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Only one company in the membership business

RESORTTRUST GROUP

For 50 years since its establishment, Resorttrust has grown by focusing on the "membership" business. Today, we have
more than 140,000 members (200,000 units) and if you include the spouses and parents of our members, we are the
only "membership business company" in Japan with connections to more than 700,000 stakeholders. In order to enrich
the lives of our members (stakeholder wellbeing), we provide not only resort business but also various contents such as
medical care, nursing care, and sales of supplements and other products. We aim to achieve further growth by
enhancing the value of the "Club," which is, so to speak, a platform for members (creation of economic and social
value). In the membership business, if we can provide products that meet the needs of members, we will continue to
increase the value of our offerings, as this will ensure that members will purchase our products. The Medical Club, in
particular, has more than 30,000 members and, like the Membership Resort Club, is in the No. 1 positioning in Japan. We
will continue to further expand our No. 1 field and provide products and services that will stay with our customers
throughout their lives (Maximize Lifetime Value).

G Brand Man: t The Resorttrust Group provides products and services tailored
: 5 : roup bran anagemen to every part of our customers’ lives.
M Business domains and value creation
.  20s ) . 30s J [ 40s S 50s | L 605 T 70s )
enior
residence tndllli @ | » Baycourt Club Enriching leisure life
cus l:nln H ® Sanctuary Court Golfing and boating Personal time
Deepen relationships Z | oxv e ——— Ne ial meeting pl.
n 'W 50C1al I aces
with customers ' SV 2| Il'éigg:#m HOTEL Overseas travel "
. 4 ® Grandee Golf Club Family fravel multiple generations) Couples travel
Creating New Value as ete. oursuttof be orover et
a Membership Business » Complex Bix urauitetbeadty crevertvey
Optimize customer follow-up o MUNOAGE High-end cosmetics and hair accessories Anb-aging cosmetics
Ultimate tailor-made services * SWISS PERFECTION High-quality cosmetics used at beauty salons
Membership platform o] Supplements
Activation through networking among members
Empathy and loyalty * HIMEDIC Foundations of a healthy lifestyle Ultimate peace of mind

*® Midtown Clinic Medical checkups for employees Advanced medical care
® Trust Grace

Creating social value with customer
vl @ o Triist Gard Medical checkups for executives Housing with services for the elderly
clubs ete. Femtech Premium medical checkups Paid nursing homes with nursing care

(affilia



More facilities operated and membership driving growth

RESORTTRUST GROUP
Number of Number of
Facilities operated (2024.3) Number of members: 200,529, members (units)
120 - Number of facilities operated : 105 - 250,000
100 —
- 200,000
- 150,000
- 100,000
- 50,000
T T T . , T | O
1983/3 1988/3 1993/3 1998/3  2003/3  2008/3  2013/3  2018/3  2024/3
Established
in 1973 ~ mmm Hotel mm Golf Medical Senior residence = = «Number of members

________________________________________________________________________________

Number 6f Facilities 2



Expanding customer base/atfluent base to support growth

RESORTTRUST GROUP
< Breakdown of group membership > (Members)
SAESE;;RY Baycourt X1V Sun Members Golf Medical Cruiser | KAHALA Total
202473 12933 23,772|  79,702] 21,179 30,044 31,149 419 1,331 200,529

= Of the approximately 200,529members, the actual number excluding duplicate holders is approximately 140,000 (based on households: 130,000)

= Approximately 9% of the total number of households (1,485,000 households) in the number of high net worth segment and affluent segment

[AttributesJ(Average of XIV and BCC) [By age](Average of XIV and BCC) [Regions](Average of XIV and BCC) [New membership route (Ilotel Members)]

. . 929 ;
B Chairman, President 1/-? % Introduction
and Vice Presidents :
) m30s = Kanto u Members
H Directors, Officers,
etc. = 40s = Financial
. o " 50s ; # Chubu Institutions
Directors, Principals. p. K
In-house
Professors, School 60s Kl
Directors m70s RS u Direct mail
EDoctors, lawyers, " 80s 5
accountants and = Other § Advertising
Other

other professionals
Others

(Reference: Long-term trends in the number of high net worth

(Reference : Domestic affluent population)

segment and affluent segment in Japan) (Thousands)
2015 | 2017 | 2019 | 2021 400 1600
High net worth segment
High net worth I\,IF(L ofho:;seholds 73 84 87 90 350 W Affluent segment — 1500
segment (net (Thousands) = No. of households (High net worth segment + affluent segment ) L 1400
financial assets 300 -
¥500 mn or more) | Financial assets (¥tr) 75 84 97 105 | 1300
250 =
Affluent segment | No- of houscholds 1,144 1,183 1,240 1,395 L 1200
(net financial assets | (Thousands) 200 -
¥100 mn to less - 1100
than ¥500 mn) Financial assets (¥tr) 197 215 236 259 150 -
- 1000
Mass affluent No. of households 3,149 322 3418 3.254 100 -
segment (net (Thousands) | 900
financial assets ¥50
| o 50 A - 800
mn {0 less|than Financial assets (¥tr) 245 247 255 258
¥100 mn) | L 700

Source: Nomura Research Institute, Ltd. website E)Tf‘y‘lclr‘l‘;ns 2005 2007 2009 2011 2013 2015 2017 2019 2021 3



Formula for maximizing the strength of “Membership" (1) X (2)

RESORTTRUST GROUP

<Formula Driving Sustainable Growth>

<Sustainable growth>
Maximize the Resorttrust
economic bloc centered on
New membership sales routes, channels, members

product enhancement, contract numbers

(contract values), improvement of IntrO dllCtiOIlS
contract efficiency

= Sales strategies, use of digitalization

_|_

Expansion of targeted
customers and development
areas (Kanto, overseas)

(1) Increase in the number of customers (members)

< Identity > Increase stay duration per guest,
expand service domains

Together for a
5 = Close membership ties that last

for a lifetime, cross selling
—Creating a more +
affluent, happy time—

Wonderful Life

= Brand strategies,
enhanced recognition

Increase frequency of use per
guest, expand to families,
employees, etc.

Satisfaction

= Promotion of “Connect,”
strengthen points of contact

(2) Increased spending per guest (member)




Expansion of member and user bases

(Maximization of the group’s economic bloc) ——

Penetration Estimate at
houscholds  Members e 200,000 .
‘ (2023.3) members Group facility
user base
Kanto About 650,000  About 50,000 8 % ; 14% ! :
; Family members and .
Chubu  About 230,000  About 40,000 17% I 21% ] relatives of members, | Foreigners
} | guest users, and service as (mainl
Kansai  About 240,000  About 40,000 16% I 20% ! a welfare program/health i
’ ’ : l check-ups for corporate | affluent)
Other About 370,000  About 10,000 2% - 3% ! employees (approximately
3 several million people)

Domestic affluent (2021) 1.49 million households (12% increase from 2019)
Net financial assets: ¥364 tr

*Based on data estimated by Nomura Research Institute, Ltd.
*Affluent sector are households with net financial assets of ¥100 mn or more

Number of small and medium business
owners: approximately 3.5 million
companies (increase in corporate
demand)

Expansion of the group membership

b th t 10-15 . e e e e e T
Ty i e-a-r-s-l(Future) Group membership:
Introduction |____toreach 200,000 !

////////////////////A% Introduction

/ Group membership

/ Approx. 110,000 RTT
% app members,
7 20,000 core
'%, members
% .
{,;::,/ ( multi-
% ownership, etc.)

Vitalize the economic bloc by
promoting the use of digital tools
among owners and their surrounding
user base

S.u0)ISNI dandddsoad (0011
1M dn Surmog[oy Asnonunuo))

%,
&

______ ____I_Et_r:’_d_‘zst_iezl_______ 5



Medium-term Management Plan Numerical Targets

(2023.4-2028.3)

*The revision targets for the period under review (FY2024) include operating income of 26.0 billion yen, up 23.1% year on year, which is

expected for the full year = The FY2025 target of 23.0 billion yen is to be achieved ahead of schedule

*The ROE level (aim for 12% above 10%) and the ratio of operating income to net sales (10% or more) are also expected to surpass the target
values for two years in a row starting from the first year.

*For the medium-term management plan, reviewed and modified contents are scheduled to be made public at the time of announcement of
financial results in May 2025.

<Five-year common targets >

Overall index 2023.4~2028.3

Operating income
to net sales

10% or more

Operating income
growth rate

10% or more per

annum on average
* 2024.3 Plan as starting point.

< Numerical targets for the Medium-term Management Plan
eriod through the third year >

Aim for 12% above

contract values

ROE 10%.
Provides stable
Return policy returns with a payout
ratio of 40% or more.
Consolidated

2028.3: 10% growth
(vs. initial plan for 2024.3)

Hotel occupancy rate
(Total of all brands)

2028.3: 60% growth
(15 points vs. initial plan

for 2024.3)

Fiscal year | Previous year Initial Target
LD results result (2024.5)
Net Sales 169.8 201.8 247.0 230.0
Operating
Income 12.2 211301 zzg(? 23.0
(initial target) (18.0) (20.0)
Operating
income +412% | +72.1% +23.1% -
growth rate
Ordinary 1132 218 26.3 23.0
ncome
Net Income 16.9 15.8 17.7 15.0
ROE 15.4% 12.9% 13.3% Aim for 12%
Evaluated Projected to be
. about the same
Ollr)lecr;lrtrllrelg 22.3 23.8 27.8 i ——

income




Resorttrust’s Medium- to Long-term Profit Growth Image

RESORTTRUST GROUP

Membership Resort Business(including head office): medical (including new businesses) to become
approximately 1:1

Consolidated operating income outlook

The figures in the graphs corresponding to Y1-YS are assumed at the time of the release of
the medium-term management plan (as of 2023.5).

(¥bn) Senior lifestyle (new products), BNCT, overseas;
30 alliances, other new business Enhancing
services that
accompan
DIC, Medical service corporation, pany
20 customers

Aging Care, Senior lifestyle (existing) throughout
their lives, with

membership as

10
Membership, Hotel and Restaurant, Golf, Head Office the mainstay
O¥i Y2 Y3 Y5
2024/3 2025/3 2026/3 2028/3 After next medium-term management plan '

* To make the membership hotel business
more sustainable

* Number of members (units) to exceed
250,000

*Opening of 3 SAC properties.
* HIMEDIC membership to exceed 42,000

*Strengthen profitability by
raising selling prices
*Strengthen investment in
human capital and IT
*Strengthen investment in
repair and maintenance

* Foster innovation

.+ Continued membership growth
i+ Start selling reinvestment

. properties

i+ Make innovation profitable

* Number of senior residence members to
| exceed 2,000

| * Expand overseas business, innovation

* Initiate the XIV rebuilding model
* Medical operations to exceed ¥10bn



Main product and service price revisions

RESORTTRUST GROUP
. FY2022 FY2023 FY2024 Image of contribution to revenue
< MemberShlp > (on full-year contribution basis)
-------------------1
<2023.6~> Takayama, Biwako Y ---2.0 to 3.0 billion yen per year |
SANCTUARY COURT <2023.9~> Nikko . Mainly contribute to increased 1
Sales Price Up by 5% I income in FY2023 I
1 (Partially contributed to FY2024) :
<2024.4~> | "
. <2023.6> ., Up by further 10% ' +-- 0.5 to 1.0 billion yen per year |
Baycourt Sales Price Up by alittle over 5% I Mainly contribute to increased income 1
R : I
I in FY2023, FY2024
|
|
|
. <2024.4~> I .- 0.3 to 0.5 billion yen per year |
XIV Sales Price <2023.6~> Up by further 10% (whole) Mainly contribute to increased 1
(Memberships Up by 10% (partial) I income in FY2024 1
with expiration dates) L |
------------------‘
< Hotel and Restaurant > Tttt
<2022.11~> ! -+ 1.0 to 1.5 billion yen per year |
Fee charged Up by 10~15% Mainly contribute to increased I
for hotel room | income in FY2023 :
1 1
|
<2022.11~> illi 1
Prices for dinner <2022.7~>  yn by aporox. 10% ! 1.0 to L5 billion yen peryear
d breakfast Up by P Y approx. o Mainly contribute to increased i
an (Dinner) | income in FY2023 I
courses approx. 10% I I
Breakfast R
( ) 2 N : *=» 1.5 to 2.0 billion yen per year :
. 2025.1~ ] Mainly contribute to increased
Operating Expenses Up by approx. income in FY2025 :
15% on averagel (Contribution of 1/4 scale in FY2024) I
[} I-------------------‘
<Medical > mmmmm—————————————y
HIMEDIC <2023.12~ New course only> 1+ 0.5 to 0.6 billion yen per year :
. Up by approx. 8% (Sales amount recorded will gradually i
Sales Price *No change to existing products | increase due to proration over 8 years) I
: Contribute to increased income over 8 years |
HIMEDIC <2023.12~New courseonly> | -~ 0.1 billion yen per year :
Monthly Up by approx. 6% Mainly contribute to increased |
*No change to existing products | income in FY2024 |

Membership Fee

T TTT



Occupancy rate/Spending per visitor

RESORTTRUST GROUP

[ Occupancy rate/Spending per visitor ]

mm Occupancy rate (XIV + BAYCOURT)
Spending per visitor (XIV + BAYCOURT)

70.0% - 25,000
60.0% -
- 20,000
50.0%
40.0% 12000
30.0% 10,000
20.0%
5,000
10.0%
0.0% 0
FY2019  FY2020  FY2021  FY2022  FY2023 ®

* The membership hotel occupancy rate further exceeded the level in the same period of the previous
fiscal year, when it recovered significantly beyond pre-COVID-19 levels.

* The unit price also rose solidly year on year, due to the full-year contribution of the price revisions of
November 2022. *In FY2020, unit prices rose due in part to lower utilization rates at COVID-19. 9




Business fields underpinned by distinctive “Membership"

RESORTTRUST GROUP

Medical/Senior Life (Medical Segment)

Hotel Membership Sales (Membership Segment)

* Development of membership resort hotels
and the sale of memberships.

“XIV”(Suburban resorts)...Almost sold out (Resale)

il “Baycourt Club”(Urban resorts)... Sold out (Resale)

il « Sanctuary Court” (Suburban resort)... Almost sold out:
M >New brand and mai duct launched in June 2021

ew branand maill procuct faunched i Jine *Management of the " Comprehensive membership-
based medical club " and sale of membership rights

N
GRAND I{HMEDK: ... 13 facilities 10 courses

“Membership golf clubs ”
“THE KAHALA CLUB Hawaii~ (Oversees)

Hotel and related Facility Management
(Hotel and Restaurant Segment)

*Hotel / Restaurant Management
(42 domestic and 1 international locations )

(Membership)

o A & SUN

177" Bavcourt CLus SancTuarY Court MEMBERS

FIIRNAAT 7 WS

*Management support of medical facilities for the
general public...20 facilities

*Development and sales of anti-ageing products
*Research and development of cancer treatm?nt and
sales of equipment . . TRUSTE ARDEN
*Management of paid nursing homes 32177
with nursing care and housing with support services
for the elderly ... 23 facilities 2,093 rooms

26 facilities 4 facilities 2facilities 6 facilities
(Hotel) ungorway o of 2 facilities Sales breakdown Operating income breakdown
T 0.4% 2.5%
‘ = = Membership
HOTEL IHE KAD
TRUSTY
3 facilities 2 facilities (including 1 overseas) 'Ee":;‘z{;it 22.9%

*Management of membership golf courses (13 facilities) e

GRANDEE (Complexwithhotels +Golf course only)

Other

#Pie chart shows results for FY2024. | 0



(Reference) Sales breakdown by segment

RESORTTRUST GROUP

[ Fixedsales | [ Variable sales
Amount (millions of yen)
Classification
2018/3 2019/3 2020/3 2021/3 2022/3 2023/3 2024/3
Registration
Hotel [fee Income 18,211 18,545 21,823 21,203 27,275 29,567 30,630|
Memberships [Property
Memberstip sales 29,631 39,765 11,962 38,541 10,723 2,586 23,77
Other i
er neome 6,272 5,719 5,163 6,779 2,946 2,791 4,299
prTEN 54,114 64,029 38,948 66,523 40,946 34,945 58.701
(TN L L) 26,861, 27,364 26,604 21,020 25,070| 31,601 34,224
(U R R E 20,204 20,522 20,197 13,367 15,986 19,473 22,874
LI 5,376 5,382 5,487 4,310 3,740 4,440 3,026
IAnnual membership fee
Hotel and  fincome 7,124 7,694 8,449 8,895 9,52 9,611 9,615
Restaurant  [[ncome from amortization of
security deposits 2,993 3,189 3,544 3,511 4,052 4,061 3,885
e e 6 8,207 8,260 7,098 2,484 5,646 9,631 10,850]
e 8,836 7,972 8,380 6,735 9,683 10,930/ 11,01
R 79,601 80,383 80.659 60.32 73,699 89.747 95.49
Registration fee income 3,866 4314 4,735 5,84 4,540 4,293 4,823
IAnnual membership fee
income 7,138 7,996 8,827 9,71 11,51 12,715 14,031
Medical services corporate
income 5,12 6,093 6,275 5,905 7,648 7,913 8,161
Medical | O 2,627 2,743 2,540 2,512 2,633 2,563 2,712
pEn ORI iRl e 9,319 10,399 12,299 13,304 13,579 13,622 14,091
e G 2,920 2,933 4,191 2,735 2,518 3,316 3,081
e 30,99 34,478 38.867 40,022 2,43 44,429 46,899
Rental income 651 595 587 606 64 673 662
Other Other Income 54 55 82 64 55 40| 471
plandiat 707 651 67j 670 704 714 7lj
Total 165,413 179,542 159,14 167,538| 157,782 169,830 201,80 11




Business flow that generates stable cash flow

RESORTTRUST GROUP

* Aim for 150 to 160 rooms per hotel

. g Business flow
(36 members per room, 5,000 units) Membership Sales
<Total sales (approximate) > <= = = Cashflow
Per facility: ¥70 bn~
Sales commence after : © : Hotel & Medical
construction starts. . O :Hotel only
) Revenue from membership sales
* Approximately 30 months from 1
start O‘f construction 'to opening ORegistration fee ODeposits received
*Medical memberships are OReal estate cost from members
available for sale approximately I (After facility opens, sale is amortized Facility use
six months prior to opening. f  atafixed rate for 30 years)

Investment in P (Administrative fee)
resort facilities P s RESORTTRUST ~ \@ Annual fees
7’
’ ORoom fees > ~
L 7 OR fi Tt
D ey el opm ent evenue from restaurants ~ Op er ati on
ORevenues from amenities .
<Total project cost (;pa facilities, beauty treatments, <Operating revenue
(approximate) > shops, etc.) (apr}ual)>
Per facility: ¥30 bn~ Per facility: ¥3 bn~

Reflect the needs of our members

[
Stable cash flow | " Total membership sales of around 2.2 to 2.3 times the total project cost. ]|

through early L. Construction starts - opening (approx. 30 months) with payback at about
collection Lhalf the sales, sold out 2-3 years after opening. 12




Revenue and accounting for a core XIV facility

RESORTTRUST GROUP

(Before completion of construction)

Completion of

Contract Roof-raising construction
Total payment 60% of sale price 80% of sale price 100% of sale price
(100%) received received received P
Security deposit Member pays deposit -Li;)iﬁty-il;l;ﬁ; S 2 A.fte.r a f‘f‘Cihty opens,
(10%) upon signing contract | _contract signed*? 1 liability is amortized
————————— and recorded as
I ——— revenue in Hotel and
' ' Member pays I : Restaurant
Reglstratnlon fee registration fee upon Sale recorded when Operations.
(40%) signing contract I contract signed I &
| | Recovery of invested
funds with
__________ approximately 50%
| Member pays 10% of | sales progress i
I total payment upon |
signing contract
Member pays 20% of tota]
| at roof-raising |
"Member pays 20% of |
total upon completion
Example: Membership price of ¥10 mn
. Completion of . Earnings
Contract Roof-raising construction Opening recorded
. . R g T T HE 'y "\ 1 Balance-sheet liability |
Security deposit: ¥1 mn ] ¥1 mn P Vo P i 1 recorded i
Registration fee: ¥4 mn : ¥4 mn : : : : : : : : Sg}letrﬁi(;ﬂéiiéyhen :
_ i ¥1 mn* L ¥2 mn* Lo ¥2 mn* Lo L ?aaclﬁlgcglr)ggg)(“’hen :
L 1 L 1 1 1 ] ] i eVt y Yy ) o ]
Sale amount recorded ! ¥4 mn p ! _ Pl _ ! —

* The real estate cost is deferred until the facility opens and is treated as revenue
after the facility opens.

Cost of sales ¥ 3.5 mn

Annual fee:
¥0.13mn

13



Strong balance sheet unique to membership  cssorrmusrerour

perating loans/Accounts receivable - installment

500.0 eceivables from membersh.lp loan contracts (3-5 years, etc.) (Until 2022.3 loans were

M counted for as “Operating loans"; thereafter, the " Accounts receivable-installment" line item is
sed)
> Cash, securities, etc.
24 64.4
% 3000 - eal estate for sale/real estate for sale in process = (o be recorded as cost of sales in the
- uture
7)) nventory of hotels that have a].ready opened—> recorded on income statement at the time of sale
—_ eal estate in progressis an expenditure for inventory not yet opened => recorded on income
g 2000 4 tatement as a lump sum at the time of opening (for already sold)
=]
~ roperty, plant and equipment

100.0 - embership ¥130 bn (hotel restaurants, etc., medical, golf)

on-membership ¥60 bn (Kahala + Trusty, senior, rental real estate, etc.)
57—
0.0 Other non-current assets e
) 2024.3 ' Deferred tax assets, investment securities, etc.
Interest-bearing debt
0 M oans and bonds
-@
719  [(Otherliabilities
400.0 - |Accounts payable, lease obligations, etc.

dvances received/unearned revenue — recorded as sales in the future

3000 + | 7 dvances received = »¥60 bn (lump sum upon opening) for the unoccupied hotel real estate
ortion, ¥30 bn (8-year installments) for the HIMEDIC registration fee, ¥20 bn for Senior
acility Move-in Fee

2000 4 Lo Uearned revenue - - - Transitional account for annual dues and security deposits = Reported in
income statement during the period

Security deposits (amortized type) = recorded as sales in the future / (non-amortized type)
( Amortized type) ¥94 bn *Products from around 2000 = Amortized as sales over 30 or 50 years
(Non-amortized type) ¥29 bn *Products before around 2000 = Continuing to decline, e.g.,

eturned at the time of withdrawal from membership

100.0 -

(ug%) §)Isse
JoU pue SINIIqeI]




Group’s Development Schedule

M Following the three SANCTUARY COURT properties, hotel development is planned at a pace of approximately 1~ 1.5 facility per year

from FY2024 onward.

B HIMEDIC is scheduled to open in two locations in FY2024 and one in FY2026, leading to the establishment of 42,000-unit structure.
(Include
pre-contractual projects)

< Sales and business commencement schedule > @ Commencement of @ Commencement of business
*Subject to change in the future sales members and acquisition

Fiscal year 2021 2022 2023 2024 2025 2026
TAK@K/AMA (121 rogms) °
BIWAKO [167 rooms) |
®
NIKKO (162 roomg) PS
Sales and . YATSU|GATAKE (80 rdoms)
business Membership ®
commencement| resort hotels Newl property
schedule ®
New property
Nev&l property
New property
New property
Medical ® T k-‘ Plans for new
examination club 0kyo Y. Koh e locations in the Kanto
Busi on a membership ® =e . oxohgma and Kansai areas are
USINESS basis Osaka(Nakanoshimg) being considered
commencement . — -+
schedule At present, construction of three facilities . .
Senior residence is scheduled to be started in FY2025, and Tdkyo (Mmato dlt )
the facilities are expected to open one by | Chubu |
__one around 2028 | | Tokyo
(" At least seven new membership resort hotels are currently under consideration for development from FY2024 onward (including
projects with land not yet acquired), and other potential sites are also under continued consideration. In parallel with them,
reinvestment (renewal/rebuilding, etc.) in the former XIV properties will begin to be considered one by one, from this Medium-
term Management Plan period. 15




New brand “SANCTUARY COURT” (NIKKO*YATSUGATAKE)

membership launched RESORTTRUST GROUP
@“SANCTUARY COURT NIKKO JAPANESE MODERN RESORT?” Overview

Start of sales 20 October, 2022 ﬁ Contracts at end of september \
- Total membership sales target: 5,832 units (Assuming all 10-stay night products)

* Units sold: 5,709 units (20 Oct, 2022 - 30 Sep, 2024.)

Scheduled date of opening February 2026 (planned)

Total number of rooms 162 <By region (branch)> < By membership type >
Japanese restaurant, Chinese restaurant, Lounge & Bar,
Related facilities Spa (indoor bath, outdoor bath, sauna), Treatment Salon, uTokyo m Corporate
 Yokohama Membership

Executive Room, Boutique, Dog run, etc.

Nagoya

W Individuals

® Osaka

Membership price

¥7.44 mn ~¥34.76 mn (annual 10 stay nights-type or
annual 20 stay nights-type, 3 grades for each) k

e

“SANCTUARY COURT” Overview (common)

o

* Membership 1s valid tor 50 years from opening of the hotel

Member ship . [ .
period/form of * Land: General fixed term land lease right, building: unit
rights ownership (same as before)

Number of stay * Annual 20 stay nights-type: 1 room/available to 18 members

nights granted * Annual 10 stay nights-type: 1 room/available to 36 members

[t]se i ‘;;Sig“e‘i * Exchange of stay nights is available between
:hz‘:'gli * membership resort hotels XIV and Baycourt
- exchange Club
o : . Unused rights for = Use of a certain number of stay nights through using the
Outdoor hot bath i
Hicoor ot spring ba Room(Royal Suite) r;ig“iﬁ:t;:::g floating system without losing rights is possible, only for use
. system (with upper  Of facilities with membership. (annual 20 stay nights-type: 10
@“SANCTUARY COURT YATSUGATAKE RESIDENTIAL RESORT” Overview e e Db s D)
Start of sales 22 August , 2024

Scheduled date of opening March 2027 (planned)

Total number of rooms 80 S - - Ty B e ..
Bistro, Teppanyaki, Barbecue site, Lounge&Bar, 3 ”I &

Related facilities

Boutique, Dog run, etc. - kP =3

¥8.2 mn ~¥37.58 mn (annual 10 stay nights-type or

Membership price annual 20 stay nights-type, 3 grades for each)

Panoramic view Room(Royal Suite) 1 6



edical operations (opening of

usiness partnership) RESORTTRUST GROUP

[HIMEDIC Osaka Nakanoshima Course opened on July 31) [ HIMEDIC Midtown East Course opened on October 28]
Start of sales: December 8, 2023 Start of sales: April 8, 2024
Number of units offered for sale: 5,760 (number of members at the Number of units offered for sale: 4,950 (number of members
end of December 2024: 1,953 units) at the end of December 2024: 850 units)

The Nakanoshima Course has been set up in the Medical Center for . . .
Healthcare Innovation in Nakanoshima Qross, a hub for the ;Fhehﬁrfit 1n‘ar(])3duct1ton of a standing CT scanner and a PET system
industrialization of healthcare innovation, the formation of which is being *(¥h e; anrtt retaé. ; b P . o
promoted by Organization for Advanced Healthcare Innovation e e scans 1o examine signs
established by the Osaka Prefectural Government and private companies. of Alzheimer’s dementia and other forms of disease for the first time.
It offers enhanced well-being examinations.

) PET system for head
Standing CT scanner Image and breast (headshot

[Overseas expansion of Medical Operations with Mitsubishi Corporation] mode)

The Resorttrust Group establish a joint venture with Mitsubishi Corporation to expand its Medical Operations overseas by leveraging Mitsubishi’s overseas
networks and technologies. The two companies will promote overseas expansion of the medical service model for Japan’s affluent population, in which the
Group has an edge, primarily in Asia. <2025.1 Established a joint venture>

< Advantages of the Group gained through this initiative >

O) Overseas expansion of L.
Advancing Medical service model * Yen depI'CCIatIOIl =
e e into Asia for the affluent population  FEypectation in the improvement of per-customer sales
= w@* Dﬁ + Use of the days when facilities are closed =
L ouT Improvement of facility occupancy rates
"l =/ BNCT$¥ o .
A R §=i_ﬁ * Great contribution to the profitability improvement of
= business assets
b ]

~
[N

X

Enhancement of inbound medical

i — i
-S}S:e‘;:: o accept inbound travelers at ® '.‘ :Eﬁi% Sophi'st.ication of §ervices by }everaging generative Al

Lo Acceleratin ® * Multilingual medical translation service

medical institutions g Medical - Al doctor chatbot
*Form medical tourism efforts to edica
Accept inbound language Al
Y guag
travelers I o ..' Mo
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Membership-related sales
account for about 80% of
variable sales, which are
close to recurring-type sales.

RESORTTRUST GROUP

-sums booked at time of opening

Variable sales

(¥mn)

0 20,000

40,000

60,000

80,000
X Lump-sums
booked at time of
opening

From FY2024/3 plan to

Sales fluctuate greatly between
years when a hotel opens and
when it does not. Sales are one-
off, but about 80% of contracts
are made through referrals from
existing members. The number of
prospective clients is

1 approximately 100,000.

(Membership hotels)

Annual fees,

amortization of security

deposits

*Revenue from membership hotel use is stock-based with a recurring model.

| (Membership-based checkup)

open about one facility
each fiscal year.
1 T T 4
0 20,000 40,000 60,000 80,000
‘ |
0 20,000 40,000 60,000 80,000 108,228
—

] ] *From 2022/3

I @ HIMEDIC registration
.L—. fee is amortized over 8

) : — years (i.e. recurring)

| : [I—
: | |

0 20,000 40,000 60,000

Monthly fee, registration fee
(Senior Residence)
Usage fee, amortization of

initial fee

*General medical checkups and aging care are also recurring-type with
almost all sales coming from fixed customers.

100,000 120,000 140,000 160,000 180,000 200,000 220,000

(Membership sales)
Registration fee,
real estate sales, etc.

(Membership hotels)
Usage fees, meals, etc.

(Non-membership hotels)
Usage fees, meals, etc.

(General medical
checkups/Medical facilities)
Contracted services, etc.
(Aging Care)
Supplements, cosmetics, etc.

18



Synergies between hotels and medical

RESORTTRUST GROUP

4,000

HIMEDIC unit sales <Annual basis> 3,748 —

3,500 3210—3 117

3,000 2,961

2,500 2303 2,428 2,425

- l I I
1,500 -

Since COVID-19 annual sales consistently 3,000 units or more (record

1,000 - pace in FY2024.3). About 70% of HIMEDIC units are purchased by
500 4 hotel members (cross-sell).
0 ' N W NN E |
(Units) 2017.3 2018.3 2019.3 2020.3 2021.3 2022.3 2023.3 2024.3

Hotel members owning HIMEDIC memberships at the end of each FY
20,000 20.0%

18.000 mmm Hotel members owning HIMEDIC memberships !
’ «=¢==Share of total hote] members

16,000

14,000

12,000

10,000
8,000
6,000
4,000
2,000

18.0%

16.0%

14.0%

12.0%

10.0%

(People) 2017.3 2018.3 2019.3 2020.3 2021.3 2022.3 2023.3 2024.3 19



Overview of Medical Operations

RESORTTRUST GROUP

Medical Operations

] ]
HIMEDIC Senior-life Medical Service Aging Care

. . Corporation .
Business Business Business Business
Membership facilities Non-membership facilities
Members-only comprehensiv¢| Private nursing homes Operation support for | Development and
medical support club for the elderly. general medical sales of aging care
*Medical exarpinations are consigned HIMEDIC, Inc. service business, etc. products
to medical corporations « - .
HIMEDIC. 1 Trust Garden” series Advanced Medical
., Inc. iliti .
G lHEDICCIub? 12 facilities Advanced Medical Care Inc. Care Inc.
“Trust Grace” series “Midtown Clinic” ,
diagnostic facilities it ag <M » S *Doctor’s supplement
g 3 facilities< Mlkage Independent (2 clinics in Tokyo and Nagoya) “Plasmalogen”, ete.
(13 facilities 10 courses) Living, “Mikage” Assisted Living .
and “Shirakabe”> Shinko medical support Co..Ltd. D;f;‘;‘:g;:;;’g‘glzn ;i‘aas%fcmse;l:ggy
Number of members:31,149* ) ) “Qhi £99 o »
*a:. of erd Marcn 2024 “Activa Biwa” 1 facility Shinkokai Clinic”Noage
2 other facilities . ) :
<Other consoldated subsidiaries> ..., _— P EMUNOAGE
“|  Cancer Intellicence Care ‘: Senior Life Company Ltd. Cent-Medical Associates Inc. . .
| Systems, Inc. z| “Felio Seijo” “Resius Momochi™ and 5 M .Gyneiglrofvls:rf:npﬁz;l's:«g: prand
- R&D on boron neutron capture therapy (BNCT) = other facilities, total 390 rooms A remote dlagn0s1s support
n Clinical trial of BNCT started November 2019 u service L HOTEL SPA’s cosmetics
. . oye s i Ty
" | Total 23 facilities 2,093 rooms || Pevelopment of IT solutions » SWISS PERFECTION”
.lIIIIIIIIIIIIIIIIIIIIIIIIIIIII‘ formedlcal lnstltutlons

Contributing to society by leveraging our extensive network of medical instfitufions, innovation through
joint research and a strong customer base 20



Shareholder returns & capital policy ..o oou

S-year operating cash flow
generation of ¥120 bn yen scale

Capital investment in new locations
and existing facilities A¥60 bn yen
scale

<Current Mid-term Five-Year Plan>
Free cash flow

Provide stable returns to ¥60“bn

shareholders with a payout

(In addition, the use of borrowing)

ratio target of 40% or more

Previous medium-term management
plan period: ¥20 bn

Shareholder returns Investment in new
X¥30 bn businesses and M&A

Sustainable investments
(including human resources, intellectual
property, renewals, and rebuilds)

(1.5 times higher) ¥30 bn plus

In order to achieve ROE target of 12%
management to place greater emphasis on capital efficiency

= Implemented share buyback of ¥3 bn from August to October 2023

(Flexible considerations going forward.) 21




Resorttrust group network ———

® Senior facilities

Resorttrust Group Network
31, 2024| Sun Members 633

Shizuoka Tokyo
Sanctuary Court: 4 properties (incl. 3 properties under development) 1983 Tr 99
@ Kahala: 2 properties T ;
1984 57 Tr 85
@ Baycourt Club: 4 properties e ; - =
@ XIV: 26 properties = Tr ::
Sun Members: 7 properties* 1984 57 Tr 3
® Hotel Trusty: 3 properties* T 118
® Golf courses: 13 1974 36 T 50
C &1
@ Ski resorts: 1 = = - =
HIMEDIC: 10 courses Sun Members Nagoya Shirakawa 1974 105* Trust Garden Ogikubo 50
Kagoshima Felio Tamagav 68
(one property under development) "5”““ = = 1980 T Smagaws T
& 5, - Sun Members Kagoshima 5 5
@ Senior facilities: 23 facilities ) @ Hotel Trusty 507% =
Operationally supported Tokyo st Garden Yokohama Bay hamich 73
medical facilities: 20 facilities | Hotel Trusty Tokyo Bayside 2008 Aichi
Aichi Trust Grace Shirakabe
Hotel Trusty Nagoya Shirakawa 2016 105+ Morning Park Chikara
2012 202 ng facility) 384

® Golf courses o) azuka
Fukushima Grandee Nasu Shirakawa Golf Club 36 kage lindependent | 217
Yamanashi Maple Point Golf Club 18 kage assisted | J 63
Nagano andee Karuizawa Golf Club 18
Shizucka andee Hamanake If Club 18 95
gan Gifu Springfield Golf Club 18 98
Hotel properties h?:r;y..—;.a.\-., Pines Golf Club 18 Resius Momochi 62
Sanctuary Court XIV Karuizawa Pa Aichi St. Cre: Club 27
Tochig XIV Karuizawa S. Villa The Tradition Gol . _ ——
y Court Nikko izawa Sanctuary Villa Museo Operationally supported medical facilities
hina Hokkaido
y Court Yatsugatake 26" Sapporo Fuji Clinic
Gifu Yugawara Rikyu Miy
Sanctuary Court Takayama 2024 121 Hakone Rikyu ub 36 Sendai Medical Clinic
Shiga oka Tokyo
Sanctuary Court Biwako 167 Hatsushima Club Tokyo Midtown Clinic
® Kahala 484 2u Tokyo Midtown Skin A Clinic Noage
Oahu, Hawaii, USA Hamanako andee Hatoriko Ski Resort Tokyo Midtown Dent inic
The Kahala Hot jed Tokyo Midtown Clinic Ith Screening Center
Kanagawa V Toba Midtown Clinic Tokyo Bay
= t Yokohar 1 T Anne to Ar
l& B;;;m c;:n: Bt B;Z sz be”(: HIMEDIC (medical examination courses) " e v
Tokyo Yamanashi
Tokyo Baycourt Cl 2008 1997 HIMEDIC Yamanakako Course 1994
Kanagawa Kyoto Tokyo
Yokohama Baycourt Club 138 XIV Kyoto Y Rikyu 2006 210 HIMEDIC Tok
Aichi Wakayama HIMEDIC Midtown Cours t Medical Clinic
Laguna Baycourt Club 2019 XIV Shirahama 1989 1 HIME okyo Bay Course INBASHI CLINIC
Hyogo XIV Shirahama Annex 1993 HIMEDI

okyo Nihonbashi Cou awa Kitaguchi Kenshinkan
HIMEDIC Midtown C Topra Medical Clinic

48 Aichi Hamacho Koe:

HIMEDIC Nagoya
Kyoto

Ashiya Baycourt Club t Course
X

Fukushima

Rokko Sanctuary Villa
rima Rikyu

2016 Nihonbashi Muromachi Mitsui Tower Midtown Clinic

XIV Nasu Shirakawa 2005 58

Yamanashi

HIMEDIC Kyoto University Hospital Course 2016
XIV Yamanakako 1993

2009

Osaka
HIMEDIC Osaka Course
HIMEDIC Osaka Nakaneshima Cour

XIV Yamanakako Sanctu Naruto Sanctuary

XIV Naruto Sanctuary

22



