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Presentation 

 

Moderator: Thank you for joining us today on the Resorttrust conference call. Today's conference call is 
attended by President Ariyoshi Fushimi, with Makino, Investor & Public Relations Department Director, and 
Honda, Investor & Public Relations Department Manager, in attendance. 

President Fushimi will now explain the Q2 financial results, followed by a Q&A session. The entire meeting 
will last a maximum of one hour. The presentation materials are available on our website. We kindly ask that 
you take a look. 

We will now begin the explanation. President Fushimi, please. 

 

Fushimi: Yes. I am Fushimi from Resorttrust. I would now like to provide an overview of our financial results 
based on the financial results presentation for six-month period ended September 30, 2025. 

First, please see page two of the document. This is the financial summary. 

For Q2 FY2025, consolidated net sales were JPY110.9 billion and operating income was JPY12.4 billion, with 
both sales and income increasing in H1. Net sales, operating income, and ordinary income reached record 
highs, respectively. Incidentally, this is the third consecutive term of sales and the second consecutive term 
of operating income. 
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Significant [inaudible], Hotel Operations saw a significant increase in income compared to the same period of 
the previous fiscal year. The main reasons are: Occupancy and unit prices exceeded the previous period and 
performance remained strong. In addition, profitability improved due to the annual membership fee revisions 
from January 2025, the revision of fees charged for hotel rooms at some facilities, and food and beverage 
price revisions. 

Medical operations marked record-high sales and segment income for Q2 for the three consecutive period, 
continuing to exhibit strong performance. 

The total contract amount of hotel, medical, and golf memberships was JPY69 billion, which was a record high 
for H1 of a fiscal year for the fifth consecutive year. 

Hotel membership contract value totaled JPY64.7 billion, surpassing the record high attained for the same 
period of the previous fiscal year by approximately 17%. This was due to the strong performance of new 
properties for sale, especially Sanctuary Court, with Sanctuary Court Kanazawa, which went on sale in March, 
recording JPY37.3 billion, and Sanctuary Court Awajishima, which went on sale in June, recording JPY15.4 
billion. 

Medical membership contract volume reached JPY4 billion, resulting in strong performance close to the JPY4.2 
billion attained for the same period of the previous fiscal year. The performance in the same period of the 
previous year benefited from the start of sales of new memberships. 

Based on the above, our revised plan for the fiscal year ending March is JPY260 billion in consolidated net 
sales and JPY29 billion in operating income, and we have revised our full-year results upward, expecting a 
record high in net sales and all income items. 

In addition to strong performance in H1 of the fiscal year, the Company expects to record deferred revenue 
resulting from the opening of SANCTUARY COURT NIKKO in Q4 during H2 of the fiscal year. Furthermore, all 
three operations are expected to remain stable, and the Company expects to reach new record highs in 
consolidated net sales, operating income, and ordinary income for three consecutive years. 

In addition, we have raised the interim dividend by JPY1 to JPY17 and the year-end dividend forecast by JPY1 
to JPY17, for a total annual dividend of JPY34, an increase of JPY2. We also expect this to be the highest annual 
dividend ever paid. We will later explain this individually. 
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On page three, this is a diagram of the stages of membership sales that you always see. 

The first two are on the right. This is the start of the recruitment of Q4 in 2024 in Kanazawa, from the previous 
year, which actually has a significant impact on Q1 of the current year. Similarly, Awajishima started recruiting 
at the end of Q1, and Awajishima is firmly in effect in Q2, with record high contract volume in both the first 
and second quarters. 
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The next page is medical. In the medical, the previous year saw the introduction of a new membership called 
Midtown East, and although there was a slight delay in H1, contract volume was almost on a par with that of 
the previous year. 

In addition, as I will explain later, in October, we started accepting new applications for Yokohama Bay Court, 
which is doing extremely well. 
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Please see page five. Financial highlights. 

Actual sales for 2025/9 are JPY110.9 billion, up 3% from the previous year and up 0.5% from the beginning of 
the fiscal year. Operating income was JPY12.41 billion, up 8.6% from the previous year and 17% from the 
initial target. Ordinary income was JPY12.44 billion, up 8.1%, or 17% from the beginning of the period. Net 
income was JPY8,620 million, up 14% from the previous year and 21% from the initial target. 

In particular, evaluated sales were JPY135.4 billion, and evaluated operating income was JPY19.1 billion. 
Regarding operating profit, on a valuation basis, we achieved significant growth of over 20%. 

As you can see, almost all of our businesses have performed well. 
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I will explain this in segments starting on the next page. 

However, in the membership segment, net sales were down 10% of the previous year's level, and operating 
income was down 12% of the previous year's level. As explained in the box at the bottom of this page, the 
contract amount rose significantly due in part to the launch of new membership in Kanazawa in March and 
Awajishima in June, but the percentage of sales of uncompleted properties was significantly higher than in 
the previous year, resulting in an increase in deferred revenue and a decrease in both revenue and income. 
However, if you look at the bottom row of the table, you will see that the deferred adjustments show growth 
of more than 10% for both evaluated sales and evaluated income. 

In the second segment, hotel and restaurant sales grew by 8.4%. And in terms of operating income, it has 
more than doubled. We believe this is the most noteworthy aspect of this period. 

In the medical, both sales and profits are growing steadily. 
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Page seven shows the table of changes compared to the previous year. 

The JPY11.4 billion on the left side, compared to the actual results for 2024/9, shows a JPY2.9 billion increase 
in the deferred portion of membership as I mentioned earlier. This is a negative amount. However, the overall 
increase in contract volume added JPY1.6 billion, the hotel division added JPY1.2 billion due to price revisions 
for annual membership fees, etc., and management income added JPY600 million, for a total increase of 
JPY1.8 billion at the hotels. 

In addition, in medical, the increase in annual membership fees and other factors added JPY1.1 billion. 
However, two new facilities were opened in the previous fiscal year, and the cost of opening these facilities is 
included in the above figure, resulting in a negative JPY1 billion. Factoring in headquarters expenses, this 
period's result was JPY12.41 billion. 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
9 

 

 

Starting on page nine is the status of main indicators and priority measures. 

This is a bar graph of contract volume, and first of all, there has been a large increase overall, and then, as you 
can see, Sanctuary Court, the darkest color. This is firmly extended. In comparison, the blue section in the 
middle here, XIV + Baycourt + KAHALA, has decreased significantly compared to the previous year. This section 
represents the existing properties. The decrease here, combined with the increase in new Sanctuary Court 
properties with deferred revenue, accounts for the negative change compared to the previous period. 
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Next, page 10 shows the hotel breakdown. Both occupancy rate/spending per visitor have been growing 
steadily. In the previous fiscal year, in particular, we had some bad weather, and we were able to make a 
significant improvement. In addition, I think it can be said that the revisions to the room charge, food and 
beverage charges, etc., have been in effect since April. 

We understand that you understand that we have revised our prices, but that we have also been able to 
increase our operation. 
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Page 11 shows medical. In the area of membership, as I mentioned earlier, sales have been steady at almost 
the same level as the previous year. 

In the senior market, the occupancy rate has been stable and almost the same as the previous year, and I will 
briefly explain this development later. 
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Next, page 12. We have been revising our prices for the past three years, and finally, after two years of work, 
we were able to introduce the operating expenses in Q4 of last year, and this fiscal year is the first time that 
the sales increase in annual membership fees will take effect for a full year. We believe that this is the biggest 
reason for the increase. 
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Next, page 13 shows the progress of each of the priority measures. 

In terms of membership prices, the prices of existing memberships were also revised in April. And Kanazawa 
just started accepting applications in March, but was reviewed again in July due to strong sales. The new hotel, 
Awajishima, began accepting applications on June 20 as planned. 

And the price review mentioned earlier. In the current fiscal year, the room charge at Tokyo Bay Court Club 
was revised in April, the overall meal charge was revised in June, and this was followed by a price review of 
high-occupancy facilities at XIV, mainly Rikyu, in October. 

And from June 2025, as I mentioned earlier, we are further accelerating our inbound measures by forming a 
new partnership with JCB and Bank Danamon in inbound with Mitsubishi Corporation. In October, we began 
sales of the HIMEDIC Yokohama Bay Course, which I mentioned earlier, and HIMEDIC has already achieved a 
record high contract volume in October. 

And since November, we have been rebranding and re-conceptualizing our senior residents as HIMEDIC 
RESIDENCE THE GARDEN. This will also be briefly explained later. 

In terms of other measures, the use of digital technology, LINE connections, etc., have been successful, and 
we are now up to 432,000 people, which means that we have attracted about 33,000 new people in this half-
year period. 

In the area of Human Resources and Sustainability, we have continued to offer a salary increase and a 
performance-linked bonus, as in the previous fiscal year. Then, thoroughly abolish the system of long breaks 
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during the shifts of employees. We have been enhancing recruiting activities: Referral hiring, on-the-spot 
hiring, hiring of foreign nationals, etc., and currently we are able to hire the desired number of graduates. 

In addition, from the latter half of the fiscal year, we are now promoting a new human resource development 
program, which includes the recruitment of future executive candidates from within the Company. 
Additionally, succession planning within the Board of Directors is currently being thoroughly advanced on an 
individual basis. Then, the Human Rights Due Diligence Project was initiated. 

Regarding capital efficiency and governance, we are currently strengthening board governance by halving the 
number of directors from the previous 18 members, effective June 2025 and beyond. In addition, the 
Company has been selected for JPX400 because of its management that focuses more on capital efficiency 
toward the target level of 15% ROE. With the above, we believe that we are making good progress in 
promoting the medium-term management plan, Sustainable Connect 2.0. 

 

Continuing on, I would like to talk about the key points of H2 of this fiscal year, which I explained a little earlier. 

One is on page 14, HIMEDIC Yokohama. For the first time, HIMEDIC will be located in Yokohama. This one 
started on October 22, and it will be a new landmark tower in Yokohama Kannai, BASEGATE YOKOHAMA 
KANNAI, and I think this [inaudible] is all comprehensive development. We will set up a medical examination 
center here. 

The first one is that HIMEDIC has entered here, and this HIMEDIC is characterized by zero-level prevention, 
based on the concept of eliminating the 'causes of cause' of disease, with particular attention to sleep. 
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Therefore, we will conduct joint research with Yokohama City University on initiatives that also take into 
account well-being in providing comprehensive support based on the health check results of daily monitoring 
data using wearable devices. 

The other is that this facility will also be a hybrid with a general facility, a hybrid facility that shares such a 
main modality. As for features, this time it will be a women-only clinic and a women-only health checkup 
center. Therefore, our concept is to provide women-only outpatient clinics, medical checkups, and treatment 
with a focus on cancers specific to women and cancers that are common among women, especially those 
related to female hormones, which tend to change with each age group. 

 

And one more thing, next page. This is an evaluation of the seniors, or should I say a leveraging of the current 
care type. This time, we have created a brand called HIMEDIC RESIDENCE. 

Therefore, this facility places even greater emphasis on medical care than before. The first is, of course, 
HIMEDIC. Tailor-made checkups by HIMEDIC doctors. This is different from the usual HIMEDIC checkup, which 
is appropriate for seniors. Especially for seniors, the situation differs considerably from person to person, so 
we will conduct a thorough health checkup in the form of a custom-made program. 

The care program also places emphasis on dementia prevention and good sleep in collaboration with HIMEDIC, 
as mentioned earlier. This will also make firm connections with Plasmalogen and other ingredients we have 
been dealing with. 
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In terms of diet, in addition to frailty prevention meals, the MIND diet is now available. Regarding exercise, 
we are currently conducting joint research with Kobe University to implement a dementia prevention exercise 
program. Therefore, we would like to strengthen our brand power by presenting data on the effectiveness of 
preventive measures and presenting them academically, as we will have medical checkups in the future. 

Therefore, we plan to gradually rebrand the current facilities, the long-term care facilities, and Trust Garden, 
as HIMEDIC RESIDENCE, starting with the facilities where this program can be implemented. 

 

The following is the forecast for the full year. Page 17. As I mentioned earlier, we have revised our full-year 
forecast for the fiscal year ending March 31, 2026 to JPY260 billion, up 4.3% from the previous year. Operating 
income was JPY29 billion, up 10% from the previous year. Ordinary income was JPY29 billion, up 8% from the 
previous year. We have revised our net income upward by 0.8% to JPY20.3 billion. 

Yes. This is a brief summary of H1. 
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Question & Answer 

 

Moderator [M]: We will now begin the question-and-answer session. We are accepting questions now. Please 
send us your questions. 

First of all, Mr. Sekine of Daiwa Securities would like to ask a question. 

Sekine [Q]: I am Sekine from Daiwa. Thank you for your explanation. I would like to ask you two questions, 
and I hope you will answer each question. 

First, though, can you tell me about your pricing strategy in large part? Looking at the financial results this 
time, I think that in membership, while new projects are growing, existing properties are also continuing to 
do well. I believe that this situation has allowed you to raise the sales price, even though construction costs 
have naturally increased. 

On the other hand, I believe you have also been promoting initiatives like HIMEDIC RESIDENCE within your 
medical this time. You will continue to raise prices across all businesses, including membership, medical, and 
especially hotels and restaurants, by enhancing value and increasing pricing. Is there any significant change in 
this direction? For example, in the case of medical, I think you have proposed HIMEDIC RESIDENCE this time, 
so I wonder if you would like to place more emphasis on monetization than in the past. This is about the 
approach to monetization. Also, please tell me about your future focus and how you plan to place emphasis 
on this area. This is the first one. 

Fushimi [A]: Yes. As you say, raw materials are still rising. As you know, the construction period for new 
facilities under contract has increased from 2.5 years to 4 years from the start of construction. Then, price 
fluctuations in that area will be quite large, and we need to anticipate that. 

However, the client has to bear the cost of such price fluctuations, and we have to reflect this in our prices. 
However, we are currently doing very well, and all of our buildings are expected to be sold by the time they 
are completed, so there is a risk that once they are all sold, costs will rise further, pushing down overall costs. 

So, of course, we will set the price in part by taking into account the cost of the property, but since we do not 
offer only one property, the price will reflect two or three properties in turn, such as the current Kanazawa 
and Awajishima properties. If there is a large price difference there, only one of the properties will sell, and 
that would be very unbalanced. So, to avoid such a situation, one should take steps and start reviewing prices 
now. 

So, of course, the price is higher for new buildings that start construction, but one of the standards will be 
adjusted to match, for example, the three standards of the existing offerings. One thing to do is to raise the 
overall level while aligning in such a way. 

As for the unanticipated higher costs, some of them have already been offered, so it is true that we are now 
making very delicate adjustments, reviewing the prices of existing properties as a whole, and adjusting the 
prices as a whole. In fact, this will also align with our offering pace. And regarding the price review we had 
actually planned for H2, we are considering bringing it forward by about two months. At this level, we are 
making very fine adjustments while firmly implementing price pass-through. 

Sekine [Q]: Thank you very much. Also, in medical, will it be possible to further monetize the HIMEDIC 
RESIDENCE? What do you think? 
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Fushimi [A]: The price review at HIMEDIC RESIDENCE is still a bit in limbo at the moment. So, we are releasing 
this now and hope to review it when we have some evidence, as I mentioned earlier. 

Sekine [Q]: Okay. Thank you very much. The other is this balance between investment in growth for 
sustainable growth and also profit generation. H1 of this period was also exceptionally strong, and I believe 
that in H2, head office costs, likely centered around personnel expenses, have been steadily increasing. 
Consequently, looking at the current stock price, it unfortunately appears somewhat weaker compared to the 
morning trade. 

When you think about it in the future, for example, do you intend to maintain a certain level of profit margin? 
But after that, do you want to invest? Or perhaps, within this medium-term management plan, the latter half 
of the next few years will see profits generated, including the recognition of deferred revenue. While you will 
manage profits to some extent in H1, you will strive to maximize profits as much as possible in H2, right? Let 
me take a moment to clarify your approach to profit margins in this area and the timing of generating profits. 
That is all. 

Fushimi [A]: Yes. Regarding profits, naturally, we are firmly grounded in achieving stable growth in both profit 
margins and profit amounts. In this sense, there are no particular factors that would cause profits to decline. 

However, in terms of business investment, as I mentioned earlier, we are seeing a great deal of activity, 
especially in the medical, including new M&As and new investments, and many projects are emerging. In that 
aspect, we would like to invest in those areas of this current strong performance that have firmly exceeded 
the plan. 

Also, existing properties, which until now have been rather passive. This is because we have been focusing on 
large-scale renovations and rebuilding, and in contrast, we have been a little behind in some areas overall. 
Starting this fiscal period, we plan to ensure that reinvestments aimed at boosting profitability are carried out 
thoroughly at each facility level. Now that we are seeing such plans from each facility one after another, we 
will be investing more than ever before in such investments. 

Sekine [M]: Okay. Thank you very much. 

Moderator [M]: Now, Mr. Oda from SMBC Nikko Securities, please. 

Oda [Q]: Thank you. I am Oda from SMBC Nikko Securities. I also have two questions, please. I hope you can 
answer each question. The first would be the numbers, and I'm looking at the revised plan, especially for H2. 
Especially in H2 for membership, you are planning a decrease of about JPY1.7 billion from last year. 

Of course, deferred gains and losses will likely decrease by about JPY1.5 billion compared to H2 of last year. I 
understand that part. However, on the other hand, the contract value itself will probably increase compared 
to H2 of last year. So, I thought you might be able to generate a bit more profit. If there is a possibility, is it 
possible that the mix of purchase and resale activities last year may be a factor in H2 of this year as well? I 
would like to ask you about your thinking on profit and loss in H2 of the membership business, the 
assumptions of your plans, etc., as the first question. 

Fushimi [A]: Yes. As you mentioned, we continue to see strong contract volume, so we do not expect to see 
new offering as we did in H1, so our view for the full year is that we will capture the plan well, although not 
as well as we did in H1. 

However, one thing about the plan, the start of offering for new facilities, which had been planned for March, 
has been pushed back to April, which has a slight negative impact compared to our forecast. 
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As you pointed out, we are preparing for the purchase and resale of existing properties compared to the 
previous period, but this is still about half of what it was in the previous period. While the number of projects 
has decreased, we are also seeing a concentration in new projects. Therefore, rather than forcing existing 
properties into H2, we plan to hold back for H2 if possible. Whether it is March or April, we are not sure yet. 
We are considering holding off on financial measures or new projects until we have accumulated a sufficient 
number after April, then launching a campaign-style offering. As for that part, as you mentioned, I believe that 
is the primary reason for the decline in profit margins. 

Oda [Q]: Okay. Just a second question regarding that. This is precisely the confirmation of the buy-and-resell 
situation you just explained. I think you mentioned that at the end of Q1, you would start making preparations 
for Q2 or so. The current situation, basically, how did this Q2 go? 

As you mentioned earlier, new sales are probably higher than your initial policy, so I understood that you were 
saying that you wanted to make sure that the sales would be higher for next year than for this year. Could you 
tell me a little bit about your thinking in this area of purchase and resale in H1 and for H2 of this year and 
beyond? This is the second. 

Fushimi [A]: Yes. I think we are doing about JPY3 billion each quarter, and still. However, the difference from 
H1 was that in H1, there were clearly people of sleep and people who did not use it at all, so in a sense, we 
were able to collect a certain number of people by confirming their intention to sell, for example, in a business 
sense, even if they were not sales people. These aspects have now come full circle to a certain extent. 

But we still have them as properties, for example, they have two or three units, and they use them or not. 
However, since there are various factors such as future usage intentions, for example, inheritance, etc., a sales 
representative will have to come in and consult with the customer and purchase the property. 

Therefore, in this new one now, rather than all of us taking on that, we will store such things sequentially 
while firmly expanding the current new membership. When we do things piecemeal like this, it becomes quite 
difficult to concentrate. Therefore, we would like to save up enough properties in such a way that it does not 
interfere with our current sales activities, and at some point in time, we would like to launch a campaign like 
the one we launched in H1. 

Oda [M]: I understand. Understandable. That is all from me. Thank you very much. 

Moderator [M]: Does anyone have any other questions? 

Company Representative [M]: There is still time, but since there are no other questions, we will close the 
question-and-answer session. This concludes the briefing. Thank you 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]. 
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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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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 
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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 © 2025 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 


