmartR ent's software 

applications, including access 

contro ls, asset monitoring and 

related services, and our 

Community WiFi solution.

SaaS Revenue

SaaS R evenue at the end 
of the current period 
related to customers 
which had SaaS Revenue 
at the end of the same 
period in the prior year, 
divided by SaaS Revenue 
at the end of the same 
period in the prior year 
for those same 
customers.



For more information, please contact 

investors@smartrent.com

THANK
YOU
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