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Presentation 

 

Moderator: Thank you for taking time out of your busy schedule to attend this meeting. Today's information 
session is also available live via Zoom webinar. Zoom webinar participants are reminded that the materials 
have been posted on the IR website of Resorttrust, Inc. 

Questions from the audience will be given priority in the question-and-answer session, followed by audio 
questions and then text questions. Due to time constraints, we may not be able to answer all your questions. 

Please wait for a while until we start. The time has come, so we will now begin the financial briefing session 
for Q2 of FY2022 for Resorttrust. 

First, I would like to introduce the attendees. 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. These three. 

The end time is scheduled to be 5:00 PM. Please note that all on-site participants are invited to exchange 
business cards and greet each other after the briefing. 

President Fushimi will now begin his presentation. 

Fushimi: I will now explain the Q2 financial results in accordance with the materials at hand. 
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Please refer to page two. Here is a summary of the current financial results. First, our mainstay overseas sales 
contracts reached a record high in H1. In the fiscal period ended September 30, 2022, hotel contracts totaled 
JPY40.5 billion and medical contracts JPY3.4 billion. 

This is SANCTUARY COURT BIWAKO, a new product that went on sale on March 23. It resulted in JPY32 billion, 
and gained significant traction. In the previous fiscal year, with the new SANCTUARY COURT TAKAYAMA, H1 
of the previous fiscal year was also a record high, but this time we were able to exceed the previous year's 
JPY37.9 billion by an additional 7%. 

The total contract amount, including medical, golf, and other services, was JPY44.3 billion, also a record high. 

Secondly, the hotel and restaurant operations and medical operations performed well, with record sales in 
H1 for each, and the occupancy rate of the membership hotel was almost higher than in the pre-COVID-19 
period ended September 30, 2019. 

In fact, this fiscal year, even with the partial sale of the Trusty, our general hotel, we were able to achieve 
record revenues. 

As for the hotel business, in the early days of COVID-19, we had JPY3 billion in the fiscal year ending June 30, 
2020, and that was brought to almost plus or minus zero H1 of FY2021. Now, this has reached to a positive 
JPY3 billion in the current fiscal year, which is a sufficient increase compared to FY2019. 

As a result, we have upwardly revised our full-year forecast, and we now expect consolidated operating 
income to increase from JPY9.2 billion to JPY11.5 billion. In addition, we have increased the annual dividend 
from JPY40 to JPY45. 
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However, the figures were calculated by adding up the slight discrepancy in expenses for H2 of the fiscal year, 
which is mainly for repairs, and the portion of bonuses, etc. 

 

Please refer to page three. 

The specific figures here are sales of JPY84 billion, operating income of JPY7.1 billion, ordinary income of 
JPY7.4 billion, and net income of JPY12.1 billion, all of which were achieved compared to the previous year 
and to the initial plan as of April, as shown on the right. The main reasons for this are the steady sales of the 
new products I mentioned earlier, and the solid return of hotels and other facilities. 

However, compared to the fiscal period ended September 30, 2019, which you have seen, I think the numbers 
are a little short in comparison. In this fiscal year, we are offering mostly deferred items and properties that 
have not yet been completed, so real estate sales and profits from such sales are negative. 

If you look at the sales valuation in the boxed area below this one, which has a [inaudible] valuation, you can 
see here that we have a solid growth of 12% compared to FY2019. The Company's evaluated operating income 
also increased by 14%, which is a sufficient increase in terms of actual performance. 

In addition, as we have already announced, the transfer of the seven Hotel Trusty facilities mentioned earlier 
resulted in an extraordinary gain of JPY9 billion, which is a significant increase in net income for the period. 
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Please refer to page four. 

This is a positive or negative operating income situation compared to the previous year. 

The previous year was JPY5.13 billion, and this time, the closure of the Hotel Trusty costed approximately 
JPY400 million, but if you compare the operational negative of the previous year, it was a positive JPY800 
million. As for the hotel itself, Hawaii had a YoY increase of JPY690 million, and the membership hotel had a 
YoY increase of JPY1.83 billion, so we are steadily making a full recovery here. 

In medical operations, the number of members has been growing steadily, and the annual membership fee 
has increased. However, as I mentioned earlier, in the area of memberships, there are many products that 
have not yet been completed, and the increase in this portion of the deferral is JPY750 million. Including the 
minus of head office expenses and other expenses, the comparison with the previous fiscal year is from JPY5.1 
billion to JPY7.1 billion. 
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Continued on page five are the figures by segment. 

It is divided into three segments: the membership segment, then the hotel and restaurant operations, and 
then the medical segment. The top is the accounting basis, and the bottom is the valuation basis that I 
mentioned earlier. 

As you can see, the three segments in the initial plan on the far right were almost achieved as planned. In 
terms of YoY growth, only memberships, which I mentioned earlier, were in the negative, but this is related 
to the deferral mentioned earlier, so on a sales basis, it has increased by 11.3%. 
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Continued on page six. This is the contract volume. 

I mentioned record highs, and as you can see, the hotel achieved a great deal in the form of JPY37.9 billion to 
JPY40.5 billion. 

In the medical sector, the number for medical products was JPY3.7 billion, the highest in the last fiscal year, 
although there was a slight effect from the launch of new products last fiscal year, but it was almost the same 
level as the previous year. 
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Pages seven and eight are the new products. 

This SANCTUARY COURT BIWAKO is a 167-room facility that began accepting applications on March 23 in H1 
of this fiscal year and is scheduled to open in FY2024. The contract status on the lower right shows that the 
total number of units sold is 2,800 units, compared to the planned total of approximately 6,000 units, which 
means that almost 50% of the units have been sold in six months. 

In SANCTUARY COURT BIWAKO, sales are well-balanced among Tokyo, Kanagawa, Nagoya, Osaka, as we are 
still in the process of recruiting properties in the Kanto area. Also for another aspect of trend, it is similar to 
the Takayama situation, but with the COVID-19 situation, the demand from corporate customers is more than 
80%, which is 20% higher than that of the previous XIV and Baycourt. 

SANCTUARY COURT BIWAKO is actively promoting solar power generation and other energy sources, 
especially with regard to the SDGs, and is planning to supplement approximately 80% of its power generation 
with private power generation. 
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The next page is about Nikko. 

Nikko will furthermore begin accepting applications this October 20 and is scheduled to open in 2026. We 
started accepting applications on October 20, and within 10 days we had accepted approximately 500 
applications, which we believe is a very good start after Takayama and Biwako. 

By region, more than 90% of the properties are located in Tokyo and Yokohama, which means that they are 
completely oriented toward the Kanto region. However, in terms of content, the focus is on corporate 
business, and we have been able to capture new targets. 

In particular, all guest rooms have hot spring baths and view baths, and as in Biwako, the percentage of rooms 
for pets, which we call doggie rooms, has been greatly increased, and the number of such rooms is also 
expanding. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
10 

 

 

Continued on page nine. 

[Inaudible] in accordance with these figures, we have been able to steadily increase the total membership to 
191,915 members. 

The table below provides a breakdown. Of course, the main focus is on the new SANCTUARY COURT, which 
has an additional 2,600 residents, but you can see that we are recruiting a good balance of Baycourt, XIV, and 
medical. 
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Next, page 10. 

As shown in the lower left-hand corner, in addition to our results during COVID-19, since the last time, we 
have been expanding enrollment channels and improving contracting efficiency, and we have seen a steady 
increase in digital contracts, referrals from hotels and other facilities, and referrals from partner financial 
institutions. 

The new rate is in the upper right corner. As for the new product rate, when a new product is introduced, 
there will inevitably be an increase in purchases and a switchover. This percentage has dropped for a while 
due to the start of two new product launches in the current fiscal year, but we expect it to settle back down 
to approximately 50%. 
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Page 11 is the inventory of memberships. 

As you can see, the inventory has decreased to approximately JPY70 billion in the fiscal period ended 
September 30, 2022, and the contract amount is approximately JPY80 billion per year. 

In contrast, in H2 of this fiscal year, the dotted line shows that SANCTUARY COURT BIWAKO added about 
JPY80 billion in inventory. We are confident that we will be able to secure products for the current and next 
fiscal years, and we expect to release our next product in 2024. 
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Please refer to page 12. 

As for Takayama and Biwako, each has about 160 rooms, although Takayama is slightly smaller, the total 
contract amount is roughly more than JPY80 billion, so the recruitment will be completed one by one every 
year based almost on the current capacity. 

In the future, if construction is started one year at a time and completed one year at a time, this [inaudible] 
will be difficult to see, and both ups and downs will disappear, and a stable, steadily rising graph will be drawn 
to some extent. 
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Continuing, here are details about the hotels. First, the occupancy status. 

As you can see, in Q2, there was a part where the momentum stopped for a while in the seventh wave, but in 
September and October, we have also firmly exceeded [inaudible]. 

As for XIV, in October 2022, the number of guests was 122% of the FY2019 level, and as shown in the table 
below, the number of guests at Baycourt was 112%. 
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As you will see on the next page, however, in Kahala, Hawaii, the recovery is still somewhat weak. 

This is mostly due to the fact that travelers from Japan have not returned, while those from the US mainland, 
and then, for example, Australia, and other overseas users to date have mostly returned, so excluding 
travelers from Japan, they have mostly returned to the level of FY2019. 

The shortfall was 70%, and in fact, 30% of these were customers from Japan, but to be honest, the number of 
customers from Japan has not yet returned. Although Hawaii was the quickest for customers to return, the 
full recovery will probably be in the next fiscal year. 

On the other hand, Kahala in Yokohama, which opened at the time of the COVID-19, has been growing steadily. 

Originally, Kahala Yokohama had planned to increase inbound tourism to 40% of the total, and while Tokyo 
has seen a partial return of inbound tourism, Yokohama has yet to see an increase. We are hoping that we 
will be able to reach 50% of the total in terms of utilization this month and 60% in December. 

We believe that we can almost return to the original plan base here as well, depending on the inbound. 
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The next page is about the medium-term plan. One is to increase the amount spent per customer. 

The upper chart on the left side shows the point membership, which is a marketing campaign to promote 
usage and direct connection with customers by connecting with them through applications and other means. 
We have now finished registering up to 90,000 people, which means that about 70% of our hotel members 
have registered. 

For those who are mostly active, we are providing information and promoting the use of these applications. 

And the other is the right bracket, LINE. 

We are using LINE to connect directly with the employees of corporate members, and with the permission of 
the corporations that are the main contracting parties, we are providing direct information to their employees. 

One effect of this is shown in the lower left graph. Looking at the comparison with the pre-COVID-19 level, 
the numbers are back to almost 100% for the days before the holiday. This is a result of our efforts to stimulate 
use by corporations, especially those that can move easily on weekdays, and by senior citizens, for example, 
who are connected through the application. 

It is difficult to increase the number of customers on the day before the holiday because the operation is 
running at a high level, however, on weekdays, the occupancy rate is still less than 50%, so we believe there 
is still room for growth. 
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Please see the figure on page 16, which is the usage per unit. 

The vertical axis is the average operating income per membership unit. For example, with XIV, we do not 
include the price of the membership, but we ask the members to use the hotel and spend there. For example, 
the annual membership fee, or the cost revenue we receive each year, would be viewed as 200,000 in the 
case of XIV. 

The side way chart shows cross-selling, so if you look at HIMEDIC, for example, it is quite high of more than 
60%, but this means that more than 60% of HIMEDIC, have other memberships, such as hotel or golf. 

I believe the SANCTUARY COURT we have recruited this time is about 50% and there is still a small ball at the 
top. This shows the total number of members, so although the number of members itself is still small, the 
amount spent per capita is very large. 

Naturally, cross-selling is a part of this strategy, but it is also a way to raise the unit price and usage amount 
in various ways. One of the reasons for this is that we have a large number of corporate members, which 
means that the frequency of use and the number of nights actually used are high, and the unit price is also 
high, which means that to a certain extent our strategy is working.  
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Page 17 shows the actual page of the LINE application, and this is how we transmit information, [inaudible]. 
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Continuing on page 18 is the status of the medical business. 

As for HIMEDIC, on the left, membership contracts are growing steadily this fiscal year due to the introduction 
of new products in the previous fiscal year. 

Moving to the right side, we have general health checkups other than the usual membership checkups, which 
are also showing steady growth. 

However, in the case of aging care business on the left side, the focus is actually on product sales, such as 
cosmetics, supplements, etc. As for this one, we are currently reviewing the products from the impact of 
COVID-19, etc., and we are now [inaudible]. Another is that we have established a marketing company 
together with DeNA, and a new strategy is now being developed. 

Senior lifestyle, on the bottom right, this is the part that is the most difficult to get back from the impact of 
COVID-19, and it looks like it will still take a long time. Although the restrictions concerning COVID-19 have 
been reduced to some extent, the risk of clustering in the senior sector and other factors still keep residents 
away, and once they move in, there are restrictions on visitation and other restrictions, so things are not 
progressing smoothly. 

And even if they are motivated towards our products, it is still not easy to visit inside, and many other concerns 
still linger. We are once again reviewing the profit scheme and nursing care reimbursement, as well as the 
new model centering on able-bodied people, during this fiscal year. 

We intend to create a new growth strategy once again from the next fiscal year onward and make it a pillar 
of our business later on. 
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Please move on to page 19. 

The increase in the number of customers and the increase in the amount spent per customer, as I mentioned 
earlier, are the main themes from the beginning of the medium-term plan that we are now running. 

We are internally evaluating that the project is progressing smoothly to some extent. 
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Please see page 20. 

Although we have rolled out the medium-term plan, we would like to continue to maintain the current plan 
for operating income in the final year, FY2023. 
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On the last page, page 23, explains the upward revision I mentioned earlier. 

The initial plan for sales of JPY16.1 billion, an increase of 3.4%, has been revised upward to JPY16.65 billion, 
operating income from JPY9 billion to JPY11.5 billion, ordinary income from JPY8.8 billion to JPY12 billion, and 
net income from JPY10.8 billion to JPY15 billion. 

I have received a number of questions about whether these figures are just addition of H1 figures. To be 
honest, in H1 of the fiscal year, the actual repair and maintenance work, such as supplies, materials, and 
manpower, was not completed and some were passed on to H2 of the fiscal year. 

Personnel expenses, which include bonuses, were under scrutiny in various ways in the current mid-term 
business plan, but to some extent, including the previous year, we were able to achieve the plan, and bonuses 
have returned to the pre-COVID-19 level. So, we can say that profits are currently being secured at this level. 

In H2, we expect contract volume to continue to be strong, and we expect to set a new record for the year as 
a whole. This concludes the presentation.  
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Question & Answer 

 

Moderator [M]: We will now begin the question-and-answer session. Due to time constraints, we may not be 
able to answer all of your questions. If you have any questions, please raise your hand. Please have the 
microphone on the wall side. 

Sekine [Q]: Thank you for your explanation. I am Sekine of Daiwa Securities. I would like to ask you three 
simple questions one at a time. The first one is about the contract volume section, which you also mentioned 
on page 11 of the material. 

Last fiscal year, you were able to sign contracts for more than JPY70 billion for the year, and H1 of this fiscal 
year was the best ever. If the pipeline continues to grow, will it be possible to continue to sign hotel-related 
contracts worth about JPY80 billion on an ongoing basis? 

Or is it that they are now pretty much at full capacity, including sales resources, or is it that they can really do 
more if they think about productivity improvements and so on? Could you first tell us about your thoughts on 
this? 

Fushimi [A]: First of all, we had JPY80 billion in the last fiscal year, and this fiscal year we have two new 
products, so I think we will be able to reach JPY80 billion this year as well. 

Even if we exclude the effect of new products, we can expect to achieve JPY80 billion yen, thanks in part to 
the development of sales channels as mentioned earlier, and in part to the fact that our sales staff is also 
improving in terms of their own abilities. I’m thinking they have the ability to handle 150 rooms per each. 

In particular, in terms of inventory, starting from Takayama, we are now switching over to Kansai and Kanto. 
We will have a balanced inventory for the time being, especially this fiscal year and next, even though there 
will be no new products for a year, so we will be able to keep the same level of inventory. 

As for future growth, to be honest, the reason for the slight decrease in deferred income is that the cost of 
sales has been rising. 

As you all know, there has been a number of incidents such as the war in Ukraine, and building materials have 
risen, and the cost ratio for Biwako has changed by nearly 5%, so we are a little underwhelmed about the 
deferral. Since we had been basically using them for the new SANCTUARY COURT product, we had decided 
from the beginning that we would not change the price. 

We have swallowed this, and to a certain extent, it is assumed [inaudible], but from this next, of course, there 
will be a review of sales prices and contracts, and in the future, [inaudible], the senior [inaudible] I mentioned 
earlier, will be a problem. I think that the growth rate from the base of JPY80 billion will be determined by the 
cross-selling portion of the overall product lineup, the increase in contract volume, and the price increase. 

Sekine [Q]: I would like to add something to what you have just mentioned. I think that you have indicated 
that this plan continues until Nikko, but I think that you are also [inaudible] on the pipeline and on the balance 
sheet, and to some extent, in the near future, you have a pipeline [inaudible] for the next few years as well. 
Is it correct to understand this way? 

Fushimi [A]: Basically, in Kanto, Chubu, and Kansai regions, the pipeline is almost complete, so we just need 
to make sure that the schedule is met. 
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Sekine [Q]: I understand. Thank you. The second is hotel-centric and is about the operational part. I am happy 
to see that the operation is getting better, but on the other hand, I also think that you would need to put in 
more time and effort again, as I feel that there are an increasing number of companies in the hotel industry 
that are suffering from a labor shortage. I feel that one of the key points in raising the occupancy rate is the 
management aspect, but what are your thoughts about this? 

Fushimi [A]: As you mentioned, operations have returned faster at resorts than at city-type facilities. The cost 
of the hotel's services has gone up, as I mentioned earlier, but in H1 [inaudible], the seventh wave overlapped 
with the summer peak season, and our hotel staff had to stay at home leading to a considerable labor force 
reduction, so we lost many opportunities, such as not being able to open the restaurant when guests arrived.  

In addition, there is the issue of the increase in part-time and other miscellaneous wages, but this is not a 
problem that can suddenly be resolved in H2. 

As you mentioned, we are taking various measures, such as hiring in H2 and thereafter, hiring contract 
workers [Inaudible], and hiring foreign workers, etc. For the time being, we are adopting switches between 
facilities and also promoting various other things in the application system mentioned earlier. 

For example, there is the smart check-in, and smart check-out. Since there are people who do not want to 
talk to the staff face-to-face, for example, you can give them the key at the gate and have them go to their 
rooms. 

We are also trying to improve productivity in various ways, such as allowing customers to check out and leave 
the hotel without the whole check-out process if they are registered with the hotel. 

As you mentioned, since there are various supports and campaigns, the front desk is getting busier with the 
need to check vaccine certificates and other things. We are building a system in this regard for the next busy 
season, the year-end and New Year's holidays. 

Sekine [Q]: Thanks. One last thing, I feel that the probability of obtaining an operating profit in excess of JPY20 
billion for the next fiscal year has increased considerably. 

Looking ahead to the next phase of 2023, as you have just mentioned, I feel that you will be able to improve 
on what you have been doing for the past three years, such as automation, DX, quality, profitability, and 
operating efficiency to increase profits. If there is anything else that you would like to share with us at this 
stage, please let us know. 

Fushimi [A]: First of all, we aim to reach JPY20 billion firmly. After that, the JPY80 billion that I mentioned 
earlier and the completions will come one by one each year, so I think the question is how to expand based 
on that. 

As I mentioned earlier for memberships, there is still room to increase weekday occupancy at the hotel, and I 
believe this is where operating revenue will come from, so we will work hard to increase this. As you say, in 
order to respond to this, I think we should firmly increase efficiency and productivity to lower the bifurcation 
point. 

Sekine [M]: I understand. Thank you. 

Moderator [M]: Are there any other members of the audience with questions? If so, please raise your hand. 
Any other questions? Since there are no questions, we would like to move on to questions from Zoom webinar 
participants. 
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Oda [Q]: My name is Oda from SMBC Nikko Securities. Thank you very much for your presentation. I have two 
questions, and I would like to ask you to answer one question at a time. 

First of all, I understand that the prices of room and dinner rates have been revised for Baycourt and XIV since 
November 1. I am not sure about the current fiscal year [inaudible], but I feel that there will be some impact 
in terms of sales and profits in the next fiscal year and beyond. 

The first point is that we would appreciate a quantitative or qualitative explanation of the impact of this price 
revision, if possible, on the next fiscal year. 

Fushimi [A]: We are now revising the [inaudible] prices for room charge and dinner. As mentioned earlier, the 
sales will start in November, but the old price for reservations are applied until October, so in fact, for this 
fiscal year, as you said, it is limited to Q4. 

Simply put, the annual impact of the room charge is roughly JPY1.8 billion for the full annual movement, and 
about JPY1.billion for the meals, for a total revenue increase of JPY2.8 billion. 

However, as a result of this, there will naturally be additional amenities, and there is cleaning and other 
personnel expenses, so we will not be able to convert everything into revenue. 

In fact, we had projected an increase of approximately JPY600 million for the current fiscal year, and at the 
current pace, we expect the increase to be roughly JPY1.2 billion. In addition, there is an increase in 
miscellaneous wages, etc., partly due to COVID-19, so the overall effect will be about JPY600 million for the 
full year. 

However, we have not touched the room charge since 2017, when we last raised it, so in fact, we believe that 
the profit taken out during that period has actually returned to some extent. 

Oda [Q]: Thank you very much. On page 15, the Q2 occupancy rates at XIV and Baycourt also exceeded the 
pre-COVID-19 occupancy rates, despite the spread of infection during the period, and I think this was 
remarkable. I think the positive effect of the weekday operation in particular is the result of various efforts. 

As the president has explained, I also think that there is probably still a lot of upsides to the weekdays. To 
what extent is it possible to raise the overall occupancy rate of XIV, Baycourt, and other such facilities? If you 
can explain even the feel of it, it would be great. If you have any sense or some sort of goal in this area, I would 
appreciate it if you could let me know. This is the second point. 

Fushimi [A]: For XIV it is 53%. At the highest point in the past, it was usually less than 60%. I think it was 
around 57% to 58% around the time around Lehman Brothers, but I think we will be able to get back up to 
this point. 

However, if we go this far, some facilities will have the image of being crowded there on weekends. Therefore, 
we would like to make a plan to extend the number of weekdays to the next level, and we consider 60% to be 
the new number we would like to aim for. 

I believe that Baycourt will come in slightly later than XIV, so I would like to make a few more changes to 
Baycourt, but we are still in our planning phase, and I am thinking that may need a new system or revised 
rules necessary. 

Oda [Q]: This is a supplementary question. On page 15, we have about 180,000 people registered for the 
official LINE app, and your goal is to reach 300,000 people. I thought there was still room for expansion, even 
if it is only with corporate employees of certain selected companies. However, this is something that your 
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company has probably chosen and received permission from the customer to proceed with, and I sometimes 
wonder if you can enlarge the number even more if employees of other companies are included. 

If you reach 300,000, do you have any plans to increase the number to other corporations? I know this is a bit 
far out, but if you have any suggestions, I would appreciate it. 

Fushimi [A]: As you say, we can make such proposals to all members and corporate members if there is a 
need, but at present we are only approaching large corporations, especially those who have used our services 
frequently in the past, and especially those who are expected to use our services on weekdays. Depending on 
the results, we would like to expand it more generally. 

Oda [M]: I understand it well. That's all from me. Thank you. 

Moderator [Q]: Thank you very much. Now, we will continue with the questions from the Q&A. 

This question is from Mr. Tanaka, SBI Securities. While Takayama was lowered, Biwako and Nikko were raised 
significantly, compared to the initial forecast. What was the difference from the original estimate by the 
facility? 

Fushimi [A]: This was not specifically a reduction, but more of a sales pitch. Since Nagoya is more [inaudible] 
Biwako than expected, if we assume that the total contract volume will remain the same, the average contract 
volume of Tokyo, Yokohama, Nagoya, and Osaka will be almost the same. When this is leveled out, this 
balance of inventory between Tokyo, Nagoya, and Osaka will slightly be more in the Kanto region because of 
the presence of Tokyo and Yokohama. But we believe that a balance can be achieved, so we are strategically 
switching from one another to meet the needs of our customers. 

This is not a particularly intentional change in sales or anything like that. 

Moderator [Q]: Thank you. The next question is from Mr. Okumura of Resona Asset Management. As for the 
pipeline of membership hotels, I assume you have secured several after Nikko, but how many have you 
accumulated? 

Also, am I correct in assuming that there will be about a year of open time before the next new sales start? 

Fushimi [A]: The next new application will probably be in the spring of 2024, so we will use existing products 
for the next year. If we go from [inaudible] earlier, it will be about another year or less, so we are thinking of 
building up an inventory of about JPY80 billion at that stage. 

We have already acquired the next property, and we are still negotiating for the next one in Tokyo, Nagoya, 
and Osaka. As I mentioned earlier, we will watch the balance of the inventory of these three products in the 
Tokyo, Nagoya, and Osaka areas and see whether the east or the west will come first. As I mentioned 
earlier, we are working hard to prepare for the launch of the next property in the spring of 2024. 

Moderator [Q]: Next question is from Mr. Tanaka, SBI Securities. Regarding the valuation-based 
segment results on page five of the presentation material, what is the reason for the decrease in valuation 
operating income while memberships have increased in revenue over the previous year and FY2019? 

Fushimi [A]: This is the cost part I mentioned earlier. The pure part, the cost increase, is simply the cause. 

Moderator [Q]: Thank you very much. Now, I would like to introduce one more question from Mr. Tanaka. 



Support 
Japan 050.5212.7790   North America 1.800.674.8375  

Tollfree 0120.966.744 Email Support     support@scriptsasia.com 
27 

Regarding Kahala Hawaii, I believe that the hurdle for Japanese people to travel overseas has become much 
higher due to the weak yen and the large inflationary gap, but how do you see the recovery in Japanese use 
of Kahala Hawaii? 

Fushimi [A]: As you mentioned, to some extent, I don't think the problem will be solved immediately, so 
Kahala's strategy is basically to strengthen our sales pipeline, not only in Japan but also in the US mainland. 

For example, during the pandemic where people could only stay within their country, since Hawaii is part of 
the US, it was easier for US citizens to go to Hawaii. But, in the US, people from the West Coast used to go to 
Hawaii often, but people from the East Coast, for example, went to the Caribbeans. We are developing a new 
market in the mainland US that will attract people across the country to Hawaii. 

We are also approaching Australia, South Korea, and other Asian counties too, although the percentage is still 
small. South Korea was quicker in terms of movement compared to Japan, so we would also like aggressively 
approach to other Asian countries. 

Moderator [M]: Thank you very much. Since there are no further questions, we would like to conclude the 
question-and-answer session. This concludes the presentation of the financial results of Resorttrust for Q2 of 
FY2022. 

All on-site participants are invited to exchange business cards and meet and greet after the briefing. Thank 
you for taking time out of your busy schedule to join us today. 

Fushimi [M]: Thank you very much. 

[END] 

______________ 

Document Notes 
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