
 

 

 

 

 

 

 

 

  

Resorttrust, Inc. 
2Q Financial Results Briefing for the Fiscal Year Ending March 31, 2024 

 

November 13, 2023 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
1 

 

Event Summary 

 

[Company Name]  Resorttrust, Inc. 

 

[Company ID]   4681-QCODE 

 

[Event Language]  JPN 

 

[Event Type]   Earnings Announcement 

 

[Event Name] 2Q Financial Results Briefing for the Fiscal Year Ending March 31, 2024 

 

[Fiscal Period]   FY2024 Q2 

 

[Date]    November 13, 2023 

 

[Number of Pages]  21 

  

[Time]    15:00 – 15:43 

(Total: 43 minutes, Presentation: 19 minutes, Q&A: 24 minutes) 

 

[Venue]   Dial-in 

  

[Venue Size]    

 

[Participants]    

 

[Number of Speakers]  3 

Ariyoshi Fushimi  President 

Takeshi Makino Sustainability Promotion Department, 

Investor and Public Relations Department 

Director 

Hirotaka Honda Investor and Public Relations Division 

Manager, Sustainability Promotion 

Department 

 

[Analyst Names]*  Hirofumi Oda   SMBC Nikko Securities 

       

 
*Analysts that SCRIPTS Asia was able to identify from the audio who spoke during Q&A or 

whose questions were read by moderator/company representatives. 

  



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
2 

 

Presentation 

 

Moderator: Hello, everyone. Thank you for participating in Resorttrust, Inc.’s telephone conference today. 
President Ariyoshi Fushimi will be participating in today’s telephone conference; Takeshi Makino, 
Sustainability Promotion Department, Investor and Public Relations Department Director; Hirotaka Honda, 
Sustainability Promotion Department, Investor and Public Relations Department Division Manager. 

President Ariyoshi Fushimi will now provide the financial results presentation for Q2 of the fiscal year ending 
March 2024, followed by a question-and-answer session. The entire conference is scheduled to last 
approximately 60 minutes. The announcement materials are posted on our website, so please refer to them. 

Before we begin the telephone conference, I would like to bring one point to your attention. Although this 
presentation may include forecasts based on current expectations, they are all subject to risks and 
uncertainties. We would like to remind everyone in advance that actual results may differ from our forecasts. 

Now please begin the presentation, Mr. Fushimi. 

Fushimi: My name is Fushimi of Resorttrust. Thank you very much for participating in our financial results 
presentation today. I will now explain the financial results for Q2 of the fiscal year ending March 2024. The 
explanation will be based on the financial statements that you currently have. 

 

Let me begin with a brief summary. First, please look at page one. 
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First, if you look at number one, consolidated net sales for H1 2023 were JPY89.4 billion and consolidated 
operating profits were JPY7.7 billion, representing an increase in both revenues and profits. In particular, 
consolidated net sales reached a record high. The details include membership sales, hotel segment, and 
medical services. Each of them performed well, surpassing the previous year’s record sales of JPY84 billion. 

Therefore, number two of this report shows that the contract volume for membership sales reached an all-
time high in H1 of a fiscal year, with JPY43.7 billion for hotels and JPY3.9 billion for medical services. Each of 
these is an all-time high. In the hotel segment, the SANCTUARY COURT series is performing favorably like the 
one in Takayama, especially for the Nikko branch. Medical also reached an all-time high for H1. 

If you refer to number one once more, the hotel and restaurant segment also increased by 44% YoY in terms 
of operating profits. The medical business also achieved a 19% increase YoY, with medical segment profits 
also reaching an all-time high, contributing significantly to an overall increase in revenues and profits. 

As a result, we have revised our full year earnings forecast upward, as shown in number three. Consolidated 
net sales and consolidated operating profits are expected to reach JPY202 billion and JPY21 billion respectively, 
both of which are predicted to significantly exceed the all-time high sales profits and break the record. 

As we break the past all-time high, we have also increased our year-end dividend forecast by JPY4 and 
announced a year-end dividend of JPY29. 

 

 

Next, is page two. As usually mentioned, net sales were JPY89.428 billion, an increase of 6.4% YoY and an 
increase of 0.5% from the revised plan. Operating profits were JPY7.77 billion, an increase of 8.6% YoY and an 
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increase of 19% from the revised plan. Ordinary profits were JPY7.969 billion, an increase of 7.1% YoY and an 
increase of 22% from the revised plan. Current net profits were JPY6 billion, a decrease of 49.9% YoY and an 
increase of 17% from the plan. 

We experienced a gain of approximately JPY9 billion from the sale of our trustee series hotels for the general 
public in the previous fiscal year, which resulted in a negative figure. Substantially, we achieve all-time highs 
for all categories until the current net profits. Therefore, we have adopted evaluated net sales and evaluated 
operating profits as our internal evaluation standards, both of which are aimed at eliminating the annual 
difference of deferred real estate. Although these figures are based on performance, I am confident that we 
have made steady progress toward sales and profits. 

 

Continuing on page three, here is the status of contract volume and membership growth. 

As I mentioned earlier, contract volume grew steadily to JPY47.5 billion. However, the net increase in 
membership for this fiscal year was 3,957, which did not reach the 4,400 level of the previous fiscal year. 
However, this drop in net increase is attributed to inventory-related matters and how we’ve been undergoing 
a strategic switch and we don’t see any issues. 
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Please refer to page four. These are occupancy rate and consumption unit price, which are major indicators 
of our operation. 

The occupancy rate was 56%, which has already recovered to pre-COVID-19 levels in the previous fiscal year. 
This means that we managed to further achieve growth of 56%. For consumption unit price, as we have 
revised the room rates and meal prices for each hotel in the last fiscal year, I understand that the strong 
growth in occupancy rate coupled and consumption unit price has led to the overall good performance. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
6 

 

 

Please refer to page five. This chart indicates changes in operating profits from the previous year. 

In the fiscal year ending September 2022, the far-left figure is JPY7.16 billion, while this fiscal year’s figure 
shows an increase of 0.9, whereas operating profits show an increase of JPY90 million due to an increase in 
contract volume. We also have a decrease in deferred revenues. This negative figure is due to a further 
increase in the contract amount for uncompleted properties since last year, resulting in a further increase in 
deferred profits compared to last year. 

The hotel section comprises the largest part at a decrease of JPY1.23 billion, which accounts for the overall 
wage raises and investment in human resources for workstyle reform, including disintermediation. For utilities, 
which showed positive results and something we considered a major factor, we managed to keep them to 
nearly the same levels as the previous year despite the minor decrease. In addition, as I mentioned earlier, no 
costs were incurred for selling our hotels or withdrawing from the market last year, which resulted in an 
increase. The largest increase factor is attributed to an increase in hotel occupancy, short-term sales, and an 
increase in operating revenues due to higher unit prices, which totaled a JPY2.2 billion increase. 

Then there was a JPY580 million revenue increase in the medical business. Additionally, the head office also 
reported a JPY730 million decrease in overhead expenses for the sales division, which includes personnel 
expenses. These are factored into the JPY7.78 billion for this H1’s performance. 
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I will now explain the current topics on page six before moving on to each segment. 

First of all, as I mentioned earlier, we reviewed the membership fees this fiscal year to boost profit potential 
and improve profitability. We have reviewed the prices of the SANCTUARY COURT series from June and have 
raised them by approximately 5%. SANCTUARY COURT NIKKO has already raised its prices by 5% at the end of 
September to reflect these price revisions, despite a slight delay because it has just started sales. 

Although our current inventory continues to experience a shortage, we have also announced that we have 
almost decided to expand our services to Kanazawa and start construction of a new facility in Kanazawa in the 
next fiscal year. 

In addition, with the penetration of web-based reservations and smart check-in/check-out, the web-based 
reservation rate has reached nearly 40%, while we will strive to improve productivity by increasing the 
efficiency of our operations with a target of 50%. 

In the medical business, we have also issued a press release regarding our new HIMEDIC facilities in Osaka, 
Tokyo, and Yokohama, and will begin seeking membership in H2 of this fiscal year. 

We have also announced plans for the first nursing home in collaboration with Mitsubishi Estate to establish 
a new brand, and we will announce details as soon as they are finalized. For others, contracts that utilize 
digital technology and LINE registrations have been favorable. 

Next, in the area of human resources and sustainability, we are aiming to improve employee satisfaction and 
turnover rate by raising the bonus multiplier this fiscal year, in addition to the 5% wage hike in terms of 
compensation. 
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Although the industry is indeed experiencing difficult times in terms of hiring, we introduced a referral hiring 
system last year where our employees refer other people to us. We have part-time employment for transient 
positions, such as through Timee. We have started efficient operations for this. In addition, we have been 
recruiting foreigners, mainly from Myanmar and surrounding areas, by inviting applicants from each country 
who then receive Japanese language, hotel service training, and other programs for about six months. Once 
they fulfill certain criteria, we invite them to Japan. We already have 60 people working with us for this fiscal 
year. We noticed that this is a very solid level and are currently conducting hiring activities in each country to 
increase the number of these foreign employees from the current 200 to 300 people for the next fiscal year. 

As we are newly opening hotels one after another starting next year under these circumstances, we are now 
in the process of reviewing the overall branding along with our businesses to make efforts in our hiring process 
in various areas, as well as preventing resignations. 

For capital efficiency and governance, three new external directors were appointed in June. To achieve our 
ROE target of 12%, we are making efforts with management practices that prioritize capital efficiency. 

 

From page seven, I will briefly explain the segments. 

Although sales of membership grew steadily, as mentioned earlier, operating profits decreased YoY, which is 
not a problem for the full year whatsoever. In H1, the increase in personnel expenses, along with internal and 
external commissions, amounted to JPY200 million. This is due to a significant increase in successful referral 
rates. The main factor lies in the JPY200 million for incentive payments, whose effects paid off in H1 while 
only operating profits posted slightly negative results. 
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Both sales and operating profits for the hotel/restaurant and medical divisions experienced no problems and 
achieved growth as mentioned earlier. In the medical sector in particular, the significant growth in occupancy 
rate and profit rate for nursing homes was a major factor and it wasn’t only for HIMEDIC. 

Therefore, although the membership business also appears to show negative results, as I mentioned earlier, 
the orange section below indicates evaluated sales and evaluated operating profits, we can achieve progress 
and growth throughout all businesses. 

 

Page eight shows the details mainly for the membership business. As mentioned earlier, the contract details 
describe SANCTUARY COURT NIKKO at JPY22 billion, which focuses on Lake Biwa and Takayama at JPY10.6 
billion and JPY5.4 billion respectively. This comprises almost entirely of the contract volume for the three 
hotels of the SANCTUARY COURT series. 

We are also seeing steady growth in digital utilization, which has been shown as a new indicator. The financial 
institutions and hotel referrals have also been growing steadily, which have been incurring the commission 
that I mentioned earlier. 
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Next, pages 9 and 10 explain the overview of the hotel sector, and I will describe the operation status. For 
EXIV, I can assure you that it has been growing steadily not only for last year but also for the year before it. If 
you look at the lower section of page nine for Baycourt in particular, although it has shown slow recovery in 
operation due to its proximity to urban areas, it has seen an overall recovery from this fiscal year. 
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Page 10 explains the general luxury hotel category. Although Kahala in Hawaii has grown from last year, it has 
not yet recovered to pre-COVID-19 levels. However, in terms of the breakdown of visitors, 70% of them are 
from the US mainland, less than 10% from Oceania, and the remaining 20%-something are from Asian 
countries, mainly from Japan. Although Japanese customers accounted for approximately 20% of the entire 
clientele before COVID-19, the current level still stands at 2%, meaning a negative factor associated with the 
lack of Japanese people not returning. We expect this to improve in the next fiscal year, given that the number 
of flights will increase from next January, despite some issues with the foreign exchange rates. 

Below that is Yokohama Kahala. Kahala started operations during the COVID-19 pandemic and has been 
achieving steady growth. Although foreign tourism is still weak in comparison to Tokyo, conventions and other 
events are starting to take place, so we can expect further growth in operations. 
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Please refer to page 11. This is the medical segment. 

The top row shows the number of HIMEDIC units sold. As we managed to achieve an all-time high performance 
for Q1 and Q2 and see new products being introduced for Q3 and Q4, we can expect to see an all-time high 
at the full year level. 

The lower level indicates nursing homes. As we see a recovery in operations, reviews for product pricing and 
membership prices overall and restructuring of our management system, the ratio has changed from 1.5:1 to 
2:1. This is not to say that the quality of care has declined, but rather that the introduction of the hospice has 
meant that we can provide good care to those who need it. We have implemented these measures so we can 
efficiently operate to cater to people who don’t require such care. Additionally, by introducing routine 
procedures and other measures to review the level of care, we are significantly improving profitability and 
can expect all-time high profits in terms of the full year for the nursing home business. 
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Finally, please refer to page 12. As I mentioned earlier, we have revised our full year plan for the current fiscal 
year upward, with net sales to JPY202 billion, operating profits to JPY21 billion, ordinary profits to JPY21.2 
billion, and current net profits to JPY15 billion. 

I believe that we will manage to close the current fiscal year with sales and operating profits achieving targets 
for all segments. That concludes my summary. 

Moderator: That concludes the presentation. 
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Question & Answer 

 

Moderator [M]: We would now like to move on to the question-and-answer session. The question-and-
answer session will be conducted under the operator’s instructions. 

Operator [M]: We will now move on to the question-and-answer session. When it is your turn to ask a 
question and the moderator calls your name, please mention your company name and your surname, 
followed by your question. Please note that we will limit the number of questions to two per person at a time. 

Now let’s begin the question-and-answer session. Let’s start with Mr. Oda from SMBC Nikko Securities. Please 
go ahead with your question. 

Oda [Q]: Hello. My name is Oda from SMBC Nikko Securities. I have two questions. Please answer one 
question at a time. Since I think your performance for this fiscal year is very strong, I see that you started a 
partnership with DeNA to create Well Compass as you envision the near future. I think it has been about a 
year and a half since your partnership and I would like to know what the current situation is, including in terms 
of quantitative and qualitative aspects. I would also like to know when you plan for future expansion and 
monetization in terms of revenues. That is my first question. Thank you. 

Fushimi [A]: First of all, for the Well Compass project with DeNA, one of our goals is to make new proposals 
based on usage data, such as eventually attracting customers to the hotel as a group. 

Another one includes a major goal to cross-sell each other’s products, as our group members and products, 
along with DeNA’s products and customers, account for hundreds of thousands of people for health 
management. 

In the current situation, customer satisfaction for the medical examination division and examination 
consultation, as well as improvement and standardization of doctor’s diagnoses are agendas for the medical 
department. We have created and shared a model pattern and introduced it to improve overall satisfaction. 

Another is the proposal of tailor-made supplements based on the results of medical examinations, which we 
have already introduced. Although it’s not so significant in terms of overall performance, it is growing steadily. 
Rather than for new services, we are seeing results with successful contracts eventually doubling for online 
shopping, so while we conduct tests on these in various formats, we are considering how we can utilize them 
throughout our group. 

In quantitative terms, although we still don’t have anything to announce, we can see to some extent where it 
is heading. 

Oda [Q]: If it’s possible to add more details, could you describe the span or duration it might take to achieve 
profitability? I understand that it’s incurring costs because it’s in the developmental phase. Also, for the 
direction that you mentioned, what direction do you predict it to be heading? I would appreciate it if you 
could give me an estimate in years or a timeline of events if possible. I would be grateful for such details. 

Fushimi [A]: Although we can achieve profits in three years, I cannot predict the extent of the prevalence 
among all the hotels that I mentioned earlier, but I believe it would take approximately five years to show 
some effect. 

Oda [Q]: When you mentioned three years, you mean since the start of the partnership, correct? 
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Fushimi [A]: That’s right, from the third year. 

Oda [Q]: You see the effects paying off from FY2025, right? 

Fushimi [A]: Exactly. Okay. 

Oda [Q]: I see. Thank you. 

 

The second question, although there was no mention in today’s presentation, I believe you have revised the 
forecast upward for the next fiscal year due to favorable performance for this fiscal year, shown on the 
medium-term management plan’s targets on page 14 of the materials. 

Of course, I am well aware that this is the performance for the next fiscal year, so it probably doesn’t have 
very precise estimates, but if we look at the profit increase from the current fiscal year to the next one, it will 
have positive effects to a certain extent, whether for hotels or HIMEDIC, not to mention some deviations, 
such as deferred profits from membership. However, I personally suspect a little more potential growth in the 
current performance. 

This may be slightly early, but if you have any thoughts regarding the next fiscal year, please let me know what 
they are. That is my second question. 

Fushimi [A]: My first point is a slight concern over the product inventory, but as I mentioned earlier regarding 
the Kanazawa hotel being a domestic project, we can advertise in the Tokyo, Nagoya, Osaka regions. If we 
consider the current inventory based on these situations, I believe we can achieve results that perform at 
least on par with this fiscal year’s. 
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Also, in the operation division, I am not concerned about the operation itself. Although the annual 
membership and other fees won’t show any effects in the next fiscal year, they will pay off from H2 or the 
end of the next fiscal year. We are also considering another price review, which may have only a slight effect 
on the next fiscal year, but I think it will be a positive factor. We have been focusing on hiring foreigners to 
prepare for the next fiscal year’s opening, as mentioned earlier. As we see difficulties hiring new graduates, 
we are concerned about how much personnel costs will incur. 

In the medical division, we can see the situation of our human resources to some extent, thanks to our efforts 
to review various management systems mentioned earlier. Therefore, I do not think there is any major cause 
for concern here, but rather a positive factor for this fiscal year. The greatest part overall lies in how much 
growth we can achieve. In terms of the operation division costs, we see some uncertainties. 

Oda [Q]: I’m sorry to ask you while you’re providing additional details, but aside from what you’re explaining, 
I believe you have factored in the expense increase for this fiscal year’s bonuses, wage raises, and 
disintermediation, while certainly estimating bonuses and wage raises. I see that you managed to invest in 
human resources for the disintermediation of hotels to some extent as planned and wanted some insight into 
whether they are utilized as investments or otherwise. 

Fushimi [A]: To be honest, our goal is to achieve zero disintermediation throughout this fiscal year, which 
progressed less than half at the time of H1. The realization rate is about 40%, but to achieve 40%, we must 
not forget that the costs to address such disintermediation are already calculated into H1 of the fiscal year. 
These are not expected to suddenly incur at the start of the next fiscal year. 

We are now planning to definitely achieve 90% in H2 of the fiscal year, and of course, we have expected these 
costs in the H2 forecast of the current fiscal year. Therefore, we do not expect the cost to suddenly surge in 
the next fiscal year. 

Oda [Q]: In that case, would it be correct to assume that you won’t work on the situation during H2 of this 
fiscal year? 

Fushimi [A]: That’s right, so that includes new facilities. 

Oda [Q]: I can see that. 

Fushimi [A]: Yes, that’s the big part of it. 

Oda [M]: I understand. Thank you very much for the detailed explanation. That’s all from me. 

Moderator [M]: Thank you. Next, Mr. Kuwana of Mizuho Securities, please go ahead with your question. 

Kuwana [Q]: Hello. My name is Kuwana of Mizuho Securities. Thank you for your explanation. I would like to 
ask two questions. 

First, let me ask you about your thoughts regarding passing on costs. The prices have been raised by about 
5% since June of this year, and I understand that this is a move to reflect the prices with the increase in 
construction costs. With individual construction costs continuing to rise afterward, I was wondering what 
percentage of price hikes you think are necessary. Also, looking at the contract volume after this significant 
price hike, I want to know how you view the possibility of passing the costs to an extent that exceeds the 
increase in construction costs. That is my first question. Please answer my first question. 

Fushimi [A]: Regarding passing on the costs, the individual construction costs for the SANCTUARY COURT 
series in Takayama, Lake Biwa, and Nikko have certainly changed considerably, but as I may have explained 
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earlier, we have considered switching or cross-utilization to absorb raw costs without implementing price 
hikes to some extent, resulting in a slight decrease in gross profit margin. 

That is why we implemented this 5% hike overall. However, as you mentioned, there are still some areas 
where raw costs are rising, so we plan to conduct another price review for Kanazawa in the next fiscal year 
and beyond. However, in terms of price hikes to meet rising raw costs, we are considering the general 
feasibility of price limits within the market. We must consider these price limits when setting the fees for 
membership rights. 

I will also explain medical services. We have also reviewed the price of memberships for HIMEDIC several 
times in the past and we are currently considering a price review early next year to coincide with the timing. 
However, we still haven’t factored that into the next fiscal year. I hope you understand. 

Kuwana [Q]: I see. Thank you. 

My second question is, in terms of the joint development of nursing homes with Mitsubishi Estate, what is 
the status of your contract? What kind of benefits do you expect in your partnership with Mitsubishi Estate, 
such as the case where you operate the property they own, acquire properties with very favorable location 
conditions by partnering with them, or how they can introduce customers to you? That is my second question. 

Fushimi [A]: Since we have been focusing on resorts, the largest benefit lies in acquiring information regarding 
good properties in such urban regions. For nursing homes in particular, when considering purchasing 
apartments, there are not many advantages over condominiums in terms of profit rates toward initial 
investments from a short-term perspective. If there are condominiums that sell poorly due to conditions, such 
as poor access to roads or the distance from nearby stations, they would be ideal for nursing homes. One of 
our greatest advantages is that we can receive such information in a broad perspective and a timely manner. 

Another factor is that since Mitsubishi Estate has a major brand, they are an attractive presence in the market 
when it comes to development and they offer reliability. Although we basically consider a residence catering 
to our group members, Mitsubishi Estate has formed a group of clientele based on their expertise and we 
believe it would be significantly advantageous in terms of marketing if this clientele further expands. 

Mitsubishi Estate will be involved in operations, which we will continue to bear responsibility for. Therefore, 
I cannot disclose any details regarding development, since several factors haven’t been determined yet. 
However, we intend to develop property by deciding on our respective roles and let Mitsubishi Estate sell 
them eventually. I believe this will lead to generating a certain amount of profit. 

However, we do not intend to end this project with the sale of the property and hope to discuss with 
Mitsubishi Estate on how to operate them, such as through trusts or third parties, for which we already have 
a partner candidate. We are planning a press release under a partnership with Mitsubishi Estate and hope to 
determine specific locations and concepts that meet such locations, specifying brand targets that we plan to 
work together on for the second phase. We hope to fill you in on these details once we can determine the 
right time for a press release for this second phase. 

Kuwana [M]: I see. Thank you. 

Moderator [M]: Thank you. Next, Mr. Sekine of Daiwa Securities, please go ahead with your question. 

Sekine [M]: My name is Sekine of Daiwa Securities. Can you hear me? 

Fushimi [M]: Yes, I can hear you. 
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Sekine [Q]: I have two questions for you. 

The first one is regarding the hotel pipeline. I understand that Nikko has been selling well in advance of 
schedule and that you plan openings in Kanazawa and another one next year. Considering the current 
operation status, I suspect there are some limitations in the future for acquiring staff by only leveraging your 
pipeline. That is how I see your membership business. 

I believe that you are planning to increase the number of memberships in the future on an annual basis in 
advance. Is it correct to assume that human labor plays the most important role in terms of limitations for 
membership? Or do you have enough manpower to take about two per year? 

Fushimi [A]: First of all, the pipeline for Kanazawa has already been decided, whereas potential locations in 
the Tokyo, Nagoya, Osaka are also decided. We have four locations that have specific designs and contract 
details. Therefore, I think that we can introduce several properties in the next fiscal year and the year after 
that to some extent. 

Regarding manpower in the membership business, as mentioned earlier, new channels have been established 
for advertising membership, and productivity is improving. Therefore, I believe we can fully absorb the growth 
from here. However, the problem lies in management and we need to prioritize efficient operation in the 
future and proceed to another phase in design. 

One of the things we are trying to do is to reduce the turnover rate, which is also the same for hiring. Our 
turnover rate in the hotel division stands at an annual 10%, which is very well within the industry. Depending 
on the region in particular, it is 5% for regional employees and there is potential for this to further decrease. 
There are various criteria for regional employees and we hope to expand them. Other than the wage raises 
and bonuses mentioned earlier, we are investing in various areas, including dormitories. Once we implement 
these measures, I believe we can lower the turnover rate to 3% or 4%. 

Regarding the employment of foreigners mentioned earlier, another factor is the issue that lies in our overall 
branding, which focuses on the elderly among rich and some middle-class clients and hope to change our 
marketing strategies toward certain targets through advertising activities while monitoring costs in the future. 
That is how we are planning for the next fiscal year. 

Sekine [Q]: I see. The other is about capital efficiency. You have set a target level of 12% for ROE and believe 
you have achieved sufficiently high levels of profitability just for this fiscal year. If you consider your future 
plans, your performance far exceeds the medium-term management plan that you issued at the start of the 
year, even if you include buybacks as you improve capital efficiency. In that sense, in addition to the areas 
that are included in the plan, could you please explain how you envision your company? 

For example, since you run a business where you utilize your assets, I understand that you invest in costs and 
make use of your balance sheet. Please let me know if you have any particular strategies in mind, such as 
starting a business type that doesn’t require any assets for the mid to long term, or your desire to improve 
profit rates. That’s all. 

Fushimi [A]: Regarding ROE, the previous figure was also 12.2%, which exceeded our initial target. Although 
there will be some fluctuations in the future, we are basically aiming for at least 10% and aim for 12% or 13% 
while improving capital efficiency. 

In terms of assets, the current payback from investments for medical services regarding memberships, 
HIMEDIC, and nursing homes is not as great as hotel memberships. However, the HIMEDIC business, when 
combined with membership, would take roughly two years to complete payback. One of our goals is to achieve 
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profitability in operation in roughly five or six years. Conventional nursing home-type residences will become 
asset-forming businesses in the future. That is how I see the current trends. 

I believe that capital efficiency can be further improved by introducing various schemes, such as the trust 
scheme I mentioned earlier, or switching to those trust schemes for group members, Specifically, if you want 
to know if I have a personal goal, I don’t have specific ones right now. 

Sekine [Q]: I see. In that sense, just like with the share buybacks in Q1 of this fiscal year, is it correct to assume 
that you will continue to strengthen shareholder returns if business conditions permit? That is what I wanted 
to confirm. 

Fushimi [A]: We would like to implement this when we have such opportunities. 

Sekine [M]: I see. Thank you. 

Operator [M]: Thank you. 

We are currently accepting questions. If you have any, please let us know. Although we still have some time 
left, we will conclude the question-and-answer session, as there are no further questions. 

Moderator [M]: That concludes Resorttrust, Inc.’s financial results presentation for Q2 of the fiscal year 
ending March 2024. Thank you very much for your participation. 

Fushimi [M]: Thank you. 

Moderator [M]: Thank you. 

[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [Inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
20 

 

Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company’s most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2023 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 


