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Presentation 

 

Operator: Thank you for your patience. We will now hold an online financial briefing session for Q1 of the 
fiscal year ending March 31, 2023 for Resorttrust, Inc. There is a favor to ask all participants. To prevent 
howling, please turn off or move your cell phone or other communication devices away from the phone if 
they are nearby. Please note that if there is severe howling during the conference, the conference may be 
interrupted with the organizer's approval, and we may check the problem of the participants. 

Now, Mr. Makino, Director of Sustainability Promotion Dept. Investor & Public Relations Dept., please 
welcome. 

Makino: Hello, my name is Makino, and I am in charge of IR and Public Relations. Thank you very much for 
joining us today for Resorttrust, Inc.’s Q1 financial results online briefing. Financial results were announced at 
3:20 PM today. Please have on hand the financial results for the 1Q financial results briefing for the fiscal year 
ending March 2023, which we have released. This document has the parts of Sanctuary Court Lake Biwa on 
the cover. 

Today, President Fushimi will first give an overview of our overall business performance, and then Makino will 
explain some of our financial positions and the status of our ESG Conference initiatives. Well then, Mr. 
President, please start. 

 

Fushimi: My name is Fushimi from Resorttrust, Inc. I will now give an overview of the financial results in 
accordance with the financial results presentation materials. 
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Now, first, please see page two. First, sales. 

In the Q1 for the fiscal year ending March 2023, we achieved record consolidated net sales of JPY40.2 billion 
and net income attributable to shareholders of the parent company of JPY7.4 billion, marking a new record 
for consolidated net sales and net income in Q1. In particular, membership sales and hotel and medical 
operations each performed well, surpassing the previous record of JPY39.8 billion in sales for Q1 of FY2018. 
In addition, the net income includes JPY8.0 billion in expenses for the sale of the trustee's fixed assets as a 
special factor. 

Secondly, in terms of membership contracts, hotel membership contracts totaled JPY21.3 billion and medical 
membership contracts JPY1.7 billion, both of which were record highs. 

One of the major factors was that the contract volume of Lake Biwa, the second phase of the new Sanctuary 
Court, which was launched on March 23, strongly drove the overall sales volume to JPY18.2 billion. The 
medical business also continued to do very well, as in the previous year, and the combined total was JPY23.2 
billion, a record high. As for the operations division, both hotel, restaurant, and medical operations performed 
well, with each recording record-high sales for Q1. 

I will explain the reasons for the strong performance in the segment section later. However, due to the 
inevitable rise in costs and other factors, profits did not reach a record high. Still, we are back to where we 
were before the Coronavirus, and we are in a situation where we are able to maintain a surplus. We are now 
in the process of reviewing our cost measures, including price revisions, for H2 of the fiscal year. 

 

Now please continue to page three. 
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The table on the top of page three shows that for the 1Q of the fiscal year ending March 31, 2023, as 
mentioned earlier, net sales are JPY40.2 billion, operating income JPY2.5 billion, ordinary income JPY2.57 
billion, and net income JPY7.4 billion, while evaluated sales are JPY49.1 billion, and evaluated operating 
income is JPY4.9 billion. 

As I have explained, since the previous fiscal year, the figures for operating income and net sales are used for 
internal management accounting purposes as a measure of our competence base. The timing of deferred 
income and real estate completions inevitably deviates from the above figures, so these figures have been 
leveled out so that we can have a good look at the competitiveness of our business. 

So, the box in the middle here shows that in March 2022, sales of Sanctuary Court Lake Biwa proceeded well, 
and the contract volume reached a record high, driving our business performance. Conversely, the percentage 
of contracts for properties that have not yet been completed has increased, which means that appraisal sales 
have increased, but this difference will have an impact on sales revenue. The result is that this is a deferred 
property, and this is the result for it. 

Our assessment is that we have achieved solid sales and profits. However, even though we were affected, we 
were still able to achieve our goals on a normal accounting basis. 

As for net income, the JPY8 billion I mentioned earlier is included, which means that it is significantly positive. 

 

See page four. This is a bar chart showing the factors of increase/decrease from the previous year. 
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The previous year's result was JPY920 million, while the part of the cost that was not included in the previous 
year was the Hotel Trusty withdrawal cost, which was about JPY380 million in operation and management 
costs from the end of the business to the time of debit. 

The positive factors are, of course, the Hotel Trusty portion, which has eliminated the negative portion, plus 
JPY480 million, the improvement in the management of the Hawaii hotel, plus JPY410 million, the 
membership hotel, plus JPY820 million, the increase in annual membership fees for the Medical Center, plus 
JPY410 million, and the membership portion, plus JPY19.8. The membership segment recorded a new record, 
an increase of JPY1.98 billion. 

Conversely, the negative portion is minus JPY1.79 billion, as the contract number of memberships has 
increased, but the deferred portion has also increased. The total cost of the BBT and performance-linked 
expenses was JPY320 million, resulting in a total of JPY2.51 billion for Q1 of this fiscal year. 

 

Then please turn to page five. The figures by segment. This is where we see the biggest difference from the 
evaluation I mentioned earlier.  

First of all, the membership portion of the Company's sales is that the accounting base is JPY9.1 billion, 
compared to JPY17.7 billion in appraised sales. This is the very part of real estate that I mentioned earlier. If 
you look at the evaluation in terms of contract volume, it is up 40% from the previous year, and up 47% from 
2019. Because there are many properties that have not been completed as properties, the sales on an 
accounting basis are minus 22 percentage points and minus 12 in comparison with 2019.  
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In the hotel restaurant business, since there is no impact from the evaluation, etc., sales were up 32% 
compared to FY2019, and 0.8% compared to FY2019 before Coronavirus. Profitability was up JPY1.3 billion 
YoY to JPY400 million, and the valuation base was also favorable at JPY1.7 billion. 

For medical, this is the HIMEDIC portion, although there are some areas where this evaluation will be plus or 
minus. On an accounting basis, the medical business achieved net sales of JPY10.8 billion and operating 
income of JPY1.4 billion, with a 39% increase in operating income over the previous year. 

However, the pace of the evaluation was minus 9.8 points for this medical. This is due to the fact that the 
previous year, there was a large increase in the number of exclusive products for Yamanakako, and the 
previous year, before the application of Takayama, there was very little inventory, so the Company stopped 
at medical. 

 

Go to page six. Here is the contract volume. 

Contract volume has been very strong. JPY21.3 billion with significant growth including Sanctuary Court. Even 
including the JPY2 billion deferred from the previous fiscal year, the sales of HIMEDIC membership continued 
to be strong, with a sales volume of JPY1.7 billion. 
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Page seven shows the contents of Sanctuary Court Lake Biwa, which has become the mainstay of the project. 

We have begun accepting applications on March 23, 2022, and expect to open in October 2024, with a total 
of 167 rooms, and a total contract amount of approximately JPY80 billion. 

In particular, Takayama is an art resort and has introduced new software concepts, such as the arts. 

The main feature of this facility is that it is actively implementing SDGs initiatives and is currently focusing on 
reducing CO2 emissions and energy consumption through solar and other means. Approximately, 180% of the 
intermediate power consumption is covered by in-house power generation. 

In addition, as part of our efforts to revitalize the local community, we are currently working together with 
Takashima City on various aspects, such as locally produced and locally consumed foods, local employment, 
and environmental preservation. For longer stays, due to the fact that we did these things with our members, 
we have a full spa/wellness program. 

We also have the largest pet-accompanied guest room, Doggie. This time, we have decided to allow large-
sized dogs, and in light of this, we are offering a closed space for long-term stays, which in a sense is like a 
members-only space. 

As shown in the upper right-hand corner, the number of contracts is 1,600 out of a total of 6,000 units sold, 
which is very favorable. As the second phase of the Sanctuary, we are now moving at about the same pace as 
in Takayama. 
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Also, sales by branch office and area are Tokyo, Yokohama, Nagoya, and Osaka, which means that the 
Company has a very well-balanced reputation throughout the country, although, of course, the focus is on 
Osaka and Nagoya. 

In terms of membership, as was the case in Takayama, more than 80% of the Sanctuary Court series are 
corporate contracts. We understand that this is a new market for the Company and that it will lead to future 
operations. 

 

Continued on page eight. 

The number of members is also growing steadily at 190,000. 

Then there is the bottom left. The Sanctuary Court, which is the center of the sales, showed an increase of 
1,502 in June, which is 132 more than last year, and the XIV also showed solid growth. 

In addition, medical is also making significant growth, and we believe that the Group as a whole is now 
achieving a good balance of sales and new business development. 
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Page nine shows the status of this contract, one of the themes of this year's report, including the 
diversification of sales channels. 

Under the left side of this page, which is also reported every quarter now, digital utilization and web marketing 
are still growing this quarter. Originally, we had estimated that the annual contract amount for digital 
marketing would be JPY8 billion, but we have already achieved this goal, and we expect to reach JPY10 billion 
in the current fiscal year. 

The right side of the graph shows a steady increase in contracts for introductions to hotels and financial 
institutions. In particular, the number of hotels approaching members' accompanying guests is growing 
rapidly, and the number of financial institutions with which we have contracts is expanding rapidly, so we 
believe that we can continue to increase this number. 

At present, the main financial institutions to which these referrals are made are mostly regional banks and 
credit unions. This year, we have received new offers of partnership from securities companies, including 
major ones, and we would like to further expand this area of cooperation. 

Also, at the top right is the new rate, which shows the actual market development of the members. Q1 of this 
fiscal year was Q1 of Sanctuary Court, and the new unit rate dropped slightly in April due in part to the fact 
that we allowed applicants to switch from Bay Court to Sanctuary Court.  

However, the rate for Q1 appears to have dropped, but it was 53% in May and 54% in June. If we look at it on 
a single-month basis, we see that the rate is basically increasing further. This is expected to be temporary, 
and we believe that we will be able to achieve further solid growth from 2Q onward. 
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Continued on page 10 is the inventory status.  

As you can see, our current main inventory is Sanctuary Court Lake Biwa. 

As of the end of June, the inventory is approximately just under JPY90 billion, so we have approximately JPY60 
billion more contracts to sell during the current fiscal year.  

In H2 of the year, Sanctuary Court in Kanto will start accepting applications and will be included in the 
inventory, which will amount to about JPY80 billion.  

We believe that our inventory is about JPY120 billion at the end of the fiscal year, which we consider being 
about the right amount. 
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Page 11. 

Therefore, at the rate of contract volume, we will have approximately 150 rooms in the Kanto area in H2 of 
the current fiscal year. 

As I explained earlier, one hotel will be completed each year starting in FY2023. 

I believe that the evaluated sales and evaluated operating income mentioned earlier will be much closer to 
the accounting basis. 

In medical, the capacity is also becoming quite tight, and we have decided on specific locations in the Kanto 
and Kansai regions and are now in the process of finalizing the details for the opening. 
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Continuing on page 12 is the current status of the hotel. 

First, the above is the occupancy rate for XIV. 

The three bar graphs stand for the current term, the previous term, and 2019 before Coronavirus, and the 
green line graph shows the comparison with the. 

If you look at the above, the first thing to note is that XIV has been capturing its pre-Coronavirus FY2019 
operations, well, almost since the beginning of April of this fiscal year. 

In the lower section of Baycourt, the recovery was delayed due to its proximity to the city. Since July, we have 
been capturing FY2019, which means that we are about three months behind, and Baycourt is also stabilizing. 

However, as you know, from H2 of July through August, there was another seventh wave of Coronavirus, and 
the number of cancellations has increased slightly, which has put a damper on the current situation. August 
is the month that we are a bit affected, albeit to a limited extent, as we have been affected as much as the 
previous declaration of a state of emergency. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
13 

 

 

The next page is Kahala, Hawaii. 

As for Hawaii, compared to FY2019, here too, almost 90% in April and May. Customers have not yet returned 
from Asia. We believe this is a very good number since it is only from the US mainland. 

The number of visitors from Asia, including Japan, is originally between 20% and 25% of the total, even 
excluding those, 90% of the total visitors are from mainland US. However, in June, due to a slight increase in 
Coronavirus and other factors in Hawaii, the number of visitors from the mainland decreased, resulting in a 
slight decrease to 80% in June. 

Below is Kahala Yokohama, our general hotel. Since this was really the opening during the Coronavirus disaster, 
it is not surprising that there has been growing compared with the previous year and the two previous years, 
but the overall operation is still in a difficult situation. 

However, ADR is now close to JPY50,000, which naturally means it is the top in the Yokohama area. In Tokyo, 
we are ranked next to the Ritz and the Four Seasons, so we must make sure to protect this position. And since 
we were originally looking at about 45% inbound from our pre-opening plan, we hope to catch up to our 
original plan by bringing this back to a firm level. 

In fact, slightly inbound, if anything, the business type is likely to move bookings ahead of the luxury type. We 
have been receiving reservations since October, and packaged trips are also starting to move, so we hope to 
make a solid recovery in Q4 this winter season. 
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Continued on page 14. This is also a part of the operation. 

First, in terms of the enclosure, the upper left-hand corner shows our point members and app members, 
which have been growing steadily and now number over 80,000. Almost 70% of our active members are 
registered. 

We are also promoting the use of official LINE for corporations, which is connected to employees through 
direct corporate contracts, and the number of users has now reached 160,000. In fact, the number of 
corporate member employees who have signed LINE contracts has increased by 40% from the previous year, 
which is very strong support for the operation of the service. 

So, the bottom row is a breakdown of those that are increasing in occupancy. As you can see, in terms of 
percentages from 2018, we have seen holiday and eve occupancy grow to 105% this quarter, while weekday 
occupancy is now leading the overall growth, at 114%. 

One of the reasons for this is that the aforementioned LINE registration and other measures have been 
effective in retaining customers. Conversely, we believe that there is still room to increase weekday 
operations, and we intend to put even more effort into this area. 
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Continued on page 15. 

This is also new, and we did it to make it a little easier to understand. This is the number of nights used in Q1 
for each membership type, which includes Sanctuary Court, Baycourt, etc. 

As you can see, the members of XIV stayed 0.1 nights at Baycourt and 1.3 nights at XIV, which means an 
average of 1.4 nights per member in three months, which can be multiplied by four if you look at the annual 
figure. 

In contrast, Baycourt guests spent 1.7 nights at the same rate, 0.8 and 0.8 nights each at Baycourt and XIV, 
respectively. In comparison, the Sanctuary Court itself has not yet opened, but the guests staying at the 
Baycourt for 0.8 nights and those staying at the XIV for 1.3 nights, for a total of 2.1 nights, which is more than 
two additional nights per year. 

This is partly because we have new members, but also because, as I mentioned earlier, we have a large 
number of corporate member contracts, and we have new members who are expected to use the service very 
much. I understand that the increase in the number of Sanctuary Court members is the product of the increase 
in weekday occupancy, and overall occupancy as mentioned earlier. 

In the upper left chart, the vertical axis shows the average operating income per unit, which means that for 
Sanctuary Court members, the more nights they spend, the greater the operating income per member over a 
three-month period. This is calculated based on the average price per product, not on individual products. 
Sanctuary Court still has only a small number of members, as the size of this circle represents the number of 
members, but the unit price is very high, and I think it can be said that our facilities are well used. 
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Also, on the right side of this, and this is the cross-sell portion, is the percentage of multiple owners. For 
example, if you look at the Kahala Club, you will see Kahala Club in a small circle on the right side at the very 
bottom of the table above. We still have a very small number of members, but this means 100%, multiple 
owners. The reason for this is that, of course, we only provide information to members of our hotels, so of 
course, we are 100% sure that they have some other kind of membership to the Kahala members. 

And yet, of course, it is not yet available in Hawaii, so the unit price has been reduced in this way, as only the 
annual fee is digested. 

For the HIMEDIC, about 70% of the HIMEDIC are also members of a hotel, and cross-selling is progressing in 
the way that about 70% of the HIMEDIC are also members of a hotel, and in terms of Sanctuary Court members, 
half of the total, 50%, have a hotel, other XIV, Baycourt or HIMEDIC. 50% of the members are hotel members. 
This is about a 10% overlap, but it should be understood in the form that this 10% has both hotels and medicals. 

Naturally, this means that the amount of money spent per member will also increase, making us a very good 
member. The new product line has increased the operation in such aspects and has contributed to the overall 
profitability and operation of the Company, which has led to customer satisfaction. We are looking forward 
to introducing the Sanctuary Series in the Kanto region as well. 

 

The next page, page 16, shows an example of how we are using LINE, the apps I mentioned earlier, and now, 
etc., to reach each target group. 
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Then on page 17, medical. 

In medical, this is the contract volume of memberships on the left side. FY2022 has been also doing well, but 
as I mentioned earlier, in the previous year, there was a slight shortage of inventory before the Takayama 
application, so there was a bias toward medical.  

Also due to the release of limited-edition products at Lake Yamanakako, it continued to be strong, although 
sales did not reach the level of the previous year. 

The medical service corporation on the right, which provides general medical checkups, showed a solid YoY 
increase. 

In the anti-aging care business, sales were almost on par with the previous year due to a slight delay in the 
development of new products caused by the Coronavirus disaster. 

In the senior living market, the current situation is that the number of visitors has been sluggish due to 
restrictions on facility tours and the inevitable occurrence of Coronavirus at the facilities. Since July, we have 
seen a positive turnaround in this area, and we believe that we will be able to achieve solid growth in H2 of 
the year. 
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Pages 18 and 19 show the current medium-term management plan. In the current fiscal year,  

Q2 is still somewhat uncertain, so I have decided to maintain the current status for the full year and the mid-
term plan.  

That is my brief explanation of the summary. 

Now, Makino will explain.  

Makino: Starting on page 20, the IR staff will provide an explanation. 
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Page 20 shows the B/S.  

Total assets increased by JPY16.4 billion, of which JPY10 billion was due to a change in accounting policy in 
the US.  

Specifically, both assets and liabilities increased due to the impact of balancing the lease payments for the 
Kahala Hotel in Hawaii.  

The remaining JPY6.5 billion or so is an increase due to gains from the sale of general hotels and unrealized 
gains on foreign bonds, as mentioned earlier. 
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Page 21, cash flows.  

Cash flow from investing activities increased to JPY14.0 billion, largely due to the sale of a general hotel.  

We are currently developing three properties, Sanctuary Court, and we plan to use the funds to invest in the 
development of new hotels and to increase the value of existing hotels. 
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Page 22 is the plan for the full year. 

There is no change from the plan announced in May at the beginning of the fiscal year.  

After Q2, there are deferred expenses for repairs and other expenses, and there have been some cancellations 
due to the impact of Coronavirus.  

Since there is uncertainty about the higher resource level, we would like to leave it unchanged for the time 
being. 

I would like to continue with the report on our response to ESG information disclosure starting on page 25. 

We have included additional information from this Q1 on pages 25 through 29. 
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As an overview, page 25 shows the establishment of the Sustainability Promotion Department, which was 
organized in April, and as shown in the results and schedule on page 26, we have been identifying materiality 
and measuring CO2 emissions in accordance with the GHG Protocol.  

Most recently, we have held a Sustainability Committee meeting and endorsed the TCFD.  

We would also like to promote the disclosure of climate change risks. 
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As for future initiatives, we have listed CO2 emissions on page 27.  

Scope 1 and 2 show about 130,000 tons of CO2 derived from electricity and heavy oil, and we would like to 
set a target for how we will reduce this in the future and disclose ESG information in a timely and appropriate 
manner. 
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Examples of waste plastic initiatives are listed on page 29.  

The hotel is introducing 100% recycled plastic bottles in order to reduce the amount of plastic, and plans are 
underway to change toothbrushes and other amenities to more environmentally friendly ones. 

I look forward to continuing to work with you to set KPIs for such initiatives that are unique to Resorttrust, 
Inc., that will be recognized by our members, and that will lead to an increase in corporate value. 

That is all from Makino. Mr. President, would you like to add something else? 

This concludes the explanation. 
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Question & Answer 

 

Makino [M]: I will now move on to the question-and-answer session. We will proceed by following the 
operator's explanation. 

Operator [M]: Okay, we will now begin the question-and-answer session. The operator will designate the 
person who will ask the question. 

Let us now introduce our first questioner. Mr. Oda, SMBC Nikko Securities. Now please ask your questions. 

Oda [Q]: My name is Oda from SMBC Nikko Securities. Thank you for all your help. I have two questions for 
you. I mean one question and one answer, so I'll start with the first one. 

In this Q1, sales of HIMEDIC and resort memberships have been quite strong. 

 

On the other hand, if you look at page 35 of the document, I have the impression that the resort memberships 
are a bit closer to Lake Biwa than in previous years. Of course, I am sure that this is partly because it is a new 
product, but I am wondering how we should view it. 

I would also like to ask you how we should look at our strategy and approach from Q2 onward based on these 
results. 
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Fushimi [A]: This is, after all, inevitably a new product. The reason for this is that, given the extremely high 
corporate demand, Sanctuary Court is inevitably chosen as the system of choice. In fact, as was the case last 
year in Takayama, when we started applying nationwide, some members switched to Lake Biwa when we 
started applying for Lake Biwa this year. 

And since Takayama was almost gone in another year, conversely, this is part of the strategic switch that we 
recognize in order to keep a balance between Tokyo, Nagoya, and Osaka. So, this time, I think we are closer 
to Lake Biwa, but once we start recruiting in the Kanto area in H2 of the year, we will probably be able to 
recruit customers in a balanced manner, with a certain amount of Sanctuary Court inventory secured in the 
Tokyo, Nagoya, and Osaka areas. 

Also, as I mentioned earlier, there is also the matter of price, and as a new target, we have a product that is 
less than half the price of Sanctuary, although it is a product called Twenty, which is a reselling product of XIV, 
and a limited edition of 20. We are now stockpiling inventory to start recruiting for other targets, so we believe 
that we will be able to continue recruiting for XIV in a well-balanced manner. 

Oda [Q]: If you don't mind my asking, I think that the so-called resale of the XIV is very important in terms of 
acquiring new members and cross-selling and up-selling in the future. I would like to ask you about the timing 
of resale in this area, if possible. 

Fushimi [A]: Timing, or should I say resale, is still only for products that have been around for a certain number 
of years, basically only products that have been around for more than 20 years are offered as new products 
in the form of 20-year limited products, and inventory is converted to new products. Then, there used to be 
some small room grade, which means that there are cheaper products in terms of money, though. 

As you mentioned, our sales strategy is to have our guests experience a small room first, and then move up 
in rank. Since more than half of the customers will move up in rank within three months, the inventory is now 
turning over very quickly, and we believe that the inventory for each grade is appropriate. 

Oda [Q]: I understand. Thank you very much. The second question is about the so-called inflation or the 
increase in various costs, and I think hotels are the main focus for now. Three months ago, there was a 
situation in which there might be more vacancies than planned, including energy costs, and I think you 
mentioned that you were considering a review of the room charge. 

This includes other areas besides hotels, but in this inflationary situation, what are the things that are rising 
in terms of cost, and what are the things that are likely to have an impact on our business performance? It 
would be very helpful if you could clarify what you are thinking about in terms of countermeasures. 

Fushimi [A]: The largest costs are for utilities, electricity, and fuel oil. The other is the ingredients. There is a 
big thing called the cost of food. As for foodstuffs, for example, we have been devising menus, revising menu 
cards, etc., and we have been reviewing menus at all facilities under the guidance of the executive chef, etc., 
and are currently managing the situation. 

This is also true for the high unit-price menus, especially those featuring high-end ingredients, which have 
been difficult to absorb. Although we have been able to absorb the current situation, we expect that Q2 and 
beyond, especially H2 of the fiscal year, will be quite difficult. 

In the area of utilities, we have already exceeded our forecast for the current fiscal year by almost the entire 
amount in Q1, including direct costs for utilities, but also consumables, personnel expenses, and other items. 
We are currently reviewing the details of such measures and are also making efforts to reduce transportation 
costs by consolidating logistics, for example, and are naturally making various other corporate efforts. 
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We are preparing to revise the prices, room charge, dinner, etc. First of all, after all, it is a membership, so we 
are now preparing something that will satisfy our members. I think it is inevitable to do so in H2 of the fiscal 
year. 

Oda [M]: I understand it well. Thank you very much. 

Operator [M]: Next question is from SBI Securities, Mr. Tanaka. Now please ask your questions. 

Tanaka [Q]: I am Tanaka from SBI Securities. Thank you. I would like to make two points on my part. 

The first point I would like to ask in addition about Sanctuary Court Biwako if it is possible to answer, what is 
the ratio of those who have converted from Takayama to Biwako, and also those who have upgraded from 
Baycourt. 

Also, I was wondering if there is any difference in sales between Takayama and Biwako in terms of sales, 
whether it is just a regional difference or the amount of money sold is almost similar to that of Takayama, or 
at almost the same pace. Please let me know if there are any qualitative differences in this area. Thank you. 

Fushimi [A]: In terms of the price range, we are basically offering the same products as in Takayama at the 
same price. The pace of recruitment is also unchanged from what we have just mentioned, although there 
are three phases, and we have been releasing inventory in small batches for each type so that the inventory 
will not be unevenly distributed. 

However, compared to Takayama, I believe that [inaudible] in Kanto is increasing compared to Takayama, 
partly because Kanto is currently more easily imagined as Lake Biwa than Takayama. 

As for the people who shifted you mentioned at the beginning, we currently have 275 customers who have 
shifted from Takayama to Lake Biwa, including those in March, and about 200 customers from Baycourt. So, 
the main thing was the issue of the area and the fact that there were not quite larger rooms, that rooms which 
customers thought good were not available, so bought small rooms. Then, they shifted to a larger room at 
Lake Biwa. 

These are the people who have taken the lead, and now, as a group, we are talking about a little less than 500 
people who have switched. The new rate, as I mentioned earlier, dropped temporarily in April, but has almost 
returned to the same level since May. 

Tanaka [Q]: Thank you. I would like to continue with my second point. In the hotel/restaurant area, I was 
wondering if you could tell us anything qualitative about the return of occupancy rates in the area, such as 
whether this is a problem of location or something else that is causing the better return at the XIV and the 
worse return at the Baycourt. Thank you. 

Fushimi [A]: I think that Tokyo had the worst return among the Baycourts, and the closer to the urban area, 
the slower the return tended to be. I think it is just a matter of image, but I think that the members still have 
an image of places such as the sea and mountains, not as a countermeasure against infection, and I think that 
it is possible to say that the return is faster in such resorts. 

Tanaka [M]: Thank you very much. 

Operator [M]: The next question is from Mizuho Securities, Mr. Yamamoto. Now please ask your questions. 

Yamamoto [Q]: Thank you. Thank you for your explanation. I would also like to make two points. 
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The first point is similar to those two questioners, but on page 35, the contract amount for memberships in 
Takayama was JPY200 million in 1Q, and the Company plan is JPY15.3 billion for the full year, so I think they 
are behind the plan by quite a bit. 

Is it safe to understand that this background is only because you put a lot of effort into selling Lake Biwa this 
time and also because there was a switch from Takayama to Lake Biwa as a kind of conversion and that you 
can aim for a full-year plan in terms of real moments? 

Fushimi [A]: As you say, Takayama is basically a product of the Nagoya branch, of the branch area. While we 
have been selling our products nationwide, we will be selling them in Nagoya, and we believe that this is 
almost completely normal. In particular, although the Takayama business was negative in April due to the 
shift, contract volume increased again in May and June, and we believe that the business will be almost normal 
in Q2 and beyond. 

Yamamoto [Q]: Thank you very much. Also, I would like to ask you one more point, and I would like to know 
as much as you can tell me about the current status of your memberships. 

I'm still wondering if the price of used memberships and such is still very strong, even in June, and if 
memberships are still, like the Coronavirus disaster, continuing to be strong. On the other hand, there has 
been a slight lifting of the ban on overseas travel, so should we expect a slight weakening of the trend from 
1Q to 2Q and beyond? 

Fushimi [A]: No. Naturally, we believe that little by little, we will be able to go abroad again. However, as I 
mentioned earlier, the number of corporate employees and family members of members have been 
increasing, so I am not so sure that the overall number will go down after the ban on overseas travel is lifted. 

In fact, according to the results of the spring survey this year, the largest number of our members still prefer 
to travel domestically, and we are preparing products to meet this demand. 

In addition, Japanese people love Hawaii, so of course, we have the Kahala Hotel in Hawaii, so we have been 
guiding them to Hawaii in response to their needs and requests. 

I'm still a little concerned about the fact that July was a tough month overseas and, in the US, as well. In 
addition, the flights themselves have not yet returned to normal, so we do not expect H2 of this fiscal year to 
be easy. 

Yamamoto [Q]: I'm sorry. I would like to add something, or rather, I understand that the hotel occupancy rate 
is still strong, but I think that the membership business is still suffering from the Coronavirus disaster, for 
example, the high stock price, or I think there is talk around that people were buying memberships as an 
alternative product for overseas travel. 

I believe that the president's plan for this fiscal year is to peak out after last year's extremely strong 
membership contract volume. Is there any change in the way you think about that? 

Fushimi [A]: This term, for example, Sanctuary court was a new product in the previous year, but we released 
the same product this term as number two. We have received the same level of response as last time, and at 
the current pace, we expect to be able to reach a level comparable to last year's new record for overall 
membership contracts. 

As you mentioned, as the Coronavirus disaster continues, an expensive product, and I think there are positive 
factors such as the fact that our customers are choosing us as an option among them. I believe that the fact 
that our safe and secure membership system has been highly evaluated as a means of leisure and refreshment 
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in the Coronavirus disaster is not a one-time event, but rather a new need. I believe that if we can respond to 
new needs, we will be able to continue to grow further. 

Tanaka [M]: I understand very well. So, this is the background for the increase in the rate of new customers. 
Sorry. Thank you very much. 

Operator [M]: There are no more questions. Mr. Makino, thank you very much. 

Makino [M]: Thank you very much. With that, I will conclude the question-and-answer session. Thank you 
very much for your time today. 

Please note that our company will be on holiday from tomorrow, but Honda and I will always be available to 
answer emails, so we would appreciate it if you could send us your questions and inquiries by email. That is 
all. 

Operator [M]: With that, we will conclude the conference call for Q1 of the fiscal year ending March 31, 2023, 
for Resorttrust, Inc. 

Thank you very much for taking time out of your busy schedule to join us today. 

Please hang up the phone. 

[END] 

______________ 
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