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Presentation

Operator: Thank you very much for your patience, everyone. We will now hold a conference call for the
third quarter of the fiscal year ending March 31, 2022, for Resorttrust, Inc.

Upon starting, we would like to ask for your cooperation. To prevent feedback, if there are any
communication devices such as cell phones nearby, please turn them off or move them away from where
you are. Please note that if there is excessive feedback during the conference, the conference may be
interrupted with the approval of the organizer, and we may have to call out to the relevant participant.

| would now like to ask Mr. Makino, IR Manager, to begin.

Makino: | am Makino from the IR Department of Resorttrust Inc. Thank you very much for joining us today
for our third quarter earnings conference call.

Today, at 3:00 PM, we will be announcing our financial results along with two releases. One is about the
joint venture with DeNA, and the other is about the policy of selling Hotel Trusty.

Today, President Fushimi will explain about these and other matters. Please have the financial results
presentation materials ready at hand. Thank you, Mr. President.

Fushimi: This is Fushimi from Resorttrust, Inc. Thank you very much.

RESORTTRUST GROUP

MDMembership sales: Record contract volume in the nine-month period
3Q FY2021 : (Hotel) 55.9 billion yen, (Medical) 5.6 billion yen

=The contract volume of 30.6 billion (for about 6 months) for the new product “SANCTUARY COURT TAKAYAMA™, which was launched
for membership sales on June 21, led the overall performance. The contract volume was 10% higher than the previous record of 50.7 billion
in the nine-month of FY2015 (when Ashiya Baycourt Club was launched). For the full year, the company plans to post 9.8 billion contracts,
8% higher than the record high of 64.8 billion in FY2015. (77.3 billion yen including medical and golf)

*Medical memberships also reached a record high of 5.6 billion yven, 19% higher than the 4.7 billion yen recorded in the same period last vear.
Record high level expected for the full vear as well.

*The number of group members increased by 4.989 in the nine month of the vear (at a record high pace). *The ratio of new contracts also rose
significantly.

Hotel and restaurant business turned profitable in the first half. For the
Oct-Dec period, about 1.8 billion ven was further added in operating
income.

*During the Oct-Dec period in the current fiscal vear when the state of emergency was lifted, occupancy rates of XIV hotels exceeded those in
pre-COVID-19 times (FY2019) for the third consecutive month.

<Feb. 14 press release>

{OResolved a policy to transfer some facilities of ""Hotel Trusty", a hotel for the
general public

{Concluded a business alliance in the medical business with DeNA Co., Ltd. and
established a merger company.

=Operations of 6 facilities out of 9 facilities of Hotel Trusty will be discontinued in March 2022. Extraordinary income is expected to be
recorded in the next fiscal year ending March 31, 2023.

DX was promoted mainly in the Medical business. For strengthening IT solutions. a business alliance was agreed to establish a joint venture.
(Please refer to p.18.)

For promoting the medium-term t plan Rolling Plan centering on the “membership model,” from now on we will focus on the
business areas in which Group synergies are further expected. We will embody our identity of staying close to customers’ life, through
enhancement of healthcare and senior lifestyle. 9]

| will start with a summary of the third-quarter financial results. Please see page two.
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First of all, in this third quarter, we were able to achieve a record-high contract volume for membership
sales in the first three quarters of the year. We have JPY55.9 billion in hotels and JPY5.6 billion in medical,
both at the highest levels.

In particular, the contract volume for SANCTUARY COURT TAKAYAMA, a new product launched on June 21,
was JPY30.6 billion. This JPY30.6 billion in about six months was the driving force behind the total. In terms
of hotel contract volume, we achieved a 10% increase over the previous record of JPY50.7 billion in the third
qguarter of 2015, which was when the Ashiya Baycourt Club was launched. For the full year as well, we are
currently forecasting JPY69.8 billion, 8% above the record high of JPY64.8 billion.

In the medical membership field, we expect to achieve a record level of JPY5.6 billion for the full year, 19%
higher than the record level of JPY4.7 billion for the same period last year.

The number of group members increased by 4,989 in the first three quarters, also at a record pace, and
membership subscriptions continue to be very strong.

In the hotel and restaurant business, we were initially struggling. We returned to profitability in the first half
of the year, and in the October to December period, we increased operating income by approximately
JPY1.8 billion. Last year there was the GoTo campaign, with which we were able to overcome the situation,
and we can see a noticeable recovery trend in the occupancy of membership hotels. After the state of
emergency was lifted, the occupancy rate at XIV hotels exceeded that of the previous two years for three
consecutive months in the October to December period.

Also, as mentioned earlier, and | will also explain this later, we have decided to transfer some of the facilities
of the Hotel Trusty, which is aimed for the general public, as we have simultaneously issued a press release.
We have also established a joint venture with DeNA Co., Ltd. for a business alliance in the medical business,
which | will explain later.

For the Trusty, six of the nine current Hotel Trusty facilities will cease operations in March 2022.
Extraordinary gains are scheduled to be posted in the next fiscal year. With regard to DeNA, we will be
promoting digital transformation centered on the medical business, and we will be establishing a joint
venture company through a business alliance to strengthen IT solutions, which | will explain later.

While in the middle of the pandemic, the overall plan is to select and focus on business areas where we can
expect more group synergies in the future, all promoting the medium-term rolling plan that centers around
the membership system. We would like to realize our identity as a Company that contributes to the lives of
our customers through health management and the enrichment of senior citizens’ lives.
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1ber) RESORTTRUST GROUP

lilion ven

2019/12 2020/12 2021/12 YoY Change

(results) (results) (results) Difference FY2019
Net Sales 123339 130,572 119,493 (8.5%) (3.1%)
Operating Income 11,035 15,350 8,859 (42.3%) (19.7%0)
Ordinary Income 11,500 17.320 11,333 (34.6%) (1.4%)
Net Income 7.104 9.669 8,554 (11.5%) +20.4%
Evaluated net sales 131,269 110,494 135,325 +22.5% +3.1%
Evaluated Operating Income 13,627 4.655 16,121 +246.3% +18.3%

=YoY Difference=

+In hotel operations and other operations, self-restraint from personal consumption due to the spread of COVID-19 infections had an impact on
our business in the nine-month period under review. During the Oct-Dec period, however, hotel operations recovered mainly for membership
hotels. In addition, membership sales continued to remain very strong mainly for SANCTUARY COURT TAKAYAMA, which began in June.
+In the nine-month period under review, accounting figures for net sales and each income decreased, as real estate income (net sales of 20.1 billion
yen, income of 7.1 bglion ven) that had been deferred t%r sales in FY2019 was recorded in a lump sum when YOKOHAMA BAY COURT CLUB
opened in September 2020.However. evaluated net sales and evaluated operating income, indicators of real performance for the six-month period
under review excluding the effectsof deferrals, etc.. increased significantly from the previous year.

< Change FY2019 >

*Compared to pre-COVID-19 times (FY2019), the negative impact on occupancy rates was large mainly for facilities for general customers in
hotel operations; however, evaluated net sales and evaluated operating income, indicators of real sales performance, were higher than those in
FY2019, as membership sales increased significantly.

*Income attributable to owners of parent is labelled as “Net income™ in this document.

[Evaluated Net Sales/Operating Income]  *Please refer to p.42 for the method for evaluation calculation. \

- Realization of revenue upon opening of YOKOHAMA BAYCOURT CLUB in the previous fiscal year (net sales of 20.1 billion yen, income of
7.1 billion ven), unrealized revenue from sales o IA in the current fiscal year (net sales o illion yen deferred ,income of 5.5
billion ven deferred), etc.

*Figures calculated on a sales evaluation basis after deducting accounting factors specific to the spread of COVID-19 infections as well as the
effects of deferral of revenue from real estate sales and realization of the deferred revenue upon opening the facilities. Adoption of new
accounting standard in the current fiscal year is not a temporary factor; however, evaluation was conducted using the same standard as in the
\ past to compare with figures in the previous years.

3

Now, please take a look at the financial highlights on page three.

The actual results for the fiscal year ending December 31, 2021, are net sales of JPY119,493 million,
operating income of JPY8,859 million, ordinary income of JPY11,333 million, and net income of JPY8,554
million.

While these haven’t surpassed numbers from last year or the year before that, in terms of evaluated sales
and operating income, which shows actual performance that has equalized deferrals, evaluated sales were
JPY135,325 million, up 22.5% from the previous year and up 3.1% from the year before, and evaluated
operating income was JPY16,121 million, up 246% from the previous year and up 18% from the year before.
As | mentioned earlier, SANCTUARY COURT TAKAYAMA has the highest contract volume ever and, as a result,
valuation sales will continue to be strong in the same way.

As for deferred profit, as | have explained many times before, the timing of recording real estate income is
the most significant part of this. Thus, we have a standardized evaluation of contract amounts, deferred
items, and items to be deferred next on a merit basis as an internal evaluation standard, so | hope you can
understand this.
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RESORTTRUST GROUP

(Million yen)

20203 2021/3 2022/3 ToY Change

(results) (results) (revision targets) Difference FY2019
Net Sales 159,145 167,538 153,000 (8.7%) (3.9%)
Operating Income 11,652 14,707 8,000 (45.6%) (31.3%)
Ordinary Income 12,476 17,647 9.600 (45.6%) (23.1%)
Net Income 7,135 (10,213) 7,000 +17.213 (1.99%)
Evaluated net sales 169 665 147 460 173,600 +17.7% +2.3%
Evaluated Operating Income 15,029 4,009 16,800 +319.1% +11.8%

=<YoY Difference=

Net sales, operating income, and ordinary income decreased due to realization of deferred revenue in the previous year upon opening of
YOKOHAMA BAYCOURT CLUB; however, evaluated operating income, an indicator of real sales performance, is expected to improve
substantially. Most recently, there are no changes in the forecasts.

< Change FY2019>
Evaluated net sales and evaluated operating income, indicators of real sales performance, are expected to be higher than those for 2019.

*Income attributable to owners of parent is labelled as “Net income™ in this document.

[Evaluated Net Sales/Operating Income] *Please refer to p.42 for the method for evaluation calculation.
*Realization of revenue upon opening of YOKOHAMA BAYCOURT CLUB in the previous fiscal vear (net sales of 20.1 billion ye

income of 7.1 billion ven), unrealized revenue from sales of TAKAYAMA in the current fiscal vear (net sales of 18.8 billion yen deferred.

income of 7.0 billion ven deferred). etc.

+Figures calculated on a sales evaluation basis after deducting accounting factors specific to the spread of COVID-19 infections as well
as the effects of deferral of revenue from real estate sales and realization of the deferred revenue upon opening the facilities. Adoption of
new accounting standard in the current fiscal year is not a temporary factor; however, evaluation was conducted using the same
standard as in the past to compare with figures in the previous years.

Next, on page four is the forecast for the full year.

We have not made any changes to our November upward revisions of net sales of JPY153 billion, operating
income of JPY8 billion, ordinary income of JPY9.6 billion, net income of JPY7 billion, evaluated net sales of
JPY173.6 billion, and evaluated operating income of JPY16.8 billion. We currently expect an outcome as
originally planned.
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RESORTTRUST GROUP

< Accounting Base > (Malon yeu)
2018/12 2020112 2021/12
(resuls) ok P— YoY Change Change FY2019
Membership Sales 30.053 55,219 31,355 (43.2%) +4,3%
Operating Income 10,512 19,271 9,638 (50.0%) (8.3%)
Hotel and Sales 63,607 45,710 56,018 +22.6% (11.9%4)
Restaurant  |Operating Income 2,130 (2,650) 1,923 14,573 (9.7%)
Medical Sales 29177 29.128 31,593 + 8.5% + 8.3%
Operating Income 4,441 4,193 4,138 (1.3%) (6.8%)
: 2019/12 2020112 2021/12
< Evaluation Base> ks ey P YoY Change Change FY2019
Membership Evaluated net sales 37,983 35,141 45,660 +29.9% + 20.2%
Bvaluated Operating Income 13.104 12,129 15,378 +26.8% + 17.4%
Hotel and Sales 63,607 45,710 56,018 +22.6% (11.9%)
Restaurant Evaluated Operating Income 2,130 (5,878) 1,923 +7.802 (9.7%)
Medical Evaluated net sales 29,177 29,128 33,114 + 13.7% + 13.5%
Bvaluated Operating Income 4,441 3,868 5,659 +46.3% + 27.4%

*Mambership: Adjusted for deferred sales and income on real sstate portion of revenue from sales of unapened properties (added, this pericd: Takayama). Adjusted for realization of deferred sales and
income acrocs periods upon opening of facilities (deducted Previous period:Yokohams)

*Hotel and Restaurant/Medical: Deducting the effect that fived costs and other expenses incurred during the closure in 3Q FY2020 were recorded as extraordinary losses (including the effect in selling,
general and administrative expenses)

*Medical/Membership:Deducting the nezative effect of adoption of new revenue recognition standard in 3Q F¥2021 (calculated by the previous method)

=YoY Difference=

Evaluated net sales and evaluated operating income, indicators of real performance for the nine-month period under review, significantly increased
year on year in all the three businesses.

=Change FY2019=

Similarly, on the evaluation basis, performance of the Membership and Medical segments significantly exceeded. In the Hotel & Restaurant segment,
net sales and income decreased by about 10% compared to pre-COVID-19 times due to large impacts of non-membership hotels.

*Breakdown of consolidated figures including the “Other” and “Head Office™ classifications is shown in p.32. 5

Next, page five is by segment. | will explain the three main business segments.

First, in the Membership segment, sales were JPY31,355 million and operating income was JPY9,638 million.
This is the part of Yokohama's deferred profit that was recorded in a lump sum in the previous year, and the
part of Takayama, our mainstay business, that was shifted from this year's contract amount to the next
month or later, so it is negative compared to the previous year and the previous two years.

However, on an evaluation basis, sales and profits were very strong, with sales of JPY45.666 billion and
operating income of JPY15.378 billion, up 29% from the previous year and up 20% from the previous two
years.

In the Hotel and Restaurant business, sales are the same on an accounting basis and an evaluated basis,
JPY56 billion, and operating income is up JPY4.57 billion from the previous year. When all of these are
recalculated into SG&A expenses, we see a significant recovery of JPY7.8 billion compared to last year.

In the Medical business, sales were JPY31.5 billion, up 8.5% from the previous year, and operating income
was JPY4.13 billion, down 1.3%. In the Medical business, however, the revenue recognition was changed in
the previous fiscal year, and the admission fee for HIMEDIC was recorded in eight installments, so only one-
eighth of the amount was recorded.

Considering these figures, net sales were JPY33.1 billion, up 13%, and operating income was JPY5.65 billion,
up 46%. With new membership applications doing well, and membership fees increasing due to more
members, as a result, we are well on track to achieve our performance targets.
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nine months

RESORTTRUST GROUP

Contract value of hotel memberships remained very strong mainly for the new product, SANCTUARY
COURT TAKAYAMA, whose membership sales began in June 2021, hitting a new record high for cumulative
third quarter (previously, the highest was 50.7 billion yen in 3Q FY20135, when sales of membership of
ASHIYA BAYCOURT CLUB began).

HIMEDIC membership sales as well remained strong, also hitting a record high for cumulative third quarter.

70 7f @ HIMEDIC 3Q m HOTEL 3Q ’—

60

50

PPNy ;e i 1 SN 77
30 +

20 -+ 40.7 39.5 38.7 42.4 a41.2
SRERE
0 =

3Q FY2016 3QFY2017 3QFY2018 3QFY2019 3QFY2020 3QFY2021

(Billion yen)

“SANCTUARY COURT
TAKAYAMA”

(Staed sallng ip on June 21,
2021). As of Dacember 31, Contract
‘value - 30.6 Billion van

Next, please see page six.

This is the contract value that | mentioned earlier, showing our actual performance base, and it has been
very strong, especially in Takayama, and we have set a new record as | mentioned earlier.

In the third quarter, HIMEDIC also continued to perform well. What | can say is that of this JPY55.9 billion,
JPY30.6 billion is accounted for by Takayama, which is partly due to it being a new product, but also because
Takayama has sold well not only in Nagoya but also in the Kanto and Kansai regions, leading to this volume.
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nbership launched

RESORTTRUST GROUP

‘4 Contracts (in December)

* Number of Members Final Target : 4,356 members (Ifall
are sold as 10-stay night products)

+Contract amount 30.6 billion yen. (as of the end of
December) (Progress rate of contract was about 57.6%)

<Ratio by region (branch)> <Membership subject>

“SANCTUARY COURT TAKAYAMA ART GALLERY RESORT ” Overview
Start of sales TJune 21, 2021

Scheduled date of opening  ; March 2024

@ Total number of rooms 121

. i . Hida-Takavama Museum of Art, Italian restaurant , Takya W Yokohama :
S.’\.\CI:-;:I:iM(‘:OL RT Supplemental facilities Japanese restaurant, Bar, Spa, Treatment Salon, u Nagayz Osaka  Gorporztion W Personal
PP r—— Exhibition room, Executive Room, Boutique etc.

¥7.37 million(annual 10 stay
nights-type)}~¥34.79 million(anrmual 20 stay nights-type)

“ .

MMembership price

Hotel~ Recaption Art gallery.~ Galle's forest~ Art nowveau Art gallery.~ Robby
: “SANCTUARY COURT” Overview
’1“33_1?51 l[;?:latl;’i!é: - : 4 COVID-19 Countermeasures — s e e o
2 electric vehicle chargersto . i isvalidForm . Land: General fixad ternm land lease right, building: it ovmarship
reduce electric energy use and CO2 emissions, Rednce i tczs gf]fe;sog o of rights (same as bafors) = = s
use of geothermal heat via well water. adopt E;:T;m i G Number of
total heat exchangers, etc. ) i . o stay mights +anmmal 20 stay nights-type: 1 room/availzble to 18 members
~Layout to support in-room dining gran -anmaal 10 stay nighte-type: | room/available to 36 members

. Aiming for regional vitalization and (install dining tables in some guest e
revitalization rooms) BN e of sy mishis s mvrlableb
The museum attached to the hotel exhibits = All seats in Japanese restaurants ﬂ,m'fgl e qp I;’:ggtm E;: 5?13\? ani:i B;S.Tﬁ"cm
artworks mherited from the former Hida- are semi-private, and Italizn exchange i
Tak'aym qusgum of At Forthermare, ” restaurants have terrace seating jamalichts »Use of a certain number of stay nights through using the
spaces are provided for young artists to exhibit % for staymiehts  floating system without losing righfs is possible, only for use

eir works i museums and other places to "té =Install an outdoor viewing area m,m,_é‘m of facilities with membership. (amual 20 stay nights-type:
support their development. (<=0 | (:loy terrace) on the roof s upper I1{1} uﬁ%ﬁ e R T S AT DR

The seventh page shows the characteristics of Takayama.

It is located in Hida Takayama and is a medium-sized facility with 121 roomes. It features the concept of “art
gallery resort,” incorporating the Hida-Takayama Museum of Art, which was awarded three stars by
Michelin. Of course, we are fully taking into account the SDGs and measures to prevent coronavirus
infection, and in the upper right is the status of contracts up to the end of December, with 4,356 members.

As of the end of December, 57.6% have been sold in about six months, which is also a record-high pace. As |
mentioned earlier, the sales by region are very well balanced between Tokyo, Yokohama, Nagoya, and
Osaka, with Nagoya being the most popular of course, but Kanto and Kansai are also selling well.

One of the features is that 81% of the memberships are corporations, which are a fixed-term, fixed-rent
product, meaning that expenses can be recorded. Another big reason is that the new target has expanded.
In addition, there is the floating system, meaning that if there’s an availability you can stay for five nights per
month, giving you the right to use the room for about 60 nights per year. We believe that this has had a big
impact on corporate benefit packages, and has led to the success of the product.

The members of the SANCTUARY COURT, of course, have not been able to use the hotel yet, so they are
using other facilities with various vouchers. The high rate of corporate members might be the reason, but
when doing the conversion, they are using about 10 nights per year, or about 30% more than average.

In the past, when we opened a facility, we could not take reservations for a year until Rikyu series . However,
since the introduction of the Baycourt series, membership has been very strong but occupancy has not
increased. With the new SANCTUARY COURT product, we believe we have created a product that fully
utilizes our strengths in both membership recruitment and securing occupancy. Therefore, in the future, we
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are planning to develop Kansai and Kanto properties that we are currently planning with the Sanctuary
Court series.

RESORTTRUST GROUP
(Members)

10,000

186,032 191021

190,000
1R RS20 - 9.000
171,983 133,722
169,226 &
170,000 2 + 8.000
155,679
145,426 7,000
150,000 144225
139,203
133,686 136,202
130,000
110,000
4 45 year exceeded
Q0 000 % that for the full
- year 3
previous fiseal
(Reference: Dashed line)- - -Right axis
70,000 Trend of the number of members of the current mainatay
products (XIV, Baycourt, HIMEDIC,KAHALA) 1,000
50,000 - 0
2009/3  2010/3 20113 20123 201%3 2014/3 2015/3 2016/3 20173 2018/3 20193 2020/3 2021/3 2021112
M
Sanctuary cowmt Baycout HIV Sun Members Golf Medical Cruiser EAHALA Total
202173 - 23,533 77,789 19,789 29,960 23.81% 392 731 186,032
TIECTTENT
202112 2,305 23,723 79,119 28,762 30,104 25,675 410 833 191,021 [KAHALASTAEA
YAMA
Chmge 2,393 +170) 1,330 1,027 144 1,857 +1g] 102 +4,989 s 54,
April- December 2021 +2.353 #17 +1,; (1,027) + +1,857 " £102 X 5,854
_'lprij—I?elca;i:mm —| +1,483 (487) (1,272) (lD’| +1,498 +9) +101] +2,312 [ '—S:Sgii
*For cases in which members are in possession of multiple memberships, each of the memberships is counted as one member 8

Page eight shows the number of members.

Currently, we have 191,000 members, which is a steady increase in the number of members. One of the
features of this year's event was the increase of 2,300 new guests at the SANCTUARY COURT, as well as the
high rate of new guests, which means that we were able to increase the number of guests at Baycourt and
XIV, which we also sell. In particular, 1,300 people for XIV, and the fact that it is selling well while selling
SANCTUARY is a big feature. Of course, we were able to achieve a significant increase in the number of
medical members, with 1,857.
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Model”

RESORTTRUST GROUP

. : (1) Increase in the number of customers (members) New sales ratio (ratio of units sold other than by switching or
: ;l : k additional purchase)
e " e
: E =4 New membership subscription routes, channels, 60.0 T Sales were centered on XIV, not Baycourt. Also
R product enhancement, contract numbers rising due to new product expansion. -
' g ran | (contract values), improvement of contract 0 - -
P s efficiency ’
: = : : = Sales strategies, use of digitalization 00 L
==t '
Eog=
. (=T 45.0
S8 +
=R E-E Expansion of targeted 400
:B =i customers and development
e s L areas (Kanto, overseas) 50
: =3 = Brand strategies,
LR enhancement of recogmtion 200
ing: () FY2017 FYa018 FYa019 FY2020  30FY2021
102!
el ; -
: E = Expansion of sales channels and improvement of
0 a contract efficiency o )
H 19 251 Progress of contract values using Referral contracts (via hotels, financial [Digital mketmg]
oz digitalization($ month) intitutions, ete.)(9 monthz) Use email newsletter and other means to
Pz 1800 14.00 = o e contribute to efficient sales activities based
1= E i e e SR on customers’ interests and desired timing.
P Sisoo - lsaan Targeting 8.0 billion yen in the final year of
i ’ the Rolling Plan.
ananns] B8.00 -
4.00 ]
6.00 [Increase in referral contracts)
4.00 Number of referral contracts via hotels,
2.00 4 financial institutions, and other organizations
200 . —| | has increased. Significant progress compared
0.00 0.00 to the last two years.
Eiscs Ele) Ele] 3aQ e
(billion (hillion 30 3Q 3Q
v FY2019 0 FY2020 FY2021 yem) FY2019  FY2020  Fy2021 9

Next, please see page nine.

As an initiative to increase the number of new customers, as | mentioned earlier, we have been working on
enhancing new membership subscription routes and channels, and regarding sales strategies we have been
using digitalization. In addition, we have been continuing to expand targeted customers and development
areas, and the reason why the customer ratio on the right is doing so well is that, as | mentioned earlier, we
have been able to capture new target groups with our new product.

In addition, in this new channel, as you can see on the bottom left, we are utilizing digitization, which is sales
via the web using mail magazines, et cetera, and this has grown by about five times in three years to over
JPY6 billion in contract volume. | feel that we have a lot of potential here.

As for customer referral contracts from hotels, financial institutions, et cetera, and new customers from
other non-sales information, these contracts have tripled, growing to just under JPY12 billion in three years.

As a result, the sales methods are now well established, and our market share is expected to increase
further. | believe that these developments are helping to compensate for some of the limitations we faced,
such as our sales staff being unable to meet with customers during the pandemic.
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ies (contract value basis)

RESORTTRUST GROUP

+ During the period of the before the last medi term t plan (April 2008 to March 2013) when the Group postponed development in
view of the collapse of Lehman Brothers and the impact of the earthquake, inventories shrank.

+ During the period of the previous medi term t plan (April 2013 to March 2018), inventories temporarily increased to over 160
billion yen as the Group accelerated development and sales in resp to the acc lated d d

+ Inventories decreased about 120.0 billion yen three years after the current medi term t plan was launched. The Group has sales

inventories amounting to over 45.0 billion yen as of December 31, 2021, sufficient for 1 years. (Not including the KAHAT.A Club Hawaii)

The next item is inventory on page 10.

Excellent Hospitality Plan ———— - —
180.0 - (10%.4:“;5]::3) _)‘_ et AP 03 4~ 2018.0) _)'(__;— “Connect 50” ——
} ot = SANCTUARY COURT
160.0 : . 5 TAKAYAMA
| i H = Yokohama Baycourt Club
! ] 1
140.0 i / -'-:_ :'.,_ B Laguna Baycourt Club
120.0 1 ; = XNV Rokko 5V
3 ¥ Ashiya Baycourt Club
100.0 . 1 3
/ 14 = XN Yugawara Rikyu
i B, . .
80.0 | f B XN Toba Bettei
| A ‘ | ‘ SANCTUARY COURT
60.0 - e i ™ TAK! A
i ‘ . { Sold during the period in this FY
200 {1 F—1—1 K - N
200 -
% I b — B —
= i y = h
0.0 - i T * Not included
(Billionyery) 2011.3 20123 2013.3/ 2014.3 20153 20163 20173 2018.3/2019.3 2020.3 2021.5 2021.12 The KAHATLA Club Hawaii
0

Regarding inventory, Takayama was completed in this period and 60% sold. In addition, XIV properties,
especially Rokko and Yugawara inventories have been decreasing. Until now, these haven’t decreased, but
with Baycourt leading the pack, these have all decreased. This spring, we will start accepting applications for
new products, and we hope to bring inventory to a reasonable level.
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ule(~FY2023)

RESORTTRUST GROUP

(Membership resort hotel) In ideration of the i Y si i roperties for sale will be anded in the Chubu, Kanto and Kansai regions between
FY2021 and FY2023. While maintaining a constant development pace in line with sales plans, the scale of gnest room numbers will be somewhat smaller
than before on average. Aim to realize destination hotels, where guests can relax in hotel rooms and the hotel stay itself becomes the purpose of travel.
(Medical examination club on a membership basis) Plan to expand the capacity of existing facilities through the extension of floors and other means at the
Nagoya facility, and to open new facilities in Kanto in FY 2023 and in Kansai in FY 2024.

@ Commencement of business and acquisition
@ Commencement of sales

<Sales and business commencement schedule_Februaryr 14, 2022>

LD ITTECTD FUTTENED T Previous medium-term management plan— Current medium-term management plan

plan Next40 Connect 50 [Connect50 1Relling plan
Fiscal year 213 | 2014 | 2015 | 2016 | 2017 2018 2019 2020 2021 2022 2023
o b ° p ©
x|V Toba|Batte ‘Yokohama Baycourt Club
@ == i -
Sales and AV Yugawara Riky The KAHALA Club Hawai
business Membership [ ] | —
commencem | reson hotels )\-"FiY‘H"'fr irt Club T.akayam plan) ¢
nt schedul
L STISCEs & WS
] | — Kansai
Uaguna Bdycourt Club & | —
Luxury hotel OTHE kaHAL @ THE KAHALA Yokohari

@ninonbshi Hamacho

pe ey ® bahazawa @ Nagofa Shirakavg
(HT)
Business @ Kumamoto
commancem Vedical
ent schedule ek @ HIMHOIE Kyote §inive sty Hospital ® Tokyo Nihonbashi .
examination @HMEDIC-Midlonn  @HIMEDIC Tofyo Bay Kansai@
club on a i
@ HINHDIC Nagoy
membership
basis Kanto
o[, om0 nlf-4  |wactaBia @ |shirakabe
ngo M@T ckiwamfs
ms'dsaizf'(sﬂ) . B Bt il ol ®Bashamithi  @0gikupo
#{shijo Karssuma @5 taciities”
aanaLE Mursing Home “Felio Tamagawa”™ “Felio Segyo™ “Felio Tergin® “Felio Momochi” & “Resius Motmochi™ 11

The schedule is on page 11.

Takayama was introduced in 2021, and will begin operations in 2023. At this pace, we will start construction
and start accepting applications for our next property in Kansai this spring.

In the second half of the fiscal year, we will start construction of the Kanto property, and we plan to open
one hotel each year in 2023, 2024, and 2025, so although we are currently using evaluated sales, we believe
that deferred profit will level off considerably.

In terms of other situations, the current capacity of the HIMEDIC facilities will be full by 2022, so in 2023 we
are planning to build facilities in both the Kanto area and another in the Kansai area. The timing may be
slightly delayed, but it is almost decided.

As for the Senior Residence, we are currently planning to develop new products and locations geared for our
members, so we have not yet listed them here, but we will do so as soon as they are finalized.
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RESORTTRUST GROUP

Emergency Declared (FY2021)
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* The denominator melndes the number of rooms at facilities during the closure.

*As many facilities were temporarily closed
during the period of April-June in 2020,
comparison with the same period in 2019 is
shown as a broken line.

*The trajectories of recovery of occupancy
rates of XIV and Baycourt Club were
generally similar.

* Status of reservation and cancellation at the
moment has been affected by the rapid
spread of the Omicron variant infections
since around the second half of January.

( Apr-Jun 2021)
The occupancy rates dropped once again due to
the fourth wave of COVID-19 (70-80% of the
same penod in 20]9) Restrictions were

d on dri /eating establishments,

mcllld.mg limitations on opening hours and the
time for guests to dine.

2

~1111.1% \ 100.0%

28.2% 80.0%

{Jul-Sep 2021)

The situation of COVID-19 infection temporarily
calmed down in July, and the occupancy rates
were close to the level of the same month in
2019; however, they were greatly affected in
August and September.

Next, on page 12, are the hotel occupancy rates.

o255 |
FYI018 (%)

{October 2021)

As the state of emergency was lifted or eased,
recovery became clear. (The occupancy rates
for 2020 include the positive effect from the
Go To Travel Campaign.) Occupancy rates in
December was 10% higher than those for
2019.

=N
o]

As for the XIV, the line graph above shows the comparison with the same month of the previous two years,
before COVID-19. The red line shows the state of emergencies, and after it was lifted in October, it is caught
up to the year before last. In January, we had a slight drop because of the quasi-state of emergency, but we
have been able to make a solid profit. Baycourt's recovery has been a little slower than that of XIV because

it is located in an urban area, but it has also been growing steadily since December in this third quarter.
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Hotel Trusty occupancy rate
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RESORTTRUST GROUP
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*Occupancy rates had been greatly
affected by the spread of COVID-19
infection; however, they have been
showing signs of recovery since October,
and the actual occupancy rates for the
current fiscal year have been around
50% to 60%0. The actual occupancy rate
in January was 40%, the same level of
the 2Q.

*The occupancy rate for the single month
of December 2019 fell below 80%6, which
was already lower than usual. It
remained at around 70% in January as
well, due to the impact of COVID-19.

= Tighter Regulations in Hawsii (FY2021)

Occupancy rates have continued to
show improvement since January, due
mainly to increased stays by travelers
outside Japan, and the improvement
trend became particularly clear in June
and july (94% of the level of June and

july in 2019)

As the State restrictions were tightened
in August and September, occupancy
rates stagnated; however, they got back
on a recovery track again in October to
December.

* There is a three-month time lag for
inclusion in consolidated profit and loss.

As you can see on the next page, the situation is still very difficult for Trusty.

The trend is a little different from resorts, but | think this is a new development in the way business will be
done. ADR in particular is very low, and we are in excessive competition. While hotels were rushing to
prepare for an expected 30 million to 40 million inbound visitors, the pandemic happened, and now while
construction is restarting, now it’s extremely difficult to find staff to employ, which is the current situation
for Trusty.

As for Hawaii, in August and September, there were extremely strict restrictions placed, but now those are
lifted and things have been coming back smoothly.

Support
Japan
Tollfree

03.4405.3160
0120.966.744

North America
Email Support

1.800.674.8375

support@scriptsasia.com

= SCRIPTS

Asia’s Meetings, Globally

14



1 “Membership Model”

RESORTTRUST GROUP

Introduce a system for customers that leads to strengthening points of [ RTTG Point Club ]

customer contact and cross selling Introduction from April 2019(Approximately 60-70% of
hotel members _]om)
Progress of RTTG Point Club Number of official LINE registrations for Promptls ride information about plans and other
80 = 3%Only for membership holders corporate customers(End of month change) omps Siv e ok p[evmusl r::led £z ed
80 120 newsletters, and also provide mformation about the
= Group’s products
100
60 [Registering to the official LINE app]
50 4 80 Introduction from September 2020. Focus our efforts on
prm‘\d:ﬁmformaﬁm to corporate employees on an
40 - 60 individual basis. For the time being, we aim for 200
S thousand registrations.
40
20 [Enrich the internal evaluation system for cross
10 4 20 selling
Promote reciprocal use by connecting the group's
i ! 0 T businesses hos tally. Str hﬂlﬁe f
(s Dec2013 Dec2020  Dec2021 @ewna Jun. 2021 Sep. 2021 Dec. 2021 o o pgmm%r;g'hm design o
Percentage change of hotel members owning HIMEDIC at the end of the period (XIV, BCC) Increase stay duration per guest, expand
= Number of HM bership heold g H bershi i ti sesvios datates
umber o membership holders membership possession ratio — # dﬂse memhership ﬁes tl‘lﬂt lﬂst fﬂr 5
16,000 20.0% lifetime, cross selling
14,000

m B +
e m =
: 150 12.8% ted . 14.0% Increase frequency of use per guest,

:'ggg 11.6% | expand to families, employees, etc.
2'000 T ST . 12.0% — = Promotion of “Connect,” strengthen
3 iy o BEoE ' oints of contact
& : 100,000 XIV and BCC members i P
(people) Mar.2017 Mar.2018 Mar.2019 Mar.2020 Mar.2021

@ Increase spending per guest (member)

Growing needs for services related to peace of mind, safety, and health under the COVID-19 crisis §14
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Next, as | mentioned earlier, there is an expectation that new members will use the service more frequently,
but the number of members of the point app and the LINE service, which we have been promoting, has
been increasing steadily. At the end of December the number of point and hotel members was just under
80,000, and for LINE registrations for corporate customers was over 100,000.

It has been difficult to send out information about the pandemic, but it’s clear that there is a 50% difference
in the number of nights spent between corporate members who are registered on LINE and those who are
not. We believe that increasing this number will definitely lead to more business.

In the area of cross-selling, the percentage of hotel members who own HIMEDIC has been increasing
steadily, so we would like to further strengthen cross-selling, including golf and anti-aging care (product
sales), using this as a starting point.
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d communications

RESORTTRUST GROUP

| ; Distribute announcements from not
s - only hotels but the Group as a whole,
@ LINE official Ri&D RTTG App including information about the
Group’s initiatives and

- s 2

of newb

Distribute latest hotel information, such as
accommeodation plans and recommended events Y=k L3R IA-TORLVER UY=k kSRR IN=FLD (KT
information, by using pictures on a timely manner VAR T AR Y= RE} OZRATY,

Example of delivery Example of delivery il
: Corporate Sales & Marketing : Resorpia*sunmembers

THE KAHALA HAWATIAN
BUFFET

Used by sales staff to make
communication with members
5 that they are responsible for.
( 1 Means following the face-to-
\\ LINEWORKS  face and telephone
communications. Not only
E Wi announce individually the
information about
recommended plans, etc. but
accept reservation.

15

Page 15 is a simple example, and it would have been nice if we could have shown it in a video, but for
example, if you are on the LINE official account, each corporate customer will be able to see contract details.

The rules are all different, so for example if the health insurance union is the contact point for all of this, we
create an original page and send it directly to the employees, where we receive their reservations. Basically,
the application is for individual members, but currently for Takayama, when new members join, they
register for the application as part of the membership process, and we then show them how to use it, so we
are seeing an increase in usage.
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rred revenue) oonmmusrorour

Last year, an operating loss of 5.0 billion yen was recognized when considering fixed costs recorded as extraordinary losses for the closure
period as operating expenses.

From the first half of the current fiscal year onward, the amount of operating loss was significantly reduced due to the recovery in
occupancyrates, mainly in membership hotels, while returns of some fixed costs were controlled , Returned to the black.

Although the impact of COVID-19 has not completely been eliminated, we are aiming to return to the black throughout the fiscal year.

(Million yen)

2,000

| +3,500 1,920
5 |
FY2021
3Q result
22,000 +1,020 ¥ +360 mﬁf = @
rates in other

Increase in hotels, st

FY2020 ﬁj i income from
3Q result Cest (Kahala :“j“ai fees
AS000 ) Racovery it amortization
+1 520 | Hotel Trusty  of
cecupaneyrate  gopositc
Retumsoffited  Recoveryin g;’bhm £
costs recorded as the kahala z
£ 6,000 extraordinary ‘iotal & rasert
Losses for the Honoluu Fa
closwrepericdin Wai
the previous year occupancy rate
£ 8,000

16

Next, on page 16, is the comparison with the previous fiscal year.

In the previous fiscal year, we had to pay for the opening of Kahala, so this fiscal year we do not have to pay
for that, meaning there is a plus JPY1.02 billion. Also, in the last period, returns of fixed costs recorded as
extraordinary losses have returned, so on an actual performance base, it's minus JPY3.23 billion.

From here on, on an operating basis, the recovery occupancy at Kahala, Hawaii added JPY1.52 billion, the
recovery occupancy for Trusty added JPY800 million, the increase in annual membership fees added JPY960
million, and the profit from the recovery in occupancy at membership hotels added JPY3.5 billion. For the
fiscal period ending December 2021, there was a profit of JPY1.92 billion.
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RESORTTRUST GROUP

Sales of HIMEDIC memberships in 3Q) FY2021 remained strong, and performance exceeded that in the 3Q) of 2020 and 2019.

Non-membership health check-ups, which were temporarily closed from April to May in 2020, and Aging Care Business were also
solid. Occupancy rates at senior residences continue to fluctuate.

4 HIMEDIC sales (3Q)  Contract unit price (Billion yen) #®Medical service corporation Business (3Q)
50

5.0

100 +— Contracts ontracts 10
3Q:1,842 30Q:1988 30Q:2.448
0 =R st - :
(Billion yen) FY2013 FY2020 Fr2021 FY2019 FY2020 FY2021
(Apr.-Dec) [Apr.-Dec] |Apr-Dec) (Billion yen) (Apr.-Dec) {apr-Dec) (Apr.-Dec)
= N E 2 B Ton-membership health check-ups remain solid. Results for FY 2021 include the effect of
ggggé ﬁgﬂﬂﬁﬁ;ﬂ]ﬁﬂ;&cgnm cesie: Pecinomance hit one)subzﬁhary added in the scope of consolidation (net sales of about 0.60 billion
< yem).
#Sales of Aging Care Business(3Q) ¥ Product Sales # Quarterly trends of occupied rooms in Senior Lifestyle Business
Net Sales (Billion yen) 2,000 100.0%
2.50 | mmNumber of rooms = Occupancy rate
1,500 0
2.00 95.0%

1,800
150 2
90.0%

1,700
100 ——

1,500
0.50

1,500

0.00 i
(Billion yen) Fr2013 Fr2020 Fy2021 {Number of rooms) o 2a 2 2a a 20 3a (Occupancy rate)
‘A,pr -De(_) ',ﬂp(.-DEL] [Apr_-DEC] FY2020 FY2020 FY2020 FY2020 FY2021 FY2021 FY2021
Product sales also grew steadily on a year-on-year basis, especially for the | fthe sm};ﬁﬁgﬁiﬁﬁg lmpacfrcl::cdbf%%_tllg f;gﬁf;ﬁﬁi&f fﬁte z.n{,g;ia:
Munoage brand. Most recently, 2 new brand “est’re” was released, around $8% in the current fiscal vear. &
which contributed to i ing net sales. | o 17

This is followed by the Medical business on page 17.

For Medical, the top left is the HIMEDIC. As for HIMEDIC, membership has been very strong due to the
continued importance of the underlying coronavirus. As for medical corporation sales, general medical
examinations have been growing steadily. This is because we are increasing the overall capacity of the
hospital, and also because we are providing coronavirus-related vaccinations and various other services as
part of our corporate follow-up.

In the area of aging care, while it was during the pandemic, we released a new brand called est’re, and its
effects are beginning to be felt.

However, in the case of medical facilities this time, senior lifestyle seems to be recovering slightly in terms of
occupancy, but it is still very difficult to attract new tenants due to the pandemic. This is due to the fact that
it is difficult for visitors to tour and enter the facility, and there are restrictions on going out, et cetera,
which we would like to avoid at this time of the year.

In addition, cluster cases in senior facilities have been reported in the news, so the situation is quite difficult,
and the balance of entries and exits of the facilities has made little progress. In this area, the government is
changing the rules for certification of nursing care from 1.5 or 2.5 to 3:1 or 4:1, so we will keep an eye on
the situation.

Even during the pandemic we have a stable occupancy rate, especially where we put effort in, the Shirakabe,
which has an occupancy rate of 100%, so we have ensured profitability there. We are now working on the
commercialization of products to shift to products that can secure a solid profit margin in that area.
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RESORTTRUST GROUP

On February 14, 2022, we have concluded a business alliance agreement with DeNA Co., Ltd., to promote digital transformation
(DX) in the Medical business. We aim for providing personalized services to create new business opportunities

= “Achieving healthy longevity and well-being in the age of 100-year life” held in the Medical business, promoting strategies
toward a target of 10.0 billion yen of operating income in FY2026.

Resorttrust Medical Business

HIMEDIC M:g:g:}'}i:‘i'::“ Aging Care Senior Lifestyle
Business 'por Business Business
Business
Medical BT et oL
- ile promoting in the
Business : medical field, we plan to
Various data = | establish the next-generation
. . 1 type of facilities for health
I
1

check-ups in the Kanto area.

PHR

'( ) L Developed in
7 collaboration with
(personal health record) s

We consider development into the hotel

\\ Mf-’diﬁﬂ lln F _u: -. ﬁnalysl&toq]s,et& o and other businesses in the future.
We will provide services that closely RTmember/guest
support every individual customer based on
data, to create new customer experience, We will enhance
proposals for
accommodation plans
and hospitality services
that fit needs of
HIMEDIC ~ General individual customers.

ical } : . .
i el;]g:il;:ﬁ Outpatient Beauty supplements Cosmetics  Senior
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In that context, as | mentioned earlier about the joint venture with DeNA, on page 18, we are launching a
new company to pursue digital transformation in the medical field.

This is something we have always done in the Medical business but will centralize. For example, a medical
checkup is done once a year, but what happens for the remaining 364 days For example, by connecting the
current mobile data with nutritional data and other various things, then using Al to analyze the orientation
of the person, we can provide various forms of services, such as leisure services and supplements.

Until now, we have been relying on our senses, experiences, and the individual abilities of doctors, so we
decided to level the playing field and implement cross-selling. As this new company develops ways to utilize
personal health records, including Al, our customers and DeNA, for example, are involved in various fields
such as genetics, home care, and medical care, and they have formed an alliance with us in the mobile
management field. They have data for close to 4 million people so we will cross-sell and introduce new
products to each of these customers.

Then, after building this up, we will be able to analyze the actual data of our hotels, whether it is Supper
acquisition rate or ADR, to find out what kind of people are actually using the hotels, which hotels they are
using, and how they are using them, and whether they are satisfied. By using Al to analyze how repeat
customers are using the service, we will be able to improve sales efficiency, and using the individual data of
each member, their families, corporate employees, totaling around 10 million people, we would like to
make various proposals that will lead to new businesses.

As a first step, the aim of this project is to start this in the Medical business.
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< Management that takes maximum advantage of strengths of mem! p
based on (1) X (2) and sustainable management >

RESORTTRUST GROUP
model ...Promote sustainable growth

Increase in the number of customers (members)

product enhancement, contract numbers
(contract values), improvement of contract
efficiency

= Sales strategies, use of digitalization

New membership subscription routes, channels,

+

Expansion of targeted
[: ers and devel
areas (Kanto, overseas)

enhancement of recognition

satisfaction

=SDGs/ESG =

Reduce environmental
impact through our
businesses; Make a
variety of management
resources sustainable

=» Brand strategies, C—#LET.LVAE
FUEBNTEELHEE

< Identity >

Introduction

<Sustainable growth=
Maximize the
Resorttrust economic
bloc centered on
members

AELET

Increase stay duration per guest, expand
service domains

= close membership ties that last for a
lifetime, cross selling

-+

Promote DX o

*| expand to families, employees, etc.

Increase frequency of use per guest,

= Promotion of “Connect,” strengthen
points of contact

@) Increase spending per guest (member)

R e T T e T TR T T R T TR T PR T

! Growing needs for services related to peace of mind, safety, and health under the COVID-19 crisis §19
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We will try to make the best use of it, and then do it again, focusing on the membership model. Moving on
to page 19.

The increase in the number of members and the amount of money spent per member has not changed, but
we have added this kind of information and digital transformation to it. We are in the process of working on
SDGs, through projects and specified committees, and in sorting out everything and deciding what we need

to do now, including the sale of Trusty, we will continue to work on SDGs through selection and focus.
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RESORTTRUST GROUP

(billion yen)

3rd year of current
medium-term management Rolling Plan

plan - :
(FY2020) (Final FY2023)
Net sales 167.5 190.0
0] ting i 14.7 20.0
perafing Income Expect record high sales and
Ordinary income 17.6 20.0 profits.
Net income attributable to
owners of parent (10.2) 13.0
Dividend payout ratio —  %final deficit Approximate 40% Expect record high dividend amount
ROE (8.4)% Approximate 10% No change from the past

Anticipate recovery to levels exceeding pre-COVID times in the period of this rolling plan

25.0 4 < Operating profit on recorded basis > (Takayama assumption )
20.0 4 (Ashiya) (Laguna, Rokko) (Yokohama) 20.0
14.7
15.0
10.0
COVID-19
5.0 4 influences No properties opening
{ Deferred revenue )
0.0 T T
(Billionyen)  FY2017 FY2018  FY2019 FY2020  FY2021 FY2022  FY2023 20

On page 20 is the quantitative image mid-term business plan, which is currently unchanged.

That's an outline of all | have to say.
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RESORTTRUST GROUP

(Million ven)

200113 2021112 Change 20213 2021112 | Change
Total current assets 152,856 138,704 (14,152)| Total current liabilities 100,777| 131,555 +30,777
Cash and deposits 48,367 27,826 (20,341)| Notes and accounts pavable-trade 1,333 1,893 +339
Notes and accounts receivable-trade 9,032 10,337 +1,305| Short-term loans payable 22,080 28,759 +5,679
3:’::&%: Joans ind mstallment acoomt 58,268 73.867| +13.398| Current portion ofbonds 150, 150| 2
Short-term investment securities 10,695 3,100 7.395) ?‘ﬁf“.‘:‘fgﬁi:“ms wath share 29,728 o 2o.728)
Merchandise, raw materials and supplies 2,173 2,678 +305| Accounts payable-other and accrued expenses 22,102 17,142 {4,960
Peeal estate for sale 15668 7983  (7.684) Advance recsived 3548 se0s3| 455505
FReal estate for sale in process 3,685 1,312 +3,636| Uneamed revenue 18,103 19,029 +925
Other 4,964 5,387 +622| Other 3,927 3,324 +1,797
Total noncurrent assets 254,386| 256358  +2.472|Total noncurrent liabilities 185,673 155,087 (30,586),
Property, plant and equipment, net 176,366 177,278 +012( Bonds payable and long-term loans pavable 44154 27,742 (16411)f
Intangible assets 9218| 8062  (1,156) Long-term guarantee deposited 103950 107210  +3.2359
Deferred tax assets 11,551 17,708 +6,137| Longz-term unearned revenue 14,185 16  (14,168)
Other 57250 53808 (34413 Other 23383 20,117]  (3.263)
Total liabilities 286,451 286,642 +191
Net Assets 120,791 108,919 (11,871)
Shareholders’ equity 115,904 104383 (11.519)
Treasury chares (1787 (3.313) {1,725)
Accumulated Other Comprehensive Income 1462 2691 1720
Subscription rights to shares 313 313 -]
Non-controlling interests 4,898 3,042 +143
Total assets 407,243| 395,562 (11,680)| Total liabilities and net assets 407.243| 395,562  (11,630)
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Makino: Thank you very much, President Fushimi. | would like to continue on with two things from myself.
First, on pages 21 and 22, we will discuss the B/S and cash flow.
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(April to December)
RESORTTRUST GROUP

(Million yen)
2020/12 202112

Cash flows from operating activities 15,590 16,548
Cash flows from investing activities (23,175) 3,162
Cash flows from financing activities 31,177 (44,274)
Effect of exchangel rate changes on (23) 55
cash and cash equivalents
Net increase (decrease) in cash and cash equivalents 23,569 (24,507)
Cash and cash equivalents at beginning of period 21,376 52,756
Cash and cash equivalents at end of period 44,946 28,249

22

As for B/S, it is slightly difficult to see increases or decreases due to the new revenue recognition standards,
et cetera. However, we had the biggest event this fiscal year. There was a redemption of convertible bonds
300. Repayment has been completed using cash on hand and part of the commitment line. For the time
being, we plan to use our cash reserves of JPY20 billion and our commitment line of JPY85 billion to manage

our cash flow.

Although we do not plan to have a large demand for funds in the near future, we believe that the
SANCTUARY COURT series to be developed in the future will be covered by the operating cash flow.
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t Initiatives(1)

RESORTTRUST GROUP

Through its businesses, the Resorttrust Group conducts a
variety of initiatives aimed at the sustainable development of
business and society. In the future, we will establish a new
organization that will pursue sustainability across the entire
Group in earnest and pursue our business activities alongside
the renewed identification of the Group’s materialities (key
issues).

< Questionnaire survey conducted in March 2021>

-For the identification of materialities, the survey asked about
respondents’ expectations of the Group regarding social issues.

#®Four internal projects each of which has respective
Head/Officer in charge of Division as a leader were
launched in January 2022.

< Sustainable management development project =

(1) Perpetuation of membership hotels

(2) Development of inmovation (new pillars

(3) Human resources

(4) SDGs (ESG

Ahead of our milestone, the S0th anniversary in April 2023, we
will shift into high gear on the discussions on every kind of
management issues in anticipation of the next ten years, to
develop the “Sustainable Model” with the unique capabilities of

the Resorttrust Group.

Based on the following findings, we will further gather and consider the
opinions of wide-ranging stakeholders.

= [Member] = [Employeas]

low = high
Utlizion of bren resouices | rponsas to divemity
Prometion af racyding /Tesponses to food waste
Enerzy corservation | canversion to renswakle energiss
Tmovations in medbcal tecimalogy, health and long life
Regional ravirlization, local production for local

conseption

Harmony with natel smiromment

Exring trasparancy of management

Riih xg 3

< Future Actions>

< Renewal of our sustainability website>
(1 April 2021) [

| anzawcnnce sune

v,

4h

Current information about our approach to
sustainability, every kind of initiatives, a
variety of data and stories are posted.

*Identify targets (materialities)/priority order in that project.

term management plan as well, and assess/verify their effectiveness.

*With a view to establishing an SDGs (sustainability) committee, launch an internal Group-wide project (May, FY2021).

=Make those issues a common recognition and, based on the Group’s management philosophy, consider KPIs in the medium-

Next, let's jump ahead a bit and look at page 28.

The red box in the upper right corner has additional information on internal initiatives. Our Group will
celebrate its 50th anniversary next April. We are currently promoting four projects within the Company with
the aim of implementing a sustainability strategy and rebuilding each business into a stable revenue stream.

As a concrete strategy to realize the Group's identity, "Together with you, a good life," we are making all

28

possible preparations to report our KPIs to you at the upcoming 50th anniversary.

This concludes my explanation.
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Question & Answer

Makino [M]: | would like to move on to the question-and-answer session. Please follow the instructions
given by the operator.

Operator [M]: We will now begin the question-and-answer session. Each person will be allowed about two
questions, and each question will be answered individually. The first question is from Yamamoto, from
Mizuho Securities. Please ask your question.

Yamamoto [Q]: Thank you very much. This is Yamamoto from Mizuho Securities.

One minor point is the first. | thought that the head office expenses for the third quarter were quite high,
and | was expecting more profit since the Membership business and the Hotel and Restaurant business were
very good, so could you tell us the reason for the head office expenses?

Makino [A]: This is Makino from IR. As part of our investment in human resources, we have been able to
secure a large number of people and, as everyone is fighting amid the pandemic, we have been able to
allocate a bonus equivalent to 0.5 months in terms of bonuses as a fiscal year-end bonus. We will decide
internally how we will evaluate this full year, but we have already made an allowance for the summer bonus
for the next fiscal year, which we have prepared as a security.

Yamamoto [Q]: Thank you very much. One more thing, | am feeling optimistic about the initiative with
DeNA, and | may have missed this earlier, but is there any chance that you will be selling your cosmetics or
other products through DeNA's services?

Fushimi [A]: | think we are trying to create a system that will allow us to provide each customer with
information on each product.

Yamamoto [M]: Thank you very much. That's all from me.
Makino [M]: Thank you very much.
Operator [M]: There are no more questions. Thank you very much, Mr. Makino.

Makino [M]: Thank you very much. This concludes the question-and-answer session. Thank you very much
for your time today.

Fushimi [M]: Thank you very much.

Operator [M]: This concludes the third-quarter earnings conference call for the fiscal year ending March 31,
2022, for Resorttrust, Inc. Thank you very much for taking time out of your busy schedules to join us today.
Please hang up the phone.

[END]

Document Notes

1. Portions of the document where the audio is unclear are marked with [Inaudible].
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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.
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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 © 2022 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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