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Presentation 

 

Moderator: Hello, investors. Thank you for taking time out of your busy schedule today to participate in this 
conference call with Resorttrust, Inc. Present on today's conference call are President, Ariyoshi Fushimi; 
Director, Sustainability Promotion Department, Investor & Public Relations Department, Takeshi Makino; and 
Manager, Sustainability Promotion Department, Investor & Public Relations Division, Hirotaka Honda. 

President Ariyoshi Fushimi, will now give a presentation on the announcement of financial results for Q1 of 
the fiscal year ending March 31, 2024, followed by a question-and-answer session. The event is scheduled for 
approximately one hour. The presentation materials are available on our website. 

Before we begin the teleconference, we have an announcement to make. This presentation may contain 
forward-looking statements based on current expectations, all of which are subject to risks and uncertainties. 
Please be aware that the actual results may differ from the forecast. 

Now, Mr. Fushimi, please explain. 

Fushimi: I am Fushimi from Resorttrust. Thank you. I will now explain the financial results for Q1 of the fiscal 
year ending March 31, 2024, based on the explanatory materials. 
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Let me start with the first page. First, as a Q1 financial summary, we were able to increase both sales and 
profits in Q1 and achieve a record-high consolidated net sales. Net sales were JPY42.9 billion and operating 
income was JPY3.2 billion. 

Membership sales and hotel/medical operations each performed well, surpassing the previous year's record 
sales of JPY40.2 billion. In terms of operating income, the hotel-restaurant segment posted a large increase 
of JPY1.3 billion in Q1, and consolidated operating income for Q1 as a whole increased by approximately 130% 
YoY. 

Next, membership sales contract volume can set a new record here as well for Q1. Hotel and medical are at 
JPY21.4 billion and JPY2 billion, respectively. Sales of the SANCTUARY COURT series, centering on SANCTUARY 
COURT NIKKO, which was launched in October last year, were strong, and hotel contract volume exceeded 
the previous year's record high of JPY21.3 billion, which included the effect of the launch of SANCTUARY 
COURT BIWAKO, in Q1. Sales of medical memberships also remained strong at JPY2 billion. 

Third, as announced today, we have announced a share buyback of JPY3 billion. The Company plans to 
implement a capital expenditure of approximately JPY3 billion in order to enhance shareholder returns, 
improve capital efficiency, and implement a flexible capital policy. 

The fourth is the full-year forecast, the revised plan of which was already announced on July 14, and we expect 
to achieve record highs in both sales and income for the full year, with net sales of JPY201 billion and operating 
income of JPY19 billion. Both are expected to be record results for Resorttrust. 
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Please continue to page two. As a result of the above, the financial highlights are as follows; sales were 
JPY42.994 billion, up 6.9% YoY; operating income was JPY3.250 billion, up 29.5% YoY; and ordinary income 
was JPY3.427 billion, up 32.9% YoY. 

Net income was JPY3 billion, but this was a 59% decrease from the JPY8 billion gain on the sale of a general 
hotel in the previous fiscal year. 

However, the Company's performance was solid, with net sales of JPY52.1 billion, an increase of 6.2%, and 
operating income of JPY6 billion, an increase of 22%. 

The graph below shows a solid growth of about JPY2 billion each since COVID-19 disaster. 
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Please refer to page three. This one is about membership contract volume and number of members. 

As I mentioned earlier, last year's membership contract volume was a record high for the second year in a 
row, and it was further surpassed by JPY23.4 billion contracts. 

However, the number of members in the line graph shows a slight decrease, but this is due to the fact that 
the number of members did not increase YoY because of the transfer of members to other sections due to 
the start of sales of Nikko and other products, and not because of new members. 

While sales here are currently strong, we have strategically implemented a switching strategy in order to 
balance the inventory in the Tokyo, Nagoya, and Osaka areas. We see this as a move on schedule. 
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Continuing, page four, here is the hotel side occupancy rate and unit consumption. 

In terms of occupancy, the figure you will see is 48.2%, which means that, as in the previous year, we were 
able to exceed the pre-COVID-19 figure of 44.2 and even more. 

As for the unit price on the line graph, the price revision of room charges and meals in November of the 
previous year was effective, and we were able to increase not only occupancy but also unit price this term. 
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Please look at page five, this focuses on the portion of operating income in Q1 that differs from the previous 
year. 

In the current fiscal year, there was a decrease of about JPY460 million each in membership and hotel 
expenses, mainly due to an increase in personnel expenses, such as pay-raise, compared to JPY2.51 billion in 
the fiscal year ending June 30, 2022. 

In addition, there was a mere JPY100 million increases in utilities costs, and while there was a trustee 
withdrawal cost in the previous year, there was no such cost in this fiscal year. The overall hotel revenue 
improved by JPY1.14 billion, which is the largest increase, and the operating income increased to 32.5% 
compared to the previous year due to an increase in medical membership fees and a decrease in overhead 
costs for [inaudible]. 
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Continuing, page six are the ongoing topics for this fiscal year, and I will explain a few of them here. 

First, in the area of improving profitability, we have revised membership prices by approximately 5% since Q1 
of this fiscal year, June. 

The price of SANCTUARY COURT NIKKO, which was left unchanged at the beginning of the application period, 
will be raised by 5% as well. 

In addition, we are considering several properties other than the one we currently own for the start of 
construction in the next fiscal year, and we now have the prospect of securing a development plan for 
approximately five to six years in our inventory. 

We have also been working on DX, which is the smart check-in and check-out system for reservations made 
via the Internet, and the percentage of reservations made via the Internet has been increasing to about 35%. 
We are also making steady progress in improving efficiency towards our target of 50%. 

HIMEDIC has had some inventory problems, but we have decided to open two new facilities in Osaka and 
Tokyo in the spring and summer of the next fiscal year, and we plan to begin accepting new members in H2 
of the current fiscal year. 

In the senior residences, occupancy rates have also returned. In addition, the new projects that I have been 
explaining to you are also taking shape, and we expect to be able to announce them in H2 of the fiscal year. 

In addition, hospice care, which we have been promoting, is now being introduced from the existing facilities. 
In the senior market in particular, we have seen a marked increase in the return and growth of meeting-type 
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operations since the beginning of the current fiscal year, and we expect that new products will be introduced 
in line with demand for nursing care. 

As for the exchange with overseas clubs, we have almost finalized the first round of partners, and we expect 
to make an announcement by the end of the fiscal year. 

The promotion of digital utilization contracts, which I will explain later, has also been growing steadily. In the 
area of retention, the number of official LINE users has increased to 250,000, and we are making almost the 
same progress as planned in this mid-term plan. 

In the human resources & sustainability division, we have been progressing as planned this fiscal year with a 
5% increase in salary and raise in the bonus multiplier and a review of the working environment, including a 
review of mid-career termination. 

In addition, in the area of recruitment, which is our biggest problem at the moment, we are planning to 
supplement this fiscal year's recruitment with the second and third rounds of referral recruitment, spot hiring, 
and hiring of foreign nationals, the first of which was accepted in April. 

Regarding an introduction of EV vehicles to new facilities and solar power generation, we have decided to 
install solar power generation facilities and equipment at almost all of our facilities during this fiscal year, 
including not only hotels but also golf courses, and power generation facilities and equipment will be suited 
to each facility. 

In addition, we continue to hold regular sustainability forums and continue to consider other activities in 
collaboration with our customers now. Also, the Company has begun cross-training instruction between 
divisions. 

In the area of capital efficiency and governance, we have appointed three new outside directors who are more 
independent since June in order to strengthen the governance structure and improve the independence of 
the Board of Directors. 

The share buyback is part of our efforts to achieve our ROE target of 12%, and to create a management 
structure that places even greater emphasis on capital efficiency. 

We are currently promoting our new medium-term management plan, Sustainable Connect, centered on 
these initiatives. 
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I will then provide a summary of the segments. Please refer to page seven. 

As I have explained, each segment is growing steadily, but I think the most significant topic is that the hotel-
restaurant segment, shown in the middle of this page, is finally starting to make a solid contribution to 
earnings through after-COVID-19. 
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Continuing, page eight, this is the membership segment. 

The first row above shows the contract volume for hotels only, and the overall contract volume was 213 to 
214 compared to the previous year, which was almost the same as the previous year for hotels. 
In the previous year, most of the contracts were in Takayama, but in the current year, we have been able to 
adjust our inventory well, as we have a well-distributed mix of properties in the Tokyo, Nagoya and Osaka 
areas in accordance with the strategy I explained earlier. We believe that we will be able to maintain a good 
balance in the current and next fiscal year. 

And, again, the two below are worth mentioning. Digital utilization is growing very strongly, at JPY4.2 billion 
out of JPY21.4 billion, and on the right side, referrals from hotels, financial institutions and partner financial 
institutions are also growing firmly at JPY4.9 billion. These two sales methods together now account for about 
40% of the total, but there is still room for growth in this area, so we believe that these two sales methods 
will continue to be a major driver of contracts in the future. 
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Continuing, page nine is the occupancy rate for the hotel sector. 

As the three bar graphs show, the occupancy levels of XIV and Baycourt over the past three years have already 
recovered to pre-COVID-19 levels from last year, and this year we were able to extend that further. 

In particular, recovery of Baycourt, which is on the lower level, was delayed last year since the recovery of 
occupancy was from resorts, but this area has shown more growth than XIV in the current term, further raising 
the overall occupancy rate. 

We believe that there are two major reasons for this: the return of use from resorts to cities, and the increase 
in the number of members of SANCTUARY COURT, which has not yet been completed, which has led to an 
increase in the occupancy of Baycourt. 
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Continuing, page 10 is the occupancy rate for the general hotels. 

Regarding Hawaii, at the upper part, the occupancy rate is 68.4%, which is back from the previous period, but 
the Japanese quota, which is 10% to 20% of the total, has not yet returned because the use of flights from 
Japan has not returned. 

In Yokohama, the number of visitors has also increased from the previous year, but we believe that there is 
still room for further growth in the Yokohama area, where inbound travel and convention use have not yet 
returned. 
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Continuing, here is the current status of sales at medical. 

The top row on page 11 shows the number of HIMEDIC units sold, which also increased significantly from the 
previous quarter to 867 in Q1 alone. 

In FY2023, sales of new products have slightly [inaudible], but overall sales are on pace to exceed the previous 
year's level, and we believe we will be able to exceed FY2022 level for the full year. 

Regarding the senior residences, shown in the bottom row, sales had been sluggish due to the many 
restrictions imposed by COVID-19, but they are finally back in operation. As I mentioned earlier, there is a 
strong need for long-term care type facilities, especially in the current situation. 

Particularly, the current sales situation is slowing down due to the extremely hot summer, but overall, we 
believe that the situation is returning to normal. 
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In light of the above, we have presented the revised plan for the full year on page 12. 

This is in line with the upwardly revised plan announced on July 14, which calls for JPY201 billion in net sales, 
JPY19 billion in operating income, JPY19 billion in ordinary income, and JPY14 billion in net income. There is 
currently no change to the current year's target in the form of record highs in terms of sales, operating profit 
and ordinary income. 
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Page 13 shows the difference from the previous period for the full year, the same as the one shown before. 

In the current fiscal year, the realization of deferred income in Takayama and the recovery of the hotel have 
greatly increased operating income to JPY19 billion. 
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On page 14, we have set out the numerical targets for this fiscal year's management plan. 

There will be no change in this item either. Conversely, we are aiming for a ROE of 12%, which is part of our 
share buyback plan, and we have not made any other changes to our return policy, which is to aim for a return 
of 40% or more. 

We have also left unchanged our targets for the third year, 2025, of JPY230 billion in net sales and JPY23 billion 
in operating income. 
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As for page 15, as I mentioned earlier, in new properties, we can almost see one completion each year as 
planned, while maintaining a balance between the overall inventory and Tomei Osaka, and we hope to make 
further announcements from here onwards as necessary. 
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There are no changes to the content thereafter. On page 17, we introduce the new products we are working 
on, and talk about deepening the relationship with our customers, focusing on current content. 
In order to create new value as a membership business, we will create new fields of business with other 
companies in the membership business segment. In order to achieve this, we want to further enhance our 
characteristics as a club, including the value of the club, membership and the significance of our existence, 
and to firmly grow our [inaudible] business, which is a part of our customers' good lives. 
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To this end, the Group intends to establish its membership business with the Group's own solid Lanchester 
strategy as a major direction. 

This is a brief overview of Q1.  
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Question & Answer 

 

Moderator [M]: President Fushimi, thank you very much. Now we would like to move on to the question-and-
answer session. 

Company Representative [M]: We will now go to the question-and-answer session. When it is your turn and 
the moderator calls your name, please mention your company name and your name, followed by your 
question. Please note that only two questions can be asked per person at a time. Now let’s begin the question-
and-answer session. 

First, Mr. Oda from SMBC Nikko Securities, please. 

Oda [Q]: I am Oda from SMBC Nikko Securities. Thank you. I have two questions, and I would like to ask you 
to answer one question at a time. First, I think you are doing quite well in terms of performance in this Q1. In 
this context, you mentioned that you have raised the price and resort membership by 5% since this June. You 
raised prices in June, so it's only been about a month or two. Has the price increase affected the number of 
units sold or the number of customers? 

Frankly, the first point I would like to ask is whether customers are taking the price revision exactly as it is, 
and whether they are satisfied with it. 

Fushimi [A]: June, it is indeed only one month. In June, we achieved the plan and are making further progress. 
Once a price revision is made, it is inevitable that we will reap the benefits of our previous prospects. The first 
part of the process is to increase the number of units, and then, inevitably, to build up prospects again, so, for 
example, there is a week or two of stagnation before things start moving again. 

On the other hand, while there were some positive aspects of the reaping process, the subsequent 
movements in July and other months indicate that there was no particular decrease in the number of units 
and that new prospective customers were being generated. Is this okay? 

Oda [Q]: Thank you very much. However, the supplemental question for the first is about this 5% price 
increase and the price revision outside of Nikko. 

We have been told for some time that the cost of SANCTUARY COURT at Lake Biwa and Nikko has been going 
up, so although Nikko has been left unchanged this time, I think it is true that raising the price means the cost 
has gone up. 

I would like to know if there is any explanation to the customers as to why you are raising the prices of other 
hotels including the Baycourt and the XIV. 

Fushimi [A]: We explain them that there are large-scale repairs and maintenance including [inaudible]. The 
main focus will be on cost increases in this area and more aggressive efforts in this area. 

Oda [A]: I understood. The second question, regarding the monthly hotel occupancy rate on page nine. 
Baycourt has a solid occupancy rate increase. I understand that the level of XIV was higher last year than 
before COVID-19, so I think it is not a low level. 

Looking at this April-June period, the operation is slightly about the same or somewhat a little slower than 
last year's April-June period. I wonder if there should be some more upside. 
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How should we view the operation of the XIV in this point? This is my second question, please. 

Fushimi [A]: Overall, we are trying to increase corporate demand. Although the number of registrations in 
LINE is growing steadily. Compared to last year, the use by corporate employees has been affected by the loss 
of the national discount benefit. The connectivity is getting stronger, but it didn’t lead to the use of facilities. 

However, we introduced various preferential plans in July to compensate for this, and we expect to see results 
in this area again in Q2. 

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

Moderator [M]: Thank you very much, Mr. Oda. We are now accepting questions. Please send them to us. 
Mr. Kuwana of Mizuho Securities, please ask your questions. 

Kuwana [Q]: Thank you. I am Kuwana from Mizuho Securities. I would like to ask you two questions. First, I 
believe you announced an upward revision on July 15, and I think it reflected the upward revision of H1 of the 
fiscal year to the full year. Looking at the current strong performance of the hotel restaurant business, can we 
expect an upward swing in H2 as well, or can you give us some background on why you did not make an 
upward revision for H2? Please answer one question at a time. 

Fushimi [A]: Normally, we would have announced the overall review in Q1, but we announced it one month 
ahead of time at the monthly stage, so there are currently no changes for July to August for the current term 
as a whole. However, looking at July, I believe that we can aim for another upward revision in H1. 

Kuwana [Q]: I see. Thank you very much. Next, in your explanation of the hospice business, you mentioned 
earlier that you are planning to introduce the hospice at other facilities in the future. How do you feel about 
the response to the new facility in Sakurashinmachi after about a month in July? If we compare the monthly 
costs, this hospice of yours is still a part of the high-end market. Do you think there is no problem with the 
business because this is the blue ocean which is higher than most of the other companies in the market right 
now. Would you explain how it will contribute to the future occupancy rate of the facility for seniors? 

Fushimi [A]: To be honest, we have just started and have not yet reached the point of evaluation, but as the 
overall operation rate rises, there is a need, especially in the long-term care type, for people who have been 
discharged from hospitals after long stay and cannot return to their homes or who are highly dependent on 
medical care. Therefore, we believe that hospice care will be a major lever for residents to move in. 

And, after all, that is already the rate of return now. We expect to increase profitability not only in long-term 
care insurance, but also in the medical insurance. Although we do not yet have enough actual results to be 
able to say this, we believe that we will be able to achieve this as planned. We will continue to make these 
new products one of the features and sales points of the Company. 

Kuwana [M]: Thank you very much. 

Moderator [M]: Thank you very much, Mr. Kuwana. We are now accepting questions. Please send them to 
us. There are still a few minutes left, but it seems there are no more questions, so we will now conclude this 
question-and-answer session. 

Thank you, Resorttrust, for any additional information you may have. 

Company Representative [M]: Nothing in particular, but I will be on vacation starting tomorrow, so I will be 
checking my e-mail for any inquiries, so please e-mail me and I will be able to answer you. 
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This concludes the presentation of the financial results of Resorttrust for Q1. Thank you all for your 
participation. 

Fushimi [M]: Thank you very much. 

Company Representative [M]: Thank you very much. 

[END] 

______________ 

Document Notes 

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

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   
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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 © 2023 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
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