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Presentation 

Moderator: Thank you for taking time out of your busy schedule today to participate in this conference call 
with Resorttrust, Inc. Today's conference call was attended by President, Mr. Ariyoshi Fushimi, with IR 
representatives, Mr. Makino and Mr. Honda, in attendance. President Fushimi will now present the Q3 
financial results, followed by a Q&A session. The entire event, including the presentation and Q&A session, is 
expected to take approximately one hour. The presentation materials are available on our website. 

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

Fushimi: Hello. 

I am Fushimi from Resorttrust. I will first provide a brief summary based on the materials you have on-hand. 

Please look at page one. In the fiscal year ended December 31, 2024, we achieved record highs in both sales 
and profits, with consolidated net sales of JPY197.6 billion and consolidated operating income of JPY25.7 
billion. 

The main factor was the strong performance of the membership business in Q3, following H1. Price revisions 
and increased sales of existing properties have also contributed to higher profit margins. However, the hotel 
sector was significantly affected by the earthquake and typhoon in H1. Although the increase in personnel 
expenses for investment in human resources and the recording of repair and maintenance expenses have 
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reduced profits compared to the previous year, the business has been basically strong. In the medical business, 
both sales and profits reached record highs in Q3. 

Second, the total contract amount for hotel, medical, and golf memberships was JPY89 billion, and the 
contract amount for memberships reached a record high for the fourth consecutive fiscal year. After all, 
SANCTUARY COURT in YATSUGATAKE started sales this August, this was a very strong performance, and the 
purchase and resale of existing properties, which we strategically tried for the first time this fiscal year, made 
an even bigger contribution, resulting in a 27% increase over the previous year's record. In addition, medical 
services also performed very well, with medical contract volume exceeding the previous record. 

As a result, consolidated net sales at the end of this fiscal year will be JPY247 billion, and consolidated 
operating income will be JPY26 billion, which we revised upward again in November. We are aiming for a 
record-high sales item for the year. Accordingly, the year-end dividend was revised upward. The Company 
raised its initial forecast of JPY27 per share by JPY4 per share to JPY33 per share, an increase of JPY2 per share 
over the revised forecast made in November. At JPY60 per share for the year, we are pleased to announce 
that this is also our highest dividend ever. 

 

Next, on page two, in terms of hotel membership, as you can see, the first stage is to provide corporate 
services that meet the needs of customers in the wake of the coronavirus pandemic, as well as privacy spaces. 
The SANCTUARY COURT series, which has been further enhanced, has grown by one major step. In addition 
to this, in 2024, we continued to respond to the needs of the post-corona era, and we are seeing a significant 
effect from the revitalization of sales of existing properties and the effect of price increases. This is also, as I 
mentioned earlier, a post-corona need, and it is the sense of value for money and the fact that it is limited to 
domestic customers. I think this is a new need, especially in this area, that has resonated with all the new 
customers. 
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Continuing on, page three is about memberships in medical. It was thought that corona would also stall the 
market, but it was still a sign of increased interest in underlying diseases and prevention. After corona, we 
introduced well-being check-ups from the perspective of prevention. In response to [inaudible] power-up in 
the content of the inspection, the price has been reviewed, and the medical service is currently growing in 
two stages, first by corona and then by after corona, just like hotels. 
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First, here are the financial highlights on page four. Again, sales increased 45% over the previous year to 
JPY197.6 billion, and operating income increased 100% to JPY25.7 billion. Ordinary profit was plus 96% to 
JPY25.9 billion. Net income was also positive 89% to JPY18 billion. In addition, evaluated sales increased by 
13% to JPY184.9 billion. Evaluation operating income was similarly positive, up 15% to JPY24.8 billion. The 
financial highlights are like this. 

As you can see in the table below, in the past, we have been showing the volatility of deferred realizations in 
our evaluations in order to have a clear understanding of our ability. However, now we have a situation where 
the deferred and realized profits are almost equal and stable, and the profits and evaluations are in line with 
each other. 
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Please refer to page five. As I mentioned earlier, [inaudible] in light of this, we have revised our forecast for 
the current fiscal year to JPY26 billion in operating income. As for ROE, we have set the ROE at 13.3%, which 
means that we have already achieved the target for the fifth year of the original midterm plan. We would like 
to start rolling out a new medium-term plan from next year and present it again, and we have already 
generated operating income, ROE, and so on. In addition, I would like to present one more strategy for growth, 
which will be in May. 
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Page six is the contracted amount. This is also a bit characteristic of the SANCTUARY COURT, the darkest part 
of which is now the mainstay of the project. The inventory of these properties has been a problem, and they 
continue to sell almost as soon as they are put on the market. The biggest growth this time has been in the 
XIV and Baycourt. It also means that existing properties have grown significantly. This leads to the purchase 
and resale mentioned earlier, and I would say that this part is very distinctive. 
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Page seven is by product for that hotel. In Q3, the focus was on YATSUGATAKE, but we expect YATSUGATAKE 
to be almost completely sold-out by the end of Q4. There is no change in the trend, that new products will 
still be the main focus in the next fiscal year, the contract volume from the use of digital generation, which I 
have been explaining for some time now, in the area of increasing overall productivity, the contract signing 
from the prospect management using [inaudible]. The two major trends, referrals to hotel guests on the right 
and referrals from financial institutions, are growing at a faster pace than ever before, especially in the area 
of digital utilization. We believe that these two will account for about half, or 50%, of the total growth in the 
next few years. 
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Please see page eight for the contents of the human environment. First, the occupancy rate, I mentioned 
earlier, this fiscal year, we were particularly affected by typhoons during the busy summer season, as well as 
earthquake information. We have managed to capture the previous year. We have been able to increase the 
unit price as we had hoped, partly due to a review of prices and other factors. 
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Page nine shows the progress of priority measures in this midterm plan. As you can see, we are almost on 
schedule with the opening of new facilities, starting with a review of prices, new recruitment, digitization of 
facilities, et cetera. 

Depending on the situation, a new need that has arisen is the inbound business with Mitsubishi Corporation, 
which started in January this year. The newest topic is the establishment of a joint venture company for 
medical check-ups. 

In the areas of productivity, human resources, and sustainability, we have been promoting measures to 
reform workstyles, as well as DX for productivity improvement, et cetera. We expect these measures to 
contribute to profits from the next fiscal year. Capital efficiency, at the bottom of the list, was upgraded to A- 
in JCR's credit rating this fiscal year. 
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Please see page 10 for an overview of the new hotel. The YATSUGATAKE property you are looking at went on 
sale in August, and SANCTUARY COURT opened on October 29. The facility has been in operation since its 
opening and is currently operating smoothly. 
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Page 11 is the current status of medical. Two locations, HIMEDIC Osaka and Midtown East, have begun 
accepting applications for this term. This is also going well. As for the development with Mitsubishi 
Corporation, which I mentioned earlier, we officially established a joint venture in January. This is a total of 
28 HIMEDIC centers that we have, and they are health check-up centers. The goal is to expand profit margins 
by taking advantage of vacancies in the current holiday modality, beyond that, specialized inbound facilities 
for overseas visitors. We plan to work together to develop not only medical check-ups, but also advanced 
treatments, preventive medicine, et cetera. 
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Page 12 shows the current status of our price pass-on amid the rising cost of labor, which we have already 
done and plan to do. Here is what we consider to be the status of service price revisions, memberships, of 
course, but also room and board in hotel restaurants, and management fees, in medical as well, membership 
fees. In addition, we plan to gradually revise the prices of memberships themselves to ensure a solid profit 
margin. 
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Page 13 shows segments. As I mentioned earlier, memberships are growing steadily at record highs in medical, 
but in hotels and restaurants, there is still the negative impact of the busy season I mentioned earlier. We are 
not able to fully absorb the rise in labor costs and other factors, resulting in a negative operating income. We 
believe that we can steadily increase this. 
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Page 14 is the development schedule. YATSUGATAKE has started accepting applications as planned. In this Q4, 
we had planned to start accepting applications for the new Kanazawa product in January, but this has been 
delayed slightly. This has affected our sales a little, but we expect to be able to start recruiting during the fiscal 
year ending March 31, so we should be able to connect with our inventory without any problems. Since then, 
another property is scheduled to begin accepting applications in the next fiscal year. 

Medical will also begin accepting applications for Yokohama in the next fiscal year. Senior residences are also 
doing well, with new properties now being planned in parallel in Tokyo, Nagoya, and Osaka. 
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The last page, page 15, is a review of the revised plan for the fiscal year just ended, net sales JPY247 billion, 
operating income, JPY26 billion, ordinary income, JPY26.3 billion. We have revised upward our full year 
forecast, with net profit of JPY17.7 billion. This is the end of my brief presentation. 
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Question & Answer 

 

Moderator [M]: We will now begin the question-and-answer session. 

We will now begin. Mr. Kuwana from Mizuho Securities, please. 

Kuwana [M]: Thank you. I am Kuwana from Mizuho Securities. 

Fushimi [M]: Yes, please. 

Kuwana [Q]: I would like to ask two questions. First, I have a question regarding the forecast of hotel 
membership contract volume for the next fiscal year. I would like to ask you a question because I am a little 
concerned about the reactionary decline in the next fiscal year, when memberships have been so good this 
fiscal year. Should we expect a decrease in contract volume in the next fiscal year because of the scarcity of 
these purchase and resale memberships, which are easier to sell than the usual uncompleted projects, or does 
the volume of membership resale mean the same amount of sales, where most of the construction has not 
yet been completed? From a slightly different perspective, can we also expect an overall increase in unit price, 
so that the number of sales will fall but the contract value itself will be maintained? Can you tell us about the 
outlook for hotel contract volume for the next fiscal year, as far as you can tell us at this time? 

Second, I have a question about the price increase for hotel operations on page 12. You have listed a price 
increase of about 30% at Tokyo Baycourt, which I think is reasonable considering the location and the 
surrounding market. I would like to ask about the situation of other hotels in terms of price pass-on, and I 
would like to know what the future price increase policy is for each brand of XIV and Baycourt or for each 
region, whether there is room for price pass-on in such places, but not in such places, et cetera. I would like 
to know what your policy is on raising prices in the future. These are my two questions. 

Fushimi [A]: First of all, we expect the unit price of contracts to rise further in the next fiscal year. We are 
basically considering [inaudible] productivity to be the same, so we are basically considering it to be an 
increase compared to this fiscal year. Regarding the purchase and resale of existing facilities that I mentioned, 
we plan to continue to do so on a regular basis each year, applying a certain quota for resale, while keeping 
an eye on utilization. In addition, from next term, we are currently reviewing the price of new membership, 
and we also plan to review the existing properties as a whole from next term, so we expect growth [inaudible] 
to continue at the current level of contracts. 

As for the hotel price pass-on, as I mentioned earlier, we have announced a review of the room charge for the 
Baycourt and other facilities. The room charge will be handled according to the situation at each facility. We 
will deal with each case individually, taking into account the situation at the hotels in the area. Therefore, we 
are already considering specific price increases for the next series of Baycourt, especially the Baycourt Rikyu 
series, et cetera. 

Another point is the overall price review of meals and other items, which was implemented simultaneously 
about 2 1/2 years ago. We plan to introduce another price review in the next fiscal year. However, not only 
this course, but also the needs of our customers, are diversifying, so although the overall price of the course 
will increase, we will be able to offer à la carte meals for seniors, room service, such as boxed lunches, at a 
slightly cheaper price for corporations, and breakfasts, that are not only in the current form, but also in the 
continental style. As we increase the number of options, we would like to take a strategy to increase the unit 
price without dropping [inaudible], starting in Q1 of the next fiscal year. That is all from me. 

Kuwana [M]: I understand very well. Thank you very much. 
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Moderator [M]: Next, Mr. Oda from SMBC Nikko Securities, please. 

Oda [Q]: Thank you very much. This is Oda from SMBC Nikko Securities. I would like to ask two questions. I 
would appreciate it if you could answer one question at a time. 

The first is about human resources sustainability. I think you made some comments on page nine of the 
document. In this section, you commented that you will promote DX for workstyle reform and productivity 
improvement, and expect this area to contribute to profits in the next fiscal year. There may be some overlap 
with your explanation, but could you please explain what went wrong in the current fiscal year, and what you 
can expect or need to do to improve productivity in the next fiscal year? 

Fushimi [A]: Okay. First of all, regarding human resources, I would say that it started the year before last. The 
situation overseas is very difficult. We took 300 [inaudible] people from the web and also about 600 new 
graduates. It is a very large-scale recruitment of around 1,000 people. Regarding this, to be honest, we have 
managed to increase the number of workers, but productivity has not yet improved. We have been promoting 
education on this topic. 

However, as for people from overseas, they are still limited to working in the backyard, so we will provide 
language education to enable them to provide services in front of customers. This also becomes a problem 
with regards to residency status at the moment. If the status of residence they have is for cooking, for example, 
there is the problem that they cannot do things like cleaning rooms. That is a new visa, too. We will encourage 
visa acquisition, multitasking, and other activities, to increase productivity by asking overseas workers to do 
so as well. 

In addition to the overseas visitors we mentioned earlier, there are also places like Dubai, where multitasking 
and taking breaks are common, and the situation differs from hotel to hotel, but there are places where it is 
being put into practice and places where it is not. Of the 44 facilities we currently have, it has become clear 
that the GM is still the most important factor. From next term, we will introduce a system of annual pay for 
each facility, and by incorporating this into the evaluation system, we will be able to look at this area more 
closely. 

Therefore, the headquarters, the field, and the head office, will work in unison to address this issue. For 
education, et cetera, of course, we have our head office, and also for people overseas, we have such a 
consultation service and an education department. We currently have employees from Myanmar and the 
Philippines. We will also be responding to these people on the head office side, and our main focus in the next 
fiscal year will be to try to increase overall productivity. I hope it answers your question. 

Oda [Q]: Thank you very much. Second, since this is a midterm plan, I understand very well that we have to 
wait until May. ROE, you explained that the target for this fiscal year is 13 points higher than the target of 12, 
and that you will consider raising the target again based on that. It's just a matter of thinking, but I think that 
your company's profit margin will probably increase a little more, including the improvement in the 
profitability of the hotel restaurant and the price revision that you mentioned earlier. 

Looking at the cash itself, most of your properties are sold-out by the time they open. Given that cash 
collection itself is probably faster than in the past, I think it will be a discussion about how you allocate your 
spending. To put it simply, I think that if you have to invest from here or if it is necessary, on the other hand, 
you will also have to think about how to manage your cash position, including returning profits to shareholders. 
I would like to ask you if you have any thoughts or ideas about this area. It's okay to say as much as you can 
now. This is my second question. 

Fushimi [A]: Now it's not easy to speak formally here. As for my thoughts, I would like to set a target of 15% 
for the medium-term management plan, for ROE. Also, as for cash, it has been a long time that we have been 
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trying to invest in new businesses, but have not been able to do so. There are currently specific cases involving 
medical and hotel projects. We are now considering investing more aggressively in the next fiscal year in areas 
that will lead to overall growth and increase the overall profit margin, as well as in areas that will have 
synergies for our members. 

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

Moderator [M]: Any other questions? We still welcome your questions. Now Mr. Sekine of Daiwa Securities, 
please. 

Sekine [Q]: I'm Sekine from Daiwa Securities. I would like to ask you two questions as well. I will ask my other 
question after your answer. The first is, as Mr. Oda just asked, the hotel part and the people part in particular, 
I think you have spent a lot of money on consolidating your position, with increased revenue and decreased 
profits this year. 

Regarding to the next fiscal year and beyond, you will be able to start-up new hotels, which will result in solid 
profits. Especially, SANCTUARY COURT, where you are building a footprint, I think the occupancy rate is quite 
high. Is it safe to assume that you are entering this phase of improvement, including profit margins, or as you 
said earlier, if you think that there are still things that have been done and things that have not been done, 
should more effort be put into improving the system in this area? Please tell me about the hotel's profit first 
and also how it spends its money. 

Fushimi [A]: I mentioned human resources a little earlier when explaining to Mr. Oda, but there is also the 
part I mentioned earlier, where the DX part is still just an up-front investment. Smart check-in and check-out 
is still only 20% to 30% of the overall usage rate, so the question is how to increase this rate. 

In fact, this is our slightly older type of facility called, Sun Members. Sun Members Atami, a large-scale facility 
with 200 rooms, 80% of the check-outs have been transferred to automatic calculators and check-outs. We 
have succeeded in drastically reducing the number of front desk workers, and as a result of this, there are 
now successful examples of multitasking that have led to zero stepping out. I think that actively promoting 
this will also be connected to the GM evaluation I mentioned earlier. 

Sekine [Q]: I'm sorry for the noise of the children. 

Fushimi [A]: No problem. We are thinking about it. Next point is about hiring. Including mid-career hires, there 
is a turnover of about 500 people per year, on this, for example, cost. There is also the skilled [inaudible] 
movement. Therefore, the current turnover rate is also on a downward trend, as engagement has increased 
considerably. That is what we are trying to protect. Also, and this is also related to productivity, but as I 
mentioned earlier, we have seen a significant increase in sales successes in the use of digital technology to 
close deals with prospective customers. In fact, we have seen that more than 100,000 prospective customers 
are served by only about 10 people. One is the operation of the hotel and then sales. It could be a usage 
promotion or a reservation center. In all, we have about 280 people working on these things, that these could 
be halved by utilizing the same mechanism and incorporating AI into it. 

Another thing I would like to do is to set up a groupwide concierge there to convey new content and raise the 
unit cost of consumption. This is exactly the same concept in recruitment. For example, we can use the web 
to reach out to students who have turned down jobs and provide them with the same kind of information 
when they change jobs, for example. We are trying to enclose various forms in the same way, and now, based 
on the success of this membership, the operational aspect and then the recruitment aspect. One theme for 
the next fiscal year is to incorporate this system to improve overall productivity. 
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Sekine [Q]: On the other hand, this year, for example, I think there was a considerable improvement in the 
treatment of the workers, as well as these trials. In particular, I have heard from many major companies that 
they think it would be better to raise their payrolls to the same level as last year. How is it going with this? 

Fushimi [A]: Okay. In the next fiscal year, we expect to achieve the same level of results as in the current fiscal 
year. As a base, we expect to see a minimum pay rise, and as for the positive side, we will return the profits 
to our employees and shareholders as we did this quarter, in line with the achievement of our plans. As a 
result, we hope to maintain the comparative minimum of 5%. 

Sekine [Q]: In summary, while costs will continue to be heavy to some extent, the effects of this gradual 
improvement in productivity will be reflected in the next midterm plan. Gradually and progressively, including 
the participation aspect of rolling, it becomes more effective in a positive direction. Is this the way you see it? 

Fushimi [A]: Yes, that's right. Therefore, we will absorb the cost of the products through price pass-through 
and productivity. 

Sekine [Q]: I see what you mean. Thank you. The other one is a little bit related to your medium-term plan, 
so if you can't talk about it, that's fine. 

I think that the year after next, which is a little further in the future, will be a year in which completed projects, 
mainly in the YATSUGATAKE area, will be completed, so I feel that the realized profit from completed projects 
will appear a little lacking this year. When that happens, of course, it may be that you are talking about 
increasing the profitability of the hotel part, as you have just mentioned, or it may be that you will accelerate 
the development pipeline. 

Perhaps, you are talking about taking JPY10 billion in operating income that you originally stated for the 
medical business, that you mentioned earlier, to a higher level. What are your thoughts on how to deal with 
this area, especially now for the fiscal year ending March 31, 2027? What is your image about this? 

Fushimi [A]: Currently, the pipeline diagram you saw earlier is on page 14, but in addition to this, as you said, 
even if we could steadily make one improvement per year, it would still depend on the scale of the project. 
Each inevitably makes a difference there. This is what I indicated earlier when I talked about evaluation. 

If we talk about such things in terms of properties, it is the part that is not listed here, which is even smaller 
than YATSUGATAKE. It is something that can be done as spot. If we continue to develop in this way, for 
example, we will be in a situation where there will always be a shortage and four companies will have to sell 
one set. Depending on each area, we have some smaller ones and some that are already in the planning 
process. I try not to make it too bumpy, as much as possible, depending on the timing of these things coming 
in. 

One more thing, as I mentioned earlier, the JPY10 billion for medical is basically in place as an extension of 
the existing system. In response to this, we have naturally seen positive effects from new projects, including 
those in the past, so if we are looking at the year 2027, we will naturally take into account such effects in 
creating the overall figures. 

Sekine [M]: I see. We look forward to your midterm plan in that area. Thank you very much. 

Moderator [M]: Okay. If you have any other questions, we are now accepting questions. Ms. Okumura of 
Resona Asset Management, please. 

Okumura [Q]: I would like to ask about the profit margin of the hotel restaurant division. Excuse me. I 
apologize for asking such a detailed question, and I understand that the operating profit for the hotel 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
21 

 

restaurant division has been revised downwards for Q2 to Q3. I have heard that you are investing in human 
resources and other areas as you have explained so far. Is it correct to say that the op margin will reach the 
level of the hotel restaurant division in your company by the end of the next midterm business plan? Thank 
you. 

Fushimi [A]: Currently, we expect a minimum of 5% to 7%. 

Okumura [Q]: I see. Thank you. What appears to be quite low in terms of profit this quarter is the up-front 
investment. We can understand that you will eventually aim for that figure. I see. Thank you. 

Fushimi [A]: I mean, including the [inaudible] rate. 

Okumura [M]: Okay. Thank you. 

Moderator [M]: If anyone has any questions, please ask. We are still accepting questions. 

Okay. As there seem to be no other questions, this concludes the question-and-answer session. 

We would like to finish our financial results briefing. Thank you very much for joining us today. 

Fushimi [M]: Thank you very much. 

[END] 

______________ 
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