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Presentation 

 

Moderator: Hello, everyone. Thank you very much for taking time out of your busy schedule to join the 
telephone conference of Resorttrust, Inc. today. 

Present on today's conference call are Ariyoshi Fushimi, President, Takeshi Makino, Head of the Sustainability 
Promotion Department and Director of the Investor and Public Relations Department, and Hirotaka Honda, 
Manager of the Sustainability Promotion Department and the Investor and Public Relations Department. 

President Ariyoshi Fushimi will now explain the financial results for Q3 of the fiscal year ending March 31, 
2024, followed by a question-and-answer session. The entire meeting is scheduled to last about 60 minutes. 
The presentation materials can be found on our website. 

Before we start the briefing, I'd like to mention this first. This briefing may contain forward-looking statements 
based on current expectations, all of which are subject to risks and uncertainties. Please note that the actual 
results may differ from the outlook. We will now move on to the presentation. 

Fushimi: This is Fushimi from Resorttrust. Thank you. I will now present a summary of the Q3 financial results. 

 

First, please turn to page one of the handout. As a summary of the Q3 results, I would like to start with the 
results for the October 2023 period, with consolidated net sales of JPY135.8 billion and consolidated operating 
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income of JPY12.8 billion, which is an increase in both sales and income and a record-high consolidated net 
sales for the Q3 cumulative period. 

Accounting sales and hotel and medical operations were particularly strong and at record highs, respectively. 
It also exceeded the previous year's JPY128.6 billion. In terms of operating income, the hotel and restaurant 
segment as well as the medical segment also developed significantly, growing 22% and 21% YoY, respectively, 
both contributing to the increase in sales and income. 

Second, the membership sales contract volume also reached a record high for the Q3 cumulative period. Hotel 
and medical broke the record at JPY64.2 billion and JPY6.3 billion, respectively. The SANCTUARY COURT series, 
especially SANCTUARY COURT NIKKO, performed well and was a major factor in the record high, and while 
the previous year saw the effect of property launches, this year's results were even better. The sales for 
medical were also the highest ever in Q3. 

 

Please continue to page two. Sales, JPY135.8 billion, up 5.6% from the previous year, operating income, 
JPY12.8 billion, plus 16%, ordinary income, JPY13.2 billion, plus 15.2%, net income was JPY9.5 billion, which is 
negative 35.8%. Evaluated sales were JPY163 billion, up 5.2% YoY. Evaluated operating income was JPY21.5 
billion, plus 16.6%. 

As explained in the upper-right square, membership sales and facility operations are progressing well. In terms 
of expenses, we were able to absorb a base increase and a 5% improvement in compensation. With this, the 
Company was able to achieve solid growth in terms of operations as well, and the evaluated operating income 
also reached a record high for Q3. In terms of net income, there was a decrease due to the sale of around 
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JPY9 billion in general hotels in the previous fiscal year. In Q4 of this fiscal year, we plan to record a onetime 
charge of JPY8.4 billion for the real estate portion of the accumulated sales, resulting from the opening of 
Takayama. 

Therefore, as you can see in the chart below, operating income for the current fiscal year is growing steadily, 
as shown in the blue area below, and the orange area above shows that the evaluated profit, which is the 
portion to be deferred from the next fiscal year, is also making steady progress, resulting in solid growth in 
both operating income and evaluated profit. 

 

Next is page three. Page three shows the number of subscriptions and the increase in the number of members. 
As you can see, the total number of subscriptions in hotels and medical is increasing steadily, but the increase 
in the number of members was slightly negative in December because of the closure of Sun Members, which 
was the series prior to XIV. We have been asking our members, especially those who are aging or no longer 
using our services, if they would like to continue their memberships, and we have been purchasing 
memberships from them, switching them to XIV and also reselling the memberships. This strategic purchase 
and the decrease of 1,300 members in Sun Members had a slight negative impact on the total number of 
members. Although growth was negative, this was strategic, and we are on track with our plan. 
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Continuing on with the hotel side on page four. As for the occupancy rate, we have already returned to pre-
pandemic levels in the previous fiscal year, and we were able to further increase the rate this year. The unit 
price has also been reviewed, and it can be seen that the unit price has returned to pre-pandemic levels. 
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Next is page five. This is a YoY comparison of cumulative operating income for Q3. There is a slight change 
due to the make-up of products and deferrals, but in large part, personnel expenses increased by about JPY1.8 
billion from the previous year due to temporary leavers and various hiring, as well as investment in human 
resources to prevent turnover. However, this was absorbed by the increase in hotel occupancy and operating 
revenue, which amounted to JPY2.3 billion. Additionally, the increase in membership fees and operations for 
medical and seniors added approximately JPY1 billion to the previous year's JPY11 billion, progressing to 
JPY12.8 billion. 
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Page six is a brief explanation of the topics underway this quarter. First of all, we raised the membership fees 
by approximately 5% in June this year and in September for SANCTUARY COURT NIKKO only. Additionally, we 
have received very severe information regarding inventory, so we are now moving forward with a plan to start 
construction of at least two locations in the next fiscal year, taking into account the inventory situation in 
Tokyo, Nagoya, and Osaka. 

As for [inaudible] web, the reservation rate has increased by 10% from the previous year and is now at about 
39%, just under 40%, and we have set a goal of bringing this up to 50%. 

We also have development plans for HIMEDIC in Osaka, Tokyo, and Yokohama, and Nakanoshima went on 
sale in December at a new price and has been well received. 

As for senior residences, we have announced in our press release that we will be launching a new type of 
product, the first of which will be a joint project with Mitsubishi Estate, and plans are underway for the second 
and third facilities. 

Here, we also issued a press release about a collaboration with overseas clubs in December and started 
services in January, still mainly for Banyan Tree, and overall, we have received about 60 to 70 inquiries so far. 
Therefore, rather than directly aiming for profit, this was more for market research, including product 
development for overseas markets, and here we will also listen to our members and link that to future 
developments. 

There will be more on our use of digital technology later, which I will now explain. 
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The number of registered LINE members has been increasing steadily, from 215,000 last year to over 300,000 
now, so it is growing steadily into [inaudible] operation, mainly for corporate use. 

As for the human resources part, we have improved compensation, as I mentioned earlier, with a 5% increase 
in across-the-board pay. We are raising the bonus multiplier rate and reviewing shifts, the system of long 
breaks during the shifts. 

We have already been hiring referrals, area workers, and spot hires, but we are currently making progress in 
hiring foreign nationals who are an immediate asset. We expect to be able to hire approximately 100 people 
this fiscal year and 300 people in the next fiscal year and thereafter. In addition, we plan to grant the 
Company's own shares through an employee stock ownership plan in March. 

We have also introduced EV vehicles and solar power generation at all facilities. Although the status of solar 
power generation varies by area, we have introduced them at all facilities. 

In terms of capital efficiency and governance, we are pleased to announce that three new outside directors 
have been appointed to the Board since June. We are making steady progress toward our ROE target of 12%, 
and we have already implemented a JPY3 billion share buyback this fiscal year. It should also be noted that 
we have been newly selected for inclusion in the ESG Select Leaders Index. 

 

Here is a brief description of the segments, page seven. Regarding the membership system, net sales 
increased 4.6% YoY, but operating income was down 9.6%. Therefore, in terms of evaluated operating income, 
sales are positive, but profits are slightly negative. 
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There are several factors, but the major one is that we have been taking applications for our mainstay 
SANCTUARY COURT series in Takayama, Biwako, and Nikko at the same price as the contract that assumes 
switching, but prices have been rising every year, which we knew from the beginning, and from Takayama to 
Nikko, the cost has become considerably higher. The operating profit for this part has been negative, and in a 
sense, this has been factored in. This has been a trend in the Tokyo, Nagoya, and Osaka area, so we are 
planning to revise the prices further, starting with the next round of applications for the SANCTUARY COURT 
series. 

The hotel, restaurant, and medical businesses continued to perform well, with steady growth in both sales 
and operating income. 

 

Please continue to page eight. This is the status of contracts, but as I just mentioned, as you can see, contracts 
were focused on SANCTUARY COURT TAKAYAMA in 2021, Biwako in 2022, and Nikko in 2023. The weight has 
shifted in the order of applications, which was a factor for cost, as I just mentioned. As you can see, the ratio 
between the Tokyo, Nagoya, and Osaka areas has become fairly balanced with some switching, and we will 
introduce new products in 2024 and beyond while watching this balance. 

Therefore, based on the current sales rate, Takayama, where the deferral will be recorded this fiscal year, is 
at 93%, Biwako is at 77%, and Nikko is at 72%, so basically all three facilities are scheduled to be sold out 
within the next fiscal year. 

Continuing on, this was a major factor in our growth this time, but the lower left-hand side shows the number 
of contracts that made use of digital technology, such as email newsletters, as part of ongoing sales efforts to 
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keep prospective customers in the loop. This resulted in JPY13.1 billion, which includes the medical services 
shown above, which means that nearly 20% of our total sales are now being carried out through the use of 
digital technology. We are currently following up with approximately 100,000 potential customers at any 
given time and converting them to new contracts, which has led to a significant increase in overall productivity. 

The right side shows that, together with this, we have reached approximately JPY14 billion, and therefore, in 
addition to digital contracts and referrals from financial institutions and hotels, it has increased significantly 
and is leading to strong growth in new contracts overall. 

However, due to tight inventories, we are not actively pursuing referrals from financial institutions, and this 
has leveled off. We plan to continue to grow this area. 

 

Next, from page nine, is the current status of hotels. Looking at the annual occupancy rates for XIV above and 
Baycourt below, we have already surpassed pre-pandemic levels in the previous fiscal year, and we have 
exceeded last year's levels since July, exceeding the previous year's level on a cumulative basis. In H1 of the 
current fiscal year, there was still the impact of discounts compared to the previous year, so it was not 
[inaudible], but since July, it has exceeded that level. XIV, in particular, was the first to return to operation, 
and Baycourt and urban hotels were affected by the pandemic until the very end. Now the situation is 
reversed and Baycourt is recovering rapidly, even compared to the rise in prices of regular urban hotels. 
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Next, page 10 shows Kahala, a regular hotel, and first, regarding Hawaii, it is also recovering from the previous 
year, at about 80% to 90% of pre-pandemic levels. 

Originally, approximately 70% of our customers came from the US mainland, and this was our main source of 
customers. We have seen a steady return of customers from the US mainland, as well as from Oceania, but 
the number of customers from Japan is still limited due to factors such as exchange rates, which is the reason 
for the negative figure. We believe we will make up for this in the next fiscal year. 

Yokohama is also making steady progress, but the benefits of inbound tourism, including ADR and operation, 
have not yet reached the level of Tokyo, so this remains a challenge for the future. 
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Next, page 11 is the status of our medical business, but the number of units has grown to 3,000 since 2020, 
and we are on track to exceed that figure with a record-high pace this fiscal year. With digital, we are growing 
further amidst competition, and we are aware that the market itself will continue to grow. 

Senior residences were the most affected by the pandemic, where we had to deal with the risk of outbreaks, 
restrictions on visits, and so on, so we had to operate the residences in a somewhat restrictive environment. 
This has come back slightly, but even now, there are still cases of COVID-19 within the facilities, and this is 
having a negative impact. The situation is improving, so we will continue to take safety measures and to attract 
prospective customers. 
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Continuing on to page 12, we have been able to achieve our plan up to Q3. The full year forecast is on page 
12. We revised it upward on November 10, and we now forecast net sales of JPY202 billion, operating income 
of JPY21 billion, ordinary income of JPY21.2 billion, and net income of JPY15 billion for the full year. Our full 
year plan remains to achieve these targets. 

That was a brief explanation of the summary. 
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Question & Answer 

 

Makino [M]: Thank you, President Fushimi. That concludes the explanation. We will now move on to the 
question-and-answer session. We will follow the operator's explanations during the question-and-answer 
session. 

Moderator [M]: We will now move on to the question-and-answer session. When it is your turn and you hear 
the moderator call your name, please state your company name and your name, and then state your question. 
Please limit your questions up to two per person at a time. We will now begin the question-and-answer 
session. 

First, Kuwana of Mizuho Securities, please go ahead. 

Kuwana [Q]: Thank you. This Kuwana from Mizuho Securities. Thank you for your presentation. I would like 
to ask two questions. 

First, I have a question about HIMEDIC Nakanoshima. You sold a record 1,034 units this quarter, and how 
many of these units were Nakanoshima? Also, regarding the price automation of membership sales, I am 
aware of the increase in sales price with increased services. Can we expect an improvement of several 
percentage points on a gross profit basis? Also, this is about increasing the price of services, but is it still 
difficult to purely raise the price of services? That is my first question. 

Secondly, regarding the rising construction costs, we are thinking that SANCTUARY COURT KANAZAWA will be 
going up even higher than Nikko, but I was wondering if you could tell us about the progress, such as the 
negotiations with the general contractor. I often hear about delays in the construction schedules with general 
contractors, but I wonder if there is any impact of delays on Nikko, which opens in March, or Biwako. Those 
are my two questions. 

Fushimi [M]: First of all, HIMEDIC Nakanoshima, about the number of units. 

Makino [A]: This is Makino. Of the 1,000 units, 159 units are Nakanoshima, with 84 new units and 75 
additional units to be purchased. 

Fushimi [A]: Also, the new services in Nakanoshima, which is a result of the price review, are basically 
wellbeing services, and in addition to cancer, heart disease, and brain disease, the main service is basically 
preventive care, which includes various lifestyle diagnoses. Therefore, the new facility, which is also available 
in Tokyo, has added examinations and guidance to improve quality of life, such as standing CT, for example. 

In particular, in the case of Nakanoshima, which is centered around Osaka University, the building is home to 
various Osaka University-related research institutes and cutting-edge medical institutions and will also house 
treatment facilities and hospitals. Therefore, one of its main features will be to provide services that have 
never been offered before through collaboration among these institutions. 

Regarding your second question, the cost of construction in Kanazawa, has become even higher than before, 
as you mentioned, and of course, there is the problem that general contractors cannot easily start 
construction this fiscal year, especially in FY2024 and FY2025, including beyond Kanazawa. As I mentioned 
earlier, we have started construction of several facilities, but as you know, Kanazawa and Noto were hit by 
the earthquake, and it has taken some time to obtain the necessary permits and approvals from government 
agencies. 
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Also, in terms of the actual construction period, we are currently considering several options, including other 
options, because we are not sure if we should be the first to start construction in that area, which still requires 
a lot of manpower for civil engineering work. In fact, we are now preparing to develop products that will 
absorb such costs in a variety of ways, such as small luxury and villa-type products, which are a little different 
from what we have been doing in the past due to the high cost of these products. Therefore, even in the 
unlikely event that Kanazawa is delayed, we are well prepared to introduce new products. 

As for the current Nikko project, the construction is scheduled to proceed as planned, although some aspects 
of the cost have yet to be determined. I hope that was okay. 

Kuwana [Q]: Regarding the second point, you said that Kanazawa, which was originally scheduled to be sold 
around summer, could be moved to winter, for example, and new products could possibly be sold around 
summer. 

Fushimi [A]: Yes, that is what I mean. 

Kuwana [M]: I understand. Thank you. 

Moderator [M]: Thank you very much. Next, Mr. Oda from SMBC Nikko Securities, please go ahead. 

Oda [Q]: Thank you very much. I am Oda from SMBC Nikko Securities. I have two questions for you as well. I 
will ask them together. 

The first is about HIMEDIC in Nakanoshima, which was talked about earlier. Since sales started in the first half 
of December, I have the impression that you got off to a good start, even though it is not yet being fully used. 
What is actually valued when it is sold? I think the location is simply good, and I think it is a combination of 
factors, but I wonder if it is the location or the services and what factors are being appreciated and sold. My 
first question is that I would appreciate some more specific details in this area. 

My second question is about the partnership with overseas clubs. Right now, I believe you are in the trial stage, 
beginning with the Banyan Group. However, personally, in terms of attracting inbound visitors, I think the 
upside can be seen there, especially since the occupancy rate on weekdays is in the 40% range. You are now 
starting on weekdays, mainly at Baycourt, but I would like to know how much you would like to increase the 
weekday operation by attracting inbound guests through these partnerships with overseas clubs, including 
the possibility of expanding partnerships in the future. If you have any such views, please let us know. That is 
my second question. Thank you very much. 

Fushimi [A]: Regarding your first question about Nakanoshima, the reason for the success, as I mentioned 
earlier, is the medical institutions affiliated with Osaka University, offering cutting-edge treatment in a variety 
of fields that are inside and the resulting close collaboration between these institutions. 

For example, in exchange for receiving examinations using certain modalities from these partner institutions, 
they can, of course, provide treatment to our members through medical collaboration. I believe this kind of 
collaboration is one of the major attractions of this facility. 

Also, this is not limited to Osaka, but we will be introducing new wellbeing products in Midtown and 
Yokohama in the future, so we believe that this is probably one of the attractions as well. 

Regarding your second question about overseas, as you mentioned, we have set a minimum target of 60%, 
and we believe we can achieve this goal as it is now, but when we reach 65%, for example, we need to consider 
the number of users on weekends, which will be even higher. Therefore, we are looking for people who can 
use the services only on weekdays by connecting with employees of the aforementioned corporations, 
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especially those of large corporations who have weekdays off, via LINE, as well as with senior citizens. We are 
aiming to increase weekday occupancy by following up with seniors, and of course, we would also like to 
consider inbound travelers as well. 

One thing I would like to mention is that in the future, we would like to plan and implement memberships for 
overseas visitors, such as usage tickets or annual membership fees, while keeping an eye on their needs. If 
there is a need, we may be able to expand overseas with overseas partners, but at present, we are limited to 
five facilities accepting inbound visitors. 

One of the reasons for this is our readiness to accept foreign visitors, and rather, we have heard from our 
members, that they do not see foreign visitors during certain times, so even if we do accommodate foreign 
visitors in the future, we believe we need to narrow down the number of facilities and accommodate them in 
new facilities. Therefore, we would first like to see if we can maintain the grade and atmosphere in a limited 
capacity, and if this is possible, as you said, we will further promote our facilities to overseas visitors as a pillar 
of our weekday operations. 

In addition, regarding memberships, we have received inquiries about memberships from people who want 
to use them. However, considering our inventory, we would like to consider introducing such products for the 
overseas market after the two facilities have been launched by the end of next fiscal year. That was a brief 
explanation. 

Oda [M]: Thank you very much. That was all right. 

Moderator [M]: Thank you very much. 

Next, Mr. Oda from SMBC Nikko Securities, please go ahead. 

Oda [Q]: Since no one asked a question, I will ask an additional question. 

Just one question. Please tell us about your performance in Q3. Looking at the figures for hotels and 
restaurants for the past three months, the top line is up, including occupancy, but if we look at profits alone, 
I think profits are down in YoY. I think it may have been the measures to reduce the middleman, as you 
explained, or an increase in labor costs, but I had the impression that the investment in such expenses was 
still underway until Q2 and I wonder if that is what has started to appear in Q3 or so. My question is if you 
could tell us about the factors behind the decrease in profits of hotels and restaurants during Q3. Thank you 
very much. 

Honda [A]: Honda will add an explanation. As you mentioned, the profit decreased by about JPY150 million 
to JPY200 million YoY in Q3, from October to December, but this is due to a slight change in the quarterly 
allocation of [inaudible] from the previous year, with a slightly greater allocation in Q3. There were also 
government subsidies, or rather, increases in prices due to such plans, resulting in a slight difference, but in 
reality, things are going well. 

Oda [M]: I understand. Thank you. 

Honda [M]: Thank you very much. 

Moderator [M]: Thank you very much. 

We still have a few minutes left, but since there are no other questions, we would like to close the question-
and-answer session. 
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Makino [M]: Thank you very much. This concludes the presentation of the financial results for Q3 of the fiscal 
year ending March 31, 2024 of Resorttrust, Inc. Thanks for your participation. 

Fushimi [M]: Thank you very much. 

Honda [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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